ry 


xxx, he feo 
>mand for °35s 


Spurs Continued 


Used-Car Profits 


Inventories Near Low 
As Volume Holds Up; 
Late-Model Prices Fall 


ED-CAR sales and profits, 

particularly on ‘'55 and ’54 
models, have remained high in the 
face of April’s new-car unsteadi- 
ness. 

Inventories of used cars failed 
te change significantly as of 


the year’s low of 32.8 on Apr, Ll. 


Lone signs of used-car market 
weakness were increasing price re- 
sistance to ‘57 and ‘56 medium- 

models and scattered up- 
swings in inventories without at- 
tendant rises in turnover. 

* * s 
THERWISE, two-and three- 
year-old cars were setting the 

for a banner second-hand 
et in large cities and small 


* Res Angeles dealer called the 
“good” and reported _his 

i-car supply unchanged at a 20- 
ay level. A Massachusetts dealer 
April sales were brisker, with 
his inventory staying at a 60-day 


b 


. Average wholesale prices of '55 
and 54 models showed increases 
last week while '57 and ’56 aver- 
ages slumped for the second week 
in a row. 
The '55 average amounted to $1,- 
(Continued om Page 4, Col. 1) 


High-Court Review 
Sought in Closed 


Territory Suits 
By es ge M, Gordon 


te been lawsuits in- 

closed territories and 
isanioe’ terminations are heading 
for a U. S. Supreme Court show- 


Attorneys, who are sharply 
@ivided on the effects of the good- 
law, see the possibility that 
Court may allude to the new 
if it decides to review 

or both of the pending 


cases. 

* Well known to factory and dealer 
att 8s, the cases are Schwing 
x Co, vs. Hudson and Webster 
A Car Co. vs. Packard. Both 
by coincidence, operated in 
ore and lost their franchises 

the 1952-53 period. 

i * = o 
IEF JUSTICE EARL WAR- 
REN has given attorneys for 

(Continued on Page 65, Col. 1) 
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Top Cars 
New-car registrations for Feb- 
ruary, plus 28 states for March: 
1957 Pos. Make 1956 Pos. 
1—277,628 Ford 229,602— 2 
2—259,480 Chevrolet 282,362— 1 
3—109,477 Plymouth 93,776— 4 
4— 86,686 Buick 113,266— 3 
5— 78,717 Olds. 89,718— 5 
6— 62,951 Pontiac 71,725— 6 
I— 51,584 50,272— 7 
8— 47,144 39,459— 8 
9— 28,387 27,201— 9 
10— 21,607 18,969—11 
11— 21,323 20,308—10 
12— 13,651 12,922—13 
13— 11,923 17,889—12 
14— 7,816 7,630—14 
15— 2,080—18 
16— 5,936—16 
17— Metropolitan 666—19 
1k Hudson 2,486—17 
19— Packard 6,818—15 
20— Continental 434—20 
Misc. 12,319 
Total All Makes 
1,114,742 1,105,838 
Further details on Page 56. 
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Finance Cleanup Gets 
Dealer, Public Support 


In Letters to Probers 


By William 
Washington Correspondent 

ASHINGTON. — Hundreds of 
letters received by the Senate 
Auto Marketing subcommittee since 
its recent insurance probe make it 
clear that the public—as well as 
many auto dealers—wants Congress 
to look into unethical finance prac- 

tices. 
Subcommittee Counsel David 
Busby said that as many people 
have written to report alleged fi- 


Most Producers Increasing 
Car Schedules Slightly 


By Martin L. Whitmyer 
Staff Writer 
pana output by all makers 
except Ford Motor Co. boosted 
car assemblies to 125,305 units last 
week—1.4 percent above the previ- 
ous week’s 123,633 cars and 11.2 per- 
cent over the same week a year 


Last week’s car output also was 
101.5 percent of Automotive News’ 
three-year index, compared with 
the 100.2 percent compiled on the 
previous week’s assemblies. 

Truck output last week was esti- 
mated at 25,315 units—a 3.3 percent 
boost from the 24,514 commercial 
vehicles turned out the previous 
week and the highest weekly out- 
put of trucks since the week ended 
Dec. 1, 1956, when the manufactur- 
ers rolled 25,063 units from the 
lines. 

. > 7 

ONTINUED sub-normal car out- 

put held April assemblies to 

549,239 units—a 5.1 percent drop 
from March's output of 578,826 cars 
and only a 0.3 percent boost over 
the 547,617 units turned out during 
April a year ago. Last month’s car 
output was the lowest since last 
October. 

The 104,303 trucks turned out 
during April marked a 17.7 per- 
cent improvement over March’s 
89,030 assemblies and a 6.6 percent 
boost over the 98,340 units turned 
out April, 1956. It also 

marked a 13-month high for truck 


output, while Studebaker-Packard 
————— 


has shown the greatest decline. 

Year-to-date figures through May 4 

showed Chrysler up 42.8 percent and 
(Continued on Page 69, Col. 3) 


nance “gouging” as have com- 
mented on the insurance investi- 
gation. 

While the subcommittee staff will 
be unable to substantiate every 
charge, he said the response does 
indicate public endorsement of the 
subcommittee’s planned finance 
probe. 

- o o 

, investigation has been de- 

layed because of the illness of 
Senator Frederick Payne, Maine 
Republican and a member of the 
subcommittee, but Busby said it 
will definitely be resumed this year, 
probably after June 1. He added 
that he hoped the probe would lead 
to legislation on some level. 

“It seems to me,” Busby com- 
mented in an interview, “that we 
will never get rid of come-on ad- 
vertising and other unethical 
practices until we have adequate 

laws, preferably on a state level, 


“OUT THEY GO”! 


BRAND NEW 


1957 DODGES 


We Must Clear Out Our Entire Stock of Brand New ‘57 DODGES by April 30 
36 to Choose From—Station Wagons—Hardtops—Sedans 


--- Save $800 to $1200 - -- 


SO HURRY—HURRY—HURRY HERE IS YOUR REASON AND OURS! 


Every ONE MUST BE SOLD 

Down comes THE Price 

So HERE 1S YOUR CHANCE TO SAVE 
Every ONE IS BRAND NEW 

Lose No TIME—ACT NOW! 


(36 MONTHS TO PAY) 


BEN STEPMAN MOTOR CO. 


6250 PAGE AVE. 


First Dealer Edsel Ad?— 


(SERVICE DEPT. OPEN 8 A.M.-5 P.M.) 


PA 5-6250 


production. Reflecting dealer interest in birth of the Edsel is this ad which appeared recently 
On a percentage basis, Chrysler in the St. Louis Post Dispatch. Some readers concluded that Ben Stepman Motor was 
Corp. has shown the biggest im-|@ Dodge dealer clearing the decks for Edsel. The lowdown: Stepman is a non- 
provement over a year ago in car franchised dealer, and, an Edsel spokesman ventured, “likely to stay nonfranchised 


cs far as Edsel is concerned. - 


Edsel Dealer Drive Set to Roll 


areas so that it knows something| reputation of the desler than in 


By Joseph M. Callahan 
Staff Writer 

DSEL’S history-making task— 
building a dealer organization 
months before its first-born models 
are introduced — 
will move into 
high gear in the 
next few weeks, J. 
C. (Larry) Doyle, 
told AUTOMOTIVE 

News last week. 
Sales Manager 
Doyle said that 
Edsel now knows 
where it wants its 
dealers. It has 
graded the dealers 
in important 


about the dealers it wants, and has| registrations.” 


built up a 700-man field force in 

five regions and 24 districts to sign 

up the dealers it wants, he added. 
” s + 


HAND are some 3,600 appli- 
cations for the Edsel franchi 
although Edsel doesn’t plan to. 
eae just what 
e’re not u 
might be svailable, said. 
“We believe that won't 
be done Se we qual- 
ity dealern,” 
In that res 
bit like some critics 


in the 


* -* «# 
“first definite “agreements” 
reached between Ed- 
of the 1,200-1,500 deal- 
ers the division hopes to sign 
up by its introduction day next Sep- 
tember, Avromorive News has 


It was not explained whether 
these agreements were written or 


an Edsel spokesman said: “Nego- 
tions are under way between the 


Edsel division and the many deal- 


ers who have applied for franchises 
to handle the car line, and in a 
(Continued on Page 6, Col. 1) 


to put a stop to gyp finance prac- 
tices.” 

Nine letters have come from new- 
car dealers, seven of whom backed 
the senators’ approach to the prob- 
lem. 

* * + 
E correspondent, an upstate 

New York dealer, said he 

thought the dealer’s: finance reserve 
should be “outlawed,” adding that 
he had asked New York’s Gov. 
Averell Harriman to back appropri- 
ate legislation last year. 

He ch that the “usurious 
financing rates with which auto 
buyers are gouged” persist be- 
cause finance companies pay 
“kick-backs” to their dealers. 

The “re ssion reserve,” he 
added, is a “fictitious term,” since 
car respossessions are compara- 
tively rare and should not mean a 
loss to a reputable dealer when they 
do occur. 

“The kick-back to the dealer is 
just as unethical and reprehensible 
as the kick-back paid by a lawyer 
to a runner or ambulance chaser 
for bringing him litigation,” the 
dealer declared. 

> > * 


SMALL-TOWN Alabama Chev- 

rolet retailer also criticized the 

reserve. Big-city dealers may be 
(Continued on Page 4, Col, 3) 


Dealer Goodwill 
Held 57 Must 


Relations with Public 
Need Buildup—Nichols 


HARLESTON, §. C. Dealer 
attention to public relations 
should take top priority this year, 
according to Byron J, Nichols, 
group marketing general manager, 
Chrysler Corp., speaking at the 18th 
annual convention of the South 
Carolina Automobile Dealers Assn. 
“Customer service in the parts 
department, service nner 
used-car business 


new and 
should be prompt a 
t,” he said. 

Nichols called for advertising 
programs that deemphasize the 
“best deal” and stress the dealer- 
ship, its reliability, years of service 
and prestige. 

“You got in dutch with the cus- 
tomer after the war, now you've 
got to restore his confidence,” said 
Nichols. “And the way to do it is 
through improved customer rela- 
tions programs.” 


- 

— J. NASH JR., Austin, Tex., 

national chairman of NADA’s 
Young Automotive Managers, talked 
to the convention on the necessity 
for proper managerial training of 
young men to produce good busi- 
ness management and salesmanship 


— 
is » profit in 
ye, it’s a 


said, 

question of ented of the fittest.” 
Nash touched on the changed role 
of the auto dealer from the days 
after the war “when anyone could 
sell cars,” and today’s era of highly 

competitive selling. 
Sumpter Priddy jr, NADA co- 
ordinator of the Young Automotive 

(Continued on Page 4, Col. 5) 








Total Up 3.3 Million... 





Breakdowns Average 
One Per Car in °56 


WASHINGTON, — One break- 
down a year is par for each of the 
nation’s 54 million cars, according 
to the American Automobile Assn.’s 
annual survey of car troubles, The 
AAA answered an emergency road 
service call once every six seconds 
around the clock last year. 

The association estimates there 
were 53,486,000 breakdowns last 
year, an increase of 3,347,000 over 
1955, 

The figures are based on reports 
from 18,000 garages under contract 
with affiliated motor clubs to sup- 
ply emergency road service to the 
AAA’s 5.3 million members, The 
AAA road service totals are pro- 
jected to cover all cars registered 
in the U.S. 

Flat tires again were the most 
frequent causes of calls for help. 


Beacham Sights 
General Business 


Rise in 2nd Half 


PITTSBURGH. — Ford Motor 
Co.’s car and truck sales are 19.6 
percent higher than in the first 
three months of 
1956, and the com- 
pany looks for a 
further upward 
swing in business 
in the second half 
of 1957, Charles 
R. Beacham, Ford 
division general 
sales manager, 
predicted last 
week. 

He made the 
forecast at a 
meeting of Ford, Lincoln, Mercury 
and Continental dealers during the 
Pennsylvania Automotive Assn. con- 
vention. 

Beacham said incomes are going 
up, finance trends favor more sales 
and employment is at a high level 
across the country. He estimated 
that before the end of 1957, the 
average customer would have about 
3 percent more pay to spend on 
cars and other new purchases, 

Many people who bought cars on 
24-to-30-month contracts in the auto 
industry's big selling year of 1955 
will complete their payments this 
summer and be ready to come back 
into the car market, Beacham 
added. 

“Although general credit condi- 
tions have been relatively tight for 
the past 18 months, lately banks 
have been making more money 
available for automobile credit and 
this also points toward more sales,” 
he said. 


Beattie Replaces 
Grove for Willys 


TOLEDO.—James J. Beattie jr., 
eastern division manager of Willys 
Motors, Inc., has been appointed 
manager of the western division 
with headquarters at San Francisco. 

Beattie succeeds Howard P. 
Grove, western manager for many 
years, who is taking an extended 





C. R. Beacham 








CO. M. Ritchey James J. Beattie 
leave cf absence. Succeeding 
Beattie as eastern division manager 
with headquarters in New York 
City is C. M, Ritchey, who has been 
Willys’ Pittsburgh zone manager. 
With Willys since 1953, Ritchey was 
Kansas City zone manager before 
assuming the Pittsburgh post two 
years ago. 

Beattie has been with Willys 
since 1949 and became eastern divi- 
sion manager in 1953 after three 
years as manager of the Minneapo- 
lis sales area. 


Nearly one-fourth of all service 
calls—12,906,000—-were because of 
tire trouble. Battery and electrical 
faults ran a close second, with an 
estimated 12,018,000 calls, 

Serious troubles took a sharp 
swing upward during the year. In 
all, nearly 6% million cars had to 
be towed or hauled by wrecker to 
garages or other service facilities. 
This represents slightly more than 
12 percent of all breakdowns, and 
is more than a million above the 
total for the previous year. 

The majority of motorists sel- 
dom leaves paved highways any- 
more, but many apparently still 
find their way into the mud, The 
AAA breakdown table indicates 2,- 
856,000 cars got stuck so completely 
they needed help to get moving 
again. 

From experience in previous 
years, the AAA says it can pre- 
dict with a high degree of ac- 
curacy which problems will arise 
most frequently, In 1956, the only 
change in the order of listing was 
that carburetor malfunctions 
climbed ahead of starter difficul- 
ties. 

The only explanation the AAA 
could offer was the increased use of 
complicated dual and triple car- 
buretor installations, 

The 1956 motorist proved just as 
absent-minded as his predecessors. 
More than two million of them ran 
out of gas, and 851,000 either mis- 
placed their car keys or locked 
their keys inside the car. 

An AAA spokesman said the in- 
crease in breakdowns in no way 
indicates that cars are becoming 
less ‘reliable. He said the rise is due 
almost entirely to the fact that 
there are more cars on the road. 


$150,000 Fire Destroys 
Powell-Stewart Agency 

RALEIGH, N. C.—Powell-Stewart 
Motor Co. here was gutted by fire 
Apr. 27, with damage estimated at 
over $150,000. 

George C. McConnell, president of 
Powell-Stewart Motor Co., said that 
although no inventory of company 
losses had been made, he estimated 
them at $75,000. 


Business 
Barometer 


Auto Production — 150,620 cars, 
trucks in week vs. 135,224 year before. 

Business Failures — 263 in week 
vs. 236 year before. 

Department Store Sales—Up 13 
percent from year before. 

Freight Loadings — 686,950 cars 
in week, a decline of 79,87 from 
year before. 

Gasoline Stocks — 201,945,000 
barrels, a decline of 959,000 barrels 
in week. 

New-Car Registrations — 1,114,- 
742 in 1957 to date vs. 1,105,838 
year ago. 

New-Truck Registrations — 161,- 
942 in 1957 to date vs. 174,181 
year ago. 

Oil Stocks — 257,081,000 barrels, 
an increase of 1,765,000 barrels in 
week. 


Steel 


-—89 percent of ca- 
pacity estimated vs. 88.7 percent week 
earlier. 


Used-Car Prices—$927 in April 
vs. $946 in March. 


Wholesale Prices—117.3 percent 
of 1947-49 index vs. 117.2 week 


before. 
* ” 


Common Stocks 
May Apr. 1957 
1 24 High 
6% 7% 8h 
77Y%_ 78% 8% 
58Y%,_ 58%, 59% 
42% 41% 43% 
7% 7% 8% 


38.50 38.60 


low 
5% 
64% 
54% 
38% 
6% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 
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Automobile Breakdowns 











1956 1955 
Type Service Calis Percent Calls Percent 
tl catia ted 12,906,000 24.18 12,460,000 24.85 
2. Battery and electrical .. 12,018,000 22.47 12,018,000 23.97 
IIE sestipceapenivcrsningcie 6,477,000 12.11 6,363,000 12.69 
4. Tow or wrecker .............. 6,445,000 12.05 5,370,000 10.71 
5.34 2,477,000 4.94 
3.98 1,900,000 = 3.79 
8.52 1,444,000 —_-2.88 
3.13 1,895,000 3.78 
Be ID peasectetecrcntvons 1,001,000 1.87 938,000 =: 1.87 
10. Lock and key .......0..... 851,000 1.59 772,000 = 1.54 
a asic 802,000 —-:1.50 506,000 = 1.01 
I i icesniitcandeeitad 578,000 —s-1.08 542,000 —s-:.08 
18. AM Others o.....ccccccccccecsseesee 3,366,000 7.23 3,454,000 6.89 
ee 53,486,000 100.00 50,139,000 100.00 





L.A. Dealer Is Accused 
Of Swindling Customers 


LOS ANGELES.—Henry Caruso, 
who heads four new-car dealerships 
in the Los Angeles area, has been 
indicted on multiple counts of con- 
spiracy, grand theft and forgery by 
a county grand jury. 

He was released on $25,000 bail, 
and arraignment was scheduled 
for today (May 6). Caruso was 
hamed in 19 counts, and 10 offi- 
and salesmen of his dealer- 
ships were named in one to four 
counts each. They were released 
on $5,000 bail. 

Caruso’s dealerships are H. J. 
Caruso, Inc. (Dodge-Plymouth), 
Compton; Berry & Berry (DeSoto- 
Plymouth), Long Beach; Caruso 


Workers in Safety 
Win Recognition 


In Hoffman Award 


WASHINGTON. — Public service 
of men and women who provide 
professional knowhow in the fight 
against traffic ac- 
cidents will be 
honored through 
the new Paul 
Gray Hoffman 
Award, which has 
been announced 
by the Automotive 
Safety Founda- 
tion. 

Hoffman, former 
president and 
chairman of the 
foundation, is 
known as a pioneer of the highway 
safety movement. Formerly head of 
Studebaker Corp. and ECA adminis- 
trator, he is a member of the U. S. 
delegation to the United Nations. 

The purpose of the new award is 
to give recognition and encourage- 
ment to educators, engineers, en- 
forcement officials, researchers, 
organization staff members and 
others who miake their careers in 
traffic safety, the Foundation said. 

“In the years I was active in this 
movement,” Hoffman said, “I felt 
that amateurs in the safety field 
got adequate recognition but the 
professionals far too little. It is 
the day-by-day work of thousands 
of these dedicated people that has 
been responsible for the substantial 
reduction in our accident rate.” 

Beginning in 1957, one recipient 
will be chosen annually for 10 years 
for outstanding achievement. The 
award will be a sculptured silver 
plaque. A board of judges will select 
winners. 


GMAC Net Rises 
10% in Quarter 


NEW YORK.—Consolidated net 
income of General Motors Accept- 
ance Corp. for the first quarter of 
1957 was $12,568,761, compared with 
$11,352,476 for the first ’56 quarter. 
This was a 10 percent increase. 

Charles G. Stradella, president, 
said that retail receivables pur- 
chased, most of which represent 
auto sales, totalled $839 million dur- 
ing this quarter, compared to $872 
million in the first three months of 
1956. 

However, total receivables pur- 
chased, which includes the finan- 
cing of dealer stocks, amounted to 
$2,525 million during the 1957 quar- 
ter, compared to $2,487 million for 
the first quarter of 1956. 





Paul G, Hoffman 


Plymouth, Inc., North Hollywood, 
and Freeway Pontiac, Pasadena. 

The dealer has denied the 
charges. 

“I am completely shocked and 
amazed at the action taken by the 
grand jury,” Caruso said, “We are 
absolutely innocent of any of these 
complaints as the records will show. 

“In over 10 years in the automo- 
tive business in Southern California, 
we have served over 40,000 families 
to their satisfaction. This record 
speaks for itself.” 

The grand jury action climaxes 
three years of effort by the Los 
Angeles Better Business Bureau, 
according to C. W. Dessart, BBB 
trade practice consultant. The 
bureau assailed Caruso’s sales 
and advertising methods in its 
bulletin as early as August, 1954. 
County officials charged that 

Caruso and the others made a prac- 
tice of swindling car buyers by 
reaching oral agreements with them 
and inducing them to sign blank 
contracts with promises that the 
written agreement would be iden- 
tical with the oral one. 

The indictments were returned 
after two days of testimony con- 
ducted by Herman Arterberry, dep- 
uty district attorney. Some 20 wit- 
nesses gave accounts of how they 
allegedly were victimized in car 
deals by the Caruso organization. 

They charged that after signing 
the blank contracts, the price of 
the new car often was raised, the 
tradein allowance lowered, and the 
payments were larger than agreed 


at the Compton dealership. She 
reportedly told the jury that Ca- 
ruso conducted classes for sales- 
men and advised them to confuse 
Prospects by quoting many 
figures. 


Also, she said, the prospect was 
not to be allowed to write down any 
of the quoted figures. If he did, she 
declared, the salesman was in- 
structed to break his own pencil 
and grab the customer’s to com- 
plete figuring the deal. 

It was charged that salesmen 
were told to get the customer’s igni- 
tion key before proceeding with a 
deal. Some customers allegedly said 
that when they regained their car, 
they found the tires or battery had 
been changed. 

Another charge was that sales 

(Continued on Page 6, Col. 4) 





Dealers Oppose q 


Minority Pickets -7 


Evanston Ordinance 
Provides Stiff Fines 


By Joseph M, Callahan 
Staff Writer 

AS is growing among 

dealers and other small busi- 
nessmen for a law to halt organi- 
zational picketing — picketing 
whereby a union tries to persuade 
a dealer to sign a contract even 
though the union 
does not represent a 
majority of the em- 
ployes. 

Although such bills 
have been introduced 
in two state legislatures and passed 
by one city council in recent wee! 
informed insiders feel that the U.§; 
Supreme Court has already indi- 
cated that legislation of this nature 
is not “long for this world.” 

Last week, the Evanston (Ill) 
city council passed an ordinance by 
a 10-6 vote that prohibits picketing 
of a firm whose employes have 
voted against joining the union. 

The ordinance, sponsored by 
the local Chamber of Commerce, 
provides that violators will be 
fined not less than $50 and not 
more than $200 for each day the 
picketing continues. 

The ordinance’s opponents, which 
includes Corporation Counsel Rex 
A. Bullinger, claim that it is un 
constitutional because the state hag 
not given cities the power to act 
on matters of this nature. 

> > * 


Bill Defended 


yn goer gree of the bill say that 
it is not against picketing 
itself, but against picketing for 
union representation when em- 
ployes don’t want it. : 
Speaking in Chicago, William 
Schnitzler, AFL-CIO secretary- 
treasurer, said he believed that 
the ordinance was harmful and 
unconstitutional and that the 
AFL-CIO would support the 
Evanston unions if they made 4 
test case of the ordinance. 

One Evanston alderman sug- 
gested that action on the ordinance 
be delayed until the Illinois Legis 
lature in Springfield acts on & 
similar measure. 

Last week the Illinois House In- 

(Continued on Page 66, Col, 1) 


Cited for Safety 


Montgomery-Stubbs Wins 


Sloan-Award 


NEW YORK.— Montgomery- 
Stubbs Motors (Lincoln-Mercury), 
Silver Springs, Md., has received 
the Alfred P. Sloan Radio-TV 
Award for its contribution to traffic 
safety through sponsorship of the 
“Ride with Rowzie” broadcasts over 
Station WDDC, Washington. 

W. R. Stubbs, dealership presi 
dent, received a bronze plaque @ 
ceremonies in the Waldorf-Astoris 
Hotel honoring 12 broadcasting or- 
ganizations and advertisers. 

Montgomery-Stubbs was lauded 
for sponsoring a five-minute seg- 
ment of the Jack Rowzie disk 
jockey show in which Rowzit 
relayed traffic information 
motorists driving home during the 
evening rush hour. 
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Dodge Truck With Fins— 


The swept-wing design of the 1957 Dodge cars has been incorporated in a new 
Dodge pickup truck named the “Sweptside 100." Featuring two-tone color 
generous chrome trim, the truck with 116-inch wheelbase is available with 20+ 
horsepower V-8 or 120-horsepower six-cylinder engine, and pushbutton dri 
controls with automatic transmission. Power brakes and power steering also 
available on this model. Payload capacity is 1,675 pounds. 
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OST readers of my column 
know that I have crusaded for 
a better factory contract for 40 
years. 

Now that the contract relations 
have been improved, I urge dealers 
to take advantage of the change. 

Surely, we do not want the 
“day-in-court” law to lessen our 
energies, The law applies only in 
ease of cancellation, and we are 
interested in living, not liquidat- 
ing. So plan on never using it. 
But the law does put permanence 

behind any dealer’s operations be- 
cause no longer is there excessive 
pressure on new-car sales alone. 
Now that we have better security, 
we can well take a new look at our 
entire business. 

We also experienced another 
significant change in that factories 
have 2liminated dealers’ advertising 
assessments and now take responsi- 
bility for promoting their products. 

* * aa 
Recognize Opportunities 
ERHAPS we don’t realize it, but 
these are two very basic 
changes in the industry. 

Charles Darwin is a favorite au- 
thor of some dealers, and they will 
remember his thesis is that one 
who adapts himself to changing 
conditions will progress and grow. 
Those who do not will suffer and 
fade away. 

We must be alert to grasp the 
new opportunities of these evolu- 
tionary changes in our trade. At 
last we can give our attention 
te serving the needs of automobile 
buyers and users in our territory 
as never before. With the more 
permanent nature of our con- 
tract, we can justify additional 
investments in service department 
expansion. 

No dealer, of course, can im- 
mediately put up a building as busi- 
ness increases, but he must be alert 
to his opportunities and provide for 
the facilities as the business grows. 

There is no sense in putting up 
@ capital investment to wait for 
customers, It is always good judg- 
ment to increase capital investment 
to take care of the growing number 
of automobile owners, as well as 
serving a greater percentage of 
present owners. 

> * 


A Profitable Goal 


Ts real potential in our field is 
the service business, All surveys 
Show that while the automobile 
dealer originates all maintenance 
business because he is the only one 
who sells new cars, he has allowed 
maintenance to go to other seg- 
ments of the trade. 

The fact that we get such a 
small share of present owners’ 
maintenance business, and the 





= 


further fact that millions of new | 


owners are coming into the field 

each year, surely indicates where 

a dealer’s future lies. 

Automobile owners spend four 
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Dealers tell me 


By John 0. Munn 








times as much each year to keep 
their cars running as they do on 
the purchase of new and used cars. 
This huge potential service volume, 
plus the fact that it is absolutely 
under the’ control of the dealer, 
makes it a profitable goal at which 
to shoot. It is a less competitive 
business, too, and provides a good 
markup. 

All of us are acquainted with 
dealers who have emphasized serv- 
ice, reached a sizable volume and 
prospered in good years and bad 


years. 


* * x 


Four Corners 


oo example, I know a dealer in 
a town of 25,000 who occupies four 
corners, On one corner he has a 
gas station specializing in lubrica- 
tion and quick service. He sells 
tires, batteries, seat covers and all 
other items owners need frequently. 

This part of his business is 
open nearly 24 hours a day, seven 
days a week, and takes care of 
his customers when the dealership 
is closed. 

His tire department is outstand- 
ing, and it includes a recapping de- 
partment, His manager is alert to 
sales opportunities and tries to sell 

each new-car owner a changeover 
to premium tires. 

He also is aggressive on truck 
tires and has constant contact with 
fleet owners. The boys in the sta- 
tion are trained to sell accessories 
and specialize on seat covers, and 
the upholstery department is lo- 
cated in the service station. 

On another corner is a paint and 
bump building and the dealer gets 
most of the insurance business in 
the town. Since he has such an 
efficient operation, most of the other 
dealers have refrained from dupli- 
cating the investment and have 
their work done there. 

On the third corner is a truck 
and agricultural implement setup, 
both run on a profit-sharing basis 
by associates with long experi- 
ence. 

The fourth corner is his automo- 
bile dealership. It houses the pas- 
senger-car showroom, service facili- 
ties and stock of parts. 

* * > 


Helps New-Car Sales 


T ALL of these locations, the| 
blacktop space far exceeds the | 


space occupied by the buildings. 
These facilities weren’t put up in 
the hope they would attract busi- 
ness. He simply plowed back profits 
in constant expansion after in- 


|creased business already at hand 


forced it. 

He gets a high percentage of his 
service potential, and he helps his 
new-car sales, too. As high as 85 
percent of new-car sales for some 
dealers come from former custom- 
ers. People repeat where they are 
treated well. 

All things being equal, such a 
dealer almost automatically gets the 
deal on the new car. He also gets 
deals from competitors, who alleg- 
edly offer more for the used car. 
Because he has so many More con- 
stant contacts, he gets many deals 
on which there is no competition. 

You see, he is not dissipating 

service department profits to sub- 

sidize new-car sales, but rather 
he is using the new-car sales to 
increase his service potential. 

Sure, he gets volume for his 
factory far above the national aver- 
age. He sells tires on time to meet 
chain competition, The tire manu- 
facturer furnishes the time-selling 
system. He also sells major motor 
repairs on the budget-payment plan. 
His finance companies pay cash for 
the notes. 

This kind of dealer is a better 
outlet for manufacturers than deal- 
ers whose principal business is new- 
car sales. The latter dealer gets 
himself into price competition and 
always finds someone else can sell 
cars a little cheaper. 

At least they sell them cheaper 
(See MUNN, Page 66, Col. 5) 








AUTOMOTIVE NEWS, MAY 6, 1957 





New Feature of Pa. Convention... 








‘Factory-Family’ Talks 


By George E. Shelley 
Staff Correspondent 

PITTSBURGH.— individual “fac- 
tory family” sessions between top 
automotive industry officials and 
their line dealers were held here in 
conjunction with the 37th annual 
convention of the Pennsylvania 
Automotive Assn. 

Under discussion and review at 
the separate meetings were fac- 
tory -dealer problems, customer 


and public relations and outlook | distribution vice-president, General 


for business for the rest of 1957. 

Factory representatives in attend- 
ance were Roy Abernethy, automo- 
tive distribution and marketing 
vice - president, American Motors; 
Charles L. Jacobson, dealer rela- 
tions vice-president, Chrysler Corp.; 
Charles Beacham, general sales 
manager, Ford division, accompa- 
nied by Lincoln and Mercury rep- 
resentatives; William Hufstader, 





Pennsylvania Dealers Name Leaders— 


Members of the executive committee of the Pennsylvania Automotive Assn. ore 
pictured following their election at the association's 37th annual meeting in Pitts- 
burgh. Seated, from left, are Claude S. Klugh, Harrisburg, general manager; Robert 
N. Romesburg (Dodge), Uniontown, president; John B. White (Ford), Philadelphia, 
immediate past president, and A. W. Golden (Pontiac-Cadillac), Reading, treasurer. 


Standing: J. A. Moore (Ford), Scranton; C. 


A. Blake (Cadillac-Oldsmobile), Harrisburg, 


ond David H. Smith (Chevrolet), Washington, vice-p-esidents; W. J. Daub, (Chrysler), 
Easton, secretary, and C. A. Dailey (Chevrolet), Erie, and W. Wayne Beglin (Ford), 


Rochester, vice-presidents. 





Record 811 Cities Join 
Safety-Check Program 


WASHINGTON. When the 
national voluntary Vehicle Safety- 
Check program got under way May 
1 (last Wednesday) the sponsors 
had definite notification that 811 
cities and 23 counties would par- 
ticipate. 


In addition, 67 military instal- | 


lations are planning their own 
Safety-Checks and 36 teen-age 
driver groups are conducting 
special programs. 

H. D. Tompkins, chairman of the 
Inter-Industry Highway Safety 
Committee, said “It is anticipated 
that record-breaking participation 
on the part of public officials, citi- 
zens and dealers will result in more 
than the 1956 total of 2.2 million 
cars and trucks being checked for 
safe driving condition.” 

When the final total of partici- 
pating cities and counties is tabu- 
lated, it is expected that the 
number will be somewhat larger. 
Last year the final total was 800 
cities and 95 counties. 

Results of the 1956 program 
found: one out of five vehicles 
checked in need of attention to 
one or more parts affecting safe 
operation. 

Items included in the Safety- 
Check are brakes, front lights, rear 
lights, steering, tires, exhaust sys- 
tem, glass, windshield wipers, rear 
view mirror and horn. 

Sponsoring the program are the 
Inter-Industry Highway Safety 
Committee and Look Magazine in 
cooperation with the National Assn. 
of State Safety Coordinators. 

Tompkins said, “Supporting the 
national sponsors in their efforts, 


Rawls Tops Candidates 


RALEIGH, N. C. — Guy Rawls, 
local automobile dealer and a new- 
comer to politics, polled the highest 
number of votes of any 17 candi- 
dates for the City Council in the 
municipal primary here. Only the 
incumbent mayor, seeking re-elec- 
tion, topped him. 


|}automobile and tire companies 
made available 19 of their top 
sales and promotional men for a 
ninety-day period. They are now 
completing state and community 
contacts in the 34 states having no 
official motor vehicle inspection 
| programs. 

“The Bureau of Public Roads 
reports that 65 million vehicles 
were registered in the nation at 
the close of 1956, Since only 14 
states and the District of Colum- 
bia conduct official periodic motor 
vehicle inspections, the safety of 
millions depends on the chance 


out of every three will be kept 
in safe driving condition.” 

He added that, in addition to 
actual participation in the Safety- 
Check program, motorists through- 
| out the nation will be made more 
aware of the need to drive safely 
through daily network radio, tele- 
vision and newspaper advertising. 


On_ the 





that 46 million vehicles, or two | 





Motors, and Sydney A. Skillman, 
general sales manager, Studebaker- 
Packard. 

Profit was the other major theme 
of the convention with a panel dis- 
cussion led by four dealers: John 
B. White (Ford), Philadelphia, as- 
sociation president; W. M. McCune 
(Ford), Kittanning; Dave Reese 
(Oldsmobile), Drexel Hill, and 
David H. Smith (Chevrolet), Wash- 
ington. 

Robert N. Romesburg (Dodge- 
Plymouth), Uniontown, was 
elected president to succeed 
White. He had been secretary 
during White’s administration. A. 
W. Golden (Pontiac-Cadillac), was 
reelected as treasurer. 

W. J. Daub (Chrysler-Plymouth), 
Easton, was elected secretary to re- 
place Romesburg and the following 
were reelected as vice-presidents: 
W. Wayne Beglin (Ford), C. A. 
Blake (Cadillac-Oldsmobile), C. A. 
Dailey (Chevrolet), David H. Smith 
(Chevrolet) and J. A. Moore (Ford). 

White, in his keynote address— 
“Business Management”—called on 
the dealers to accept their own re- 
sponsibilities in order to operate a 
successful dealership. 

Evil of bootlegging was stressed 
in a talk on “National Dealer Prob- 
lems” by Frederick M. Sutter, 
NADA president. He also empha- 
sized the important role played by 
the automotive industry in the na- 
tion’s economy. 

“So often a bootleg car ends up 
on a lot operated by a man with no 
business scruples,” Sutter said, 
“then you see an advertisement pro- 
claiming: ‘Save up to $1,000’.” 

Sutter said the unwary cus- 
tomer “gets the works” and later 
discovers, in the majority of 
cases, that he is paying more for 
the car than if he had dealt with 
a legitimate dealer. 

He said that, instead of blaming 
“Slippery Sam,” the customer be- 
lieves all dealers are dishonest and 
thus tears down goodwill and feels 
“there must be an enormous profit 
in automobiles” as a result of ads 
of this sort. 

Advocating dealer support of the 
advertising principles developed by 

NADA, with cooperation of Better 
Business Bureaus and, with com- 
plete approval of manufacturers, 
Sutter urged dealers “everywhere 
to follow those principles and to 
help police their own communities 
to stamp out false and misleading 
advertising, if and where it exists.” 

He said “the future of this busi- 

(Continued on Page 66, Col. 3) 


Louisville Auto Show 


‘Planned After 22 Years 


LOUISVILLE.—The first automo- 
bile show in Louisville since 1935 
will take place next Feb. 1-8 at the 


| State Fair Exhibition Center, it is 


announced by J. A. Dishman, presi- 
dent of the Greater Louisville Auto- 
mobile Dealers Assn. 

Carl F. O’Daniel, director of the 
Kentucky Automobile Dealers Assn., 
is chairman of the Louisville show 
committee. 


House .. . 


Getting a lot of predictions lately on new-car 


production in the immediate years ahead. Ford 
analysts foresee output of 7.1 million cars in 1960, a 
15 percent boost over 1957 (which means Ford 
figures this year’s industry production at 6.17 mil- 
lion). By 1965, Ford analysts expect output of 8.2 
million cars per year. Joseph Gurski, assistant 
manager of Ford process development, who revealed 
the estimates the other day, also warned that the 
per-car usage of zinc may decline in the near 


future... 


John Hofbauer, manager of Louisiana dealer 
i association, reports that one of his members un- 


repair and correctional items on new cars, which the factory agreed 
was its responsibility but which were never billed the factory .. . 
One Missouri dealers, reports Manager Jim Gorman, goes to his 
state convention with one idea, mects another dealer who also has 
one idea—and both go home with two ideas each... 

Gannett Newspaper chain of 23 papers is currently featuring an 
advertisement stressing the auto dealer’s contribution to his com- 
munity. It’s titled: “The Automobile Dealer is a Home-Town Boy... 


he’s as local as the town pump.” 


—Perre Wemuorr, Editor, 
Automotive News 
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Demand Brisk for ’55s, 548... 


Sales, Profits Hold Up 
On Used-Car Market 


(Continued from Page 1) 


242, compared to $1,223 the previous 
week and $1,100 for two-year-old 
models at this time a year ago. 


The ’54 average indicated a simi- 
lar pattern, totalling $881 last week, 
$874 the previous week and $758 
(three-year-old cars) a year ago. 

s + * 
OTH ’57 and ’56 averages were 
at new lows for the model year. 
The '57 composite slid $22 to $2,301 
after a $27 decline the week before, 
and '56s plummeted to $1,598 after 
two straight $19 setbacks, 

Confirming the medium-priced- 
model softness on ’57s and ’56s, a 
Connecticut dealer said all other 
used lines were moving well and 
his inventory rose from 45 to 50 
days in April. 

A 10-day cut in used-car in- 
ventory, rare for this season, was 
reperted by a Montanan, who 
commented that “used cars have 
been moving well at high prices.” 
New cars presented a mixed pic- 

ture for April, though, on the heels 
of belated indications that March 
registrations were better than had 
originally been anticipated. 

Happily, the words “loaded” and 
“overloaded” were not appearing in 
dealer appraisals of new-car in- 
ventories for May 1, Predominant 
adjectives were “heavy,” “high,” 
“normal” and “falling.” 

> > = 

— car producers mostly 

were reticent to discuss April 
sales, at least one major truck 
builder acclaimed a spring upsurge 
last month. GMC General Sales 
Manager Richard C. Woodhouse 
said retail deliveries in the first 20 
days surpassed the comparable 
March period by 15 percent, com- 
pared to a normal gain of 10 per- 
cent. 

Woodhouse said the April gain 
was due to a pickup in demand 
from the construction, utilities and 
commercial trucking industries. 

The April new-car situation was 
uneven, with better weather caus- 
ing increased shopping and sell- 
ing in the East and South. The 
Far West, however, reported sales 
down somewhat following a sharp 
stepup in volume during March. 

Cleveland’s new and used-car 

sales in the Apr. 27 week increased 
greatly, in contrast with a year-to- 
date lag off the 1956 pace. Sunny 
weather combined with the arrival 
of Easter to facilitate sales, dealers 
said. 

Registrations for 28 states in 
March were running ahead of the 
comparable total for March last 
year, according to R, L. Polk & Co. 
The March ‘57 total was more than 
12,000 ahead of the same ‘56 month, 


trailing 1956 in early March reports, 
went ahead on the basis of the 28- 
state tabulation. Moreover, Cali- 
fornia registrations for March, an- 
nounced by Polk after release of 
the 28-state computation, were 
nearly 10,000 units ahead of March, 
1956. 

Pennsylvania and other eastern 
states, victims of foul weather all 
through March, failed to rack up 
substantial sales gains in the first 
quarter. The largest gainers 
seemed to be southern and West 
Coast states. 

A dealer survey by the Federal 
Reserve Bank of Philadelphia con- 
firmed the trends which prevailed 
in the East during the first quarter. 

According to the survey, few 
dealers had noticed any signs, sales 
or otherwise, that the spring selling 
season was beginning nor ‘were 
they optimistic about the future. 


Only a third expected a “good” 
spring; the rest said “fair” or 
“poor.” 


a * * 


—, on car registrations in- 
dicate that the first quarter of 
this year was about 25 percent 
below 1956, with a drop of 34 per- 
cent from March to March, Janu- 
ary and February registration fig- 
ures for eastern Pennsylvania were 
down 15 percent from a year ago, 
comparing favorably with Philadel- 
phia County’s 20 percent but worse 
than the estimated national de- 
crease of about 4 percent. 

There were some “bright spots,” 
the Bank said. Despite poor sales, 
inventories were in fairly good 
shape. Very few dealers considered 
| their new-car stocks excessive or 
unmanageable. 
| Also, many dealers were happy 

about their used-car operations. 

Demand was strong, generally 

better than for new cars, Prices 

were firm and inventories normal 
to low. 

The survey disclosed that a num- 
ber of the dealers thought buyer 
resistance was due to the higher 
prices of new cars, The survey also 
notes a trend for former owners 
of medium-priced cars to buy lower 
priced makes and low-priced own- 
ers to settle for late-model used 
cars. 

On the question of whether 
tighter credit conditions for cus- 
tomers were a reason for sluggish 
sales, over 50 percent said no, while 
30 percent said yes. The remaining 
20 percent thought tighter credit 
may have had some effect. 

Many dealers indicated they were 
tired of the “high-sales-low-profit” 
paradox, and said they would put 
the emphasis on profits, not volume, 
this year. —(Maynarp M. Gorpon.) 





when registrations totalled 545,234. 
> = = 


S A result of the March regis- 

trations strength, it appeared 
likely that the 1957 first-quarter 
total would exceed the 1956 first 
quarter. Polk will issue its complete 
March report this week. 


The year-to-date total, after 


‘Sweeney Combines 
Two Firms into 


United Plating 


CHICAGO. — Formation of 
United Plating Corp. here was an- 
nounced last week by R, K. Swee- 
ney, president. 

The firm was formed through 
purchase of National Plating Co. 
and Superior Plating Works by 
United Products Co., which Swee- 
ney headed. 

The purchase price was not dis- 
closed by Sweeney. 

Other officers of United Plating 
are George A. Loveless, executive 
president, and Ray Michalek, vice- 
president. 





Nash Kansy Fire 
SPRINGFIELD, Ill. — A fire at 
Nash Kansy Motor Service here has 
caused damage estimated at $5,500 
to the dealership. The fire also dam- 
aged an adjoining business. 








"Advertiser of Year'— 


James M. Roche, left, Cadillac general 
manager. is congratulated by Gordon F. 
Chelf, plans committee chairman, Bureau 
of Advertising, American Newspaper Pub- 
lishers Assn., as company receives trophy 
as “national newspaper advertiser of the 
year." Similar trophy was presented to 
Ernest A. Jones, president, MacManus, 
John & Adams, Cadillac's advertising 
agency. Company and agency were cited 
for their use of newspaper medium in 
developing prestige for Cadillac. 


Lead Pittsburgh Dealers— 

Newly elected officers of the Pittsburgh Automobile Dealers Assn. are, seated, 
from left, J. P. Coen (Mercury), president, and L. A. Hornbeck (Oldsmobile), vice- 
president. Standing: R. E. Beadling (Dodge-Plymouth), treasurer, and Hartley R. 
Graham, reelected secretary-manager. 


Public Support 


Mounts 


For Finance Cleanup 


(Continued from Page 1) 


able to make a satisfactory profit 
on nothing but volume reserves and 
insurance commissions, he wrote, 
but the small dealer in the shadow 
of a big city hasn’t got the volume 
to do it. 

But the manager of a state 
dealer association criticized both 
the tone of the Senate investiga- 
tion and the publicity which has 
accompanied it, charging that it 
is “tarring all automobile dealers | 
with the dirty end of the stick.” 

Other dealers failed to comment 
on the finance reserve system, but 
leveled their attacks against the fi-| 
nance “pack.” 

- ~ * 
OTE a Louisiana new car 
dealer: “The practice of note 
packing is very prevalent in this 
area, and not only have we lost a 
lot of business but many of our cus-| 








AMC Trims Loss | 
To $5.3 Million | 
For Six Months 


DETROIT. — American Motors’) 


tomers have been victimized by the 
unscrupulous operators.” 

Perhaps the most bitter attack 
on the “pack” came from the presi- 
dent of a small Georgia bank. 

As for auto financing, he said, 
his “personal views are that it is a 
lousy rotten racket and a blight 
on an enlightened people that 
such outrageous charges and two- 
time dealing can be legally carried 
on.” 

In just one week, he said, two 
young men of his acquaintance had 


been “gyped” by a large auto finance 


concern. 


In the first case, he said, a young | 


“mountain boy” had made a deal 
in which the unpaid balance was 
$1,910.50. When the finance company 
completed the contract, the note 


called for repayment of $2,688.00 in| 


30 monthly installments. 

The second case involved a young 
used-car buyer, the banker said. 
The net difference on his purchase 
after trade-in was $1,287.50. He was 
asked to sign a blank contract after 
being reassured that his payments 
would be less than $70 a month. 

= * - 


became alarmed and returned to 


automotive losses for the six-month| the dealer to offer to pay cash. He 
period ending March 31 were cut| was told that the finance company 
by 80 percent from a year ago,| already had his contract and that 





President George Romney reported 
to stockholders last week. 

“In three of the last six months,” 
he said, “including the month of 
March, these operations were in 
the black.” 

Net AMC loss for the six months 
was $5,332,471, as compared to $7,- 
969,474 in the 1956 period, he re- 
ported. 

Romney noted that Rambler and 
Metropolitan sales were running 
ahead of last year, but added that) 
“demand for our large Nash and 
Hudson lines has been disappoint- 
ing.” 

“Extreme competition ... and... 
price cutting,” he said, have hurt 
Kelvinator’s performance in 1957. 

“Your management is profoundly| 
conscious of the depressed market 
value of your stock in relationship 
to book value,” he wrote, adding 
that the company would have 
profitable operations in 1958. 

The statement made no mention 
of Romney’s recent conferences 
with Louis E. Wolfson, major AMC 
stockholder. 





Wagons Only 
N. J. Group Limits Show 


To 1 Body Style 


SOUTH RIVER, N. J.—Middlesex 
County auto dealers and the First 
National Bank of South River com- 
bined last week to stage an all- 
station-wagon auto show. 


ties as a display area. 


payments would run about $80 a 


month. 
The customer then offered to | 
pay the entire amount in cash to | 


the finance company, but was told 
that he would owe $1,625.00, 
whether he paid the note off at 
once or let it run for the agreed 
period. 

The banker said the customer de- 
cided to let the loan stand. “It may 
be legal, but I don’t believe it is 
honest,” he wrote the senators. 


Dancing Promotes Dealing— 
Western hoedown steps up traffic and sales at Gene Young Motor Co. (Dodge 
The dealers supplied the cars, and| Plymouth), Mesa, Ariz. Brilliant lighting, square dancing, music and new cars provide 
the bank offered its parking facili-| the backdrop for these western fun sessions right in the dealership. The dances 














Dealer Goodwill 4 


Held °57 Must, 


Relations with Public 


Need Buildup—Nichols 


(Continued from Page 1) 
Managers, told the convention that 
the two-year-old program of train. 
ing for young dealers has begun 


to show results. 
* * * 


+ ie convention voted to change 
its rules concerning tenure of 
officers, The practice of naming the 
officers to serve from convention tp 
convention was discarded in favor 
of a calendar year term. 

Terms of the current officers were 
extended for the rest of the year. 

Officers are W. E. Hancock jr, 
(Buick), Columbia, president; H. 
Earle Holley, Aiken, vice-presi- 
dent; R, F. Pulliam (Ford), Co- 
lumbia, secretary-treasurer; J. W. 
Pickens (Oldsmobile), Orange- 
burg, NADA director, and Ella W. 
Ford, Columbia, executive secre- 
tary. 

In the president’s annual report, 
Hancock said the state’s present § 
percent sales tax is excessive and 


|said dealers are “unalterably op 


posed” to any increase. 
= * . 
LSON G. SIMS (Ford), Vin 
cennes Ind., cited figures te 
show that U. S. dealers last year 
came $10 million per day short of 
the 10 percent profit considered 


| legitimate, fair and reasonable in 


the business. 

“We made the $64,000 giveaways 
look like pikers,” he said, “yet 
they got all the publicity.” 
Nash, in his talk on the role of 

training younger men in the busi- 
ness, commented that turning out 
better dealers is as important to 
the future of the auto industry as 


turning out better cars.” 
* : * 


ANCOCK said in an interview 
that drastic car changes which 
outdate previous models hurt sale 
of one and two-year-old autos. 
“Evolution and not revolution,” 
said Hancock, “is what dealers 
hope for in the new-car design 
” 


However, Hancock dismissed the 
influence of foreign cars as nega 
tive. 

“We see small effects. Perhaps 
when they (foreign manufacturers) 
get into greater production they'll 
make some inroad but when that 
happens, the knowhow of U. & 
manufacturers will cope with it,” 
he said. 





HINKING it over, the customer, Sf: Paul to Revive 


Auto Show in January 


ST. PAUL.— Associated Auto- 
mobile Dealers of St. Paul, com- 
prising 27 new-car dealers, will 
sponsor an auto show Jan. 8-12 at 
the Auditorium here. It will be 
the first show to be held here in 
22 years. St. Paulites, Inc., will 
handle the promotion of the show. 

According to present plans, 16 
makes of American cars will be 
exhibited on the main level of the 
Auditorium, while the lower floor 
will be devoted to sports cars, im- 
ported cars, antique models and 
trucks. 








have made the dealership a focal point in Mesa. 
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MOST PROFITABLE DEAL EVER... 
for BMW 1SETTA “300” DEALERS 


“there's always a big crowd gathered around the 
ISETTA. | carry brochures with me all the time to 
save time answering questions about price, de- 
livery ... most talked about car in town... inter- 
est is simply phenomenal.” 


MR. C. T. TRUSCHELL, President 
TRUSCHELL BROS. 
Culver City, Cal. 


“...80ld 60 cars in 60 days and laid off two 
mechanics ... They had nothing to dol The BMW 
ISETTA “300” never seems to need service! They 
come in from the factory perfect, and stay that 
way. All we do is fill ‘em up." 


MR. T. ATKINSON, President 
IMPORTED MOTORS OF FLORIDA 
Ft. Lauderdale, Fla. 


“.«. unusually cold March, but we sold 36 cars in 
first few weeks... every sale brings more new 
buyers into showroom. Once the cars are seen 
Ground town, we're busy taking orders.” 

MR. ART DOERING, President 


DOERING IMPORTED CARS, Inc. 
Grand Rapids, Mich. 


DEALERS... FIND OUT TODAY HOW YOU CAN GET IN ON THE FABULOUS PROFITS WITH BMW ISETTA “300” 


PUT YOURSELF INTO THE PROFIT PICTURE 








m = THE SMALL CAR THAT’S ROLLING UP 











Now, you can cash in on the experience of ISETTA dealers all over 
the U.S., men like Les Griebling, President of Suburbanite Motors of 
Ohio, Lexington, Ohio. Les’ selling out BMW ISETTA ‘‘300”’ as 


fast as they arrive . . . faster than his most optimistic expectations, 
and he’s re-ordering and re-ordering and re-ordering . . . ! 


No wonder! Think what a car of this size, at this price will do in your 
town. It's designed and built to stay out of the repair shop and on 
the highways through years of tough driving. Takes the worst roads 
and hills with a smile. And gives your customers fabulous mileage 

. 60 miles to a gallon. Commuters report gas and oil savings 
average $40 a month . . . savings enough to make second car own- 
ership a must in every family! 


Parking problems disappear when you drive the BMW ISETTA 
**300”’. Maneuvers easily through traffic snarls, parks in spaces 
ordinary cars must pass by... saves time, effort, money! 


New ‘‘Sun Liner’’ convertible roof slides back in good weather . . . 
with full sedan protection in winter. BMW ISETTA ‘‘300” . . . the 
new Fun car everyone wants to drive! 


SMALL OUTLAY ...NO RISK... WRITE OR WIRE 


FADEX COMMERCIAL CORPORATION §:::; 


EXCLUSIVE U.S. DISTRIBUTOR FOR BAVARIAN MOTOR WORKS—BMW ISETTA “300” 


136 LIBERTY STREET, NEW YORK 6, N. Y. 


COrtlandt 7-7642 


West Coast District Office: 519 WEST 15th ST., LONG BEACH, CAL., Tel: HEMLOCK 6-3224 


SERVICE and PARTS . . . in NEW YORK, N. Y. 421 WEST 91st ST.... 


in LONG BEACH, CAL., 519 WEST 15th ST. 





7 Up To 60 MiLEs : Frame 


Parking is no problem. 


BIG SALES in every State in the U. S. 
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delivered near P.O.E. ye ~ higher 
inland and West Coast 50 6 local and 
state taxes not included 
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su ISETTA 300 





Complete free instruction in maintenance and se 
ice at factory training schools, in ali major cities. 





Record boosting, showroom crowds build big vol- 
ume sales for dealers. 





. BMW ISETTA “300” 
uses 9 out of 10 spaces others must pass by. 
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Doyle Puts Stress on Quality be 


Edsel Dealer Drive Set to Roll 


(Continued from Page 1) 
number of cases an agreement has 
already been reached.” 

* + 


Market Research 


OE of the most intensive mar- 
ket research programs in his- 
tory was undertaken by Edsel to 
learn where to place each Edsel 
dealer in the nation’s 60 major met- 
ropolitan areas. 

It consists of a series of maps 
and overlays locating the major 
population centers, the various in- 
come groups, competitive dealers 
and a vast assortment of other in- 
formation. 

It is expected that this data 
will enable Edsel to take advan- 
tage of the latest population shifts 
and trends and to have the best 
located dealer body in the indus- 
try. 


The chore now is to match the 
planned dealer points with the 3,600 
applicants for the Edsel franchises. 
Of these applicants, 1,600 were Ford 
and Mercury dealers, 1,200 were 
competitive dealers, 575 were non- 
automotive businessmen and about 
215 were used-car dealers. 

- * + 


SCUSSING this distribution, 

Doyle said, “We’re not a bit up- 
set about the limited number of 
used-car dealers who applied. We’re 
glad to have used-car dealers if 
they have the facilities and experi- 
ence, but we're not making any 
great effort to get them.” 

He did make it clear that his 
division was out to sign dealers 
handling competitive makes be- 
cause they have the experience, the 
reputation, the manpower and— 
importantly —the service business 
to make a go of selling Edsel. 

he declined say 
which non-Ford dealers he was 
most interested in, Doyle made it 
clear that Edsel field men weren’t 
stopping with the 3,600 applica- 
tions, but that they were about to 
embark on an allout selling job to 
persuade desired dealers to join 


Edsel. 

Declaring that naturally all the 
3,600 applicants didn’t come from 
the right locations, he said that 
there were four or five good appli- 
cants from some open points and 
none—or a couple of inferior appli- 
cants from other open points. He 
said he hoped that some of these 
applicants would be persuaded to 
establish outlets at points other 
than the ones they applied for. 

“Up until now, we've just been 
taking orders, not ‘selling’ Edsel,” 
an aide explained and Doyle agreed. 

. . o 


Picking the Cream 


FIND out who the “good” 
dealers were in each of the 60 
major metropolitan areas, the Edsel 
field men have developed a “classi- 
fied grading” of all the dealers in 
these areas by asking the opinion 
of local bankers, finance people, 
chambers of commerce and other 
businessmen. 

“This was done for several rea- 
sons,” said Doyle. “We wanted to 
know who were the best dealers so 
that we will know what kind of 
competition we are up against. We 


tions. We don’t want giveaway 
dealers. 
“Right now we’re in the process 
talking to dealers, particularly 
to interested Ford and Mercury 
dealers. We've just completed our 
field force and we haven’t done 
much specific recruiting of dealers. 
“One of the things we’ve do 


a 


said that generally, policy will 
exclusive Edsel dealerships, 
nly 10-15 percent of the deal- 
in the “first wave” being 


It was explained that the first 
wave of dealerships are the 1,200- 
1,500 dealers in the major cities and 
counties who must be signed by 
introduction day. It is expected that 
this wave will include about 50 per- 
cent of the division’s outlets which 
will sell about 80 percent of the 
volume. 


y= “second wave” of dealer- 
ships consists of 1,200-1,500 out- 
lets in the less important points. 
While the signing of the two waves 


of dealers is progressing simultane- 
ously, the first wave must be signed 
by introduction day. 


“The timing of this thing is 
very important,” Doyle said. “It’s 
partly a matter of locating facili- 
ties and, sometimes locating more 
adequate facilities than the dealer 
currently has.” 


He then related that a field rep- 
resentative recently reported that a 
certain desired dealer had declined 
the Edsel franchise and that he 
(Doyle) had retorted, “Well, what’s 
your next move?” 

He continued, “When a dealer 
turns down the franchise, that’s 
where we begin. This will involve a 
more detailed discussion of our 
potential position in the market, 
our other dealers, our product and 
our suggested answer to building 
up service.” 

= + 


Service Emphasized 


N NUMEROUS references of 

Doyle’s and other Edsel officials, 

it was indicated that much thought 

and planning has been put into 

building or maintaining the service 
business of Edsel dealers. 

For example, off-make dealers 
who join Edsel will be urged to 
hang on to their parts inventories 
and their parts business as much as 
possible. 

Doyle feels that there is still a 
great potential throughout the 
country for good, honest service. 
He also feels that good, reputable 
dealers can develop some of this 
service business. 

In accepting or rejecting the 
various dealer applications for 
franchises, he said that he looked 
for these important factors: 

1. The applicant’s proposed plan, 
organization and thinking about 
how .he is going to sell and service 
Edsel cars. 

He added, “Contrary to all the 
stuff you hear, the factories don’t 
want to tell a dealer how to run 
his business. We want the dealer 
to tell us how he is going to do it. 
We can’t do this because there 
are too many variables. We do 
have guides to help him.” 

2. His reputation as a° man of 
character. 

3. Adequate finances. 

4. Adequate facilities. 

5. Demonstrated management 
ability. 


AC Boosts Frost, 
7 Others in Sales 


FLINT.—O. Franklin Frost has 
been named to the new post of as- 
sistant general sales manager for 
General Motors’ AC Spark Plug 
division. He formerly was general 
merchandising manager. 

George R. Work, Los Angeles re- 
gional chief, succeeds Frost, and 
William C. Lee and Paul P. Trainor 
have been named eastern and west- 
ern sales managers, respectively. 
Both were assistant sales man- 
agers. 

In regional manager changes, 
Glenn N. Keim (Atlanta) replaces 
Work in Los Angeles; Howard L. 
Wilburn (Detroit) succeeds Keim, 
and J. Patrick Kane replaces Wil- 
burn. Kane was assistant general 
merchandising manager. Named 
assistant general merchandising 
manager for advertising was Willis 
J. Oldfield, formerly AC public re- 
lations manager in Milwaukee. 





6. The ability to attract and di- 
rect good people. 

7. Sales ability. 

8. Proved ability as a sales direc- 
tor. 

9. A proper attitude toward ethi- 
cal and competitive things. 

10. Whether the applicant thinks 
in terms of being a good citizen. 

11. Whether he is the type of man 
who will give proper consideration 
to his customers in sales and 
service. 

* * * 
EN asked about the amount 
of money required to finance 
an Edsel dealership, Doyle said, 
“We have general guides based on 
our experience as to how much 
money is needed, 

“But we are more concerned 
with the prospect’s ideas of how 
much money he'll require to do 
the job. If he has been successful 
before, he should know the re- 
quirements. Some men can oper- 
ate with less capital than others. 

“We're not interested in super- 
fluous spending on bricks and mor- 
tar—but a dealer should give us 


adequate representation in his; 


building, equipment and parts. A 
big, expansive showroom is not a 
requirement. We’d rather see floor 
space devoted to pay space.” 

+” 


Cigars to Cars 


OULD a businessman not con- 
nected with the auto business 
get an Edsel franchise? 

“Yes,” said Doyle. “And someone 
completely out of the business could 
make out with Edsel if he sur- 
rounded himself with people: of ex- 
perience and if he attracted good 
salesmen. 

“Years ago, we (Ford) gave a 
franchise to a fellow who had done 
nothing but manage a bunch of 
cigar salesmen. He then proceeded 
to manage his auto salesmen just 
like he managed his cigar salesmen 
and he did very well with us.” 

R. K. Norton, manager of the 


phases of the operation. 

He also said that it was his un- 
derstanding that Edsel applicants 
will get the same treatment as any 
other Ford Motor Co. division ap- 
plicant from .the Ford Dealer De- 
velopment Department, the agency 
that helps finance new dealerships. 

When Doyle took the job as Edsel 
sales manager, he reportedly said, 
“This will probably be my last job 
for Ford.” He is in his 4ist year 
with the company. 

A visitor to Edsel’s headquarters 
comes away with the feeling that 
Doyle is using every bit of his de- 
termination and experience to make 
his last job his best one. 


Daetsch Heads 
Buffalo Dealers 


BUFFALO.—Chester G. Daetsch 
(Hudson) has been elected presi- 
dent of the Buffalo Automobile 
Dealers Assn. 

Other officers are: Vice-president, 
Martin J. Echtenkamp (Lincoln- 
Mercury); secretary, 
LaMastra (Dodge-Plymouth), 
treasurer, Gilbert M. Tinney (Cad- 
illac-Pontiac). The annual dinner 
meeting was combined with the 
a York State Automobile Dealers 

n. 





Simea Makes Debut in New York— 

The Simca Aronde Coupe Deville is on display and sale at the first exclusive 
Simca dealers in the New York area, Simca Auto Sales, Inc., in Manhattan. Announce- 
ment of the dealership was made by Paris Auto, Inc., Simca distributor for 13 eastern 
states. Simca has set a sales target for 1957 of 15,000 vehicles. Prices of the French- 
built cars range from $1,595 to $2,888. 













































































































































Reflecting Growing Auto Use of Aluminum—. 


This is a scale model of the three-story office building Reynolds Metals Co. will 
build northwest of Detroit. Designed by Minoru Yamasaki, the aluminum structure, 
described as “a jewel on stilts rising from a reflecting pool,” will house the firm's 
Great Lakes regional sales office. A gold anodized aluminum sun screen will envelop 
the second and third floors on all four sides, serving both as decoration and as sun 
protection. David P. Reynolds, Reynolds vice-president, said the decision to build 
the office in Detroit was based on expectations that the automobile industry would 
become the world's largest user of aluminum. 


L. A. Dealer Is Accused 
Of Swindling Customers 


(Continued from Page 2) 


offices were wired so Caruso could 
listen in on discussions and take 
charge personally if he desired. 

One of the alleged victims was 
the Rev. Bert T. Crouch, formerly 
pastor of a church in Culver City. 
He reportedly claimed Caruso ille- 
gally repossessed a used car he had 
purchased. 

When a disagreement arose 


57 Economy Run 
By Rambler Six 
Starts Wednesday 


WINNIPEG, Man.—The Rambler 
sedan which will attempt a “penny- 
a-mile” economy run from Winni- 
peg to Monterrey, Mexico, will leave 
here May 8 at 8:30 a.m. (CST). 

Canadian government officials will 
signal the start of the run, The test 
car will carry gifts to the mayors 
of the various cities through which 
the Rambler will pass, as well as 
to the governor of the Mexican state 
of Nuevo Leon. 


The Rambler, a six-cylinder four-| 


door sedan with overdrive, will at- 
tempt to reach Monterrey using 
only 65 gallons of regular-grade 
gasoline at an average of better 
than 30 miles per gallon for a fuel 
cost of less than a penny a mile. 

The car will be driven by Les 
Viland and Carl! Chakmakian, 
American Motors engineers, and 
carry an official observer, Steve Mc- 
Grath, of NASCAR, the organiza- 
tion which is sanctioning the run. 

Arrival in Monterrey is scheduled 
for late afternoon Sunday, May 12. 
The itinerary is: May 8, Winnipeg 
to Ortonville, Minn., 346 miles; May 
9, Ortonville to Nebraska City, Neb., 
376 miles; May 10, Nebraska City 
to Oklahoma City, 421 miles; May 
11, Oklahoma City to Austin, Tex., 
421 miles; May 12, Austin to Mon- 
terrey, 379 miles. 


Chevrolet Contest 
Attracts a Million 


DETROIT.—Judges of the Chev- 
rolet “Lucky Traveler” contest last 
week said that announcement of 
winners will be delayed until after 
May 15, the date originally set for 
the announcement: 

Chevrolet said the number of en- 
tries, more than a million, will re- 
quire additional time for judging. 
Prizes include 57 new cars and 
$126,500 -in cash. There are four top 
national awards of $25,000, plus a 
new car, and 53 prizes of a new car 
and $500. Contestants were required 
to identify four U. 8S. vacation spots 
on map sections and. to supply a 
fourth line for a jingle. 


over payments, Mr. Crouch said, 
Caruso telephoned him and asked 
him the address of his church, ex- 
plaining: “I might want to hear 
you preach.” 

One Sunday while services were 
in progress, according to Mr. 
Crouch, Caruso took the car from 
the church parking lot and drove 
off with the minister’s Bible and 
communion set. Mr. Crouch said he 


recovered them by going to the » 


police. 

One of the theft complainants, 
Louis P. Booth, charged he was in- 
duced to leave his 1949 Ford at the 
dealership while he tried out a car 
they wanted to sell him. 

He said he signed no papers, but 
when he returned after the tryout 
he learned his Ford had been sold 
without his permission. He said he 
never has gotten it back. 

Investigators said another wit- 


throw him out of the dealership 
when he protested one of the al- 
legedly altered contracts, 

Caruso was the subject of an in- 
quiry in 1954, but the late district 
attorney, S. Ernest Roll, ordered 
the investigation closed after he 
said he had received assurances 
from an attorney that Caruso was 
altering his sales practices. 






On-the-Job Training— 

Graham Greenberger, right, of Australic 
is shown the sights of San Francisco by 
Vern Richards, of Val Strough Chevrole! 
Co., Oakland, as he arrived in this 
country on a two-year “scholarship” 1 
learn American automobile repair methods. 
His trip is being sponsored by the Vic 
toria Automobile Chamber of Commerce, 
Australia’s equivalent of the NADA. While 
here he will be the guest of the Northern 
California Motor Dealers Assn. and will 
work at Val Strough for journeyman's 
wages of $99 a. week. 
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Offical Admitsbeone’ Gir] Lived 3 Days in Closet 
Ditching Tease Whchod As Dozen Searched House; 
Ge Patol by Stuck Knob 


27th ANNUAL 
N. W. AYER 
CONTEST 


Exclusive Advertising Representatives: 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


For Excellence 


in Typography, Make-up 
and Printing 


The Philadelphia Inquirer 





For the second time since 1950, The Philadelphia Inquirer has won a major award in 
one of the newspaper industry’s most demanding competitions—the 27th Annual 
Newspaper Typography Contest sponsored by N. W. Ayer and Son, Inc. Among 152 
newspapers in the more than 50,000 circulation class, The Inquirer was judged 2nd 
for “excellence in typography, make-up and printing.” The other winners were the 
Louisville Courier-Journal and The Christian Science Monitor. 


For The Inquirer, this is a proud moment. The newspaper field has tangibly recognized 
what Inquirer readers have been noting for many months: a high spirit of innovation 
has sparked the introduction of new type faces, more attractive layout and additional 
features—all designed to insure page-one impact on every page of an ever-improv- 
ing newspaper. 


This emphasis on quality is evidence of our conscious effort to provide readers with an 
always-interesting newspaper ...a newspaper that, every day, strengthens its domi- 
nant position through editorial vigor. 





CHICAGO 
EDWARD J. LYNCH 
20 N. Wacker Drive 
Andover 3-6270 


a 


MEMBER: METROPOLITAN SUNDAY NEWSPAPERS * FIRST 3 MARKETS GROUP 







The Philadelphia Pnguiver 
Now in its 24th consecutive year of total advertising leadership 


West Coast Representatives: 


DETROIT SAN FRANCISCO LOS ANGELES 
RICHARD I. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 

Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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‘Open Door’ Policy Builds Sales . . . 


Dealer’s Friendly Atmosphere 


By L. H. Houck 
Staff Correspondent 

MONETT, Mo.—An “open door” 
to his office is one of the ways that 
Tommy Young (Pontiac) here 
creates a friendly atmosphere 
which he said has paid off in mar- 
ket penetration. 

Pontiac’s yearly market shares 
in Monett and Barry County, 
with the national average in 
parenthesis, were: 1953 (6A1), 
1641 percent; 1954 (6.47), 18.34 
percent; 1955 (7.39), 22.45 percent, 
and 1956 (6.02), 24.91 percent. 

He uses these figures in his ad- 
vertising to show he leads in 
medium-priced sales, topping all 
others in that bracket in 1956 with 
five trailing. 

Furthermore, he reported that his 
sales this spring have increased 40 
percent, 

“Each deal,” said Young, “is an 
individual transaction and no two 
deals are alike, “It’s not the ap- 
praisal or the haggling over price 
that makes a deal, it’s the creation 
of good fellowship and sincere cor- 
dia] relations before the deal 
starts.” 

Young said that most of his cus- 
tomers like to do business with him 
because he has tried to make his 
dealership and business relations so 
pleasant that it is a pleasure for 
his customers to trade with Young. 

“Another point is that I always 
close all deals,” he said. “I want 
to know the customer and I want 
this customer to know me and to 
understand that we mean what 
we say and that what we promise 
will be delivered.” 

Young added that most people in 
medium-sized towns like to deal 
with the “head man.” Then he said: 
“Be that as it may, I want to know 
and shake hands with all my cus- 
tomers and I want to remember 
them.” 

Young not only likes people and 
takes an interest in what they do 
but he gathers like-minded em- 


Speakers Listed 


For S.D. Parley 


HURON, 8S. D.—(UTPS)—Speak- 
ers for the annual convention of 
the South Dakota Automobile Deal- 
ers Assn., to be held at the Marvin 
Hughitt Hotel here May 12-13, in- 
clude Bill Gove, sales promotion 
specialist, Ed Payton, automotive 
analyst, and Dean Chaffin, NADA 
vice-president. 


A new feature of the convention 
will be a service clinic. Among the 
subjects to be discussed at the clinic 
are service selling, housekeeping 
and “things to come.” 


Mobile Battery Service— 


By means of a special installation on 
his Willys CJ-5 Jeep, D. L. Dennis, a 
Findlay, ©O., service station proprietor, 
may start vehicles with “dead” batteries 
from batteries in his own vehicle without 
so much as raising the hood. Two termi- 
nals are mounted on the radiator grille of 
his Jeep. One furnishes six volts, the 
other 12. In a matter of seconds he can 
connect a booster cable to either of the 
terminals with an alligator clamp and 
stort the customer's stalled vehicle. 


ployes around him in the dealer- 
ship, 

The “sourpuss” and the person 
who wonders why the next customer 
couldn’t have stayed home until the 
door was locked are non existent at 
Tommy Young Motor Sales, 

While the saying that the cus- 
tomer is always right may be old 
and worn, it still means just that 
with Young. No customer need 
hesitate to bring any complaint to 
him for fear that he'll be talked 
out of it or that it will die on the 
vine. . 

He'll probably get the best at- 
tention he’s had in a long time 
and there is almost no attempt 


2 Million Calls 
Received by BBB 


Only 19% Complaints, 
Report for ’°56 Shows 


NEW YORK. — Better Business 
Bureaus in 108 U. S. and Canadian 
cities handled more than 2% million 
inquiries last year, and more than 
80 percent of them were requests 
for information—not complaints. 

The service organization noted 

this information in a recently 
published statistical analysis of 
its 1956 activities. Of the 2,250,271 
persons who called the bureaus 
last year, only 438,340, or 19 per- 
cent, felt they had been treated 
unfairly. 

This was the fifth time in six 
years that complaints have declined 
from the high point of 29 percent 
in 1950. 

Stressing its increasing role as an 
arbiter of fair dealing in business, 
the BBB said that last year’s 2,250,- 
271 inquiries were more than 125 
percent above the 1,010,898 received 
in 1949. 

Home improvement and mainte- 
nance inquiries headed the list of 
calls to the bureaus last year with 
204,876. Home appliances were sec- 
ond with 139,746, and the automo- 
tive industry was third with 135,821. 

Of the auto inquiries, 44,052 
were complaints. This is 32.4 per- 
cent and is far above the overall 
ratio of complaints to inquiries. 

It was, however, an improvement 

over 1955 when 34 percent of the 

auto inquiries were complaints. 


The tabulation divided the indus- 
try into three categories—used cars, 
automotive equipment and new 
cars. 


There were 53,081 used-car in- 
quiries of which 19,425 were com- 
plaints; 43,835 equipment inquiries 
of which 14,670 were complaints) 
and 38,905 new-car inquiries of 
which 9,957 were complaints. 


In the field of finance, the bureau 
received 14,233 inquiries regarding 
autos, and 3,437 of them were com-| 
plaints. 


This was a complaint ratio of| 
24 percent, which again was above) 
the national average. Nationally, 
only 10 percent of the finance in- 
quiries were complaints. 

A chart listing the advertising 
cases referred to authorities 
showed that used-car advertising 
improved in 1956, while new-car 
ads slipped back. 

Forty used-car ads were called 
to the attention of enforcement offi- 

cials, compared with 58 in 1955, 
while 28 new-car ads were so re- 
ae. compared with only 14 in 


| 





In another chart, the bureau re- 
ported on what it called “the heavi- 
est volume of questionable adver- 
tising by classification.” 

It called automotive advertisin 
the second worst offender in this 
category, with 3,599 instances or 15 
percent of the total “questionable” 
ads. In 1955, the BBB charged the 
auto industry with 2,956 such ads. 

The bureau said it conducted 
nearly 1,000 trade practice confer- | 


to take advantage of it by chisel- 
ing. 

According to Young, the job of 
helping to build a town by taking 
part in as many activities as pos- 
sible is more important than the 
job of selling cars. 

He figures that if everyone is 
pushing on the wheel of progress, 
sales will naturally and logically 
accrue to everyone. 

“It takes everybody working to- 
gether to make business prosperity 
for all,” is the way Young puts it. 


Young was president of the local 
Chamber of Commerce in 1956, is a 
member of the executive board and 
belongs to most of the national and 
local civic dinner clubs, He is a 
member of NADA and the state 
association. His wife is active in 
garden, music and bridge clubs. 
Employes are encouraged to take 
similar interests. 


Selling automobiles starts with 
leads. Young said most of the leads 
come from satisfied customers and 
persons who recommended Young 
to their friends. 


Another point where Young’s 
method differs is that each cus- 
tomer’s wants are respected fully 
and no attempt is made to switch 
him to something else until all 
ways of satisfying him are ex- 
hausted. 


If a man wants a certain type of 
used car Young tries to satisfy him 
rather than sell him something 
else, If a customer wants a differ- 
ent set of colors on a new car they 
try to give him what he wants, 

The next step is a demonstration 
ride. Prospects get a thorough 
demonstration of product, plus a 
statement of policy regarding guar- 
antees. New-car makeready is as 
good as Young can make it with 
plenty of attention to small de- 
tails so that the customer will have 
little chance for annoyance, 

Young sums up his policy this 
way: “Make friends with people 
you meet and remember them when 
you meet them again. Develop a 
reputation for fair dealing and 
guard it well, and make good on 
every guarantee and each promise. 
See if you can make every transac- 
tion repeat and get every customer 
to come back again and again.” 


Canada’s Auto Tax Haul 
Tops °57 Dealer Payroll 

OTTAWA, — Sales and excise 
taxes collected from the Cana- 
dian automobile industry during 
the first quarter of 1957 amounted 


| to $47,447,006, or more than the 


dealer payroll for the same 
period—$44,370,115. 

Taxes showed an increase of 
$11,635,820, or 32.49 percent, over 
the first quarter of 1956. Dealer 
payrolls increased $5,536,259, or 
14.26 percent, in the 1957 quarter 
over 1956 and $7,221,749, or 19.44 
percent, over the 1955 quarter. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


May 1 
(Sold 163 cars out of 266 entered.) 

BUICK—’ 56 Special station wagon, $2,- 
055*; Riviera, $1,715*; Century 
Riviera, $1,950* (ps). °55 Century 
Riviera, $1,390* (ps); Special 2-dr., 
$1,185*, $1,150*. '54 Special 4-dr., $1,- 
125*, $850*; Riviera, $1,100*, $820*. 
’53 Special 4-dr., $410; Super 4-dr., 
$360*. '51 RM Riviera, $270*. 

CADILLAC — '55 (62) conv., $2,675* 
(ps). '53 (62) coupe de Ville, $1,350* 
(ps); Hardtop, $1,375*. 

CHEVROLET—’57 Bel Air (8) Hard- 
top, $2,300*, $2,175* (ps), $2,120°; 
Bel Air (6) 2-dr., $1,800. ’ Bel Air 
(8) conv., $1,815* (ps), $1,800* (ps); 
Two-ten (8) station wagon, $1,650*; 
4-dr., $1,460°; 2-dr., 2 at $1,400*; 
Two-ten (6) 2-dr., $1,385*, $1,305°. 
55 Bel Air (8) Hardtop, $1,240°; 
2-dr., $1,205*; 4-dr., $1,035; Bel Air 
(6) 2-dr., $1,025*; Hardtop, $1,100; 
Two-ten (6) 2-dr., $815; One-fifty (6) 
2-dr., $805. °54 Bel Air 2-dr.. $1,- 
040°; conv., $825°; 4-dr., $725*; Two- 
ten 2-dr., $655, $625°. '52 SL Deluxe 
2-dr., $240. 

CHRYSLER—’55 NY St. Regis, $1,595* 
(ps); Windsor 4-dr., $1,380* (ps), $1,- 
340°, $1,260°. '54 NY 4-dr., $1,180*, 
$950*. °52 NY 4-dr., $360* (ps); 
Saratoga 4-dr., $290°*. 

DeSOTO — '55 Fireflite 4-dr., $1,265° 
(ps); Firedome Hardtop, $1,260* (ps). 
‘53 Firedome conv., $570*; 4-dr., 
$560° (ps). 

DODGE—’55 Custom Royal 4-dr., $1,- 
300° (ps); Coronet Hardtop, $1,295*, 
$1,125° (ps); 4-dr., $1,275*. "53 Coro- 
net 4-dr., $505°; 4-dr., $370; 2-dr., 
$285; Meadowbrook 2-dr., $200. 

FORD—’57 Custom (8) 2-dr., $1,910*. 
"56 Fairlane (8) conv., $1,705* (ps); 
Country sedan, $1,665, $1,510; Cus- 
tom (8) 2-dr., $1,200°. '55 Fairlane 
(8) Victoria, $1,300; 2-dr.. $1,135° 
(ps), $980°, $965*, $905*; Custom (8) 
2-dr., $950°, $880, $820, $810, 2 at 
$800; Custom (6) $770; Main (6) 2- 
dr., $660, $310. '54 Crest (8) Victoria, 
$1,105*, 2 at $790, $775, $770*°; 4- 





dr., $730, $680; 2-dr., $590, $540*; 
Custom (8) 2-dr., $935* (ps); Cus- 
tom (6) 2-dr., $525; Main (6) 2-dr., 
$510. °53 Custom (8) Victoria, $730*, 
$675*; Crest (8) Victoria, $540; 
conv., $625*, $550; 4-dr., $610, $105: 
Main (8) 2-dr., $360, '52 Custom (8) 
2-dr., $305*. °51 Custom (8) 2-dr., 
$210, $140. 

HUDSON—’53 Hornet conv., $310*; 2. 
dr., $205. 

IMPERIAL—’55 4-dr., $1,850* (ps) 

MERCURY—’56 Montclair Hardtop, $1,-. 
675*; Phaeton, $1,630*. ’°55 Montclair 
Hardtop, $1,535* (ps), $1,320* (ps); 
4-dr., $1,100*; Monterey 4-dr., $1,. 
240°; Custom Hardtop, $1,100. ‘54 
Monterey Hardtop, $915*; 2-dr., $675; 
4-dr., $665°, °53 2-dr., $580; Hard- 
top, $530 (ps). "52 Hardtop, $330. 

OLDSMOBILE—’55 (88) Holiday, $1,- 
850° (ps), $1,590° (ps), $1,300*; 4. 
dr., $1,390° (ps); 2-dr., $1,260*; 
Super Holiday, $1,550* (ps). "54 (88) 
Super 4-dr., $1,200* (ps); Deluxe 
Holiday, $1,200* (ps). °53 (88) Super 
4-dr., $750°; Deluxe conv., $510*. 52 
(88) 4-dr., $215*°. ’50 Futuramic 4- 
dr., $475°. 

PACKARD—’ 54 Clipper Hardtop, $950*, 
"53 Clipper 4-dr., $350°. 

PLYMOUTH—’57 Belvedere (8) Hard- 
top, $2,315*, $2,200°; 4-dr., $2,070°. 
‘56 Fury Hardtop, $1,750; Belvedere 
(8) Hardtop, $1,400. °55 Belvedere 
(8) 2-dr., $930°; 4-dr., $865; Savoy 
(8) 4-dr., $930, $920*; 2-dr.. $810. 
'54 Plaza station wagon, $750, $600; 
Savoy 2-dr., $610*; Belvedere 4-dr., 
$480. 

PONTIAC—’'56 Star Chief (8) Catalina, 
$1,480*; Chieftain (8) Catalina, $1,- 
460°. '55 Chieftain (8) 2-dr., at 
$815. °54 Chieftain (8) 4-dr., $800*, 
"53 Chieftain (8) 2-dr., $450, ‘'52 
Chieftain (8) 4-dr., $315*. 

STUDEBAKER—'52 Commander 4-dr., 
$140. 

WILLYS—’53 station wagon, $475. 

MISCELLANEOUS — ‘55 Ford \%-ton 
pickup, $740. °54 Jaguar conv., $1,- 
320. 50 Ford 1-ton panel, $195, $170. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 50, 52, 54, 55 and 58 


Automatic Reflex a 2 


The Magic Word Is ‘Sale’ 


By John K. Teahen Jr. 
Staff Writer 

RUSSIAN physiologist named 

Ivan Pavlov, who died in 1936, 
won himself a spot in every psy- 
chology textbook with his experi- 
ments in the field of conditioned 
reflexes. 

He found that having been 
properly indoctrinated, a dog (or 
a human) would react in a cer- 
tain manner to the ringing of a 


bell, 

The advertising business has 
picked up Pavlov’s work, but in- 
stead of a bell, the admen use a 
single word—“sale.” They've found 
that the very mention of the word 
rivets the buyer’s attention on the 
message and compels him to read 
on. 

Auto dealers recognize the magic 
of the word as can be seen from a 
glance at their advertisements. 
Examples: Jordan Motors (Dodge- 
Plymouth), Toledo, staged a 
“2,000th Car Sale,” and Downtown 
Mercury, Cincinnati, spoke of a “40- 
40 Sale — Open 40 hours for 40 
sales.” 


= = a 
RANKLIN MOTORS, INC. 
(Lincoln - Mercury), Columbus, 


Ford, GM Back Teenage Driving Contest— 


Officer Jay Snow, center, of the Los Angeles police traffic education department | Feld Chevrolet, Kansas City, of- 
briefs Angelo Doti, left, and Leonard Pitts on the rules for the police supervised 500" 
ences throughout the nation last| Road-eo skill driving competition. Nine other Road-eos were held in the county, in 
year, of which 153 concerned the| which 200 teenage boys vied for expense-free trips to Indianapolis for the 500-mile 
advertising and sale of automobiles. | race. Ford and General Motors are among the sponsors of the trip. 


O., announced 66 hours of con- 
tinuous selling and termed it a 
“Blitz Sale.” It was a “Closeout 
April Sale” at Girdler Motors, Ince. 
(Ford), Louisville. 

A “Green Car Sale” was offered 
by Bobb Chevrolet, Columbus, 0, 
which said it had purchased 40 all- 
green Two-Ten four-door sedans. 


Anniversary sales are legion. A 
recent one was staged by Bar- 
ton’s Studebaker-Packard, Mid- 
dleton, O., to celebrate its 11th 
year in business. 

Two dealers held a “$500,000 
Sale.” They were Commonwealth 
Ford, Richmond, Va., and Swan- 
berg & Scheefe Buick, Minneapolis. 

The public is so well conditioned 
that sometimes the word “sale” 
may be omitted. A picture of a rab- 

bit helped kick off a “Hopathon’” 
at Wendele Bros. (Lincoln- 
Mercury), Spokane, and Bert Wolfe 
Ford, Charleston, W. Va., men- 
tioned “Plowin’ time at the Ford 
plantation.” 
7 o = 

LSEWHERE in dealer adver 

tising, Lex Mayers Chevrolet, 
Columbus, O., used a clever gim- 
mick. “Lex traded a car for a 
orange grove in Forida,” said a 
ad. “He has 60,000 oranges to give 
away free.” 

The company offered a sack of 
oranges to every family visiting the 
showroom, and a crate of oranges 
to every new-car buyer. 

Accessory giveaways were ad- 
vertised by Roger Dean Chevro- 
let, Charleston, W. Va., and State 
Chevrolet, Inc., Youngstown, O, 

State offered automatic transmis- 

sions free during a four-day sale, 
and Dean declared, “99 percent dis- 
count on all the accessories on the 
car you select.” Listing a group of 
extras totalling $669, the ad said: 
“You pay one percent—$6.69.” 

In Cincinnati, Jake Sweeney 
Mercury said it would give an 1% 
inch rotary power mower free with 
the purchase of any car. 

” + ” 


RICE and terms have lost none 
of their popularity. Gebhart 
Chevrolet advertised “no monthly 
payments until September,” and 


fered 4% months to pay. 
Rudy Fick Ford Sales, St 
Louis, listed a two-door sedan 
(Continued on Page 66, Col. 5) 
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AUTOMOTIVE WASHINGTON 
How to Spot, Develop 
Men with Good Ideas 


By William Ullman 
Washington Correspondent 
po many years, employers have been looking hard for new 
ways to get more good ideas from their employes. 


It seems to be a universal 


problem. Retailers, manufac- 


turers and government officials all complain that idea men 
are in very short supply, while the demand for them goes up 


every year. 
A few days ago, one of the 


largest technical organiza- 
tions in the Washington area 
completed an experiment aimed at 
jarring some ideas out of the heads 
of its personnel. 


The Engineering Research and 
Development Laboratory at Fort 
Belvoir, Va., home base of the 
Corps of Engineers, called in a 
team of “idea shock troops” to 
work for one week with 50 of its 
500 engineers and scientists, The 
team included psychologists, psy- 
chiatrists and a professor who 

— teaches people 
5 how to invent. 


The finidings of 
these men may 
hold some clues 
for businessmen 
everywhere. 

First, they con- 
cluded, specialists 
have very few 
new ideas. This is 
because ideas are 
the result of com- 
bining experiences gained in two 
different areas. If a man’s only 
experience on the job is tightening 
the same nut on a bolt hour after 
hour, he isn’t likely to come up 
with an idea for increasing engine 
efficiency. If a bookkeeper’s only 
task is to prepare the same reports 
month after month, he probably 
won't think of a good way to cut 
his paper work. 

Because of this, reported the 
Fort Belvoir team, labs, shops 
and offices which make a big 
thing out of specializing for the 
sake of efficiency are likely to 
develop employes who never 
have ideas. Even worse, these 
specialists resist any suggestions 
which might change their jobs. 

What's the answer? The idea 

team believes that employers should 
give their employes a chance to 
learn about each phase of the busi- 
ness. This doesn’t mean that a lube 
man should learn to sell cars, but 
it does mean that he should know 
what a salesman is up against. 

The office bookkeeper should 
know how it feels to be a body shop 
foreman. Then, say the psycholo- 
gists, some of the “hard-heads” in 
the organization might start having 

a ideas for improving opera- 
ons. 





Hard to Swallow 


ANOTHER finding of the Fort 
Belvoir team might be harder 
for some businessmen to swallow. 
They pointed out that the employe 
who is a good “company man” may 
be a complete washout when it 
comes to thinking of ideas. 

The man who never argues with 
the others on the line, who never 
bucks policy, who hasn’t been late 
to work in 15 years, may do his 
job to perfection—but he’ll never 
do anything more, And it’s that 
“something more” that business- 
men and government officials say 
they need from employes. 

What is the idea man like? 
Sometimes, said the psychologists, 
he gets off the beam. When he 
doesn’t agree with a new memo 
from the front office, he’s going 
to speak his mind. Occasionally, 
he goes to a party and has too 
much .. , fun. But at other 
times, he works his head off, and 
even the foreman has to admit 
that he has made some improve- 
ments on his job. 

What is a businessman going to 
do with a man like that? Hang on 

to him, answered the men at Fort 
Belvoir. The only thing wrong with 
that man is that he is sane. Hasn’t 
the boss ever cussed when he read 
& memo from the factory? Didn’t 
he stay out too late on Thursday 
evening? Didn’t he spend the after- 
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neon on the golf course that day 
he didn’t feel like working? He’s 
cone all those things, of course, but 
that doesn’t mean that he has gone 
off his rocker. 

* * * 


Spotting an Idea Man 
EVERAL of the technical super- 
visors at Fort Belvoir were up 
set by this theory. 
“When a man is like that,” they 
wanted to know, “how can his boss 
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tell whether he is a man with ideas 
or just plain lazy or just plain 
nuts?” 

“The only test,” replied one 
psychiatrist, “is whether he has 
good ideas for improving the 
organization. Until you find out, 
you’re just going to have to put 
up with him.” 

Perhaps the most controversial 
visitor to Belvoir was Charles Clark 
of Ethyl Corp., the country’s lead- 
ing “brainstormer.” Brainstorming 
is the creation of Alex Osborn, New 
York advertising executive. The 
idea is to get a group of six or 
seven employes to think of all the 
crazy solutions to a given problem 
that they can. If anyone snickers 
or criticizes an idea, he is asked to 
leave. 

For example, a dealer might 
bring three salesmen and four men 
from the service department to- 
gether and ask them: “How can 
we keep our new car customers 
coming back for srvice?” 

A stenographer takes down the 
ideas as fast as they come; all the 
men do is talk. Later, the dealer 
can bring the same men back to- 
gether to criticize the ideas. 

Clark explained that the most 
successful brainstorming sessions 


Will 


begin with one or two warmup 
questions to get the men in the 
right spirit. After that, it isn’t un- 
usual for ideas to flow at the rate 
of 50 or more in ten minutes. 
Often, 10 percent of the ideas are 
usable. 
* * * 


Other Advantages 

‘LARK added that brainstorming 

has another important function 
besides turning up ideas. It’s a 
good way to let men in one de- 
partment get acquainted with those 
in other sections—and to develop 
some respect for each other’s in- 
telligence. 

Some other Belvoir findings: 

1. If your organization is in 
real trouble, it may be hard to 
correct the trouble from within. 
Bring in some skilled outside 
help with a fresh viewpoint. 

2. Get straightened out on your 
objectives, If your objective is pri- 
marily efficiency, however, be pre- 
pared for low morale, few new 
ideas, high turnover. 

3. Remember that systems are 
only for the guidance of people; 
don’t expect people to conform 
rigidly to any plan. Football coaches 
who forget this find that the other 


pay 
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team recovers the ball when their 
team fumbles. 
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Dealers Get 13 Loans 

HE Small Business Administra- 

tion has made public 1,116 busi- 

ness and disaster loans held up this 
spring after SBA’s revolving loan 
fund was exhausted, Loans can now 
be granted, the agency said, since 
President Eisenhower has signed a 
deficiency appropriation bill pro- 
viding SBA with an additional $45 
million. 

The spring list includes loans to 
13 new-car dealers and a score of 
others in trucking and automotive 
businesses. 

One of the biggest direct loans 
—$100,000—went to a Washington 
State truck dealer with 27 em- 
ployees, In Pennsylvania, a dealer 
with 17 employes was granted a 
participating loan of $87,000; a 
Georgia dealer with 91 employes 
gzot $380,000. 

Other participating loans to 
dealers included $50,000 to an In- 
diana retailer with 16 employvs, 
$38,000 to a New Yorker with 19 
employes and $25,000 to a Mississip- 
pi firm with 13 employes. 

One of the largest loans of the 
spring went to a motel in Portland, 
Ore. The owner received $200,000. 
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for opening your door this morning ? 


How Pennzoil’s Service-Selling Program 
Takes the Burden Off YOU 


Measure the foad on yourself by the number of new and used-car 
sales you have to make every day just to pay overhead. The fewer 
the number, the easier it is for you to make trades profitably in 
this competitive market. The greater the number, the tougher your 
trading position, the lower your net on the cars you do sell. 

So a service selling program that increases both the number of 
R.O.’s and number of services per R.O. is right at the heart of new and 
used-car profits today, because it is the key to overhead absorption. 


Profit Two Ways With Pennzoil’s Program 


Pennzoil offers the right combination for service profits: An oil so 
good it eliminates all prevalent engine problems, keeps customers 
satisfied; and an easy, effective, proved customer relations program 
that brings in a controlled flow of profitable service business. 


The Pennzoil Kontax System® is the most complete, most flexi- 
ble, and simplest customer control method in the industry—for 
over 20 years the favorite of car dealers everywhere. It helps you 
sell a/l your services and merchandise, even cars. It upgrades 
service traffic, creates more regular customers, sells more items per 
R.O.—unlocks profit potentials in every phase of your business. 

Now is the time to back your sales force with the trading advantage 
of high overhead absorption. Phone your nearest Pennzoil distribu- 


tor or mail the coupon today for the facts. No obligation. 


NAME 
FIRM 
ADDRESS. 
cry. 


Nome of system being used now 


Sales Manager, Kontax System, 
Pennzoil, Oil City, Pa. 

| am interested in increasing my overhead absorption. I'd like to 
know how your system might fit into my business. 
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There’s No Buy Like It In The Country | 


@ “It’s been proven to me time after time that advertising in 
FARM JOURNAL brings prospects to us. FARM JOURNAL really gets 
our 4-wheel drive story across to farmers.” 


R. B. Fiddler 
Lafayette, Indiana 


@ “I rate advertising one way: does it do the job? It’s been my 
experience that every Willys ad in FARM JOURNAL has brought us 
both prospects and customers.” 


Nick P. Miller 
McHenry, Illinois 


@ “I’ve been in this business a long time, and I don’t know of any 
better way to pre-sell folks around here than an ad in FARM JOURNAL. 
FARM JOURNAL covers them like a local newspaper.” 


Lloyd A. Hanshue 
Medina, Ohio 


FARM JOURNAL is America’s largest selling farm magazine. It’s 
bought and read by twice as many farm families as any other 
publication because it gives farm families everywhere what they 
want... need...and can’t get anywhere else. 


FARM JOURNAL 


One of the nation’s truly great magazines 
More than 3,500,000 subscribing families 
Graham Patterson, Publisher Richard J. Babcock, President 
















and so many Willys Dealers 
thrive on country trade 





FARM JOURNAL 


The completely new Forward Control ‘Jeep’ FC-150~ 
the first time a 4-wheel-drive Truck has so effectively 


New capacity i combined maximum cargo capacity with exceptional 
e maneuverability! New Forward Control design puts 
a 74” pickup box on an 81” wheelbase. And the FC-150 

retains famous ‘Jeep’ ruggedness and versatility. 





Wet. 5 Mabe Se 


It’s the world’s shortest turning 4-wheel-drive Truck! 
For safer off-road maneuverability, it gives you up to 


N bili ' 200% greater forward visibility. Powered by the en- 
Cw maneuverabDi ity gine that made ‘Jeep’ vehicles famous, the new FC-150 
provides the extra traction of 4-wheel drive for off-road 
travel, shifts into 2-wheel drive for highway travel. 
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The new look and feel of tomorrow! The FC-150’s 
Safety-View Cab combines beauty with utility. Its new 





i. wrap-around windshield is the largest in the 5,000 
. New style ! GVW class. There’s plenty of extra leg and head room. 
wel Here is new styling, comfort, convenience and safety 
all in today’s most advanced 4-wheel-drive Truck. 
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-.-other members of the famous ‘Jeep’ family: 


we Sah Fe: 


Universal ‘Jeep’ ‘Jeep’ Truck ‘Jeep’ Utility Wagon 





D. Whilys...worid’s largest makers of 4-Wheel-Drive vehicies See ‘Jeep’ vehicles at your WILLYS dealer 
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MM 11. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
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E 1.3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Integrity and Sales 


Hoe” far have dealers come in cleaning up advertising? 
Many dealers contend that dealer advertising is as clean 
as it ever will get, and that isn’t very clean. They contend 




































| the dealer has only one thing to sell. He can’t feature dresses 
one day, hats the next, and so on. 








He sells just cars and has to look for a gimmick to draw 
the traffic his way. He can gimmick the price and advertise 
terrific discounts, or gimmick the terms to make it seem 
easier than it is to buy a car. 








Yet others insist that new cars have as many features as 
a department’ store has items. Dealers are competitive on 
| prices and terms. 


What dealers have to sell is the ability of their own or- 
| ganizations to deliver to customers cars in top shape. That 
| takes integrity—something that should be sold in every ad 
' and every transaction—providing the dealer has it. 
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* * * * * * 


Behind the Franchises 


OW that all the makers have revised their dealer fran- 
chises, we'll probably hear debates as to who has the 
best selling agreement. 


The clauses range from 30 to 37, and doubtless they are 
important. But more important still is this—the spirit that 
lies behind the franchises. 


In the long run, that will determine the winner. The agree- 
ment may spell out the terms of a mutual endeavor, but 
spirit makes the endeavor worth something. 
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that, unlike the department store or the general merchant, | 
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Coming 
Events 


Dealer Conventions 


May 9-11—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 12-13 — South Dakota Automobile 
Dealers Assn., Huron, S, D. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2i—North Carolina 
Dealers Assn., Asheville, 
May 24-25 — New Mexico Automotive 

Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 

Peabody Hotel, Memphis. 


Automobile 


June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 
June 7-9 — Automobile Trade Assn. of 
ane Commander Hotel, Ocean 
ity. 


June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 18-19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 


Sulphur Springs, 

Sept. 6-8 — Maine Automobile Dealers 
Assn., Inc., Samoset Hotel, Rockland, 
Me. 

Sept. 8-10—New York State Automobile 
Dealers, Inc., The Concord, Kiamesha 
Lake, N. Y, 

Sept. 8-10—Automotive Trade Assn. of 


Virginia, Hotel Roanoke, Roanoke, 
Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 
Sept. 9? — New Hampshire Automobile 
ov Assn., Lake Tarleton Club, Pike, 


= 5 
Sept. 15-16—Kentucky Automobile Dealers 
Assn., Sheraton Seelbach Hotel, Louis- 

ville 


Sept. 15-17—Colorado Automobile Dealers 


Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — Minnesota Automobile 
Dealers Assn., Nicollet Hotel, Minne- 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 


Sept. 26-28—Arkansas Automobile Dealers 


Assn., Marion Hotel, Little Rock, 
Oct. 1-3—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Ha Atlantic 
City. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 


Oct. 20-2i—Oklahoma Auto Dealers Assn., 


Tulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn.. Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn.. Hotel Statler, Hartford. 

Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Seach. 


Auto Shows 


Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. 1—St. Louis Auto Show, The 
Arena, St. Louis. 

Dec. 14-21 — Miam: Automobile Show, 
Dinner Key Auditorium, Miami. 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 4-12 — Chicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 412— National Automobile Show, 
New York Coliseum. 

Jan. 812. —St. Paul 
Auditorium, St, Paul. 


Inter- 


Automobile Show, 


Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 
oe 
General 


Mey 9-12 — Midwest Automotive Trade 

Show, Kiel Auditorium, St. Louis, 

May 12-15—Automotive Engine Rebuilders 
Assn.. 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

May 23-26—National Automotive Service 
Show (national regional designated), 
Commonwealth Armory, Boston. 

June 16-2I—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Independent Garage Owners 
of America, National Gcovatiion 
Toledo, 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Dec. 8-1i—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


30 Years Ago... 


Automotive Cartoon 


Of the Week 





“Personally, | think he's wasting his time, but he has a 
theory that you never can tell a prospect by his looks!" 


Letterbox 





‘Made in America ...... 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Dagmar, Anyone? 


I have found a picture of one of 
America’s most outstanding sports 


| 


Letterbox, a Roy M. Brooks of 
Atlanta has this to say: 


“Here are some ideas I have for 


cars, a car no one knows one thing | 1957 improvements in cars. One is 
about, and it took me four years|t® Put the brake pedal on the left 


of constant search to find a picture 
which was discovered in an old car 
magazine of 1924, by a man in 
Chicago. 

Even the people in the town it 
was made in knew nothing about it, 


nor even remembered ever seeing | 


one as for that. 

I ran ads many times in every 
old car publication, plus many daily 
papers in and around the manufac- 
turer’s city. It is the famous 
Dagmar car. Do you want a picture 
to copy and publish in your AvurTo- 
MoTIVE News, as a news item show- 
ing what was once built in America 
—since America is the only country 
now that does not build or offer a 
custom built car? — Roy Brooks, 
Atlanta. 


Slow Foot? 


In going through your Feb. 25 
issue, I note that in a letter to the 


* * 


The Big Stories 


Capt. E. V. Rickenbacker has sold his five-cylinder radial airplane 
engine and manufacturing rights to the Peninsular Motor Prod- 
ucts Co., Detroit. Production is scheduled to start as soon as neces- 


sary equipment is provided. 


Jordan Motor Car Co, reports a net loss of $112,672 after expenses, 
depreciation, etc. for the first quarter. This compares with a profit 
of $146,831 for the same period in 1926. 

Chevrolet Motor Co. set a monthly production record in April when 
110,000 cars and trucks were manufactured and shipped. This com- 
pares with 107,900 units shipped in March, and 71,000 in April last 
year. In the first four months this year, Chevrolet has shipped in 
excess of 377,393 cars and trucks, compared with 233,907 for the same 


period last year. 


April production of the Oakland Motor Car Co. totalled 19,423 Oak- 
land and Pontiac cars, exceeding all previous monthly records, 


—From the files of Automotive News. 








side, so the driver can operate it 
quickly without having to move his 
right foot over to it. That takes 
three seconds and a car running 
60 miles per hour would go 40 
feet while he is moving his foot 
from the accelerator to the 
«4.0. 


Mr. Brooks must have a slow 
foot. I'll bet I can switch from the 
gas to the brake pedal in con- 
siderably less than one second (it 
may be less than % second). Also, 
my arithmetic says that a car run- 
ning at 60 m.p.h. would travel 264 
feet in three seconds. 


Furthermore, I‘m not so sure it 
would be a good idea to allow the 
right foot to remain in the vicinity 
of the accelerator in an emergency. 
My wife, I’m sure, would push both 
pedals through the floorboard! — 
Pau. JENNINGS, Bronxville, N. Y. 

a” a” * 


Odd Oddity? 


Please note correction of Auto 
Oddities cartoon, page 49, Apr. 15 
issue. It should read “Garford,” not 
“Garfield.” The 1915 Briscoe also 
had a single light in center.—V. B. 
SmirH, Evansville, Ind. 


+. ” * 
Why? 

I would like to ask all manu- 
facturers: Do you gentlemen get 
a kick out of killing your cus- 
tomers? 

From what I see of the cars 
you are now turning out, it cer- 
tainly suggests that you do! 

No protection either front or 
rear, nor is there any along the 
sides. Top structures won’t stand 
much of a roll, certainly not a 
bounce nor a skid, 

Nothing to keep other vehicles 

(Continued on Page 48, Col, 4) 
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How Outdoor Advertising foils 


All gals are divided into 3 parts—Heart... 
Mind ... and Pocketbook: 


Pocketbooks open when your message makes 
its mark on heart and mind. Thus do you 
advertise—millions are spent. She reads— 
and listens. 


But alas, she forgets because of her worka- 
day whirl of meals, chores, children. 


Test after test confirms that only 52% of 


OUTDOOR ADVERTISING 


[THE FEMALE “FORGETTERY” 


brand name impressions survive a 24-hour 
period. 

To foil her “forgettery,’”’ to keep your brand 
name alive, you must talk to her as she 
goes by to buy. 

Only OUTDOOR can do this vital job. 
OUTDOOR is closer to the point of sale... 
provides the missing link between your 


cumulative indoor advertising program and 
the moment of buying decision. 








The proved selling power of Outdoor Advertising 
has contributed heavily to America’s prosperity. 
3 


INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 


60 EAST 42ND STREET, NEW YORK 17, .N. Y. © ATLANTA © BOSTON © CHICAGO © DALLAS © DETROIT © HOUSTON © LOS ANGELES © PHILADELPHIA © ST. LOUIS, © SAN FRANCISCO © SEATTLE 
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Sales Conditions in Various Areas... 


Auto Market Reports 


total was also 11 percent above the; GMC, 14; Divco, 6; Studebaker, 2; 


Cleveland 

A slight boost in automotive sales 
was recorded in the Cleveland area 
for the week ended Apr. 20, but total | 
sales continue under year-ago fig- | 
ures. | 
For the week, new units sold were | 
1,569, about 100 under the corres-| 
ponding 1956 figure; used cars to-| 
talled 1,495, compared with 2,040; | 
while in commercial sales, 122 new | 
and 62 used were normal for this} 
time of year—(Sanford Markey.) | 
* * * 


Denver 
For the second month in a row, 
sales of new cars in Denver showed 
an increase over the corresponding 
month of last year. 
In March, local dealers sold 1,806 | 
new cars as against 1,699 during the 
same month of 1956. The March) 





PATENTED 


previous month, when sales hit 1,627. 
March sales by make were: 
Ford, 443; Chevrolet, 420; Plym- 
outh, 195; Buick, 117; Oldsmobile, 
105; Dodge, 96; Mercury, 83; Pon- 
tiac, 83; Cadillac, 40; Chrysler, 37; 
Rambler, 30; DeSoto, 24; Stude- 
baker, 24; Imperial, 19; Volks- 
wagen, 17; Nash, 12; Lincoln, 10; 
Hudson, 9; MG, 9; Packard, 6; 
Metropolitan, 5; Triumph, 4; 
Porsche, 3; Renault, 3; Austin, 2; 
Borgward, 2; Volvo, 2; Continen- 
tal, 1; Willys, 1; Consul, 1; King 
Midget, 1, and Sunbeam, 1. 

New-car sales in the first quarter 
amounted to 4,905, compared with 
5,088 in the first three months of 
1956. 

Truck sales in March totalled 203, 
compared with 220 in February and 
217 in March a year ago. March 
registrations by make were: Ford, 
68; Chevrolet, 59; International, 34; 


WORTH 90,00 
XTRA 


MILES! 


New tread invention makes 


Armstrong Miracle S-D Tires 


roll instead of scuff... 


to set amazing over-the-road 


mileage records! 


When you run your first tests on these sensational 


new tires, be prepared 
They'll probably show 


for a pleasant surprise. 
up to 50,000 miles more 


than you normally expect, before recapping! 
That’s the actual experience of truckers who have 


used them. 


The reason is — these tires “kiss the road”. Tire 
engineers have long known that while a tire rolls 
freely, tread wear is negligible. But when tread is 


dragged, even a fraction 
rapid wear. 


of an inch, scuffing causes 


Miracle S-D Tires lick scuffing two exclusive, 
patented ways. Interlocking sipes (see diagram) 


let the tread “kiss” the 


road hello and goodbye. 


Intratread bumpers prevent “rocking” — add 
stability so that the deep treads can’t weave. The 
effect on mileage is phenomenal . . . and drivers 
love the improved traction and steering. Let us 
give you the facts and arrange a test. 


ARMSTRONG 


MIRACLE S-D 


TRUCK TIRES 


The Armstrong Rubber Co., 


Home Office, 
West Haven, Conn. 


| 
| 


Willys, 2; Diamond T, 1; Kenworth, 
1; Lloyd, 1; Mack, 1; Volkswagen, 
1, and miscellaneous, 9. 

A total of 548 new trucks were 
sold in the first quarter, compared 
with 596 in the year-ago period.— 
(Ira Alexander.) : 

a2 = * 
Milwaukee 

With sales of 4,101 new cars, 
March in Milwaukee was the third 
best such month in history. It was 
topped only by 4,512 last year and 
4,296 in 1955. 

The month’s total was up approxi- 
mately 25 percent over the Febru- 
ary count of 3,271. 

By make, March registrations 
were: Ford, 976; Chevrolet, 716; 
Oldsmobile, 434; Buick, 425; 
Plymouth, 325; Pontiac, 213; 
Dodge, 196; Mercury, 193; Ram- 
bler, 125; Cadillac, 95; Hudson, 


“KISS” 


80; Chrysler, 78; DeSoto, 65; 
Volkswagen, 46; Nash, 43; Stude- 
baker, 34; Imperial, 21; Lincoln, 
15; Packard, 5; Willys, 2, and mis- 
cellaneous, 14. 

First-quarter registrations 
amounted to 10,996, compared with 
9,136 in the same period of 1956.— 
(John E. Hubel.) 

* * 


* 
Akron 

Ford widened its lead over Chev- 
rolet in Akron new-car sales in 
March and is now well in front of 
its old rival in registrations so far 
this year. 

At the end of the first quarter, 

Ford sales totalled 1,375, as 
against 1,030 for Chevrolet. Plym- 
outh is a good third with 849 
registrations for the three months 
as against Buick’s 512, Dodge’s 
353, Oldsmobile’s 351, Pontiac’s 
343 and Mercury’s 324, 

March registrations were slightly 
ahead of the same month last year, 
2,316 to 2,286. Total sales for the 
year to date are 1.4 percent higher 
than in the same quarter of 1956. 
There were 5,882 registrations in 
the three months as against 5,799 
last year. 


Sales so far are also above record- 


EXCLUSIVE 

INTRATREAD BUMPERS 
prevent the deep tread 
from weaving under load 
or braking pressure, 
greatly reduce side-to-side 


scuffing. 


EXCLUSIVE 
INTERLOCKING SIPES 
grip the road in all direc- 
tions; yet “kiss” the road 
and leave it without fore- 
and-aft scuffing. 


LOSS /Ht OAD 





breaking 1955 by 36 units—(Joe 
Kuebler.) 


+ * * 
Pittsburgh 

New-car registrations in the 
Pittsburgh area were “down con- 
siderably” in the week ended Apr. 
20, according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
dropped to 110.7 percent of the 
1947-49 average last week, for the 
second-lowest figure reported in 
1957. It had been 116.7 percent a 
week earlier. 

The steel-ingot rate, meanwhile, 
dipped to 94 percent of practical 
capacity —(Leon M. Leffingwell.) 


* * * 


Ottawa 

New-car sales continued to rise in 
Ottawa during April, with some 
dealers reporting sales up 20 per- 
cent over the year-ago month. 

Dealers say they have been 
getting a surprisingly large num- 
ber of calls for “second” cars. A 
factor in the demand for addi- 
tional cars in the family, said one 
dealer, is that more married 
women are working and need a 
car of their own. 

Dealers are counting on business 
to pick up in May, and some are 
now hiring extra sales personnel in 
anticipation of an upward trend.— 
(M. L. Schwartz.) 
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* * 


Columbus, O. 


A total of 1,132 new cars were 
registered in Franklin County 
(Columbus), O., in the first 15 days 
of April, compared with 1,303 in the 
first 15 days of March and 1,496 in 
the final half of March. 

New-truck registrations also de- 
clined, numbering 99 in the April 
period and 106 in the preliminary 
March period. 

By make, first-half April regis- 
trations were: Ford, 343; Chevro- 
let, 239; Plymouth, 121; Oldsmo- 
bile, 73; Dodge, 71; Buick, 59; 
Mercury, 53; Pontiac, 49; DeSoto, 
26; Cadillac, 22; Chrysler, 16; Im- 

perial, 12; Rambler, 10; Volks- 
wagen, 10; Lincoln, 8; Isetta, 3; 
Studebaker, 3; Jaguar, 2; MG, 2; 
Metropolitan, 2; Triumph, 2; Con- 
tinental, 1; Hudson, 1; Morris, 1; 
Porsche, 1; Packard, 1, and mis- 
cellaneous, 1. 

New - truck registrations were: 
Chevrolet, 35; Ford, 32; GMC, 9; 
International, 8; Dodge, 6; Reo, 3; 
White, 3; FWD, 1; Mack, 1, and 
Volkswagen, 1.—(Bert Strang.) 

= = 7 


Manhattan, Kans. 

New-car registrations in Riley 
County (Manhattan), Kans. 
slumped slightly in the first half of 
April, compared with the last half 
of March. 

There were 56 new units sold in 
the April period, compared with 62 
in the March period. 

Used cars held about steady in 
the two stanzas—the score, 169 to 
164 in favor of the April half- 
month. 

New-truck sales were exactly the 
same at 5. 

In the used-car department, the 
April period held the edge, 21 to 15. 

Nearly all dealers believe that 
sales will increase in this area due 
to the breaking of the drouth. 
Wheat is in good condition and the 
pasture situation is greatly im- 
proved.—(George M. Hunholz.) 

* ox x 


Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Apr. 18 totalled 1,783 
units, an increase of 216 units over 
the sale of 1,567 vehicles in the pre- 
vious week. A total of 1,954 vehicles 
were sold in the like week in 1956. 

A total of 733 new cars were 
registered, or 101 more than the 
632 registered in the previous 
week. New-truck sales increased 
to 81 during the week, compared 
with 58 in the week ended Apr. 11. 

(In the report of March registra- 
tions, the Chevrolet total was given 
incorrectly. The correct figure is 
825.) 

A total of 929 used cars and 40 
used trucks changed hands during 
the period, compared with 841 used 
cars and 36 used trucks in the pre- 
ceding week. 

Repossessions increased rather 
sharply to 77, or 22 more than. the 
previous week.—(Frank Kappel.) 

” * * 


Buffalo 
Used-car business in the Buffalo 
area is reported making a good 
(Continued on Page 15, Col. 1) 
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(Continued from Page 14) 


showing this spring—relatively bet- 
ter than the new-car phase of the 
business. 

Thruway Auto Auction, Inc., used- 
car wholesalers, reported there has 
been a strong upsurge in used-car 
sales to dealers in the past two 
weeks. Some 45 percent more cars 
are being offered and the ratio of 
those sold has climbed from 60 per- 
cent to 71 percent, a company ex- 
ecutive said. 

He added that dealers are not 
buying these cars for inventory, 
indicating they are moving well 
on retail lots. Prices on used cars 
are described as firm, especially 
on clean models in good condi- 

n. 
= the current demand for used 
cars continues, 1957 could be a ban- 
ner used-car year. Dealers believe 
that many families this year have 
turned to the used-car market be- 
cause of the big price tags on new 
models and a pinch on some family 
budgets resulting from less over- 
time work.—(George E, Toles.) 

= - . 


Vancouver 

Sales of automobiles in the first 
quarter in the Greater Vancouver 
area showed an increase of 45.3 
percent over the same period in 
1956. Area dealers sold 4,882 cars 
compared with 3,360 last year. 

General Motors continued to get 
the biggest share of the total mar- 
ket. Pontiac, which became No. 2 
seller in February, continued its 
hold on the spot in March behind 
the field-leading Chevrolet. 

Ford Motor was in second place 
in total car sales, while the Ford 
itself was third car in the metro- 
politan area. For some time be- 
fore February, it was No. 2 seller. 

Chrysler’s Plymouth and Dodge 


Goodrich Income, 
Sales Remain 
Steady in 1957 


AKRON.—During the first quar- 
ter of 1957, B. F. Goodrich had a 
net income of $10,160,824 on sales 
of $183,684,493, compared to an in- 
come of $10,082,972 on sales of 
£180,295,218 during the same 1956 
period. 

John L. Collyer, chairman, said 
that income, excise and other taxes 
amounted to $87 million during 1956, 
or nearly twice as much as the net 
income. 

Collyer also estimated that the 
company’s capital and investment 
expenditures will total about $41 
million this year, an increase of 10 
percent over 1956. This is part of 
the $200 million expansion program 
announced last year. 

Arthur Kelly, executive vice- 
president, displayed for stock- 
holders the first tire ever vulcan- 
ized by atomic energy. He said the 
economics of the new vulcanizing 
method would not be known for a 
few years. 


2 U.C. Dealers 


Slain on Coast 


LOS ANGELES, — Two used-car 
dealers of Los Angeles were found 
dead in a trailer at the rear of a 
used-car lot on the night of Easter 
Sunday. Both had been shot. 

One was Oscar Vogt, 50, manager 
of Advance Motor Co., while the 
other was Meyer David Rubenstein, 
45, owner of Dealers Auto Ex- 
change. 


Fruehauf Pact 
United Van Line to Use 


Checkup Service 


DETROIT.—A new service policy 
been announced by Fruehauf 
Trailer Co. and United Van Lines 
whereby United’s fleet may use 
ehauf’s services for maintenance 

of tractors and trailers. 

This will enable United to keep 
current records on the condition of 
its company-owned and leased 
equipment, it was said. 

Also, United reported, its units 
will conform to the inspection and 
Safety requirements as established 
by the Interstate Commerce Com-| 
Mission. { 





were in fifth and sixth positions be- 
hind Ford’s Meteor. 

Seventeen percent of total sales 
went to British and other foreign 
makes, with the British Ford in top 
position. 


Truck sales were also up for the 


Chicago Cardinal Bans 


Sunday Work on Sales 


CHICAGO.— Roman Catholics 
of the Chicago archdiocese have 
been told by Cardinal Stritch that 
they must not conduct their busi- 
ness on Sunday even though their 
competitors put them at a disad- 
vantage by doing so. 

The only exception the Cardinal 
made to the Sunday working ban 
was for businessmen and workers 
engaged in enterprises “necessary 

the public good.” The Car- 
dinal also said Catholics 
should not make purchases on 
Sunday. 
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first three months, with 771 new 


vehicles being registered, compared 
with 548 a year earlier. 


Here’s how the new-car sales 
market shapes up by corpora- 
tions: General Motors, 43.6 per- 
cent; Ford, 21.7; Chrysler, 15.8; 
independents, 1.8; British and 
foreign, 17.1. 

Here are the 10 individual car 
leaders and the proportion of the 
metropolitan market they’ve cap- 
tured so far this year: 


Chevrolet, 21.2 percent; Pontiac, 
11.4; Ford, 10.6; Meteor, 7.8; Plym- 
outh, 7.6; Dodge, 6.2; Buick, 5; Olds- 
mobile, 4.6; British Ford, 3.9; and 
Austin and Volkswagen, both 3.6. 

= > = 


Monett, Mo. 

New-car sales were rather active 
and reflecting some general area 
present and prospective industrial 
expansions. A rocket plant at Neo- 
sho is helping the whole area and 
farmers and dairymen have been 
getting good rains. 

Used cars have slowed some com- 
pared to two months ago, but most 
all dealers are optimistic and sales 
staffs are working the prospects for 
both new and used cars. 

Credit conditions are normal.— 
(L. H. Houck.) 
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New Plant Topic of Discussion— 


Officials of Reynolds Metals Co., Lovisville, and Chevrolet look over plans for a 
Reynolds aluminum reduction plant and a Chevrolet foundry to be constructed in 
Massena, N. Y. From left are B. L. Lemmer jr., General Motors project engineer for 
the Massena plant; A. D. Reynolds, Reynolds sales executive; Robert Johns, Johns 
Chevrolet Co., Massena, and R. E. Wells, Reynolds division engineer. 


EATON 
AXLES 


Outstanding 
Performance Cuts 
Hauling Costs, Assures 
Longer Vehicle Life 


Strict adherence to exacting quality standards, 
the most modern of production procedures, 
and important design advancements devel- 
oped through Eaton’s years of axle experi- 
ence, combine to offer the truck operator axles 
with many worthwhile benefits. Eaton Axles, 
engineered for rugged stamina, keep trucks 
on the job, hold down operating and main- 
tenance costs, and deliver more vehicle miles 
at lower cost per mile. 





This rugged housing, used in famous Eaton 2-Speeds, 
is also used for Eaton single-reduction and double- 
reduction axles. The three types of heads are 
interchangeable. 


AXLE DIVISION ————_ 


MANUFACTURING COMPANY 


CLEVELAND, OHIO 


ro PRODUCTS: Sodium Cooled, Poppet, and Free Valves « Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
Engine Parts » Roter Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings « Heater-Defroster Units « Snap Rings 


Springtites e Spring Washers «Cold Drawn Steel «Stampings eLeaf and Coil Springs eDynamatic Drives, Brakes, Dynamometers 
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Case Histories from Nation's Salesmen .. . 


Practical Problems of Selling 


| 1 
Tipe 


Courtesy, Service Pay Off — 


These days, when service department managers flinch at phone calls from service 
customers, a most unusual tribute was paid to service personnel at Rountree Olds- 
Cadillac Co., Inc., in Shreveport, La., by Air Force Capt. Silas Purvis, center. A 
Rountree service customer since his arrival at the Barksdale Air Force Base, Capt. 
Purvis gave a party for the men who had served him “so courteously and efficiently.” 
Warren Day, left, service manager, wishes “Bon Voyage” to Capt. Purvis and his wife 
as they prepare to drive their new Cadillac to the officer's new station in Alaska. 


“ E JUST wandered into the 

= showroom and started to 
look around casually,” said Sid 
Wolf, a salesman for East Side 
Chevrolet, New York, “and I 
asked him if I could be of any 
help. He didn’t look, like a guy 
you might qualify as a hot pros- 
pect, but we got talking.” 

One word led to another, and 
Wolf and the looker spent 
nearly two hours discussing 
everything but an automobile. 
Finally Wolf got him talking 

automobiles again. While they 
wandered around the floor, he ex- 
plained the advantages of the 
new Chevrolet and demonstrated 
a lot of little extras that are 
available this year. 

“T still didn’t think the guy was 
a real prospect, because he kept 
talking about his 1955 Chevrolet, 
what good condition it was in, 
how he had liked the other four 


Chevy’s he had owned,” Wolf 
recalled. 
* * a 

“a4 ND what convinced me that 

he wasn’t ready to buy was 
the fact that he didn’t have his 
own car with him, I felt that here 
was a man who wanted to con- 
vince himself that his old car 
would still do the trick for him. 
But he became, at the same time, 
something of a challenge for me.” 


Just before the prospect left 
the showroom, he asked what a 
new automobile would actually 
cost him. Wolf set down some fig- 
ures and the customer left. 

A few days later Wolf called 
his man. He still hadn’t made 
up his mind. Two days later, he 
called again. Same answer. 

Wolf called once more and the 
prospect began to show some in- 
terest, asking what he might ex- 
pect for his own car. Wolf asked 
him to bring it in for an ap- 
praisal. 

The customer now became a 


hot prospect. He arrived at the 
showroom one afternoon while 
Wolf was making a demonstra- 
tion, and sales manager Dan 
Russo spent another hour and a 
half with the prospect, visiting 
and explaining the merits of the 
new automobile over the old. 
* od * 

OLF continued to solicit his 

business on the telephone and 
finally pinned him down to an 
appointment to discuss a new car. 
On the customer’s third visit, they 
talked three hours and Wolf got 
his order. 

“Funny thing about this guy,” 
Wolf said. “He told me after we 
had completed the deal, that he 
had been to four other Chevro- 
let dealers before walking into 
our place, and no one had made 
any attempt to sell him a new 
automobile. 

“He said the usual opening 
gambit of the salesmen he met 


was, ‘Are you buying a car or just 
looking? Why don’t you shop 
around, and we'll beat any price 
you get by $25.’ Or they’d dismiss 
him by saying, ‘Bring your car 
around. We can’t talk business 
with you until we know what your 
car is like.’ 
* = + 


BS : peers was a guy who wanted 
to be sold a new car,” Wolf 
said. “He wasn’t looking for any- 
thing more than a fair deal, as 
our final gross profit showed. But 
he was looking for intelligent con- 
versation relative to his purchase. 
After all, a man doesn’t spend 
a couple thousand dollars every 
day, and he likes to know that 
his business is not only appreci- 


ated, but that he himself is ap- 
preciated. 


“He was a pleasure to deal with. 
We're getting more and more of 
these lost soul types in here every 
day. You really never know who's 
going to turn out to be a good 
prospect. I almost didn’t believe 
it about this guy in the begin- 
ning.” 


New York Dealers 
Face Licensing 


As Finance Firms 


ALBANY, N. Y. — A total of 112 
applications for sales finance com- 
pany licenses were received during 
January, according to George A. 
Mooney, New York State superin- 
tendent of banks. 


A law requiring such lic enses 
went into effect Jan. 1, and finance 
companies may not operate without 
a license after July 1. 


The new law defines a sales fi- 
nance company as an individual, 
partnership or corporation engaged 
wholly or partly in buying retail in- 
stallment contracts from retailers. 

Mooney said that an auto dealer 
holding his own paper is considered 
to be in such a business, and that 
many of the 6,000-plus dealers in 
New York State will be asked to 
get a license. 


Switch to Lincoln 


Claimed by Daniels 


NOVI, Mich. — Nineteen percent 
of the tradeins on 1957 Lincolns are 
luxury-class cars of other makes, 
according to Henry B. Daniels, Lin- 
coln general sales manager. 

This compares 

with 13 percent 
last year and 12 
percent in the 
1955 model year, 
Daniels said, He 
added that the 
current rate is 47 
percent ahead of 
last year. 

“Our dealers 
are taking full ad- 
vantage of this 
increase in Lin- H. B. Daniels 
coln prestige,” he said, “and we ex- 
pect sales in the first four months 
to approach or better the record- 
breaking mark established a year 
ago.” 


A motor’s best friend is Quaker State Medium 
—the pure Pennsylvania oil for smooth hot- 
weather driving. It’s your best friend, too — 
assures customer satisfaction, repeat business. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA.» MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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The Stainless Steel trim in your new cars can help you sell! 


Selling the new Dodge is even easier when you 
tell your prospects about the gleaming Stainless 
Steel trim used to accent its distinctive style. 

Stainless Steel is harder than carbon steel, 
so it withstands denting and scratching better 
than any substitute brightwork. Harsh road 
salts won’t cause it to pit or corrode. Emphasize 
its strength and hardness, its resistance to pit- 
ting and peeling. And Stainless Steel is so easy 
to clean and keep clean. 


Stainless trim, with its reputation for beauty 
that lasts and lasts, is an example of the extra 
quality your customers will recognize in the 
new Dodge. You'll discover it can really help 
you sell, 


USS 
Stainless Steel |. 
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‘Heedless Horsepower’ 


Blamed for 


Travelers Insurance Cos., in a 
highway safety booklet, has named 
“Heedless Horsepower” as the fun- 
damental cause of the mounting toll 
of “disaster on U. S. highways.” 


The booklet, 23rd published by 
Travelers, reported that 40,000 lost 
their lives on the highways in 1956 
and 2,368,000 more were injured. 

This, it was said, is an increase 
of nearly 6 percent in fatalities and 
almost 10 percent in injuries over 
the 1955 record. 


“Everyone who is in a position to 
influence drivers should learn that 
horsepower, in the hands of the 
heedless, is the fundamental cause 
of our ever-mounting toll of dis- 
aster,” the booklet said. 

Despite the large number of 
safety devices embodied in cars to- 
day, any combination of speed plus 
carelessness, thoughtlessness and 
lack of consideration turns the pres- 
ent high-powered cars into missiles 
of death, it said. 

In reviewing last year’s grim 
record, the report shows that ex- 
cessive speed again topped the list 
of driver actions resulting in 
death. A total of 13,830 died and 
798,920 were injured in crashes 
blamed on speed. 

Another dismal record was the 
number of pedestrian fatalities, 
8,080 killed and 225,000 injured—an 
increase of nearly 3,000 casualties 


8 Steps Urged 
For Cutting Down 
Pa. Traffic Toll 


Pennsylvania’s traffic-death toll 
could be cut in half in two years 
through proper legislation and law 
enforcement, according to O. D. 
Shipley, director of the State High- 
way Safety Bureau. 

Shipley, speaking before the 
Western Pennsylvania Safety Engi- 
neering Conference, outlined eight 
suggested steps for cutting down 
the death toll: 

1. Radar for checking speed. 

2. Chemical tests for drunk-driv- 
ing suspects. 

3. Periodic reexamination for 
drivers over 65. 

4. New speed limits and gear re- 
strictions for trucks on hills. 

5. Probationary licenses for driv- 
ers 16 and 17. 

6. Uniform code for school-bus 
lights. 

7. Mandatory seat belts and 
proper exhaust mufflers. 

8. Adequate highway markings. 





$1,000.00 per month or MORE 
commissions to representatives 
who can qualify. 


‘Want representatives now sell- 
ing seat covers, car mats and 
other accessories to car dealers 
only. 


Exclusive protected territories. 


World's largest manufacturer 
of license plate frames and 
monograms. 


Territories Available: 


Wisc. — Minn. 
No. & So. Dak. 
lowa — Nebr. 
Kans. — Mo. 
Ark. — La. 
Texas 

Pacific Northwest 


THE BENMATT 
ORGANIZATION, INC. 
3447 E. 15th St., Los Angeles 23, Calif. 


Death Toll 


over 1955’s figure and marking the 
first time in six years this figure 
has not lowered from the year be- 
fore. 

More than 2,700,000 copies of the 
booklet have been printed for free 


distribution. 
* oa * 


N. H. Orders Crackdown 


On Traffic Offenders 

A “get-tough” policy has been 
started by state and local police 
throughout New Hampshire on 
orders from Gov. Lane Dwinell, who 
has demanded stricter highway law 
enforcement, particularly with re- 
gard to drunken drivers. 

A stepped-up system of road 
blocks has started and a legisla- 
tive move is reported under way to 
revive a license suspension system 
used in 1952-53 and discarded by a 
ruling from the attorney-general’s 





department. A bill has been drafted 
to allow the commissioner to sus- 
pend a driver’s license and then 
grant a hearing in such cases, 


Se. * 
Kentucky Road Advisors 


Gov. A. B. Chandler, of Ken- 
tucky, has named a 39-member 
Citizens Advisory Committee to 
work with highway department offi- 
cials in planning the Federal-state 
road-building program. It is headed 
by John Fred Williams, Ashland 
industrialist, who was chairman of 
a similar committee named in 1953. 

aa * * 


X-Ray Tire Checker 
Displayed in Europe 

A device for X-ray examination 
of tires was demonstrated at the 
Automobile Exposition of Amster- 
dam, The Netherlands. 

Any inside-casing defects can be 
detected by the equipment in a span 
of five minutes. The device is called 
“TyreXplora.” 

* * 


GE’s Kearns Puts Transit 


Among Nation’s Top Needs 


A transit system that comfort- 
ably whisks passengers at 40 to 50 
miles per hour on separate rights 
of way between suburban and city 





Illinois Sheriff Insists 


On Auto Safety Devices 


At the insistance of DuPage 
(Ii) County Sheriff Stanley A. 
Lynch, safety belts have been 
installed in 10 new squad cars 
purchased by his department and 
the cars have been provided with 
crash panel boards. 


The sheriff said his men had 
attended many accidents and 
found people critically injured 
because they did not have safety 
devices. He added that the belts 
can make long drives less tire- 
some and induce the driver to be 
more relaxed. 


stops is essential for relieving traf- 
fic-choked metropolitan areas, ac- 
cording to Earl E. Kearns, General 
Electric Co., speaking at a traffic 
seminar at Northwestern Univer- 
sity. 

“Public Transit with high termi- 
nal-to-terminal speed, convenience 
and attractive service ranks among 
the foremost of our national needs,” 
he said, “Metropolitan communities 
are growing about three or four 
times as fast as the rest of the 
country and transportation demands 





—_ 


are growing three or four timeg 
faster than population grow th,” 
Kearns said. 

* * * 


Testimonial Planned May ‘ 
For N. H. Vehicle Chief 


A testimonial dinner in honor 
of Frederick N. Clarke, motor 
vehicle commissioner of New 
Hampshire, will be held Ma, 7 
at the State Armory in Man- 
chester, N. H. 

Clarke, who joined the Motor 
Vehicle Department in 1922, has 
been commissioner since 1947, 
General chairman of the dinner 
is Charles F.. Stafford, of Stafford 
Buick Co., Laconia. 

* * * 


Fee Hike Proposals Stir 


Controversy in Maine 

The Maine Automobile Assn. hag 
suggested increases in car registra. 
tion fees and drivers licenses as g 
“stopgap” means of carrying 


charges on a proposed highway 


bond issue. 


This has met with considerable 


criticism with formation announced 


of an Assn, of Small Car & Truck § 


Owners to speak for the “little 


people” against higher auto fees, ff 


(Continued on Page 19, Col, 3) 


For Todaye Most Complete Line of Quality 
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SILA MELE 


Whatever your requirements 
for highway or off-the-road 
equipment—Timken*® offers 
you a full line of driving, trailer 
and front axles ... brakes and 


gear boxes. . 


SINGLE-REDUCTION! 


A rugged single-speed power 
train that provides the very 


maximum 


. backed by over 


50 years of manufacturing ex- 
perience and proved by field 
performance and laboratory 


testing. 


One example of the engi- 
neering features and superior 
quality built into every 
Timken-Detroit product is the 
improved ‘‘3 for 1’’ Letter 


Series Axle. 


performance. 


SINGLE-SPEED 
HYPOID-HELICAL 
DOUBLE-REDUCTION! 
This advanced single-speed 
double-reduction final drive 
delivers consistently high per- 
formance either on or off the 


in single reduction 
road. 
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2-SPEED 
HYPOID-HELICAL 
DOUBLE-REDUCTION! 
This final drive gives you the 
most advanced two-speed 


double-reduction gearing 
available today. 





— 


' 
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GMC Launches Training Program— 


Instructor D. B. Foy conducts the first of more than 100 training sessions scheduled 
by GMC Truck & Coach division for instructing fleet operators, dealership employees, 
and field personnel on the operation and servicing of GMC's new turbo-charged diesel 
engine. The meeting was held in the General Motors training center, Moorestown, N. 
J. The sessions will be held in 30 training centers in GMC's four national sales regions. 


Highways 
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(Continued from Page 18) 


It was charged that the MAA has 
“run out on the motorist in Maine.” 
The MAA said, in reply, that the 
suggested increases are small and 
would be limited to two years, The 
MAA has called for an impartial 
study to determine who pays the 
costs and who benefits from Maine’s 
roads. 


General Motors 


Gets Safety Honor 


General Motors Corp. in 1956 
achieved the best safety record in 
its 49-year-history and earned its 
12th “award of honor” in the past 
15 years, the National Safety Coun- 
cil has announced. 

The award was presented in De- 
troit to Harlow H. Curtice, GM 
president, by Maj.-Gen. G. C. Stew- 


art (ret.), executive vice-president | 


of the council. 
Of GM’s some 500,000 hourly-rate 





and salaried employes in the U. S. 

and Canada, 99.8 percent lost no 

working time during 1956 as a re- 

sult of an occupational illness or 

on-the-job accident, the council said. 
* * * 


Maine-to-Chicago Cruise 
Costs $15 by Turnpike 


A turnpike auto trip from 
Augusta, Me., to Chicago would 
cost the motorist $15 in tolls for 
the 1200 mile trip, according to 
the Keystone Automobile Club. 

The driver would use turnpikes 
in Maine, New Hampshire, Massa- 
chusetts, New Jersey, Pennsyl- 
vania, Ohio and Indiana and 
parkway systems in Connecticut 


and New York. 
* * on 


Gov. Leader Signs Bill 


For Toll Road Inquiry 


Gov. George M. Leader has signed 
into law a $10,000 appropriation to 
a special legislative committee 


Axlee and Brakes for Commercial Vehicles 
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IMPROVED TIMKEN “3 FOR 1” LETTER SERIES 
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named by the 1955 Legislature to 
investigate toll increases planned 
by the Pennsylvania Turnpike Com- 
mission. 

By the time this probe opened, 
the commission had tabled its plan 
for the toll boosts, The commission 
now has under study a plan to 
reduce truck tolls and keep pas- 
senger car tolls intact, 

= = + 


Cost-Allocation Data 


The U. S. Bureau of Public Roads 
has released a 48-page pamphlet 
describing plans for the highway 
cost-allocation study required by 
the Highway Revenue Act of 1956. 


* * * 


Ky. Highway Bond Issue 


Upheld by County Judge 

Franklin County Judge William 
B. Ardery, sitting in Frankfurt, Ky., 
has upheld the validity of the state’s 
$100 million highway bond issue but 
ruled that no bond may exceed the 
maximum interest of 3 percent. 

The bonds will be used to finance 
Kentucky’s share of the 13-year in- 
terstate highway program. It was 
thought that some of the bonds 
might be sold at rates above 3 per- 
cent and others below this figure, 
as long as the average was not 
more than 3 percent, This was ruled 
out by the judge. 


Chrysler’s Nichols 
Urges Compulsory 
Car Inspections 


A system of periodic compulsory 
vehicle inspection was advocated by 
a Chrysler Corp, executive as a pos- 
itive step toward improving the 
nation’s highway safety record. 

Speaking at the annual meeting 
of the Michigan Inter-Industry 
Highway Safety Committee, Byron 
J. Nichols, general manager of 
Chrysler's group marketing organi- 
zation, said that Michigan should 
join the 14 other states which re- 
quire periodic safety inspection of 
vehicles. 

“In view of the tremendous diffi- 
culties facing us in making better 
drivers of fallible human beings, 
the least we can do is to make 
sure that the vehicles we drive are 
maintained in something like the 
safe operating condition they were 
in when they were first sold to the 
customer,” he said. 

Achieving adequate vehicle in- 
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— DRIVING AXLES WILL DO THE JOB BETTER THAN EVER BEFORE! nas te te dean, ee 
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With the “3 for 1” you gain maximum interchange- 
ability. You have your choice of three interchange- 
able final drives . . . using -the same housing, hubs, 
drums, brakes and axle shafts. All parts are standard 
production items. 

Timken-Detroit “3 for 1” Letter Series Driving 
Axles give you longer operating life . . . lower main- 
tenance cost ... smaller replacement parts inventory. 


CHECK THESE “3 FOR 1” FEATURES: 


gear wear and maintenance. Each set of teeth per- 
forms but one function, driving or locking. 


Improved torsion-flow axle shafts! More splines 
per shaft and increased root diameter give greater 
torsional strength, longer life. 


Famous time-proved differential —rugged, reliable 
and smooth! Extra strong gear body and teeth, plus 
hot-forged trunnion, give long trouble-free operation 
even under the roughest kind of treatment. 


Other programs singled out by the 
Chrysler executive as steps toward 
the reduction of highway facilities 
are an intensified driver education 
program, and expanded research 
into the real causes of fatal and 
serious accidents. 


Hot forged steel axle housing! The rectangular form 
of these high-carbon steel housings is the lightest, 
strongest shape of housing that is available today. 


Improved ’’P’”’ Series Power Brakes and “DH” Series 
Hydraulic Brakes! Available in a complete range of 
sizes, these advanced brakes offer the most depend- 
able stopping power—lower maintenance cost—easy 
adjustment and longer service. 
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improved Hypoid Gears! Redesigned offset and in- 
creased Hypoid gear diameter provide longer gear 
life, smoother performance, and quieter operation. 


Refined two-speed shift collar and cross shaft! Im- 
proved design gives positive locking action—reduces 


WHOLESALE COSTS 
of all NEW 1957 CARS 
and EQUIPMENT! 


Plants at: Detroit, Michigan * Oshkosh, Wisconsin 
Utica, New York + Ashtabula, Kenton and Newark, 


Fp Ohio * New Castle, Pennsylvania 
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ROCKWELL SPRING AND AXLE COMPANY 





Auto Costs Pubtestidns 
P.O. . 


Gentlemen: Please’ send o copy of “AUTO 
COSTS” which contains focts ond figures re- 
ferred to in your ad. | agree to either remit 
$10.00 or return the book within ten doys. 
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World’s Largest Manufacturer of Axles 
for Trucks, Busses and Trailers 





Know this 


to sell the South: 4 & (A O 1 


The SOUTH-a $8 BILLION market 
—is unique and different—different because it’s 
far more rural than the rest of the country. The 
South requires special attention by advertisers 
and a different kind of advertising strategy. 

In the 16 Southern states, 58% of all house- 
holds and 48% of all retail sales are in C and D 
counties. By comparison, in the 32 states outside 
the South, only 30% of all households and 28% 
of all retail sales are in C and D counties. 

Magazines which provide balanced coverage in 
states outside the South are inadequate in the 
C and D counties of the South. Your advertising 
needs a higher proportion of rural coverage to be 
successful in selling the South. 


are i 


The Progressive Farmer dominates the C ang 
D counties of the South as no other magazin 
dominates a market of similar size. Wit 
1,330,000 subscribers and 5,300,000 readers, Thi 
Progressive Farmer fills a major gap in youn: 
Southern coverage when added to any list of maghiof 
azines in which your advertising appears. po 

Look at the chart below to see what happeng)© 
in the South when The Progressive Farmer iss? 
added to a list of four of the biggest national 
magazines. | 







Combined Circulation per 100 Households - 


Rest of U.S. 
32 States outside South 


LIFE 

Saturday Evening Post 
Ladies’ Home Journal 
Better Homes & Gardens 
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per 100 households 


per 100 households 





The SOUTH 
16 Southern States 
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41 38 yo 
per 100 households 


PAUL HUEY, V. P. and Advertising Manc 
Birmingham 2 * Phone: 54-2571 
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WHAT ARE 
B,C and D COUNTIES? 


Nielsen classifies A counties as metropolitan areas 
agmof large cities. B counties have more than 100,000 
population or are adjacent to metropolitan areas. 
C counties have 30,000 to 100,000 population. D 
counties have less than 30,000 population. 


Automotive Sales 
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Drug Store Sales 


|Furniture, Household and 
Appliance Sales 





mer “aumber, Building Material, Hardware 


‘pnd Farm Equipment Sales 
SOTAL RETAIL SALES 


xour Progressive Farmer representa- 
ive is equipped to supply you with authentic data on cov- 
prage of A, B, C and D counties in the 16 Southern states 
Dy every leading publication in the country. It will pay 
you to check your advertising list against these data to 
make sure you are doing an adequate advertising job in the 
ural South. Remember, most of the people of the South 
ve in C and D counties and these counties are responsible 









co 


athe Progressive Farm 





Mane M. DUGGER, V. P. and Western Advertising Manager 
71 Daily News Bldg., Chicago 6 * Central 6-3400 


Southern Sales 
and Ci counties! 


The SOUTH Rest of U.S. 


percent of sales 
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DON CUNNINGHAM, Eastern Advertising Manager 
250 Park Ave., New York 17 * Yukon 6-7520 
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68 
65 
74 


77 
54 
72 


RETAIL SALES FIGURES BASED ON SALES MANAGEMENT 1955 ESTIMATES. 


for 48% of Southern retail sales. Contact the nearest 
Progressive Farmer office below for full information. 


Ask also for your free copy of “Magazine Readership in 
the Rural South”—the results of a comprehensive new 
survey by W. R. Simmons & Associates Research. It’s 
packed with new facts on readership, preference and dupli- 
cation, plus market measurements helpful to advertisers. 






Other Offices: RALEIGH » MEMPHIS 


DALLAS * SAN FRANCISCO « LOS ANGELES 


AUTOMOTIVE NEWS, MAY 6, 1957 


In this application, the electric 
|eyes were a combined actuating 
|control and safety measure. 


ec Hart also showed movies and 
5 U ge N e N f. ty, |slides of some U. S, electric eye 





| applications, But he made it clear 
Be , : |that the Germans surpass Ameri- 
can efforts in this direction. 
by E . 8 * 
N FAIRNESS to U. S. industry, 
< le it should be pointed out that, 
John ae Benedict “ge: FS | while automatic loading and un- 
; loading of presses is commonplace 
Engineering Editor in this country, these operations 
were performed manually on the 
German machines which featured 
: : ton: | statement that “the surprising | the ingenious electric eye installa- : 
Electronics in Automation: thing fo that tho Germans have | tions. Automation Machinery Built Here— 3 
Germany Outstrips U.S. been more ingenious and more Ideally, electronic controls can The new $6 million factory and office building of Cross Co. is located on a 67.0 
T WAS something of a shock for| progressive in applying electron- | make a machine (such as a press) | %re plot on the outskirts of Detroit. It is claimed to be the “first all-new facility” 
a local audience to be told that| ics to automation than we have.” | “automatically safe.” That’s because | i" the country created solely for the production of automation machinery. - 
Detroit— hereabouts acknowledged| He proceeded to back up this as-|the machine will not operate (just : _ ae 
as the world leader in automation |sertion by running off a movie of|as though a stop button had been| W8FY Passerby who, for any rea- | means for stopping the machine (to 
—lags behind some foreign coun-| electronically controlled presses he| pressed) when the light beams are| 5°" intrudes into a dangerous avoid damage) when it jams. 
tries in one important respect. |had seen on a trip to Germany, It|broken by the operator’s hand or| ®T@@ will by the very act of doing In this same category of machine 
Yet that is just what occurred|was obvious that much progress| some portion of his body being in| this automatically stop the ma- | protection, a “torque control” unit™ 
at a meeting of the Instrument|had been made in using electronic| the danger zone. | chine. demonstrated by Hart safeguards 
Society of America, The speaker/ devices for automatic control of Another advantage of using In addition to safety for humans,| the motor and drive mechanism 
who administered the jolt was a| metalworking machinery. electronic “guards” of this type Hart told how the “safety” of ma-/| when a machine jams, In effect § 
recognized authority on the subject Highlight of the film clip was a chines themselves sometimes is a| the device measures watts or powe 
of electronics in automation: S. V.|scene in a German automobile| Sows up when large groups of | consideration when specifying elec-| output continuously as load is ap 
Hart, vice-president, Electronic| plant. Long rows of huge stamping automation machines are unat- [tronic automation controls. In cer-| plied to the machine shaft. A sud- 
Control Corp. presses were controlled entirely by| tended by human operators. Then, | tain types of operation, it is ad-|den overload that exceeds preset 
Hart began his talk with the | light beams (photoelectric eyes).! as pointed out by Hart, the un- | vantageous to have an automatic a will cause the machine t 
— shut-down. 














* * Pa 


—— pointed out that this same 


principle may be used to flash 
la warning light when a tool be 
|comes dull, since torque of the 
| electric drive motor increases under 
such conditions. 


A major portion of Hart's tak 
dealt with design considerations for 
making electronic controls “fail ® 
safe” when they are assigned the 
job of guarding men or machines 

Expanding on his discussion of 
electric eyes, Hart described pro- 
tective devices that use a special 
form of light—pulsating light — 
for electronic controls. Brief men- 
tion also was made of other forms 
of electronic safeguards such as 
a radioactive bracelet and radice- 
frequency controls, 

Looking to the future, Hart cited 
the possibility that improved tran 
sistors, “ruggedized” design and 
vibration-isolation mounts evente 
ally may pave the way for wide 
spread use of electronic devices in} 
| industrial areas where they pret 
| ently are not used. f 

> * = 


Air Force Hobbyists 
Build Turbine Racer 


ISITORS at the annual cor 
ference of the gas-turbine power 
| division of the American Society 
of Mechanical Engineers were ir 
trigued by the “SACFireBoid” rae 
| ing car, powered by the Boeing @ 
gas-turbine engine. 
| The turbine engine was loaned 
| to the auto hobby shop of Strategic 
Air Command headquarters at Of 
futt Air Force Base, Omak 
| Nebraska. It was installed in th 
| Firestone-owned Kurtis 500K race 
as a spare-time project by SAC per 
sonnel, 
We were told that, prior to in 
stallation in the racing car, this 
: - < al : * ; : same engine had been used by 
To ship 100 lbs. of auto- —_— ae 7 Boeing for experimental work— ]% 
mobile accessories from es pata Lae oa it also allegedly was the unit 
Detroit to Los Angeles “aia iit t powered a Kenworth truck 
: ee several years ago during high 
The engine, rated at 195 horse 
power maximum and 175 horse 
power for continuous operation, i 
said to weight only 285 pounds (it 
has no regenerator). Zero to #9 
m.p.h. acceleration time for the 
turbine-powered racer is claimed 0) 
; , be five seconds, with top spee® 
ity in airfrel ee 
ogether, Ss project loo . 
with the greatest dependability in airfreight, American cage & mig mine boon 6 tl 
e e = ge fun for off-hours of Air Fore 
serves automobile executives better than any other airline! people, Apparently those jet-jocker 
won't be entirely satisfied until 
they are propelled by turbine powe 
on land as well as in the air. 


Specify American Airlines Airfreight—the carrier that offers the best assurance of expert handling and » & mae 
on-time deliveries. American offers this greater dependability because American leads all other airlines Piaal 243.000 ae 


in experience, capacity, coverage of key cities and frequency of schedules. WASHINGTON. — More students 


are preparing for engineering c# 
reers this year than at any time 


: since 1948, according to the J. & 
Office of Education and the Ameri 
can Society for Engineering Educa 
tion. 

A total of nearly 243,000 are 


—flies more freight than any other airline in the world studying in accredited engineering 
colleges, 


ee ee 


eer eT 


“de nn Abed tna teens el oe 





Laborat 


-controlled cooling systems test antifreeze under simulated driving conditions. 


Dow reports on your company’s brand of antifreeze 


A good antifreeze formulation has to stand up 
under temperatures ranging from 60° below to 
240° above. That’s one reason your company 
spends literally thousands of hours testing, testing, 
testing—often under actual winter driving condi- 
tions. 

To make doubly sure, your company also has its 


antifreeze tested by outside research laboratories. 
In the simulated engine run shown above, anti- 
freeze is circulated for 1,000 hours, and then Dow 
technicians measure the corrosive effects on the 
metal discs. 

After the results of this test and many others are 
fully analyzed, your company’s antifreeze is finally 


ready for marketing. Both you and your customers 
can depend on its high quality, just as you depend 
on the other products in your company’s line. 

It’s good business to sell one family of fine products, 
all backed by your company’s name. Order your 
company’s brand of antifreeze now and be ready 
for the fall selling season. 


The Dow Chemical Company, Midiand, Michigan 













Picking the Winners— 


Karen Wise, daughter of Mrs. Monroe Wise, draws the names of 25 prize 
winners at the opening celebration of Wise Chrysler-Plymouth in Houston. The three- 
day event attracted more than 30,000 visitors. Wise is president of the dealership, 
formerly known as Monroe Motors, and H. W. Ireland is vice-president. 





ACTUATING UNITS “ 





CONTROL VALVES 


air brakes. 


Safe, trouble-free, dependable—that’s the report of 
thousands of fleet operators from coast-to-coast, 
about Wagner Air Brake Components. Their ex- 
perience over the years is proof that these precision 
parts increase safety and reduce operating costs. 


The high-performance standards set by Wagner Air 
Brake Components are a direct reflection of the 
“Quality Control” exercised in the manufacture of 
Wagner Air Brake Systems. Every part—every 
fitting—every connection must meet rigid factory 
inspection and testing before being released for 











WARNING DEVICES 





ROTARY AIR COMPRESSORS 
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News to Note... 


aluminum fire truck has been de- 
veloped by the U. S. Army Engi- 
neer Research and Development 


employment in combatting fires in- 
volving non-conventional fuels, 
fuel storage tank farms and fires 
resulting from large scale, 

Manufactured by Walter Motor 
Co., Long Island City, N. Y., the 
truck is equipped with a turret to 
combat large fires inaccessible by 
hose. It carries a 1,000-gallon water 
tank and 150 gallons of concen- 
trated foam. A pump driven by the 
main engine provides for dis- 
charges of fire extinguishing foam 
lat rates up to 6,000 gallons a 
minute, 

* * + 


Aluminum Alloys Expands 
LOS ANGELES.—Aluminum Al- 


..use these 


Laboratories here, It is designed for | 


APPLICATION 
VALVES 


Auto World in Brief 


FORT BELVOIR, Va.—A mobile | operational facilities of Quality 





|Mold and Machine Co. Aluminum 
Alloys also has expanded its main 


plant. 
* * * 


British Manufacturers 


‘Open N. Y. News Bureau 

| NEW YORK, — The British 
| Automobile Manufacturers Assn. 
has announced establishment here 
of a news bureau to provide the 
U. S, public with information as to 
activities of the industry in the 
| U. S., as well as in the United King- 
dom, 

U. S. resident factory representa- 
tives of the British group include 
Ford Motor Co. of England; Ham- 
bro Automotive Corp., importer of 
cars produced by the British Motor 
Corp.; Jaguar Cars North Ameri- 
can Corp.; Rolls-Royce; Rootes Mo- 
tors, Inc.; Standard-Triumph, Inc.; 
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For safer, more economical 


Wagner Air Brake Components 


shipment. This is your assurance that when you 
select Wagner Air Brakes, you know you are getting 
the finest air brake units to be found anywhere. 


Wagner factory service branches in twenty-four 
major cities and air brake distributors throughout 
the United States and Canada service Wagner air 
brakes; and since Wagner air brake systems are 
used by a large number of fleets, mechanics every- 
where are experienced in the repair of Wagner 


air brakes. 


. . 
Wagner Electric @rporation 
6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
The complete Wagner Air Brake Line includes 


many types and kinds of equipment—all fully 
described in Catalog KU-201. Write for your 


copy today. 


Cae a Sag 
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Lucas Electrical Service, Inc. ang 
Nisonger Sales Co, 
* * * 


Oldsmobile Moves Office 


Of Los Angeles Zone 


LOS ANGELES.—The zone office 
here of Oldsmobile has moved to 
larger quarters in the Tishman 
Building, 3540 Wilshire Blvd age. 
cording to F, C. McDonald, zone? 
manager, rm 







“Expansion is the keynote of this 7 
move,” he said. McDonald said that © 






more workers have been 


added, | 






bringing the zone’s total person. © 


nel to 28, 
* + * 


Firm Changes Name 


LANCASTER, O.—Lancaster ‘ 


Lens Co. has changed its name to 
Lancaster Glass Corp. The firm 


will operate the recently acquired § 
Indian Glass Co., Dunkirk, Ind., as 


its consumer products division. 
* * * 


Fram’s Alabama Plant 
Goes into Production 


BIRMINGHAM, Ala.—Fram Corp |- 


now is turning out automotive in. 


take silencers, carburetor air filters 7 
and component parts at its new) 


| branch plant here. 


The plant has 60,000 square feet) 
of space devoted to manufacturing 


and office facilities, 
” * aa 


Registrations at Peak 
| CONCORD, N. H.—New Hamp. 
| an alltime record, with about 125,00 


|}sets of plates issued for 1957, ac-& 


|cording to Motor Vehicle Commis. 
|soner Frederick N. Clarke. 
| = = * 


Rollins Leasing Enters 


Daily Auto Rental Field 


WILMINGTON, Del. — Rollins 
Leasing Corp. here has announced 
| it has entered the daily auto rental 
| field in Los Angeles. 

According to John Rollins, presi- 
dent, this is the first of 25 major 
markets for the new daily rental 
operation. Rollins said it will be the 
first company to offer daily and 
long-term rental of autos, trucks 
aircraft, materials handling equip- 
ment and any other type of vehicle 
required for private or business use. 

* . . 


Permanent Glass Number 

DETROIT. — Windshields pro- 
duced by Shatterproof Glass Corp. 
will contain the NAGS pattern 
number permanently marked on 


the lower right-hand corner of F 


the glass, the firm said. The iden- 
tification started with the begin- 
ning of production on the 1957 
numbers. 

= . . 


Canadians Invite Tallamy 
OTTAWA.—Bertram D. Tallamy, | 
U. S. Highway Administrator, wil f 
be a speaker at the Canadian Good 
Roads Assn, convention in Saska fy 
toon, Sask., Sept. 26. 
7” a a 


N. D. Registrations Hit 
New High of 278,742 


BISMARCK, N. D.—North Dako > 


tans are driving more cars ani 
trucks than ever before, according | 
to first quarter registration figures 

In the period there were 187,49 
registered passenger cars and 91,28 
registered trucks. The figures rep § 
resent new peaks in registration § 
for both cars and trucks. In the f 
same period last year, registrations 


were 182,745 cars and 87,812 trucks 
* + * . 





Esso Standard Forms 


New Safety Foundation . 
NEW YORK.—Esso Standard Oil 





Co. has formed Esso Safety Founds | 


tion to promote highway develop 
ment and traffic safety. i 

John J. Hall, an organizer of the” 
American Assn. of Motor Vehicle 7 
Administrators, heads the founds | 
tion, Esso said. It will make studies 
of development of the interstate 
and other Federal-aid highway’ 
systems and effects of such new) 
roads, business trends, population 
shifts and traffic safety. 


U. S. to Study Wage-Hour 


Application to Wholesaling 


WASHINGTON.—The office here 
of the Motor & Equipment Whole- 
salers Assn. has announced that it 
has obtained a committment from 
the wage-hour division of the U. 5 
Department of Labor to undertake 
a study of the application of the 
(Continued on Page 25, Col. 1) 
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(Continued from Page 24) 


Wage-Hour Act to the automotive | 
wholesaling industry. 

Wholesalers are invited to sub- 
mit questions and suggestions to) 
be incorporated in the study to 
MEWA’s office at 309 W. Jackson) 
Blvd., Chicago 6, am. , 


Hertz Acquires Couture 


annual Memorial Day 500-mile 
race classic at Indianapolis. The 
special race car is said to be the 
most powerful ever tested at the 
Indianapolis Speedway and is 
used by Firestone in its annual 
pre-race tire test program. 
‘ + * . 


11 Car Rental Firms 


CHICAGO.—Hertz Corp. has ac-| Join Nationalcar 


quired Couture Rent A Car System, | 
Inc., a Florida car-rental company | 
operating in Latin America and} 
several Caribbean islands. Earl) 
Smalley jr., will continue as presi-| 
dent of Couture which will operate | 
as a Hertz subsidiary. 
* 


44 Custom-Prepared Vans 
Delivered by ‘Z’ Frank 


CHICAGO. — “Z” Frank, Inc. | 
(Chevrolet), has completed | 
delivery of 44 custom-prepared 
van trucks to Kitchens of Sara 
Lee, Inc., for service in the Chi- 
cago area. The trucks are %-ton | 
vehicles with Olson bodies. 

Full color pictorial decals, 38% 
by 55 feet, adorn both panels of | 
each truck. — 


Hessell Heads Group 


LOS ANGELES. Olin John 
Hessell jr.. Hessell Chevrolet, has 
been elected president of the Young 
Presidents’ Assn. 

= * * 


Fruehauf to Manufacture 


Airfield Vacuum Cleaner 


LOS ANGELES. — Coleman 
Engineering Co., Inc, here has| 
announced that it has licensed | 
Fruehauf Trailer Co., Detroit, to 
manufacture and sell the Coleman- 
developed vacuum cleaner for air-| 
fields. 
Coleman said it is designed to} 
clean up large gravel, nuts, bolts, | 
old cans, stones and other debris 
which, if left on the runway, would) 
be sucked into the jet turbine intake 
and cause heavy damage. The | 
cleaner is 28 feet long and is) 
mounted on a standard truck chas-| 
sis and powered by the regular} 
truck engine. Coleman said it can| 


clean at 25 miles an hour. 
> = * 


Fulmer Warehouse 


Opened in Colorado 


COLORADO SPRINGS, Colo.— 
Arthur Fulmer Co. has announced | 
the opening of a new warehouse | 
here increasing distribution points | 
to 10, the others being St. Louis, 
Indianapolis, Louisville, Little 
Rock, Ark., Charlotte, N. C., Dal- 
las, Orlando, Fla., Phoenix, Ariz., 
and Memphis. 

The new warehouse is being | 
operated by John Dever who was 
sales supervisor and store man- 
ager for Fulmer in Dallas. A stock 
of seat covers is being maintained 
at the warehouse. 

= 7 








L. O. Gates Wins Bid 


MISHAWAKA, Ind.—L. O. Gates 
Chevrolet, Inc., has won a contract 
for seven new automobiles for the 
city police department. 

” * + 


Canadian Resin Plant 


OTTAWA. — The first Canadian 
Plant to produce epoxy-type resins, 
used in making automotive primers, 
will be built by Shell Oil Co. of 
Canada Ltd., alongside its present 
Montreal East chemical plant at 
cost of $1 million, Shell has an- 
nounced, 

* = 7 


Special Firestone Car 


Enters Italy Race Tests 


. INDIANAPOLIS. — A special 
Trace car has been sent to Italy 
to prove American race tires for a 

of U. S. drivers preparing 
to pit their skills against top 
European drivers at the race 
track at Monza, Italy, according 
to Raymond C. Firestone, presi- 
aa Firestone Tire & Rubber 


The International 500-mile race 
at the Autodrome di Monza has 
been scheduled for June 29, a 
month after the running of the 





ST. LOUIS. 
rental firms have become members 
of National Car Rental System, ac- 
cording to Charlie Hillard, National- 
car president. 

The new member companies are 


| National Car Rental System, Lic.,| 
Mesa, Ariz.; 


U-Drive-It System, 
Inc. Denver; National Car Rentals, 


| Twin Falls, Id.; Twin Cities Rental 


Co., Rock Falls, Ill.; National Car 
Rentals, Fargo, N. D.; National Car 


— Eleven new car} 


Rental System, Alamogordo, N. M.; 
Hill’s Rent A Car Service, Ardmore, 
Okla.; National Car Rental of Dal- 


las, Inc., Dallas; Car Lease National, | © 
Inc., Milwaukee; National Car|j 


Rentals, Superior, Wis., and Na- 
tional Drive Ur Self, Sudbury, Ont. 
* ok * 


American Airlines Slates 


Boston-Frisco One-Stopper 


NEW YORK.— Through service 
from Boston to San Francisco, the 
only one-stop DC-7 flight between 
the two cities, will be launched May 
1 by American Airlines. 

The new flight, crossing the con- 
tinent in 10 hours and 20 minutes, 
will leave Boston daily at 9:40 am., 
Eastern Daylight Time, and land in 
Chicago at 11:55 a.m., Central Day- 
|light Time Half an hour later, the 
| flight leaves for San Francisco, ar- 
riving there at 5 p.m., Pacific Day- 
light Time. 

+ : 
\Car Insurance Rates Rise 


'$2-$33 in North Dakota 


JAMESTOWN, N. D.—North Da- 
| kota members of the National Bu- 
|reau of Casualty Underwriters and 
|the National Automobile Under- 
writers Assn. have announced in- 
creases in auto liability insurance 
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It’s radiator clean-up 


ists everywhere are discovering 


"EG us pat OFF 


Radiator anti- 
"ater pump lubricat 


Rust and 


time! Motor- 


Alemite Cooling System Condi- 


tioner—the remarkable new prod- 


uct that does by far the best job of 


cleaning radiators— 


while they drive! No 


and does it 
messy drain- 


ing, flushing and refilling! Just 


pour Alemite Cooling System Con- 
ditioner into the radiator . .. it goes 
to work immediately—removes and 


prevents formation 


scale— guards against clogging and 
overheating — lubricates the water 
pump -—stops and prevents annoy- 
ing squeal! Cooling System Condi- 
tioner is sold under the famous 
Alemite Money-Back Guarantee. 


Make steady extra 


spring—and all year long—with this 


of rust and 





profits this 


fast-moving new Alemite product! 


Call your 


jobber today! 


Clears up—cleans out 
power-robbing sludge. 
Dissolves and removes 
lacquer-like deposits 
which cause sticky valves 
and valve lifters. Money- 
back guarantee. 
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Amvets Honor Moran— 


Nicholas Marchuk, right, Amvet com- 
mander in Illinois, presents a Dis- 
tinguished Service Award to James M. 
Moran, president, Courtesy Motor Sales, 
Inc. (Ford), Chicago. The award was given 
to Moran for his support of numerous 
veterans’ causes. 


of $2-$33 because of “exceedingly 
adverse” accident experience in 





Alemite CD-2 





25 


North Dakota and other parts of 
the country 


The rates are up $2-$9 for cars 
with male operators under 25, up 
$5-$12 for cars owned and operated 
by married men under 25 and family 
cars ‘with male operators and up 
$21-33 for cars operated by un- 
married men under 25 who “are the 
most hazardous class of private 
passenger car risks.” 

* * * 


Gas Tax Favored 


DES MOINES.—The Legislature 
passed and sent to the governor a 
bill extending for four years the 
last two cents of the six-cent State 
gasoline tax. 


Loaner Data Book Aids 


Boston ‘Egghead’ Sales 


BOSTON.—A loaner data book 
is credited with helping Boston 
Dodge dealers close sales to pros- 
pects who have more than an aver- 
age interest in cars. 


The “loaner” has been effective 
with faculty members and students 
at Harvard University, Massachu- 
setts Institute of Technology, and 
other institutions of learning, deal- 
ers report. 





Springtime ie Alemite Seles time / 


eeeand keeps them clean, 
while your customers drive... 
no messy draining and refilling! 


Other famous profit-makers by Alemite: 


Alemite Kleen Treet 


Cleans carburetors while 
your customers drive. 
Gives better starts—faster 
pickup — new-car perform- 
ance. Lubricates upper cyl- 
inder areas. Satisfaction 
guaranteed by Alemite! 


Alemite is reaching millions of readers, listeners and viewers — 
in leading national magazines . . . over local radio and TV! 


ALEMITE 


Division of STEWART-WARNER CORPORATION 
1850 Diversey Parkway, Chicago 14, lll, 


q 


“os 











AUTOMOTIVE NEWS, MAY 6, 1957 


TRUCK NEW PRODUCTS 


end of the truck in 90 percent of 
operations. 











carcass strength and made possible 
the new tire development. The 
eight-ply, 12-ply rating tire is said 
to be stronger than conventional 
12-ply rated ones and lighter than 
premium-priced nylon tubeless tires 
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TRUCK BUMPERS—Rubber-coated fabric 
truck bumpers, designed for mounting 
anywhere on a truck body to prevent 
damage to trucks, buildings and loads, 
have been marketed by Bumpers, Inc., 
2534 Detroit Ave., Cleveland 13, O. 
Known as Flex-O-Rubber Truck Bumpers, 
they act as a cushion by taking the im- 
pact and absorbing it. Construction of the 


bumpers, which are made with a specially type booms are available. Capacity is apolis 26, Minn. The brush is " by 2% 
developed rubber-coated fabric, allows for said to be 5,000 pounds. inches in size and features bristles 2% 
inches available in either horse 


the reversing of the fabric so that the life 
of the bumper can be doubled. Fiex-O 
truck bumpers are available in three 
styles—specifically designed for truck bed 
platforms and 1.C.C. frames. 

a a 


Daybrook Offers Series 
Of Twin-Cylinder Hoists 


A series of twin-cylinder hoists) 
for trailer dump bodies has been| 


announced by Daybrook Hydraulic 
Division, L. A. Young Spring & 
Wire Corp., Bowling Green, O. 

Fifty-seven models are listed for 
trailer lengths ranging from 14 to 
20 feet. 





REFRIGERATION UNIT—Truck refrigera- 
tion tailor-made to suit the space avail- 
able in delivery trucks hos been an- 
nounced by Brunner Mfg. Co., 24 Fisher 
St., Utica, N. Y. Brunner semi-hermetic 
truck refrigeration condensing units come 
in two separate designs — one with 
components arranged for installation on 
the left side of the truck, the other for 
the right side. These air-cooled units are 
supplied in integral units of 144, 2 and 
3 horsepower and fractional units from 
Y% through 1 horsepower. Added stabiliz- 
ing factors which compensate for heavy- 
duty road use include solid steel block 


mounting for the motor compressor end | 
the 


a lerge vibrasorber connected in 


discharge line. 
a. 


Hydraulic Winch Drive 

Donald H. Groft, chief sales 
engineer, York-Hoover Corp., York, 
Pa. has developed an auxiliary 
hydraulic winch drive to provide 
remote control of winch on line 
construction public utility trucks. 
The operator is said to be able to 
operate the derrick from the rear 


| Lamp Co., 






















TURN SIGNAL — Illustration shows KD 
752 single face, representative of line of 
Class A turn signals introduced by K-D 
1910 Elm St., Cincinnati, O. 
Lens design is said to produce the maxi- 
mum candle power with correct SAE pat- 
tern, placing all available light where it 
belongs, without waste. Colorfast 4 7/16- 
inch Lucite acrylic lens is secured by four 
screws and gasketed for weather-tight 
service. Bellows type rubber grommet en- 
cases lead wires. Heavy gauge body has 
reenforcing plates. Lights are vailable in 
black enameled bonderized steel or highly 


polished chrome. 
° # @ 


New Meyercord Decal 


Meyercord Co., Chicago, has 
developed a point-of-sale decal sign 
for pressure sensitive application. It 
requires no water, and application 
is made by applying the decal sign 
to any clean surface and peeling 
off a backing paper. 


* > * 





LIFT ADAPTER—A swivel adapter has 
been developed by Rotary Lift Co., 1054 
Kansas, Memphis 2, Tenn., for its Frame 
Pick-Up Lift is said to make handling of 
all 1957 model cars extremely fast, safe 
and easy. The adapter set consists of 
four cast steel arms, each of which swivels 
in a sliding base mounted on the super- 
structure. This sliding base action and 
the full 360-degree arm rotation provided 
an effective pick-up area 69 inches wide 
by 82 inches long. The arms may be 
positioned anywhere within this area to 
lift any car, including frameless models, 
small foreign makes and light pickup 
trucks, it is claimed. 





DELIVERY BODY — A 1957 version of its Merchandiser ‘Better Built" delivery truck 
body with a variety of features added has been announced by Boyertown Auto Body 
Works, Boyertown, Penn. The functionally-designed 10-foot delivery body, built of 
high-tensile steel, has a 356-cubic-foot payload capacity. Its design features a polished 
aluminum grid-type grille. Among improved features are said to be a recirculating 
hot water heater with improved heating capacity and a full window-width defroster 
chamber. Ali controls are mounted convenient to the driver on a single panel. 





TRUCK CRANE—A truck crane that re- 
quires only 18 inches of space behind the 
truck or tractor cab is being produced by 
Anthony Co., Streator, Ill. Power for the 
unit is said to be completely hydraulic 
in all phases of operation with a PTO 
driven pump. Boom swing is 280 degrees. 
It projects or retracts in horizontal posi- 
tion or at any point up to an 85-degree 
elevation. Both horizontal and elevating- 


Yale & Towne Develops 


15,000-20,000-Pound Series 


Development of a line of 15,000 to 
20,000-pound-capacity gasoline-pow- 
ered lift trucks has been announced 
by Yale & Towne Mfg. Co., 11000 
Roosevelt Blvd., Philadelphia 15, Pa. 

The new series, called the Yale 
G-3 Line, is available with standard 
or fluid-coupling transmission. 





TRUCK WRENCH — A 4-way Truck 
Wrench featuring Gn arm forged with 
a %-inch service end in addition to 
three socket ends has been introduced by 
Ken-Tool Mfg. Co., 768 E. North St., Akron 
5, ©. The forged-in sockets are in the 
popular 1%, 1% and 13/16-inch sizes. 
The service end arm will take standard 
socket sizes: %, 15/16, 1, 1-1/16, 1%, 
1-3/16, 14%, and 1%-inch sockets. 

os > > 


HEIGHT GAUGE — A Bear No. 62 
Torsion-Aire Height Gauge to fit all 1957 
Chrysler Corp. cars, has been announced 
by Bear Mfg. Co., Rock Island, Ill. The 
gauge is easily installed, merely snaps 
into place with spring clamps on the 
lower control arm bushing housing, this 
holds the gauge in place and gives an 
immediate reading as to car height on 
both sides at the same time, it is claimed. 

> @« s 


Automatic Drive Offered 
On Mack Fire Trucks 


A new torque converter drive, de- 
signed to make fire truck driving as 
simple as operating a car, now is 
offered by Mack Trucks, Inc. 

Bert N. Nelson, manager of Mack’s 
Fire Apparatus division, said the 
new drive is available on two types 


of Mack fire pumpers. It permits a 


shiftless brake and gas pedal opera- 
tions for the first time in firefight- 
ing history, he said. 

* ok * 


Dayton Rubber Unveils 


New 5-Rib Truck Tire 


A five-rib tubeless truck tire, 
designed for rugged highway serv- 
ice, has been developed by Dayton 
Rubber Co. 

Engineers said improved super- 


cordura rayon cord construction 
reduced weight while maintaining 











of the same size and ply rating. 
* * ~ 













WHEEL COVER — An aluminum wire 
wheel cover, designed to fit all 14-inch 
wheels, is now being manufactured by 


United Metal Craft Co., 800 Lowell St.,| 


Ypsilanti, Mich., subsidiary of Gar Wood 
Industries, Inc. Made of specially proces- 
sed aluminum, the Cover-All wheel cover 
is resistant to rust and corrosion from 
salt or tar and will retain its luster in- 
definitely, it is claimed. Mounted to the 
wheel with a special, patented mounting 
device, the cover cannot rattle or be 
thrown off, yet is easily removed for 


washing or changing tires, it is said. 
—_ 





FIRE EXTINGUISHER — An all-purpose, 
1é-ounce fire extinguisher, which fits 
handily into automobile glove compart- 
ments has been introduced by the Martin- 
Senour Co., 2500 S. Senour Ave., Chicago, 
iil. In addition to extinguishing fires, the 
spray extinguisher will also eliminate 
heat-cauvsed vapor locks in auto engines 
and will dry wet or flooded ignition 
systems. The chemical is non-toxic when 
inhaled, the company said. 


New Tone-Squelch System 
For Trucks Offered by GE 


General Electric Co. has an- 
nounced a new tone-squelch system 
for the motor carrier field. It is 
designed to relieve two-way radio 
users of the necessity of listening to 
transmissions of other operators 
sharing the same channel. 

The new product, called Channel 
Guard, is said to combine the ad- 
vantages of both tone squelch and 
conventional noise squelch. It pro- 
vides one-way or two-way protec- 
tion against unwanted calls, noise 
and disruptive interference. 

- + ” 





ALUMINUM CARRIER — Extra luggage 
space is said to be provided by this non- 
rusting aluminum carrier. Conveniently 
light (7 Ibs.), the unit is 42 by 42 by 10 
inches in size, will carry over 300 Ibs. All 
metal fasteners eliminate fabric straps. 
May Sloan, Inc., Dept. M-1, Maple St., 
Lock Haven, Pa. 

































FOUNTAIN-TYPE BRUSH — A fountain. 7 
type brush for washing buses, tractor. 
trailer trucks or large vans has been an. 
nounced by Master Specialty Co., Inc, 
3725 Monitor Ave., St. Lovis Park, Minne 





















‘ong, 
hair or tynex nylon. It is equipped with 
a swivel attachment that enables user 
to adjust the brush head to any angle, 
The handle is made of aluminum and is 
available in either 4 or 6-foot lengths. 
The handle end has an attachment that 
is said to fit any standard garden hose, 
Ss. &.* 


Oil-Seal Trailer Hub Cap 


Introduced by Mechanex 


An oil-seal hub cap for truck 
trailers has been designed and pro- 
duced by Mechanex Corp., 114 
Broadway, Denver, Colo. 


The hub cap has a 1%-inch hole 
in the center of its glass face to 
facilitate checking of oil. The open- 
ing is sealed with an expandable, | 
vented and leakproof plug. 







* > > 














BABBITT HAMMER — A babbitt hom 
mer, designed for light and heavy wort, 
is announced by ENS Products, Inc., 72! 
Beacon St., Loves Park, Ill. The new ENS 
Babbitt Hammer has a special 22-ounce 
tough alloy head that outdrives other 
types such as rawhide, fiber, plastic, 
rubber or wood-base mallets, it is claimed. 
An exclusive design feature of the heod 
is an imbedded finely-threaded %,-inch 
hex steel insert. The head is changed, it is 
claimed, simply by threading off the wom 
head and threading on the new. 

> - 



























AUTO ACCESSORY — An auto acces 
sory designed to keep rain from dripping 









inside the car when vent windows are b 
open has been marketed by Ohio Valley |” 
Merchandising Co., 102 S. Brady Sti |” 
Morganfield, Ky. Called Rain Chek, the |” 
unit is chrome plated, rustproof and is |~ 
said to fit late model cars with vertical |7 


vent windows. 
. «=, = 


L-O-F Offers Glass 


Backed with Color 


Libbey -Owens-Ford Glass Co, 
Toledo, has announced development 
of a spandrel plate glass which has | 
ceramic colors fused onto the inne? 
side. 


A selection of 16 standard colors 7 
and black and white are offered, 
according to Libbey - Owens - Ford. 
The firm said that during produc- 
tion the glass will be heat-strength- 
ened, giving it additional strength 
to resist shock. 
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COA ALUMINUM; COSTUME BY B. H. WRAGGE—AT HUDSON’S, DETROIT 


Zi 


WHEN YOU SELL THE GLEAM AND GO, TELL THEM IT’s Alcoa Aluminum 


Look at the sales appeal shining out from that 
gleaming grille. It’s made from Alcoa® Aluminum 
and it will stay lustrous and beautiful right up to 
trade-in time. This grille is solid metal all the way 
through—anodized to sapphire hardness. 

The shining beauties on your showroom floor, 
too, have gleaming trim of Alcoa Aluminum. 
Every ’57 make does. Dash panels, grilles, window 
frames, wheel covers, emblems or ornaments. Some 
of these parts are rich natural aluminum, others are 
gleaming gold. All are anodized for lasting beauty 


which means greater value come trade-in time. Not 
even spray from salty city streets will hurt Alcoa 
Aluminum. 

And look under the hoods, too. Strong, light- 
weight pistons, brake, transmission and other 
mechanical parts of Alcoa Aluminum give every 
57 car more getaway and go, more trouble-free 
performance. 

We’re using the famous Atcoa Hour and top 
national magazines to tell your customers about 
the aluminum in the cars you sell. You tell them 


too. Use the customer advantages of Alcoa 
Aluminum to close more deals faster. 


Se THE ALCOA HOUR—Television’s Finest Live Drame—Alternate Sundey Evenings 


BEAUTIFUL BROCHURE 
shows every 1957 car in rich, 
full color. Write for your free 
copy. Aluminum Company of 
America, 1842-S Alcoa Bldg., 
Pittsburgh 19, Pa. 





acoa Y aLtuminum gives every 1957 car more GLEAM AND GO 
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On the Financial Front 


Automotive common stocks repre- 
sent an estimated 5 percent of the 
total holdings of investment com- 
panies, according to a study of 161 
member firms of the National Assn. 
of Investment Companies, 

The automotive stocks involved 


were valued at $514,782,000, and/| 


ranked fourth in the percentage of 
investment company holdings be- 
hind oils, public utilities and finan- 
cial securities. 

In 1955, automotive stocks held 
by these firms represented 4.3 per- 
cent of investment assets and were 
valued at $312,578,000. 

First in popularity among vehicle 
makers is General Motors, with 68 
firms holding its common stock in 
the value of $92,443,000. Ford Motor 
Co. is second, with 46 firms holding 
$34,063,000 worth of common stock. 
Chrysler Corp, is third, with 23 
companies holding $20,186,000 worth 
of stock. 

Ford of Canada, with $6,660,000 
worth of its common stock in 14 
portfolios, is fourth. Fifth is Mack 








Truck, with eight firms holding its 
stock valued at $1,459,000. 

Parts and equipment makers, 
farm equipment manufacturers 
are also well represented. 

+ +* * 


American Enka 


American Enka Corp., first quar- 
ter report, 1957 vs. 1956: Profit, 
$577,000 and $1,082,244; sales, not 


given. 
o *€ * 


Eaton Mfg. 


Eaton Mfg..Co., Cleveland, first} 


quarter report, 1957 vs, 1956; Profit, 
$3,055,232 and $3,760,770; sales, $58,- 
578,390 and $61,983,299. 

+ * * 


Reynolds Expects Earnings 


And Sales to Increase in °57 


Reynolds Metals Co. expects 1957 
sales and earnings to surpass the 
1956 totals, R. S. Reynolds jr., told 
shareholders. 

He estimated first quarter sales at 
$105.2 million, compared with $105.6 
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million a year ago, and said earn- 
ings were about $10 million. The 
company earned $11.6 million in the 
first quarter of 1956, plus a nonre- 
curring gain of $1.5 million, Total 
1956 earnings were $41.2 million, 
Reynolds said. 
* + * 
Southwestern Investment 


Nets $550,732 in Half 


Southwestern Investment Co., 
Amarillo, Tex., has reported a vol- 
ume of $66,856,752 for the six months 
ending Feb. 28, 1957, as compared 
to $64,791,578 for the like period of 
the previous year. 

Net earnings were $550,732 as 
compared to $556,309 for the period 
a year previous. Loans and dis- 
counts outstanding on Feb. 28, 1957, 
were $62,950,614 as compared to $58,- 
763,025 on Aug. 31, 1956, an increase 
of 7.1 percent, Southwestern re- 


ported. 
” = = 


U. S. Rubber’s Net Is Off, 


But Record °57 Seen 


New records in both sales and 
earnings for 1957 were forecast by 
H. E. Humphreys jr., chairman of 
United States Rubber Co., at the 
annual meeting of stockholders. 
First quarter profits, Humphreys 








Level Heads Find a Way— 


When Volunteer firemen in Level, Md., 
were faced with an autmoded fire engine 
and too-high cost for a new one, they 
turned to Paul Latka, of Paul Latka Motors 
(Dodge-Plymouth), Havre de Grace, Md. 
Latka sold them a Dodge truck chassis 
and helped them build the vehicle shown 
above. Garnering the features of other 
fire rigs, they built a truck that is the 
envy of neighboring towns. 


said, were lower because the com- 
pany has not been able in today’s 
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competitive market to set Selling 
prices that fully reflect higher costg, 


Net profit for first quarter, Hum. 
phreys estimated, will be about gg 
million, equivalent to $1.25 a share 
of common stock, and about 11 per. 
cent below profits for the first 
quarter of 1956. 


* * * 


American Airlines 
American Airlines, Inc., reports 
net earnings of $1,113,000, exclusive 
of profit on the disposal of prop. 


31, 1957. In addition, there wag 4 
profit (net after tax) of $544,009 
from the disposal of property. Tota] 
net earnings amounted to $1,657,000 
or $.19 per share of common stock 
compared with $3,327,000, or $41 
per share for the first quarter of 
| 1956. 


* * + 
|Reynolds Metals Offers 


Rights on New Issue 


Reynolds Metals Co. is offering 
common stockholders rights to pur. 
chase an additional 914,078 common 
| shares on the basis of one share for 
jeach 11 shares held, according to 
R. S. Reynolds jr., president. The 
subscription price is $42 a share to 
| stockholders of record Apr. 2. 

Simultaneously, United States Foil 
Co. is offering to holders of its out- 
standing Class A and Class B com- 
| mon stock 746,270 shares of Class B 
|common stock for subscription at 
|the price of $28 per share and at 
the rate of one share for each seven 
shares held of record Apr. 2, 1957. 

+ * + 





National Propane 
National Propane Corp., New 
Hyde Park, N. Y., first quarter re- 
| port (ending Feb. 28, 1957): Profit, 
| $225,400 and $137,000; sales, $3,434,- 


| 800 and $2,393,600. 
L-O-F Glass Nets 
$8.9 Million in °57 


Net earnings of $8,242,324 for 
the first quarter of 1957 have been 
reported by Libbey-Owens-Ford 
Glass Co. as compared to $8,915,488 
last year. 

John D. Biggers, chairman, and 
George P. MacNichol jr., president, 
in their report to shareholders, said 
that “automobile manufacturers 
maintain high estimates for the 
output during 1957” and also 4 
large number of new office build- 
ings, schools, hospitals, shopping 
centers, and retail store moderniza- 
ation projects are being planned 
which emphasize benefits of larger 
areas of glass in contemporary 
architecture. 

Libbey - Owens - Ford has intro- 
duced two new products to mee 
the demand for a variety of glass 
in curtain wall construction, it was 
reported. 





. > > 


Commercial Solvents 
Commercial Solvents Corp., first- 
quarter report, 1957 vs, 1956: Sales, 
$13,645,010 and $13,024,948; earnings, 
$672,144 and $909,817. 


Woodall Industries 


Woodall Industries, Inc., fiscal 
first half, 1957, no 1956 comparison: 
Sales, $16,362,667; earnings, $476;- 


321. 
. 


General Reports 
$3 Million Profit 


William O’Neil, president, has re 
ported consolidated sales of Gen- 
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eral Tire & Rubber Co. for the first 


fiscal quarter of 1957 were $95,497, 
316 compared with $83,523,606 for 
the same 1956 period. 

Estimated earnings for the first 
quarter, which ended Feb. 28, were 
$3,250,000. The earnings reported 
for the first quarter a year ago did 
not include the earnings of Gen | 
eral’s radio, television and enter- 
tainment subsidiary. “Thus, it is not 
feasible to compare this year’s earn- 
ings with those of the first 1956 
quarter. However, if the compari- 
son were practicable, it would indi- 
cate an increase,” O’Neil said. 


+ + = 
Goodrich 
Net sales of the B. F, Goodrich 


Co. for the first three months of 


1957. amounted to $183,684,493, com- 
pared with $180,295,218 for the same 
period of 1956, Estimated net in 
come amounted to $10,160,824 com- 


pared with $10,082,972 for the first 


three months of 1956. 
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Commereial Car News 


4 Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 


Florida Operation Keyed to Helping Customer .. . 


Dealer Hunt Works for His Luck 


T does it take to become a|truck salesmen and they are still 
good, money-making truck| with me.” 
dealer? 


= o = 
Frank R. Hunt, Tampa, Fla, r. FRANK HUNT has been lucky, 
won’t say, but his customers and his it is the type of “luck” that gov- 
competitors will—just good man-|erns the actions of all good busi- 
agement and hard work. | nessmen. His “luck” with salesmen 
Hunt evidently didn’t have that| for instance is based on making it 


good management when he started | possible for them to earn such good 
his own business in 1934 because 


|money and keeping ae = on 
k the GMC line in| fied that no other dealer has been 

= aoa aaund oad of him:| able to get them away from him. 
“Frank’s worth about $30,000 less | His “luck” with customers has 
than nothing.” | been the kind that builds con- 
Last year Hunt Truck Sales & | fidence in the firm’s judgment as 
Service, Inc. (White-GMC), did | to the type of units that are best 
just a little over $7 million in sales. | suited for the work they are being 
When asked recently what he| bought to do and in the allout 
thought was the one prime reason | integrity of the dealer and his 

for his success over the years, aaa employes. ; 

said, “I guess I’ve just been lucky.| The “luck” that enables him to 
I was able to get hold of some good| sell over a $1% million worth of 


Truckin’ 


..+ by Jack Weed 


parts and accessories each year and 
make more clear net on his parts 
business alone than many a “big” 
truck dealer makes on his entire 
operation is based on always having 
the part available for his customer, 
or the other dealer’s customer, who 
is “down” because some part broke 


or wore out. 
> 


21 Pct. Penetration 


UNT’S salesroom is the service 

shop plus the approaches to this 
room and the parking lot that ad- 
joins it. In the shop, the best me- 
chanics he can hire work two shifts 
to keep his customers’ 
rolling. 

His “luck” is the type that enables | 
him to get 21 percent market pene- | 
tration when his GMC line gets 9.08 | 
percent nationally and his White 
line gets 1.78 percent. 

It’s the same kind of “luck” that 
prompts him to know his cus- 
tomers’ needs 80 well that in an | 
extremely high percentage of 
cases where a hauler needs a unit 
in a hurry, he can deliver one 
complete, ready to go to work the 
same day, from his “yard stock.” 

Hunt wants his son to have the 
same kind of “luck,” so Frank jr. 
is one of his dad’s used-truck sales- 
men, working on the same basis as 


trucks 


| 
| 


cess is emphasized by the fact that 
top management of both makers 
consider Hunt Truck Sales & Serv- 
ice one of their outstanding ex- 
amples of a dealer who has shown a 
steady and consistent growth from 
small to big, down through the 


years. 


. * : 


Trailers, Refrigeration 


As THE citrus business grew in 
his area and more and more 
(Continued on Page 32, Col, 1) 


Top Trucks 


New-truck registrations for 
February, plus 34 states for 
March: 
1957 Pos. 

1— 58,375 

2— 45,910 
3— 18,618 
4— 13,612 

5— 9,551 

6— 4,643 

i— 2,695 

8— 2,519 

9 1,711 
10— £732 
11— 539 


1956 Pos. 
58,962— 1 
50,366— 2 
21,409— 3 
17,831— 4 
10,618— 5 

3,888— 6 
3,131— 7 
Mack 2,442— 8 
Stude. 2,176— 9 
Diamond T 807—10 


Reo 536—11 
12— lll Brockway 142—12 
2,926 Misc. 1,873 
Total All Makes 
161,942 174,181 
Further details on Page 56. 


Make 
Chevrolet 
Ford 
Intern’! 
GMC 
Dodge 
Willys 
White 


AT&T Cites Role of Dealers 


In Fleet Operations 


OST divisions of American 


Telephone and Telegraph Co.,| 
with upwards of 90,000 vehicles in| 


various fleets, use local dealer serv- 
ice where possible outside major 
cities where Bell has maintenance 
operations and garages. 

In the fleet are 70,700 trucks and 
19,300 passenger cars, a consid- 
erable growth since 1954 when 
AMA’s Motor Truck Facts listed 
52,000 trucks and 14,630 passenger 
cars, a total of 66,630 vehicles. 
According to Roy Allen, super- 


NATIONAL HARVESTER, 


top sales brass insist they have 


no intention of invading the pas- resistance to this radically new 
senger-car field with their new| idea. And although the White peo- 


Carry-all and Golden Jubilee pick- 
up, regardless of how highly styled 
they are. The newspapermen at the 
big 50th anniversary party in Chi- 


cago commented on Harvester’s) 


getting into the “millinery” busi- 
ness at long last. 

But the top brass protested loud 
and long—perhaps overly long— 
that they are in the truck busi- 
ness and have no desire to lock 
horns with the volume passenger- 
car makers on these two models. 

Yet, they have lowered the Carry- 
all 6% inches and dolled up both 
jobs with interior and exterior trim. 
They also admit that the models 
will be priced competitively. | 

There seemed to be no question | 
in the minds of the automotive edi-| 


city closed circuit on which Ed) 
Murrow introduced IH truck execu-| 
tives to the dealer and salesmen 
body but that the company defi- 
nitely is “on the move” with this 
new line. 

One will have to admit that with) 
some 5,000’ or more dealers, their) 
goal of selling 30,000 more Carry- 


all this year than last is not out of k 
line. 


> * > 
White Had Right Idea 
I AM wondering, though, if their 
dealers will have as much trou- 
ble moving the passengers cars 
traded in on the Carry-all and new 
deluxe pickup as so many passen- 
ger-car dealers have moving trucks. 
It will be interesting to watch, for 
I am certain they are going to hit 
this “car-replacement-with-wagon” 
theme that is showing up in at least 
one other highly styled line. 
I popped off in the last truck 
‘issue about the need for training 
truck salesmen in how to operate 
each truck in the line so they 
could speak from experience when 
selling that particular job. 
One of my friends down at White 
reminded me that when White 


Truck New Products 
Page 46 


| could do, many of the White sales- 


brought out the tilt-cab 3000 job in 
1949, it found a certain amount of 


ple had put on a “roadeo” that 
dramatically showed what this job 


men still were not wholly con- 
vinced. 


So Bob Black and Nev Bauman| 
inaugurated a test-driving cam- 
paign in which every salesman was 
required to drive one of these jobs| 
in actual work for at least one day. 
Being the type of leaders they are,) 
Bob started the campaign off by| 
driving a tilt-cab beer - delivery 
truck, and Nev drove a garbage- 
collection tilt-cab job. 





Trucks and Turnpikes 


has salesman had to send) 
the home office a complete re-| 


| port on his driving experience on} 


tors gathered there to see the 48-| thi. project. Needless to say, it had | 


the desired effect of stimulating the 
salesmen’s interest and enthusiasm 
in selling the tilt-cab jobs. 


That was eight years ago. I won-| 
der how many White salesmen still | 
follow the practice of driving each | 
of the new models for at least a! 
day to get first hand the “feel” of | 
the job. It would be interesting to! 

now. 


John Tompkins, of the New 
York Times, recently wrote a 
piece about how the major turn- 
pikes did not fare so well last 
winter. He said the toll-road 
boys were talking about the “boy- 
cott” of the turnpikes by the 
truckers. 

I wonder how many of these toll- 
road executives have found out that | 
the truckers will patronize the turn- 
pikes if—and only if—the turnpikes 
offer an economic advantage to 
them. 

For instance the Pennsylvania 
Turnpike always has had good 
truck patronage, and I feel many 
other toll-road builders took this as 
an example of what they could ex- 
pect, without digging any deeper 
into the situation. 

” 


7 
Economic Advantage 
HERE seem to be two reasons 
why the Pennsylvania Turnpike 
is so heavily used by truckers, The 
(Continued on Page 30, Col. 3) 


the two other used-truck men who) visor of Southern Bell Telephone 
have to move the 800 odd “pieces” | Co.’s 9,300 vehicle fleet, they are 
that are taken in on the 1,200 new! used essentially as work cars. 

units that are put on the street each | He explained the tremendous 
year. ca ce |growth by saying: “There was a 





Ht got into the truck business | time when construction crews con- 
in 1919 when he went to work sisted of a minimum of 10 to 15 
for White Motor Co. as a salesman.| men; when motorized installers and 
In January, 1926, he was made a/| Outside maintenance men worked 
branch manager and in March, 1934,| in pairs. Now we seldom use more 
when White was going through than four men in a crew and in- 
some reorganization pains, he took/| stallation and maintenance work is 
on the White dealership for Tampa| done almost entirely by one-man} 
and environs. |crews.” Each crew needs a motor) 
Five years later, in February, | Vehicle. . 2 6 
1939, he felt that in order to attain r ALSO explains why in a work 
the leadership he wanted he fleet of 9,259 motor vehicles there 
needed units that White could not | are 6,584 half-ton work trucks, 1,- 
give him, so he added GMC to his |190 trucks without winch, 389 
deal. ‘rucks with winch and 1,096 pas- 
Rarely does one find a dealer who| senger cars. 
can successfully handle two com-| This “eet runs about 102 million 
peting heavy-duty lines. Hunt’s suc-| miles annually or approximately 


Industry Must Resist Raids 
On Highway Fund 


erz0ess to safeguard the Federal Highway Trust Fund 
from inroads of other U. S. departments seemingly need 
greater support than has been given to date. 

Already efforts to protect the fund from a Department 
of Labor provision from raiding the fund to the tune of 
$365,000 a year to cover expenses of that department in 
enforcing a minimum wage provision, failed on the floor 
of the House when a point of order was sustained. 

Rep. Hale Boggs, Louisiana Democrat, one of the au- 
thors of the tax provisions which feed the Trust Fund, 
vigorously objected to the provision of an appropriation bill 
transferring the money to the Labor Department. 

Highway users and others interested in seeing that the 
Federal Highway Trust Fund is kept intact for the purpose 
of building roads feel that this is but the first of similar 
raids that will be attempted by other departments should the 
Labor Department be successful in its attempt. 

Members of the Senate Roads Subcommittee, to whom 
protests should be sent by those interested in protecting 
this fund are Senators Gore, Tennessee Democrat; Kerr, 
Oklahoma Democrat; McNamara, Michigan Democrat; Nue- 
berger, Oregon Democrat; Scott, North Carolina Democrat; 
Case, South Dakota Republican; Kuchel, California Republi- 
can; Cotton, New Hampshire Republican, and Revercomb, 
West Virginia Republican. 





11,000 miles per vehicle. Vehicles 
retired in 1955 had an average 
age of 6.7 years. 

There is constant vying between 
systems to see which can operate 
its fleet at lowest cost per mile. 
This competition even shows at 
the “gang boss” level within the 
same system. 


When asked about why the tele- 
phone companies do not lease their 
vehicles, Allen said “we have found 
that the type of vehicles we need 
in our work generally are not avail- 
able on a leasing basis. If they 

(Continued on Page 48, Col. 2) 


°57 Truck Sales 


Continue Slide 


Chevrolet Tops Ford; 
California Still No. 1 


EW-TRUCK registrations for 

February fell 3,349 units, or 5.1 
percent, below February, 1956, 
bringing the year’s two-month total 
to 119,108, a drop of 9.5 percent 
from the two-month total of 131,619 
in 1956, according to data com- 
piled by R. L. Polk & Co. 

February's total registrations 
were 62,129, compared with 65,478 
for February, 1956. Chevrolet 
again grabbed the No. 1 spot with 
a two-month total of 43,589 regis- 
trations for a 36.60 percent bite 
of the market, up 2.85 percentage 
points from the same period of 
1956. 

Ford was in second place with 
31,540 registrations and took 26.48 
percent of the market which was a 
2.26 percentage point slump from 
1956, 

o > . 
((Alavonnts again led the states 
in February as the nation’s No. 
1 truck market with 7,517 registra- 
tions, followed by Texas with 5,624 
and Illinois with 3,003. 

Only 16 states increased registra- 
tions in February over their 1956 
totals. Chevrolet led in 37 states 
and the District of Columbia while 
Ford was No, 1 in 11 states. 

International was third among 
the truck makers for the two 
months with 14,308, or 12.01 per- 
cent, and GMC was fourth with 
10,276, or 8.63 percent, 

Dodge wag fifth with 7,210, or 
6.05 percent; Willys, sixth with 3,- 
675, or 3.09 percent; White, seventh, 
2,012, or 1.69 percent; Mack, eighth, 
1,882, or 1.58 percent; Studebaker, 
ninth, 1,288, or 1.08 percent; Dia- 
mond T, tenth, 561, or .47 percent; 
Reo, eleventh, 419, or .35 percent; 
Brockway, twelfth, 88, or .07 per- 
(See REGISTRATIONS, Page 30, Col. 5) 
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How They Fared .. . 


Commercial Car Registrations 


By Makes 


January, February, 1957-1956 


dan., Feb. 
Regis., 
1956 


Jan., Feb. 
Regis., 
1967 


Percent 


36.60 
26.48 
12.01 
8.63 
6.05 
3.09 
1.69 
1.58 
1.08 
Al 
35 
07 
1,90 


100.00 


Share of 
°57 Market 


44,419 
37,835 
15,950 
13,842 
8,003 
2,916 
2,551 
1,856 
1,694 
607 
409 
131 
1,406 


131,619 


* White includes Autocar, Freightliner and Sterling. 


** Miscellaneous includes Corbitt, 
Marmon-Herrington, Peterbilt, etc. 


—Comyiled from R. L. Polk & Co, data. 


If satisfied 


customers 


SOCONY MOBIL OIL 















Percent 
Share of 
°56 Market 


33.75 
28.74 
12.12 
10.52 
6.08 
2.21 
1.94 
141 
1.29 
46 
31 
10 
1.07 


100.00 


Diveo, Federal, Four Wheel Drive, 


Kenworth, 
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Truckin’... 





By Jack Weed 


(Continued from Page 29) 


parallel State roads are old and to 
a great extent not engineered to 
modern traffic, and the speed laws 
are enforced quite rigidly, favoring 
the turnpike from the time stand- 
point. 

On the other hand, truckers tell 
me the rates on the Ohio end of 
the same pike are so high, that the 
State roads paralleling it are so 
good and that there are no bad 
hills to negotiate on the east-west 
route that they get but little advan- 
tage using the pike. 

Thus, the economic factor is not 
in favor of the truckers using the 
road. 

Another case is Indiana’s 156- 
mile, east-west pike that runs 
from the Ohio line to the Mlinois 
line near Chicago. Figures for the 
first six months’ operation show 
that passenger-car tolls hit 54 
percent of the estimate, but that 
truck tolls were only about 13 per- 
cent of the estimate. 

It was estimated that the 427- 


sub-zero cold. 


of gasoline. 


Outsells all other 
year-’round oils by far! 





Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
cars...a “must” for new cars! 


e Can double engine life . . 


mile New York State Thruway 
from New York City to Buffalo 
would get at least 50 percent of its 
revenue from truck traffic, but ac- 
tual figures to date indicate that 
only a shade over 25 percent of the 
revenue comes from the haulers. 
However, this is expected to pick 
up as additional sections of the 
road are completed. 

The 87-mile Oklahoma Turnpike 
from Tulsa to Oklahoma City must 
be appealing to the truckers’ pock- 
etbooks, because its revenues have 
exceeded estimates ever since its 
opening in 1953. Net income is more 
than 1% times the bond interest. 


* * * 


Bill Little Dies 


I AM going to have trouble telling 
when 10 am. comes now that 
my good friend Bill Little has 
passed away. Bill, who had been 
retired after more than 40 years 
as manager of the Detroit office of 
Bearings Co. of America, used to 








. in summer heat, 


e In effect, increase the octane rating 


e Help control engine knock, pre-ignition 
ping, spark plug fouling. 


e Increase gas mileage, engine power. 





MPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENEKAL PETROLEUM CORP. 


call me nearly every day I was in 
the office and give me the new story 
he had collected on his morning 
calls as a manufacturer’s repre. 
sentative. 

Also, with his passing, another 
of my reliable sources of early 
automotive history is lost. Bill 
was in a position in the early 
days to know all the auto pio- 
neers intimately. And due to his 
jolly, story-telling approach to 
his work, he knew the “biggies” 
as few men ever did. 

He was one of my “newsmen” 
when I published the first Daily 
SAE on board the Canadian Line 
Noronic when the Society of Auto- 
mobile Engineers took its first sum- 
mer cruise in 1914. He and Bill 
Stout not only formed a good team 
for “star session” gossip, but pro- 
vided a constant source of merri- 
ment. Not the least of which was 
Mel Adams’ famous poem entitled, 
“When is Bill Stout and When is 
Bill Little.” 

Bill Stout was small in stature, 
and even in my early days I had to 
cock my head back to talk to Little. 

* * * 


Tale of 14 Lunches 


NO can I look forward to any 
more calls for help from Bill 
such as I sometimes received when 
the boys who shake for lunches at 
the Detroit Athletic Club caught 
him in a slump. After losing a 
couple of lunches to this gang, Bill 
was wont to invite me over so I 
could get him out of his slump. 

I had acquired a reputation with 
that gang as being lucky with the 
dice box. But I let Bill down miser- 
| ably on the last lunch. He got stuck 
for 14 meals and now I never will 
have a chance to redeem myself. 

Another of the boys whom we 
of the writing-machine gang are 
going to miss at previews and 
other gatherings is Leo Donovan, 
automotive writer of the Detroit 
Free Press. 

Leo was liked and respected by 
|the scribes and official autodom 
alike. Leo wanted everything “on 
| the record” and usually got it. 

Harry Carroll, formerly of Good- 
year Tire & Rubber Co. and who 
became famous for staking the stu- 
pendous Goodyear luncheons at the 
| ATA annual conventions, evidently 
|}got some of the truckers’ “itch” 
rubbed off one him. 

Following his recent retirement 
from Goodyear as director of traffic, 
Harry was elected vice-president of 
national account sales for Roadway 
Express, Inc., one of the midwest'’s 
larger over-road haulers, 

Harry went with Goodyear in 
1910, when that company had a 
two-man traffic department, and 
became director of traffic in 1950. 
He acquired the title of “dean of 
transportation” due to his thor- 
ough knowledge of the subject 
and his national reputation. 

He is a member of many traffic 
clubs and in 1953 chairmanned a 
group which organized a transpor- 
tation course at John Carroll Uni- 
versity, Cleveland. He spent 47 years 
at Goodyear before taking on his 
present assignment. 











* . 
Registrations 
(Continued from Page 29) 
cent. Miscellaneous makes ac- 
counted for 2,269 registrations or 

1.90 percent of the market. 
~ + 2 
N JANUARY, Mack nosed out 

White by one registration—1,016 
to 1,015—for seventh spot, the first 
change in the lineup since Mack 
overtook Studebaker, but White in 
February recaptured its position. 

Gainers in percentage of the 
market, besides Chevrolet, were 
Willys, .88 of a percentage point; 
Mack, .17 of a point; Diamond T, 
-01 of a point; Reo, .04 of a point, 
and miscellaneous makes, .83 of a 
percentage point. 

Losers, besides Ford, were In- 
ternational, 11 of a percentage 
point; GMC, 1.89 percentage points; 
Dodge, .03 of a point; White, .25 of 
a point; Studebaker, .21 of a point; | 
and Brockway, .03 of a percentage 
point. 

The top ten states for February 
were: 


1957 1956 
1. California ............ 1,517 5,701 
OE Gairiseccnnasncccsaced 5,624 5,443 
I oer ioe 3,003 3,604 
4. Pennsylvania ...... 2,684 3,697 
5. Michigan .............. 2,621 2,892 
i cctcscsinae 2,615 3,226 
7. New York ............. 2,280 1,997 
8 Florida .................. 1,971 2,236 
9. Georgia ................ 1,813 970 
10. Missouri ................1,787 2,621 
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LOOK CIRCULATION — 
NOW OVER 5,200,000 


——————— 
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FIRST HALF, 1957, WILL BE 
BIGGEST IN LOOK HISTORY— 
BIGGEST IN ADVERTISING PAGES 
BIGGEST IN ADVERTISING REVENUE 
CIRCULATION AT ALL-TIME HIGH 





Year after year since 1946, Look circulation and advertising revenue 





have grown bigger than the year before. No other major magazine 





can match this record of continuous growth. People like LOOK. 





They recognize its closeness to people, its interest in people — and 





they respond. They have made LOOK one of the biggest and most exciting 





market places for the products and services of American industry. 


LooK —THE EXCITING STORY OF PEOPLE 






*PUBLISHER’S ESTIMATE 
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‘Luck’ Means Hard Work 


Florida Truck Dealership Owes Its Success 
To Aiding Customer in All Ways 
(Continued from Page 29) 


growers became customers, Hunt| both these firms as well as several 


looked around for a trailer fran-| 


chise that would enable him to fol- 
low the concept of sound truck 
merchandising that has always gov- 
erned his operation, that of selling 
the complete job ready to go to 
work. He took on Trailmobile and 


today represents this firm in both| 


Tampa and Miami. 

Later, as the citrus growers be- 
gan to flirt with shipping frozen 
juice to the northern markets, 
Hunt again reached out and added 
to his basic program by taking on 
the Thermo King line of truck 
refrigeration units. 

Again it is rare when a maker 
of trailers, bodies or truck equip- 
ment turns over the distribution of 
its line to a franchised truck dealer. 
They know such a move alienates 
the possibility of doing business 
with other truck dealers in the area 
except in very rare instances. Yet 





more are very happy in their associ- 
ation. 
* * * 
1. on Thermo King imme- 
diately dropped Hunt into the 
middle of a problem that still is 
not completely solved—that of 
which is the best body; insulation 
material and type of metal to use 
in the construction of 
rolling boxes.” | 
Characteristically, Hunt didn’t 


“low-temp | ? 





fudge on this problem either. If 
there was to be any doubt about | 
furnishing his customers with the 
best low-temp body that could be| 
built, he might as well get into the 
body-building business too. 

Today in cooperation with one | 
of the major fleet operators of 
the area, all truck and trailer re- 
frigerated bodies are built in a 
shop they own and operate jointly. 


| 
| 
All Hunt’s trailers come from the | 


New Dodge Delivery Truck— 

Now offered for commercial use is this special Dodge door-to-door delivery truck, 
a modification of the unit used by the U. S. Post Office Department. The new unit 
has a panel body with 164 cubic feet of load space mounted on either a Dodge D100 
or D200 chassis shortened to a compact 95-inch wheelbase. A 120-horsepower, six- 


| cylinder engine powers the truck. 


factory in the shell and he finishes | selling genuine parts from each of 
them to order. | the vehicle makers he represents, 
While Hunt makes a fetish of| he also has his own jobbing house 








NEW DU PONT M.0.A. KEEPS 


ENGINES CLEAN, CUTS REPAIRS 


WITHOUT M.O.A 


Rocker arm assembly 


Rocker arm assembly 





Push-rod cover and oi! screen 


Push-rod cover and oil screen 


New patented discovery prevents low-temperature sludge better than any other 
packaged oil additive—keeps valves quieter, engine smoother running 


These pictures show the reason for many 
complaints you get about sticky lifters 
and noisy valves—engine clogging sludge. 
But now, through 12 years’ research and 
over 4 million miles of road testing, 
Du Pont has solved the sludge problem. 


Radically different from any other ad- 
ditive, new Du Pont M.O.A. stops sludge 
under all driving conditions . . . can actu- 
ally keep an engine clean as new. It is the 
only packaged oil additive that can do 
this. 

You’ll see how well M.O.A. is working 
every time youcheck theoil. With M.O.A. 
the oil turns dark. There’s no graphite in 
M.O.A.—the blackening is caused by the 
combustion products it traps in suspen- 
sion. With M.O.A., they drain out at oil 
change instead of sticking to vital engine 


NEWEST OF THE 


parts, clogging oil lines, screen, filter and 
possibly starving bearings. 

Recommend new Du Pont M.0O.A. to 
your customers. They’Il be back for more, 
because this additive really adds to the 
performance of any car! 


e Prevents noisy or sticking lifters and 
valves. 

e Keeps rings, pistons and other engine 
parts clean. 

e Prevents clogging of oil screens and filters. 

e Maintains more constant viscosity. 

e Saves gas, oil and costly repairs. 


®t6 us pat OFF 


BETTER THINGS FOR BETTER UVING. .. THROUGH CHEMISTRY 


DU PONT No ‘‘7’’ 





PRODUCTS 





jand 3 percent on all 








through which he merchandise 
United Motors line, accessories 
as horns, mud flaps, rear-view 
rors and many other items. 

* + * 


such 
nir- 


Handling Salesmen 


Het SALES is perhaps on* of 
the nation’s biggest single sut- 
lets for mud flaps. He buys them by 
the carload and every once in qa 
while uses them as his “leader of 
the week” at $4.50 a pair. 


To keep service business hopping, 
he sends out an offer of a “special” 
such as the mud flaps at about 40 
percent off to some 4,000 firms. The 
response to this type of merchandis- 
ing, plus having the part for that 
“down” truck, keeps five parts sales. 
men and 15 countermen on the 
jump. He pays his countermen a 
5 percent bonus on all accessory 
sales and rarely do they take an 
order for less than five or six items. 


His firm does a parts business 
of from $10,000 to $30,000 a month 
with one customer. 


But the manner in which Hunt 
handles his 10 new-truck and three 
used-truck salesmen illustrates per- 
haps best of all why this dealer has 
been an outstanding success in the 
truck business. 


He not only has a money-making 
deal for his salesmen, he has two 
separate propositions and they can 
take their choice. On one, he pays 
the salesman a salary and expenses 
plus a car and 5 percent on all used 
new truck 
sales. On the other deal, he also 
furnishes the salesman a car and 
pays his expenses but gives him 30 
percent of the gross. 


. . ss 


OST of his salesmen are trans- 
portation experts who can ana- 


|lyze a customer's hauling problem 
}and come back to the office and 


draw up a sketch of the type of 
truck they intend to sell the cus- 
tomer, showing load distribution 
and other engineering data that 
convinces the prospect they know 
what they are talking about. 


When two salesmen claim the 


|Same customer and can show that 


they worked on the deal before pur- 
chase, Hunt does not quibble but 


|pays each man on that one deal 


on the basis of the way he selected 
to work. 

But if a salesman lets a cus- 
tomer buy twice from a competi- 
tor, Hunt immediately takes the 
account away from that salesman 
and turns it over to another man. 

(Continued on Page 33, Col. 1) 





o 
Two Truck Lines 
. * 
Merge in Chicago 

CHICAGO.—Spector Freight Sys- 
tem, of Chicago, and Mid-States 
Freight Lines, Inc., of Topeka, 
Kans., two of the nation’s largest 
common carriers, have merged. The 
company has been named Spector- 
Mid States. 

The Spector-Mid States fleet in- 
cludes 3,500 pieces of rolling equip- 
ment and employs more than 3,000 
workers. All employes have been 
retained. Simon Fisher is chairman 
and Walter Stanhaus is president. 

The trucking company will serve 
communities in 48 states. More than 
15,300 miles of operating rights are 
involved. The headquarters will be 
in Chicago. 


Truck Program 


Direct-Mail Ad Campaign 
Opened by S-P 


SOUTH BEND. — A new truck 
merchandising program, that is es- 
sentially a direct-to-consumer mail 
campaign, has been started by 
Studebaker-Packard Corp. 

Clare L. Hitchcock, truck sales 
manager, said the program aims to 
provide truck dealers with an up- 
to-date prospect list, to offer dealers 
an advertising campaign tailored 
for their area and to bring Transtar 
truck advantages to the attention 
of prospects. 

All subscribing dealers will re- 
ceive a truck registration list of 
sales prospects in their area, and a 
packet of merchandising aids in- 
cluding telephone follow-up systems 
and promotion material. 

The dealer will mail each prospect 
a series of “hard sell” aids provided 
by the factory. In addition, the fac- 
tory will mail out copies of“Eranstar 
Topics, a newspaper-type publica- 
tion imprinted with the dealers’ 
name and address. 
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Keyed to Helping Customer .. . 
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-Hunt’s ‘Luck’ Means Hard Work 


(Continued from Page 32) 


Needless to say, his men lose few 
customers. 

Because he has been in the one 
“stand” for so many years, there 
are still a few accounts who will 
deal with no one but the “boss.” 
Each salesman knows about these 
house accounts before he is hired 
and indicates he is willing to work 
on that basis. He also agrees to the 
“two - misses - and-lose-the-account” 
stipulation. — 


Showroom Is Workshop 


HAT is ordinarily the salesroom 

or showroom in most dealer- 
ships is a workshop in Hunt’s. Half 
the floor space is taken up with a 
long parts counter and displays of 
accessories and premiums, In the 
other half are the desks of the 
vehicle salesmen, placed where they 
can see the service customers when 
they come in for parts. 

Hunt sends out coupons to his 
service customers with their bills, 
and the premiums shown can be re- 
deemed with these coupons. He esti- 
mates that this coupon “comeon” 
has increased his parts business by 
one-third. 

Because his shop is open until 
1 am., he also gets a great deal 
of customer labor and parts busi- 


Chevrolet to Build | 
2 Heavy-Duty 
Multistop Chassis 


DETROIT. — Chevrolet an- 





nounced it will start production in| 
February on two new two-ton truck | 
chassis designed especially for the 
rapidly expanding heavy-duty) 
multistop delivery field. 


The new models are forward con- 
trol chassis with a capacity up to 
18,000 pounds GVW, or 8,000 more | 
than any previous Chevrolet ve- 
hicle of their type. They will be 
available on wheelbases of 129 and 
153 inches, 


H. P. Sattler, assistant general | 
sales manager for trucks, said the| 
two vehicles were engineered to fit | 
commercial deliveries beyond the | 


light door-to-door retail operation. | 


In that area, he said, are multi-| 
stop haulers such as bottlers, | 
bakeries, dairies and ice cream 
companies, department and furni-| 
ture stores and others having fre-| 
quent bulky deliveries to distribu- 
tors or branch stores. 


Sattler said a Chevrolet study | 
disclosed that volume in the multi- 
stop delivery trade of over-10,000 | 
GVW has increased about 400 per| 
cent since 1952, partly due to the) 
trend toward neighborhood shop- 
ping centers and the more con-| 
gested metropolitan traffic pattern. | 


Sattler also announced that the 
top capacity of Chevrolet trucks 
for 1957 has been increased to 36,-| 
000 pounds GVW, compared with a/| 
previous high of 32,000. The re-| 
vision covers the company’s three 
heaviest-duty models, three optional 
two-ton tandems, The increase, 
Sattler said, is in line with capaci- 
ties of brakes, axles, tires and 
other components. 


Simoni d 
imoniz Expands 
Buys Firm Producing 
Vinyl Laminates 

CHICAGO.—Major changes in the | 
design of products employed by the 
automotive industry will result 
from the increased use of steel, alu- 
minum and magnesium coated with 
vinyl, according to Elmer Rich jr., 
president, Simoniz Co. 

Rich’s observation accompanied 
an announcement that Simoniz 
had purchased controlling interest 
of Clad-Rex Corp., Denver, a pro- 
ducer of vinyl-metal laminates. The 
announcement was made jointly 
with Harold B. Wright, Clad-Rex 
president. 

Wright supplemented Rich’s 
views concerning product design 
changes, saying that lamination of 
sheet vinyl to sheet metal “makes 
it possible for automotive product 
Stylists to give free reign to their 
imaginations and to achieve finish- 





piateg” 1» ever Before contem-| THE BETTER YOU KNOW GMC—THE BETTER THE TRUCK BUSINESS LOOKS 


ness on fleet trucks other than 
GMC and White that are brought 
in for repair. 

Hunt now operates Hunt Sales & 
Service, Inc., in Tampa where he 
handles GMC and White, Trailmo- 
bile and Thermo King, builds bodies 
and does a tremendous service and 
parts business; an Oldsmobile-GMC 
dealership in Plant City, Fla., which 
he took over so he could serve 
better the citrus growers and ship- 
pers in that area, and the Trailmo- 
bile deal in Miami. 

+ * * 


H=. HAS helped put a number of 
haulers in business and has 
never let a piece of paper default 
with his finance company. 

Currently he says the only depart- 
ment that gives him any trouble 
is his used stuff, and that is mainly 
because he hasn’t the facilities to 
recondition the units for resale as 
fast as they come in. 


But when the State Highway 


Commission figures out what it is! 





going to do with a freeway on which 
he owns some acreage, he plans to 
solve that and other servicing prob- 
lems with a new building that will 
give him the room and facilities he 
wants and needs. 

Hunt pays his salesmen on every- 
thing they sell and on a basis they 
have selected, and he gives his cus- 
tomers honest deals and good serv- 
ice. He carries more than $400,000 
in parts stock and can furnish any 
part on call, saving his customers 
and other haulers from expensive 
“down time.” And he uses incentives 
to boost selling effort and stimulate 
buying. 

And he does such a good job of 
representing two major builders of 
trucks that they both point to him 
as one of their outstanding dealers. 
It’s a “rags-to-riches” story of suc- 
cess in the truck business that has 
been written because the basic ele- 
ments of the business were right in 
the first place, and they have been 
capably managed and supervised 
ever since, 


SEVENTY TO ONE HUNDRED NEW GMC’s—cover- 
ing the %- to 20-ton range—will be normal new- 
truck stock at Sacramento’s new F. B. Hart GMC 
truck center. There will also be drive-in facilities 
for servicing complete tractor-trailer units. The 
Parts Department will stock 16,000 different items. 







ix 
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White-Autocar Distributor Expands— 

Parks Truck & Equipment Co., White-Autocar distributor, has moved into larger 
headquarters at 313-25 Depot Ave. N. E., in Knoxville, Tenn. Service facilities for 
all makes of trucks have been doubled to meet increased volume, according to G. R. 
Parks, Owner and manager. The firm also offers night repair service. 





‘| July 1, succeeding Clarence A. Kel- 
ley, president, Dixie Ohio Express, 
Inc., Akron, Kelley has served as 
president for two years. Other of- 
ficers are J. Otis Ford, vice- 
president, and Henry Egner, secre- 
tary. 


Ohio Truckers Elect 
Sentle °57 President 


TOLEDO.—Jesse W. Sentle, vice- 
president and secretary, Sentle 
Trucking Corp. here has been 
elected president of the Ohio Truck- 
ing Assn, Sentle will take office 





Another quarter-million dollars says 
it’s great to be a GMC dealer! 


OU DON’T have to ask Floyd B. Hart to know how 
well he’s done in 19 years as a GMC dealer. Or 
to judge how enthusiastic he is about the truck- 


selling future. 


He’s just put more than a quarter million into the 
spacious new headquarters pictured above. A 31,000- 
square-foot building on a 4-acre parking area— 
boasting the last word in modern facilities—it gives 
Sacramento, California, one of the finest, most com- 
plete truck centers in all America. 


“T have a lot of confidence in the truck business,” 
says Hart. “After all, nearly 20 years of selling 
GMC’s has changed a one-man operation to a firm 
with 48 employes. And with the great new lines of 


GMC’s—year after year—I expect the next 20 years 
to be better than ever.” 


The latest Blue Chip line shows what he means: 
The most powerful light-duties in history. Mighty 
new V8’s. The toughest construction trucks. New 
super-economy Diesels that are smashing all econ- 
omy records. And now, trucks with the most spectac- 
ular advance in generations: GMC AIR SUSPENSION. 


With in-demand trucks like these, it’s easy to see 
why so many GMC franchise-holders—in every part 
of the country—are investing important money in 
new buildings, new facilities, new equipment. It 
seems they all agree that now, as never before, it’s 
great to be a GMC dealer! 


GMC TRUCK & COACH-A General Motors Division 
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Truck News in Brief 


Mack Distributors 


Named in 7 States 

PLAINFIELD, N. J. — Appoint- 
ment of distributors in seven states 
has been announced by Mack 
Trucks, Inc. 

They are: Uttal Mack Trucks, 
Inc., Norristown, Pa.; Salem Equip- 
ment Co., Inc., Bristol, Tenn.; Gil- 
liatt-Thomas Mack Sales Co., Vin- 
cennes, Ind.; Eldridge Motors, Inc., 
Peoria, Ill.; Highway Truck Service, 
San Bernardino, Calif.; Kroblin 
Service Station, Sumner, Ia. and 
Eastern Equipment Sales, Inc., 
Springfield, Mass. 

= 


* 
Decals for Safety 

CHICAGO. Illinois truckers 
are placing large, reflectorized de- 
cals on the rear of their trucks in 
a@ program designed to reduce night 
accidents. The decals will make the 
trucks more visible to overtaking 
traffic, according to R. M. Gmelich, 
president, Central Motor Freight 
Assn. 


6 Studebakers Join Fleet 


SOUTH BEND.—The St. Joseph 
County Board of Commissioners has 
purchased six Studebaker trucks for 
the County Highway Department 
from Freeman-Spicer Co. 

- * > 


25 Years in Muffler Field 


Observed by Riker Mfg. 


TOLEDO.—In the early ’30s, Wal- 
ter F. Riker, owner of a custom 
welding shop, found that he was 
spending much of his time solving 
muffler problems for truckers. He 
decided to make that his chief work, 
and he engineered a line of heavy- 
duty mufflers and exhaust systems 
for trucks and buses. 

His firm, Riker Mfg., Inc., is ob- 
serving its 25th anniversary. Other 
officials of the company are L. D. 
Riker, vice-president; Floyd Riker, 
chief engineer, and George Navarre, 
production manager. 

> = 


Canadian Bell Telephone 


To Buy 1,000 Vehicles 


MONTREAL.—Bell Telephone of 
Canada, which operates the nation’s 
largest commercial motor vehicle 
fleet, will purchase 1,000 new cars 
and trucks at a cost of more than 
$4 million during 1957. 

The new vehicles will provide 635 
replacement and 358 additional units 
for company’s 4,600-unit fleet. 

: > 7 


Mack Truck Announces 


Order for 44 Pumpers 


PLAINFIELD, N. J. — Mack 
Trucks, Inc., has announced re- 
ceipt of a contract for 44 fire 
trucks for the New York City 
Fire Department. 

Bert N. Nelson, manager of 
Mack’s fire apparatus division, 
said total cost of the pumpers will 
amount to $730,642. It is one of 
the largest single orders for civil- 
ian fire equipment in Mack’s 
history. The 750 gallons-per- 
minute pumpers will be of the 
cab-jorward canopy style with fire 
department-type air brakes and 
powered by the Mack Thermo- 
dyne gasoline engine. 

+. * + 
Georgia Company Builds 
36-Foot, 2-Bedroom Trailer 

WAYCROSS, Ga. — Casa Manana 
of Georgia, Inc., has completed its 
first 36-foot, two-bedroom trailer. 
The unit was shipped to a retailer 
in Orlando, Fla. 

A. L. Davenport, plant manager, 
said production schedules call for 
four mobile homes per day by May 
1. Casa Manana is a subsidiary of 
Henslee Mobile Homes Mfg. Co., 
Arlington, Tex. 

” 


* * 


International Buys Site 
CHICAGO. — A 484 by 1,330-foot 
tract here has been purchased by 
International Harvester Co. The 
property adjoins the company’s 
Wisconsin Steel works and will be 
used for possible future expansion. 
* x 7 


LaCrosse, 25 Years Old, 


Delivers 10,000th Trailer 


LaCROSSE, Wis. — LaCrosse 
Trailer Corp. combined two com- 
pany milestones by delivering its 


10,000th heavy-duty, low-bed trailer 
on the birthday of its 25th year of 
trailer production. 


Attending anniversary ceremo- 
nies at the plant were the pur- 
chasers of the milestone unit and 
representatives of Drott Tractor 
Co., Milwaukee, which sold it. 
Drott was the first dealer fran- 
chised by LaCrosse when it entered 
the trailer field in 1932. 


. * * 
Canadian Firm Buys 
50 Mack Dumper-Mixers 


MONTREAL, — The sale of 50 
large-capacity dumper and mixer 
trucks to Miron Freres, Ltd, 
Montreal, has been announced by 
Harold Connor, vice-president, 
Mack Trucks of Canada, Ltd. 

Connor said the firm will use 
the construction vehicles in its 
contracting operations throughout 
Canada, He said the order will 
bring the number of Mack diésels 


in operation by the company to 
375. 
+ * * 
Crane Buys Truck Firm 
TULSA, Okla. — Crane Carrier 
Corp. has purchased Available 
Truck Co., Chicago, and will move 
its operations to Tulsa as a division 
of Crane. 
+ * 
Transcon Lines Buys 


43 White-Freightliners 


PORTLAND, Ore. — Transcon 
Lines has placed 43 new White- 
Freightliner highway tractors in 
service on its 7,000-mile system, In 
1955 the company put 70 of the 
custom-made tractors into opera- 
tion, 

Scribner Birlenbach, president of 
Transcon, said the trailers used 
with the White-Freightliner equip- 
ment have an exclusive device for 
adjusting loads at state boundaries 
to comply with state size and 
weight laws. 

* * . 


White Cites Gustafson 
Of Chicago Branch 


4 


1H Off-Highway Unit— 


A 257-horsepower V-8 engine powers 


— 


leading territory manager; S. © 
Clinton, St. Louis, won top szleg. 
man’s award for the second year 
in a row; M, F.. Sheehan and South 
| Bend Truck & Equipment Co. won 
|top distributor honors; R. O. Smith 
jand Smith White Truck Sales, inc, 
Madison, Wis., won parts saleg 
volume honors, and service sales 
honors went to Adrean Wolf and 
his firm, Wolf Bros., Marion, Ind, 
* * * 


Fe Factory Branch 
= in New York City 


NEW YORK, — Establishment of 
a factory sales and service branch 
here has been announced by Robert 
| H. Davis, vice-president, Industrial 
Truck division, Clark Equiprnent 
| Co. 

The branch will occupy facilities 
|purchased from Clark’s former 


International Harvester’s new heavy-duty | dealer, George Industrial Equip- 


six-wheel truck which is designed for 
off-highway operation. GVW rating is 
60,000 pounds, and a 98-inch Space-Saver 
cab is offered as optional equipment for 
| maximum front-axle loading. 


| honors to leaders.of the firm’s 
central region. 
Top award went to E. H. Gusta- 


|} ment Co., 712 Eleventh Ave. Clark’s 
only other factory branch was 


|opened in Chicago last October. 
| + * 2 
|Pan-Atlantic to Convert 


4 Vessels to Trailerships 


MOBILE, Ala. Pan-Atlantic 
Steamship Corp. will suspend serv- 


CHICAGO, — White Motor Co.|fson, Chicago branch manager. A. | ice between Atlantic and Gulf ports 


has presented sales and service 


DISTRIBUTOR CAP 


S. Edmundson was honored as 


DISTRIBUTOR 


(Continued on Page 38, Col. 3) 
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But °57 Total Tops ’56 











WASHINGTON.—Tonnage of in- 
tercity general freight transported 
by truck during February was down 
2.4 percent from the volume hauled 
during February, 1956, and 7 per- 
cent below that hauled in January, 
1957, according to the American 
Trucking Assns. 

Total freight transported dur- 
ing January and February, 1957, 
however, showed a gain of one 
percent over the volume hauled 
during the first two months of 
1956. 

Unadjusted figures are based on 
ATA’s monthly survey of Class I 
and II intercity common carriers of 
general freight. 

Representing nearly one-third of 
all carriers in this group, the 355 
operators included in the survey) 
transported 4,745,394 tons of inter-| 





On Silver Standard— 


Excel Body Corp., Durant, Okla., went on a silver standard temporarily as 100 shop 
employes were handed their weekly wages in silver dollars. In all 5,500 silver dollars 
were distributed. Paymasters, left to right, are G. F. Rossman, sales vice-president; J. E. 
Biddy, accounting department representative; Jack Ferguson, executive vice-president, 
and Connie Wiggs, vice-president. Trooper Guy Parks, in the background, was stand- 
ing by just in case. 
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ATA Reports Falloff 
In Monthly Tonnage 


city general freight during Febru- 
ary, 1957, compared with 4,861,219 
tons during February, 1956, and 
5,104,831 tons in January, 1957. 
Geographically, February, 1957, 
tonnage declines from February, 


Buffalo Firm to Stock 
Dodge Heavy-Duty Trucks 


BUFFALO, N. Y.—A new com- 
pany, Lake Erie Dodge Truck Cen- 
ter Inc., will be opened at 1285 Main 
St. as one of Dodge’s new distribu- 
tion points for heavy trucks. Rob- 
ert J. Wallace manages the firm 
which will sell heavy trucks whole- 
sale to Dodge dealers only, who in 
turn will sell them at retail. The 
center itself will do no retail sell- 
ing but stock heavy trucks of vari- 
ous models so retailers get them 
without delay. 








DELCO-REMY ORIGINAL EQUIPMENT 
SERVICE PARTS RESTORE LIKE-NEW 
PERFORMANCE TO DELCO-REMY 


EXTERNAL ADJUSTMENT DISTRIBU 


Like-new performance can be easily restored in Delco-Remy external adjustment 
distributors when Delco-Remy original equipment service parts are used. 
Naturally so, for these parts are identical in every quality detail to the parts 
that went into the distributor when it was manufactured. 


DELCO-REMY PARTS WORK BETTER BECAUSE 


@ DISTRIBUTOR CAPS are designed and built with specific characteristics 

“including: functional overall shape; precision fit; scientifically shaped, 
voltage-saving internal ribbing; highly dielectric, shock-resistant quality 
materials. 


ROTORS are designed and built to combine maximum strength with 
minimum weight; with superior balance to insure smooth rotation at high 
speeds; with voltage-saving contours for trouble-free, easy mounting and 
for radio noise suppression (resistor models). 


CONTACT SETS are one-piece assemblies, precisely adjusted and aligned; 
easier to install and readily adjustable while the engine is running! 


= 


3 


Always replace with Delco-Remy original equipment service parts when you 
service Delco-Remy equipped cars and trucks. They are available from your car 
or truck dealer or the United Motors System. 


DIVISION OF GENERAL MOTORS oe 


ANDERSON, 


DELCO-REMY « 


TORS 


INDIANA 
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1956, were found in six of nine U. S. 
regions. Greatest losses were in the 
New England Region, down 8.7 per- 
cent; Central, down 5.1 percent, and 
in the Middle Atlantic and North- 
western regions, each down 2 per- 
cent. 

Gains were registered in the 
Rocky Mountain Region, up 13 per- 
cent; Pacific Region, up 2.4 percent, 
and Southern Region, up 0.3 percent. 

Total intercity general freight 
transported by the 355 carriers 
during the first two months of 
1957 amounted to 9,850,561 tons, 
compared with 9,755,140 tons dur- 
ing January-February, 1956. 

_February tonnage figures by re- 
gions: 

New England, 28 carriers—200,183 
tons in 1957 vs. 219,302 tons in 1956; 
down 8.7 percent, Middle Atlantic, 
76 carriers—856,426 tons vs. 873,681; 
down 2 percent. Central, 117 car- 
riers—1,645,272 tons vs. 1,732,929; 
down 5.1 percent. 

Southern, 47 carriers—695,985 tons 
vs. 694,056; up 0.3 percent. North- 
western, 17 carriers—263,367 tons vs. 
268,770; down 2 percent. Midwestern, 
22 carriers—222,226 tons vs. 225,286; 
down 1.4 percent. 

Southwestern, 18 carriers—369,169 
tons vs. 372,430; down 0.9 percent. 
Rocky Mountain, nine carriers— 
71,026 tons vs. 62,840; up 13 percent. 
Pacific, 21 carriers—421,740 tons vs. 
411,925; up 2.4 percent. 


Fruehauf to Build 
1,740 ‘Containers’ 
For Trailerships 


DETROIT. — The largest single 
order for trailership equipment in 
transportation history — an order 
totalling 1,740 containers and chas- 
sis—has been placed with Fruehauf 
Trailer Co. by Sea-Land Equipment 
Co., an affiliate of Pan Atlantic 
Steamship Corp. 


Sea-Land and Pan Atlantic are 
subsidiaries of McLean Industries. 

The trailer-like containers and de- 
tachable chassis are to be built in 
Fruehauf's plant at Westfield, Mass., 
and will be used by Pan Atlantic on 
trailership routes between Atlantic 
and Gulf ports. 

The Fruehauf-built containers are 
actually full-size highway truck 
trailers. In shipping operations the 
trailer is loaded at a shipper’s plant 
—and then, after sealing, sent over 
the highway to the steamship ter- 
minal. 

At the terminal the chassis is de- 
tached and the container lifted by 
crane to the deck of the trailership. 
Upon arrival at its port of destina- 
tion, the container is lowered to a 
waiting chassis and the unit is 
hauled by truck tractor over high- 
ways to its consignee. 


MacMulien Heads 


Reo Dayton Branch 


LANSING.—M. Glenn MacMullen 
has been named manager of the 
Reo branch in Dayton, O., accord- 
ing to J.L. Adams, 
sales vice-presi- 
dent, Reo Motors, 
Inc. 

MacMullen join- 
ed Reo six years 
ago as a salesman 
in the Lansing 
branch and also 
served in Oakland, 
Calif., and the Reo 
home office. In 
Dayton, he re- 
places Neil Coch- M. G, MacMullen 
rane, now general credit manager 
for the home office. 








Claim Settlement Record 


Told by Motor Carriers 

DENVER. — Motor carriers 
have achieved a freight claim 
settlement record, with more than 
70 percent of all claims settled 
within less than 30 days, accord- 
ing to John M. Miller, head of 
the American Trucking Assns. 
freight claim section, speaking at 
a two-day meeting here of the 
Western Motor Freight Claim 
Conference. 

Miller criticized legislation now 
before Congress to impose Inter- 
state Commerce Commission con- 
trol over settlement of freight 
damage or loss by interstate motor 
carriers. 


No. 29 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers — and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars. 


PRODUCT SELLING ADVANTAGES 
MONTEREY FOUR-POOR SEDAN 
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Discussions with division management represent- 
atives cover every important phase of dealership 
operation. 


Upper left—a Parts and Service Sales pres- 
entation. 


Upper right—swapping ideas and experiences 
with fellow dealers, both old-timers and new- 
comers from all sections of the country, is an 
enlightening feature of the Conference. Here 
F. M. Scarritt, Jr., Scarritt Motors, St. Peters- 
burg, Florida, and Matthew M. Moriarty, 
Moriarty Brothers, Inc., Manchester, Connecti- 
cut, get together for some informal talk. 


Lower picture—a discussion covering Mercury 
product advantages and how to make the “most” 
of them in today’s competitive market. 





PRODUCT SELLING ADVANTAGES 
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ON ALL MODELS 


MERCURY DIVISION 


Dealer Management 
Conference... 


practical as dollars and cents! 


Helping you manage your business for greater profit and effi- 
ciency is one of our primary functions. 

Among the many services offered you in this area is the 
Mercury Dealer Management Conference. This continuing 
Division program is an informal and stimulating two-week course 
designed and conducted exclusively for our Mercury dealers and 
their management personnel. Effective and profitable dealership 
operation is its specific purpose! 

The Conference is especially helpful for . . . 

. the new dealer or general manager who wants to be 
thoroughly familiar with Division sales policies and 
programs. 

. the established dealer or general manager who wants a 
“refresher” on good management—a new approach. 

. the up-and-coming department head who is being groomed 
for bigger things by his dealer. 

. the dealer’s son who must be trained to take on greater 
responsibility in the business. 

With a carefully planned schedule of discussions and demon- 
strations directly related to dealership operation in a fast-moving 
market, the Conference gives you the chance to separate and 
study every phase of your business. It serves as a clearinghouse 
of fresh ideas and new methods, provides the “know-how” to 
realize the full profit potential from every segment of your 
dealership. 


Every important subject is thoroughly covered . . . sales, 
service, parts, business management, advertising and promotion, 
customer relations, market analysis and planning, car distribu- 
tion, management organization and controls. 


In short, the Conference brings dealers, dealer representatives 
and division management together for the exchange of profit- 
making ideas, experiences and techniques. 


It’s a proven Dealer-Division enterprise for effective training 
and knowledge, endorsed by hundreds of graduates. You, too, 
can profit from this program! 


Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY ® LINCOLN *® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 
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Body Makers Seek 
Nation’s Safest 
School Bus Driver 


NEW YORK.—A national contest 
to select the nation’s safest school 
bus driver has been announced by 
the School Bus Body Manufacturers 
Assn. 

The winner will receive a $1,000 
savings bond and a certificate nam- 
ing him “Mr. Safety” for 1957. The 
next 10 drivers will receive gold 
wrist watches and honorable men- 
tion certificates, and the 48 state 
winners also will receive citations 
for safe driving. 

Each entrant must submit a let- 
ter of not more than 500 words 
outlining his personal safety cam- 
paign and recommendations for 
promoting greater safety in opera- 
tion of school buses. 

Deadline for entries, which may 
be sent to the association at 75 
West St.. New York City, is June 
30, Last year’s winner was Harvard 
Tate, East Corinth, Me., who had 
driven more than 200,000 accident- 
free miles. 





Fleet Deal Sealed— 


Wilson D. Patterson, left, vice-president 
and Pacific Coast regional manager, White 
Motor Co., congratulates Scribner Birlen- 
bach, president, Transcon Lines, Los Ange- 
les, on placing 43 additional White- 
Freightliner highway tractors in service on 
the company's 7,000-mile system. Trans- 
con now has 113 of the tractors in opera- 
tion. 


Truck News in Brief 





(Continued from Page 34) 


effective May 6, to allow time for 
conversion of its regular cargo 
ships into trailerships, according 
to J. K. McLean, president. 


McLean said at least four ships 
will be converted, with the first 
expected to begin trailership opera- 
tions by midsummer, He empha- 
sized that suspension of the coast- 
wise service does not affect sea- 
land operations between New York 
and Houston or intercoastal service 
between Atlantic and West Coast 
ports, 

= 
Sales Message in Chinese 
Interests Dodge Dealers 


NEW YORK. — Many a field 
man has wondered how to interest 
dealers in a direct-mail promo- 
tional message. Jack E. Friday, 
Dodge New York regional man- 
ager, found an answer—he had 
his message printed in Chinese. 


* * 





The letter was postmarked 





Hong Kong, and the translation 
was “There’s big profits in trucks.” 
Friday commented, “Judging from 
the phone calls I’ve received, it 
stirred up a lot of interest-” 

* * * 


Oilfields Buys Kenworths 


BAKERSFIELD, Calif.—Oilfields 
Trucking Co. here has purchased 
eight Kenworth Model 925 trucks, 
according to Lewis T. Gerlach, gen- 
eral sales manager, Kenworth Mo- 
tor Truck Co. These Kenworths are 


| powered with 250-horsepower Cum- 


mins diesel engines, 


+ * : 
New Hoist Makers’ Group 
Elects Walkley President 
WASHINGTON. 


ning, Maxwell & Moore, Inc., Mus- 
kegon, Mich., has been elected presi- 


dent of the newly organized Hoist 


Manufacturers Assn., Inc. 
Milton L, Aitken, general sales 








ideal for Highway Hauling- 


CLARK sterpMatric Transmission 


Here’s happy and profitable news for all 
operators whose truck equipment takes punish- 





EQUIPMENT 





TRANSMI 


ment—Clark’s sTEPMATIC 


shift for the splitting ratios 


e Increases transmission 


engineering. 


SS!ION DIVISItIon 


CLARK EQUIPMENT COMPANY 


Falahee Road - Jackson 34, Michigan 


transmission has proved particularly ideal for 
long-haul, high-speed operations. 


e Ten speeds—splitting ratios in between the 
normal 5-speed transmission ratios—giving 
28% steps to fit every hauling need. 


Transmission gears synchronized. Semi-automatic 


e Full control of gear-shifting at all times. 


e Spares engine—the right ratio for every grade 
prevents engine lugging—decreases hauling 
time and fuel consumption. 


loads. Less downtime for repairs. 


By all means write for full information 
on this highway-proved achievement of Clark 


Transmission. This 


life—reduces shock 


Arland R. 
Walkley, general manager of Man- 


—— 


manager, Robbins & Myers, Ine, 
Springfield, O., was named vice. 
president, and Joe H. Peritz electeq 
executive secretary and treasurer, 
Offices of the association are at 
One Thomas Circle, Washington, 
D. C. 

Directors are Carl O. Hedner, ag. 
sistant general sales manager, Yale 
& Towne Mfg. Co., Philadelphia: 
William C. Miles, vice-president, 
American Engineering Co., Phila. 
delphia, and William S. Arming. 
ton, sales manager, Euclid Crane 
& Hoist Co., Cleveland. 

* + + 


Service Center in Buffalo 


Planned by International 

BUFFALO, — International 
Harvester Co., in about two 
months, will start construction of 
@ $150,000 truck sales and service 
center at 377 Bailey Ave. 

Donald H, Gummerson, Buffalo 
district manager, said it will be 
@ 16,000-square-foot, one-story 
brick and concrete block struc- 
ture. 


> * + 
19 Rock Body Models 
Introduced by Daybrook 


Daybrook Hydraulic division of 
L. A. Young Spring & Wire Corp, 
has announced a new line of 
“Boulder Dam” style rock bodies. 

Daybrook said 19 models, for 
quarry and mine applications, com- 
prise the Series 805, 950 and 1,050, 
All feature wrap-around structural 
I-beams, continuous welded for 
strength, rounded inside corners 
and tapered body design, Daybrook 
suid. 


* > > 
3M Patent Suit Upheld 
ST. PAUL. — Patent-infringe- 
ment claims brought by Minne- 
sota Mining & Mfg. Co. against 
William Strong Smith Co., East 
Point, Ga., have been upheld ac- 
cording to 3M attorneys here 
They said a Federal court in At- 
lanta had entered a consent judg- 
ment against Smith for infringe 
ment of 3M patents covering re 
flective paint. 
- 








































> + 
Prince George Truckers 


Ask Change in Road Act 


Truckers in Prince George, B. C. 
are seeking an amendment to the 
B. C. Highways Act in an effort 
to reduce the number of convictions 
arising out of overloaded trucks. 
The truckers contend that lumber 
loads may vary as much as 4,000 
pounds, depending on the condi- 
tion of the lumber. 

Truckers want the act changed so 
that they can haul by scale instead 
of weight. They contend that over- 
loading is not done deliberately, and 
that they have no way of judging 
the weight from cubic measure. 


Chevrolet Expands 
ruck Engineering; 


Promotes Plexico 


DETROIT. — Chevrolet has ex- 
panded its truck engineering organ- 
ization and has appointed R. & 
Plexico to the newly created post of 
chief truck design engineer. 

In addition to coordinating truck 
chassis and body engineering, 
Plexico will work with the sales 
department at a policy level in de- 
sign matters. Plexico joined Chev- 
rolet in 1934 and is a 35-year veteran 
in the auto industry. 





H. 0. Flynn 
Succeeding him as assistant chief 
engineer in charge of truck chassis 
is H. O. Flynn, formerly staff engi- 
neer for truck chassis design. 

In other promotions, A. C. Mair 
was advanced from assistant staff 
engineer for truck chassis to staff 
engineer for frames, suspensions, 
steering, wheels and tires, toois and 
other related parts. 

Also, P. E. Hitch, formerly assist- 
ant staff engineer for special com- 
mercial and military vehicles, was 
promoted to staff engineer for ax- 
les, brakes, transmissions, clutches, 
drive lines, radiators and fans. 


R. 8S. Plexico 
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ATLANTA. — Elizabeth Wright 
was the only woman attending a 
district convention of White Motor 
Co. dealers and salesmen, but 
hardly felt out of place for during 
the preceding week she had sold 
seven trucks, 

Delegates said she is one of the 
few truck saleswomen in the world, 
but is showing every day that a 
woman can win a prominent place 
in a predominantly man’s business. 

Mrs. Wright is a partner in M & 
W White Truck Sales & Service, 
Montgomery, Ala., and knows her 
product from the latest improve- 
ments in the mechanical field to 
the plus “extras” in comfort for 
drivers. 

Not only that, but she’s talented 
in the field of art and said she often 
takes pencil and paper to draw a 
complete picture of the truck en- 
gine, explaining its finer points in 
detail. 

Mrs. Wright said that she always 
has been quite “mechanical- 
minded,” having driven tractors as 
a young girl on the farm. She went 
to work in the office of a paper 
company for $37.50 after graduat- 


Ready-Mix Firms 
Like Large Units, 
Survey Reveals 


CHICAGO.—The number of truck 
mixers per ready-mix company in- 
creased 8% percent in 1956 over 
1955 while the total capacity per 
company fleet rose 12 percent, 
according to a survey by Rock 
Products Co. 

The survey also showed that) 
ready-mix companies west of the | 
Mississippi had an average of 24 
units per company compared with 
15 to 16 units per company in the 
east. 

Rock Products also reported that 
western fleets had an average total 
mixer capacity of 132 cubic yards, 
compared to 65 cubic yards for 
Midwest fleets, 76 cubic yards for 
eastern fleets and 82 cubic yards 
for southern fleets. 

It was estimated that 40 percent! 
of the cement shipped in the U. S. 
last year was ready mix. This was 
an increase of 5 percent over 1955. 


‘Trailer Spotter’ 


Introduced by 
Four Wheel Drive 


CLINTONVILLE, Wis.—A highly 
mobile vehicle for maneuvering 
semi-trailers around congested 
truck terminals or onto and off rail 
cars or ships has been introduced 
by Four Wheel Drive Auto Co. 

Called Trailer Spotter, the vehicle 
has three speeds in each direction 
with a top speed—forward or back- 
ward—of 27 miles an hour while 
pulling or pushing a loaded trailer. 

The driver always faces the direc- 


Saleslady for Trucks 


No Slouch at Delivering Heavy-Duty Units 
Is Elizabeth Wright 





tion of vehicle movement, steers 
either front or rear wheels or both 
sets simultaneously and can hook 
onto and unhook from a trailer 
without getting down from the cab. 

The driver’s seat swivels around 
the steering column, which is in 
the center of the cab. There are 
two sets of control pedals. 

Hookups are accomplished by 
means of a hydraulic elevating fifth 
wheel, which raises the trailer suf- 
ficiently to eliminate retraction of 
dolly wheels, and a rear cab door, 
from which the driver can make 
trailer air-hose connections. The 
vehicle can handle kingpin loads up 
to 26,000 pounds. 

The offset cab permits the driver 
to see alongside the trailer. 

An Allison Torqmatic transmis- 
sion with a manual control is used, 
along with FWD’s planetary wheel 
reduction. 





Clark Appoints Kraatz 
BATTLE CREEK, Mich.— Jt A. 
tz Corp., Pawtucket, R. I., has 
been appointed to sell and service 
the fork-lift trucks, straddle car- 
riers and powered hand trucks pro- 
duced by the Industrial Truck divi- 
sion of Clark Equipment Co, 





ing from college and was turned 
down when she asked for a raise. 
She quit. 

“It was the luckiest thing that 
ever happened,” she said. Mrs. 
Wright got a job at a trailer sales 
and service firm, a position that led 
to her partnership in the truck 
company. 


Ford Fund Awards 


70 College Scholarships 


DEARBORN. — Seventy high 
School seniors from 13 states have 
been awarded four-year scholar- 
ships by the Ford Motor Co. Fund. 
Thirty-eight of the winners were 
from Michigan. 


The scholarships, which go to sons 
and daughters of Ford employes, 
provide for the payment of tuition Diamond T's Tiltcab Model— 
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Diamond T Sets 
Full Production 
For New Tiltcab 


CHICAGO.—Diamond T has an- 
nounced that its tiltcab, Model 430C, 
now is in full production and car- 
ries a GVW rating of 20,000 pounds, 
ranging up to 22,000 with optional 
oversize rear axle. 

It is powered, Diamond T said, 
with a six-cylinder, valve-in-head 
engine. The complete cab, cowl and 
fender assembly is counterbalanced 
to tilt forward manually, the com- 
pany said. 

Engine oil or radiator can be 
checked through an access plate in 
the floor of the cab. 

Bore and stroke of the engine are 
3 11/16 inches by 4% inches, piston 
displacement is 264 cubic inches and 
maximum torque is 234. The engine 
develops 140 brake horsepower at 
3,800 r.p.m. 

* Transmission is-the Warner T98 
synchro-mesh and Diamond T said 
double-clutching is not required un- 


and fees and a major portion of Diamond T has announced that its Tiltcab Model 430C is in full production. It der any conditions. 


living costs. Recipients may select | carries a GVW rating of 20,000 pounds and with optional oversize rear axle is rated 


For the lowdown on dealer thinking, 


any approved college or university | at 22,000 pounds. Diamond T said the most widespread application of the model |reaq John 0. Munn’s column each week 


in the U. S. probably will be in city delivery service. 


one of 
the few 


vehicles 
that 


need 
Signal-Stat 
Flashers! 


It didn’t take long for smart automotive men to learn about the new Signal-Stat 
Flasher. Millions are already in use on millions of motor vehicles throughout the 
country. The reason is simple — Signal-Stat Flashers are engineered for longer 
life and every type of signalling application. There's a variable load flasher with 
positive pilot action that does the impossible by accommodating almost every 
type of flasher application — flashes 1, 2, 3 or 4 lamps without change in 
flasher rate . . . circuit breaker Flashers that are not subject to damage due to 
temporary shorts, for passenger cars and trucks, and a complete line of 
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Dispenser-Display Revolutionary, New Universal Mounting Clip 


Carton Signal-Stat Flashers and Hardware 


on Page 3. 
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alternating flashers. There is a special #STS-1 assortment that will take care 
of 100% of 6-12 volt installations. 

Top this off with a saturation advertising and sales promotion campaign 
plus a field engineering force to solve your customers’ flasher problems plus 
Signal-Stat’s no tie-in sales policy and you have a winning combination for 
building good will and extra profits. Start. selling Signal-Stat Flashers — write 
for catalog, TODAY! 


Signal-Stat 


Always creating — never imitating 
DIRECTIONAL SIGNALS * SWITCHES * FLASHERS 


SIGNAL-STAT CORPORATION, 523-539 Kent Ave., Brooklyn 11, N.Y. 













Across the Nation .. . 


Auto Dealer Changes 


Griffin Motor Co. has moved 
from 118 East Ashe St., Goldsboro, 
N. C., to a new 5,000 square foot 
building at 311 North Center Street 
which provides for expanded opera- 
tions. Solly Sauls and Dan Ward 
are partners in the business, which 
was founded in the early 1920’s and 
is one of Goldsboro’s oldest auto 


firms. 


* * = 


Heads Carlon Products 


William L. Abramowitz has been 
elected president of the Carlon 
Products Corp., Cleveland, Abramo- 
witz formerly was a vice-president 
of the Borden Co.’s Chemical di- 
vision. 

* 


Helvey Sells Interest 


F. L, Helvey has sold his interest 
in Don MecMillian, Inc. (Ford), 
Amarillo, Tex.; and has retired as 
general manager. His son, Frank 
Helvey III, truck and fleet sales 


* + 






manager, has also resigned. The 
senior Helvey said he and his son 
would form a new firm. 
* + a 
Senglaub Pontiac Formed 


| Senglaub Motors, Inc., (Pontiac), 
|has been formed in Manitowoc, 





| 
| 


| Wis. Milton R. Senglaub is presi- | ~ 


| dent. 


* + * 


H & H Motors Sold 


H & H Motors (Ford-Mercury), 
Onida, S. D.. has been purchased 
|by John E. Sutton and Elliott By- 
i\rum from O, C, Hortman. Byrum 
|will take over active management 
| of the firm which will continue to 
|be known as H & H Motors. 


Williams Buys Out Kellas 


The 25 percent 
Kellas Ford, Inc., Minneapolis, 
owned by Kellas has been reported 
sold to Walker F. Williams, Bir- 
mingham, Mich. Williams is presi- 
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interest in Bill} 
| and J. C. Roberts, owners of Baker- 
| Ward Motor Co., Newton, Kans., 
|have purchased King-Dewell 
| Newton and are operating it as 





—. 


Arnolt-Bristol and Hillman Minx 
according to Harold Cohen, »regj. 
dent. A fourth line will be «ddeq 
later. The company will continue 
to handle Buick, he said. 

* * 


> 
Mart’s Auto Gets Nash 


Martin Ward has opened a Nash 
dealership in Bismarck, N., D, 
under the name of Mart’s Auto 
Sales. Ward formerly was associ- 
ated with his brother, John, in 
Ward Motor Co., Bismarck. 

+ * * 


GMC for Buffington 
Buffington Motors (Buick-Pont- 
iac), Glenwood, Ia., has been @ 
granted a GMC truck franchise, | 
| Veteran Studebaker Dealer Expands— | David Buffington owns the firm. 


Now open for business in this modern $65,000 building is the Eich Motor Co., St. | ” . 
Cloud, i, one of the industry's oldest dealerships. The firm was founded in 1898 | M & G Becomes Miller 
by A. A. Eich to sell Studeboker wagons and carriages. In 1910, the firm sold its| The name of the Chevrolet dealer. 
first Studebaker car. Eich's son, M. J. Eich, joined his father as a business partnership tn Balaton, Minn., has been | 
changed from M & G Chevrolet Co, 


in 1920 and took over the business in 1941. : 
2 |to Miller Chevrolet. Nels Miller | 
Newton Motor Co., Inc. The new | owns the firm 


firm will be a Chrysler-Imperial- * 
| by Hull-Dobbs Co., Memphis, Dodge dealership, and Baker-Ward | Plymouth Solo for Swope’s 
* * * 


ill h Pl t Dodge | ; 
Kine-D il ——- —— s°| Swope’s Plymouth City has been 
3 Buy King-Dewe appointed the first Plymouth ex- 


= = > 
. Gail R, Ward ° lusi in the Louisville area. 
2 r* | Denver Buick Adds Imports a 


Denver Buick Inc., Denver, has Roberts Adds Office 


been named to handle three in- 
: Roberts Motor Co. (DeSoto-Plym- 
ported cars—Sunbeam Rapier, | tn), has announced the opening 
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| dent and general manager, The | 
rest of the stock is said to be held 
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Lightweight aluminum truck body. 


SELL THESE UNISTEEL FEATURES 
IN STEEL OR ALUMINUM VAN BODIES! 





insulated body 


> general purpose body 






Van Bodies 


offer custom-built flexibility. . . 


Call your Unisteel distributor 
for full information. Or, 
write direct to Unisteel Body 
Company, Galion, Ohio. 


UNISTEEL BODY COMPANY :‘ Gaiion, onic 








of a new sales office at 614 Georgia 
Ave., North Augusta, S. C. Hap 
Parker, formerly affiliated with 
Holley Motor Co., Aiken, S. C., will 


be manager of the new office. 
+ = > 







Cattando Opens L-M 


Frank Cattando, 31, Chicago 
Heights, Ill, has opened a new 


(Continued on Page 42, Col. 1) 





N.Y. Tells Effect 
Of Insurance Law | 


On Nonresidents 


ALBANY. Joseph P. Kelly, 
State motor vehicle commissioner, 
has outlined the operation of New 
York’s compulsory automobile in- 
surance law as it applies to non- 
residents. He said there are “wide- 
spread misconceptions” about the 
statute. 

He denied published reports that 
the nonresidents must carry with 
them evidence of insurance when 
driving in New York, They may, 
however, be called upon at some 
future time to show such evidence 
in case of involvement in an acci- 
dent in the state. 

He also emphasized that it is not 
a criminal offense for a nonresident 
to operate an uninsured out-of-state 
vehicle in New York. However, it 
is a misdemeanor for anyone to 
operate a New York-registered 
vehicle knowing it is not covered by 
liability insurance. 

Kelly also refuted reports that 
uninsured vehicles are impounded 
in New York. The law has no such 
provision, he said. 

He noted that if his bureau re- 
ceives evidence that an uninsured 
| out-of-state vehicle has operated in 
New York (such as in the event of 
an accident), the owner and driver 
will lose their nonresident privi- 
leges in the state. 

. Required insurance under the 

9 2 90 in. wide and 72 or 78 in, law is $10,000-$20,000 for personal 

igh at eaves (66, 84 or 90 in. |injury and $5,000 for property dam- 
eave height at extra cost) | age. 


4 Virginia Units 
Elect °57 Officers 


RICHMOND, Va.—Four Virginia 
dealer associations have nmed their ~ 
1957 officers. In Richmond, F. A. 4 
Muse (Buick) was elected presi- | 
|dent; R. L. Mason (Chevrolet), 
secretary-treasurer, and J. R, Chap- 
|man, Paul Pusey (Lincoln 
| Mercury) and E. A. Spain (Chev- 
rolet) reelected directors, 

Heading the Front Royal associ- 
ation is Osborn Gore (Pontiac). 
Walter Bunch, Marshall, Va., is 
vice-president, and Ed J. Kerfoot 
(Ford) is secretary. 

The Hurrisonburg - Rockingham 
| group elected Ken Gardner (Chev- 
rolet), Harrisonburg, president; 
John Myers (Ford), Elkton, vice- 
president, and James Thompson 
| (Buick), Harrisonburg, secretary- 
| treasurer. 
| In Roanoke, Joe L. Hill (Cadillac- 
| Oldsmobile) is president; Harry 
| Johnson jr. (Ford), vice-president, 
and George Fulton jr. (Chryslier- 
| Plymouth) secretary-treasurer, 
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@ Offered in 9 to 22 ft. lengths, 


@ Choice of sill, wheelhouse and 
insulated bodies 


@ Over 500 body combinations—all 
built from stock sections and parts 


@ Full selection of side and rear door, 
tailgate and accessory options 


@ Factory mounted or shipped 
knocked down—easily assembled 





@ Long life—all roof and side panels 
sprayed with insulator and sound 
deadener—all metal parts fully primed 






@ High strength, weight saving 
“ring-of-steel” construction for 
durability and maximum payloads 
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@ Mass produced— prompt delivery 












DIVISON OF HERCULES GALION PRODUCTS. INC. 
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To get the best from your '57 models: 


NEW GULF CREST 





GULF CREST 


best ever sold for the 
finest cars ever built 








NEW GULF 
SUPER NO-NOX. 


for all but the most 
critical of today’s engines 


GOOD 
GULF. 


that famous 
high-value gasoline 








Now, more than ever- 
to get the best from 


» BO GUL 


Guaranteed peak performance 
without knock: or pre-ignition 


for today’s most advanced engines 


You can recommend new Gulf Crest with 
confidence because it surpasses all other gas- 
olines in these significant ways: 


e New Gulf Crest is made with a new and 
exclusive Gulf formula to keep modern en- 
gines cleaner, quieter, smoother-running than 
any other gasoline. 
« New Gulf Crest packs more potential 
power per gallon than any other gasoline. 
e Gulf guarantees peak performance with- 
out knock or pre-ignition—even in the high- 
est-compression cars. 

It’s the finest gasoline you can recommend 
—the finest gasoline ever offered to the mo- 
toring public . . . new Gulf Crest. 
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Across the Nation... 


Auto Dealer Changes 


(Continued from Page 40) 


Lincoln-Mercury sales and service | the late Harry Sandager in Cran- 
dealership at 1411 Franklin St. in|ston, R. I. now is Rossi-Oliver | 
Michigan City, Ind. It is to be| Ford, John Rossi is president and | 
called Lakeside Motors. treasurer; Dan Oliver is vice-presi- 


* * and | 

Gates Chevrolet Sold 

W. L. Gates Chevrolet Co., Ka-| 
lona, Ia., has been purchased by 
Warren Ejichelberger who formerly 


was a partner in another dealership 
in Kalona. 


|dent and general manager, 


|Ray Covill is sales manager. 
* * = 
Bales to Drop Dodge 
Bales Motor Co., Inc., Jefferson- 
ville, Ind., will drop Dodge to be- | 


come a Plymouth exclusive, effec- 
tive May 1. 
* 


* > * 


Renault Opens on Coast | : 
John Green Corp. California Walters Oldsmobile Moves 


* * 





Renault distributor, has opened its|J'g@ New Atlanta Location 


West Coast sales, service and parts | Fred Walters has opened a new | 
oo at 2706 B, Twelfth St, isales and service building for his | 
E es 62 & | Oldsmobile dealership in Atlanta at | 

. | 3232 Peachtree Road, N, E. 

Ford for Rossi-Oliver | Walters has been an Oldsmobile 
Sandager Ford, Inc., operated by |franchised dealer in Atlanta for | 








When it comes to selling dump truck fleets, facts 
are your best ammunition. Your local Heil dis- 
tributor is ready to help you work out a complete 
truck package for your prospect, whatever his 
hauling needs. 

For any truck chassis, your Heil man can 
come up with exactly the right specifications for 
body and hoist equipment to deliver the biggest 
possible legal payload in any area. 

Armed with all the facts, you’re ready for 
action when you talk to your potential customer. 
Your specific ~proposal will pinpoint the perform- 
ance he can expect from his new trucks. And you 
can point with confidence to famed Heil quality 


THE HEIL co. 


about a year. He is a former vice- 
president of GE’s Hotpoint division 
and has served with General Motors 
Corp. in executive positions. 
7 + . 
Quality Pontiac Opens 

Quality Pontiac, Inc., has opened 
at 625 Second, N, W., Albuquerque, 
N. M., the former home of Chief 
Pontiac. Edmund DiLorenzo is 
president and general manager of 
the new dealership. 


* * * 


Sherlock Starts Pontiac 


A Pontiac dealership has been 
opened in the Highland Park area 
of Los Angeles by T. P. Sherlock. 
The new dealership will be known 
as Sherlock Pontiac. For seven 
years, Sherlock was with San Ga- 
briel Valley Motor Co., then joined 


| Utter Pontiac as general manger. 


* * + 


Kelty Handles Volvo 


Gordon Kelty has been named 
authorized dealer for Volvo cars 
and opened headquarters at 3rd 
and Poplar Sts., Walla Wala, 
Wash. 


+ * * 


Barton Buys Out Davis 
Harold Barton has bought out 


oe fOr dump truck facts 
that sell fleets... 


features—from a manufacturer 


contractors everywhere know and trust. 

You can promise quick delivery, too. Your 
Heil distributor can give you fast, expert mount- 
ing service on a complete stock of Heil body and 


hoist units. 


Yes, you’ll find your selling job easier when 
you look to your Heil distributor for facts, figures 
and facilities. Most important, 
dump truck performance that will earn more for 
your customer, building the kind of good will that 
can bring the next fleet order right to your door! 
For prompt help in closing contractor dump truck 
orders, call your Heil distributor — or write to Heil. 


MILWAUKEE 1, WISCONSIN 


Factories: Milwaukee, Wis., Hillside, N. 
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Lakeland Motors Opens New Building— 


Lakeland Motors, Inc. (DeSoto-Plymouth), has moved into this modern sales and 
service building in Lakeland, Fla. Curved beams and open walls in place of doors and 
windows provide a jewel-box setting for cars on display in the firm's open-air show. 
room. Joe D. Stout is general manager. 












his partner, Charles Davis, in Bar- | Davis Pontiac Co., and a year later 
ton-Davis Pontiac Co., 4141 Lindell, | formed the partnership. 


and it will now be known as Barton | : ; ° 
Pontiac Co. Barton came to St. Marker Joins DeSoto 


Louis Jan. 1, 1955, as manager of Raymond A. Marker is heading 
up Courtesy-DeSoto, Inc., Miami, 
Fla. The new exclusive gives De- 
Soto three outlets in Miami, 
Marker has been in the auto- 
mobile business for 32 years. 

+ . oe 


Weckel-Kral Expand 


Weckel- Kral Lincoln - Mercury, 
Inc. is moving from 510 S. Second 
Street, Elkhart, Ind., to larger 
quarters at 522 West Indiana. 
Howard Weckel and Bill Kral, the 
owners, bought the dealership from 
Otto G. Kroeder in August, 1955, 


Prostrollo Buys Knappen 


Jerry Prostrollo has purchased 
Dick Knappen Chevrolet, Madison, 
S. D. Under the new ownership, 
the firm will be known as Jerry 
Prostrollo Chevrolet Co. 


Kelly Bros. Chrysler 
Kelly Brothers (Chrysler- 
Imperial) has opened at 80 W. Post 
Road, White Plains, N. Y_ Officers 
in the firm are four brothers, John 
J., Robert E., Edward Michael and 
James F. Kelly. 


Kaufman Takes Citroen 

P. J. Kaufman Co. Inc., 5540 
W. Lisbon Ave. Milwaukee, has 
been appointed a dealership for the 
French Citroen and Panhard cars. 
Kaufman also handles Simca. 
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Dealers Warned 
Against Misuse 


Of Special Plates 


WASHINGTON. — Members of 
the Automotive Trade Assn. — 
National Capital Area were warned 
last week by the association against 
misuse of paper license tags and 
dealer plates. 

The association said that from 
time to time it received word of 
violations and urged members not 
to jeopardize the privilege of using 
such tags and plates. 

Paper tags are supposed to be 
used only when delivering automo- 
biles where there are no tags which © 
can be transferred. On a new car, 
a dealer is supposed to have the 
“fees in hand” and obtain plates. 

The association said it had re 
ceived reports that dealers were is- 
suing paper tags on new cars and 
allowing buyers to obtain plates 
themselves. 

Dealers also were warned against ~ 
letting members of their family or 
customers drive cars equipped with 
dealer plates. 


U.S. Steel Appoints — 


Greenlee in Detroit 


DETROIT.—Charles P. Greenlee 
has been named manager of the 
Detroit district sales office of Amer- 
ican Steel & Wire division of U. S. 
Steel Corp. 

He will be assisted: by William 
M. Welsh who started with U. S. 
Steel in 1937 as a price clerk in 
the wire division’s Cleveland sales 
office. Greenlee, former Detroit as- 
sistant, succeeds E. A. Murray, now 
Chicago district sales manager. He 
joined U. S. Steel in 1935, 
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JUST COMPLETED 


Here are new facts about the market for 
W T automobiles and allied products in the 
Milwaukee area... just put together from 


information obtained since January 1, 
from car owners themselves. 


The Milwaukee Journal 1957 Consumer 
Analysis reports on: 


1 


+ on automotive 


ad Automobile Ownership 


—§ Number and per cent of families 
‘er owning cars. 
” © Make and model of car. 
U | NM CO TS Bought new or used. 
¥ G Number of families owning more 
than one car. 
Make and model of second car owned. 
) Families planning to buy a car in 1957, 
and whether new or used. 
Where car is serviced. 


















Brand Preference 


For tires, gasoline, motor oil, 
antifreeze. 


If you have anything to do with the sales 
or advertising of automobiles or any of the 
allied products mentioned above, the Con- 
sumer Analysis can be valuable in your 


4PPre. 
oe ig - a 


T= 

a § planning. 

a : \ Copies are available from the National Ad- 
4 \-vertising Department, or our national rep- 

\ resentatives. 
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Milwaukee 
=~ |s a BETTER Automobile Market 


INCOME per family in Milwaukee tops all but three of 
the 25 largest United States metropolitan areas, accord- 
ing to the United States Census. 
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. AUTOMOTIVE ADVERTISING: Milwaukee’s 1957 Auto 
th Show attendance of 134,194 topped Detroit’s show. 

ADVERTISING RESPONSE: In five of the past seven years, 
$ The Milwaukee Journal published more advertising 
7 THE MILWAUKEE JOURNAL than any other newspaper in the nation. 


; COVERAGE: The Journal is read by 9 out of 10 new car 
Hetlonal Representatives, O'Mere & Grensbes, tac buyers in the Milwaukee metropolitan area, and by 
New York Chicago Detroit Los Angeles San Francisco most of the buyers throughout Wisconsin.‘ 


LOW COST SELLING: In addition to thorough one-paper 
coverage, The Journal offers an advertising rate per 
1,000 circulation which is 20% lower than the average 
for newspapers of comparable size. 
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How They're Pushing Sales .. . 


Dealer Ad 


East Is West at Otto’s 
FULL-PAGE advertisement 
kicked off “Wild Deal Days” at 

Bill Otto Buick, Inc., Lansing. The 

ad pictured Dealer Otto brandish- 

ing a pair of six-shooters and 10 

members of his staff in 10-gallon 

hats and western trappings. 

Showroom windows were painted 
with. a corral motif, and the in- 
terior was decorated with saddles, 
bridles, deer horns, hunting 
trophies and 25 guns from Otto’s 
own collection. 

Otto said the ad “produced quite 

a volume of traffic and many sales.” 

+ * > 


806 New Cars in March 
“Ww: WILL make March, 1957, 
the greatest single month ever 
experienced by any Ford dealer in 
the entire history of Ford Motor 
Co., or any other motor car manu- 
facturer,” Jim Moran, Courtesy 
Ford, Chicago, announced on his 
first anniversary as a Ford dealer. 
Moran promised car buyers 
“the best deal offered by any 
dealer, anywhere, any time, any 
place.” He reported that the “mis- 
sion was accomplished” and in 
March Courtesy Ford set a rec- 
ord by selling 806 new cars, 1,061 
used cars and 53 new and used 
trucks for a volume of $3,226,000. 
Moran exhibited a score board 
on television commercials, His pre- 
vious all-time high occurred when 
he sold 651 new cars. Moran said 
he believes the new March record 
surpasses any dealership anywhere. 

> + * 


Talking Dodges 
Sell Themselves 
In Macon, Ga. 


ALKING” demonstrator cars 

have been credited with selling 
an extra seven cars in March for 
Carl B. Smith Motors (Dodge- 
Plymouth), Macon, Ga. 

The audible autos were dreamed 
up by owner Carl B. Smith and Earl 
Hager, Dodge district manager. 
They equipped two cars with hi-fi 
record players, concealing loud- 
speakers underneath the hoods. 

The cars were parked where 
pedestrian traffic was heaviest— 
outside the leading department 
store, in front of a first-run theater, 
busy bus stops or shopping centers, 
and the record player started its 
message: 

“I am this . . . 1957 Dodge, sitting 
over here at the curb. Step right up, 
ladies and gentlemen, and take a 
good look at me.” 

The record explained features of 
the car—styling and mechanical— 
and invited passers-by to step inside 
and test the car for seating space 
and comfort. A Smith Motors sales- 
man attended each car to hand out 








Ideas 


literature and take names of pros- 
pects, but no signs detracted from 
the surprise of a “talking” car. 
Aside from prospects picked up at 
the car, others showed up at the 
showroom and seven left with new 
cars. 


Orchids to Wives 


e- MOTORS (Dodge), 
Bradenton, Fla. has gotten 
considerable word-of-month pub- 
licity by sending an orchid to wives 
of new-car buyers. 

The enclosed card reads: “To help 
a lovely wife compete this weekend 
with the lovely car her husband 
drives.” Dealership officials report 
this has been well received by cus- 
tomers. 


* 


++ +. * 
Teepee Whoopee 
HE sales staff of C. Ed Flandro 
Ford Sales, Pocatello, Id., put 
the Indian Sign on the buying pub- 
lic in a recent promotion. 

Flandro himself dressed up as an 
Indian warrior and had his picture 
taken on an Indian pony. The pic- 
ture was featured in a large news- 
paper ad. 

Other members of the staff were 
rigged up with Indian headdress, 
war paint and tomahawks, and their 
Indian pictures were scattered 
throughout the local newspaper. 

Theme of the sale: “We've got to 
clean out the teepee.” 

* * 


Dealer Tallman III 


AN ADVERTISEMENT sponsored 
by J. L. Tallman, Inc., Decatur, 
Ill., called attention to the 33rd an- 
niversary of the second Tallman’s 
appointment as a franchised dealer. 

Before this, he had been associ- 
ated with his father in Shelbyville, 
lll., the advertisement said. 

“Just as a third generation of 
many families are Cadillac own- 
ers, so a third generation of 
Talimans is gaining experience in 
Cadillac dealership,” the ad said. 

Pictures of the younger Tallman 
and his father were carried in the 
ad. 


> > * 
SNIAGRAB Hypos Ads 


T=s Chicago Tribune’s 
SNIAGRAB promotion helped 
the paper set a daily classified ad- 
vertising record, according to A. E. 
Rozene, the paper’s classified ad 
manager. 

SNIAGRAB (“Bargains” spelled 
backwards) was a campaign to pep 
up the spring auto market. On 
March 23, the Tribune carried 36,200 
agate lines of advertising, 800 more 
than the previous record. Rozene 
said increased automobile advertis- 
ing more than accounted for the 
linage gain. 

Dealers and salesmen helped pro- 
mote the campaign by displaying 
SNIAGRAB bumper and windshield 
stickers, by wearing lapel pins 
carrying the symbol and by featur- 
ing it in their classified advertising. 


Dodge Introduces Service Program— 


Dodge's “rapid action program,” designed to stimulate service traffic within Dodge 
dealerships and to increase customer service sales, is being introduced throughout 
the country at a series of regional service meetings. Above, at the Kansas City area 
meeting for regional service managers from the Midwest, L. F. Desmond, right, Dodge 
soles vice-president, and W. M. Spencer, second from right, Dodge service director, 
explain the program to H. R. Ferguson, left, Kansas City manager, and R. H. Kline, 


Dodge field manager. 


Ricky Is Jacketed for Safety— 


Perched atop his quarter-midget racer, Ricky Ungerecht, 6, Glendale, Calif., models 
a Mercury child's safety jacket which was offered as first prize in a recent race by 
E. J. Sandstrum, left, co-owner of Pearson Lincoln-Mercury. B. B.. Barker, right, Los 
Angeles district parts and service sales manager for Mercury, said the jacket is avail- 
able through dealers and can be used in any car equipped with seat belts. 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

__ month a higher court 

rendered an unusually impor- 
tant decision to the effect that an 
automobile dealer may prosecute a 
buyer who conceals a mortgaged 
automobile, on which he woes past 
due payments. 

However, this court held that un- 
less the prosecution is well founded, 
and not merely intended to force 
or scare the buyer into paying 
money due the seller of the auto- 
mobile, the dealer is liable in heavy 
damages. 

For illustration, in Ashland v. 
Lapiner Motor Co., 75 N, W. (2d) 
357, the testimony showed that 
Lapiner sold to a 
man named Ash- 
land a Cadillac 
under a condi- 
tional sale con- 
tract, As a down- 
payment the mo- 
tor company took 
a chattel mort- 
gage on Ashland’s 
Chevrolet pickup 
truck. Sometime 
later Ashland be- 
came arrears of L. T. Parker 
his agreed monthly payments and 
an official of Lapiner, by advice of 
attorney Dunn, authorized issuance 
of a writ of replevin to recover pos- 
session of both cars. A deputy 
sheriff served the writ on Ashland 
who stated the Cadillac was out of 
the state, and he did not know the 
present location of the Chevrolet. 

Shortly afterward Dunn, attorney 
for the motor company, learned 
that Ashland was driving the truck 
and that the Cadillac was back in 
the state. 


* * + 


Buyer Arrested 

UNN advised officials of the 

motor company that Ashland 
had concealed mortgaged property 
and that he was guilty of a crime 
and should be punished. An official 
of the motor company signed a 
warrant charging Ashland with 
embezzlement of mortgaged prop- 
erty. Ashland was arrested and 
lodged in jail. 

Sometime later an official of 
Lapiner told Ashland that if he 
would divulge the present loca- 
tion of the cars the company 
would give him “plenty of time” 
to pay up his delinquent ac- 


count. 
Ashland immediately took the 


Wash. State Assn. 
Lists Sutter, Sims 


TACOMA, Wash. — Frederick M. 
Sutter, NADA president, and Elson 
G. Sims, Vincennes (Ind.) Ford 
dealer and expert on profit con- 
trol, will be among the featured 
speakers at the convention of the 
Washington State Auto Dealers 
a. at the Winthrop Hotel, May 

11, 


cars to a garage and notified the 
motor company. He was then re- 
leased from custody of police offi- 
cers. Within a short time Ashland 
sold the Cadillac and made full 
settlement with Lapiner, Soon 
afterward Ashland sued Lapiner 
for malicious prosecution. 

The higher court held Lapiner 
liable to Ashland for $3,000 ordinary 
damages and $2,000 punitive dam- 
ages. 

* * * 


Bad Check 


A DEALER should never give 

the purchaser of an automobile 
a clear title certificate until a check 
given by the buyer in payment for 
the automobile has been paid by 
the bank on which the check is 
drawn. 


For illustration, in Searcy Co, v. 
Manhattan Credit Corp., 287 S, W. 
(2d) 451, the testimony showed 
that a person named Hugh pur- 
chased from an automobile dealer 
a new automobile. 


Hugh gave the dealer a check 
drawn upon the First National Bank 
for $3,058.50 in full payment for 
the automobile, including the sales 
tax and the cost of the license. 
Before receiving payment of the 
check the dealer gave Hugh the 
customary dealer’s bill of sale and 
a clear certificate of title, Also the 
dealer accompanied Hugh to the 
license bureau and assisted him in 
making application for a registra- 
tion certificate and title certificate. 

Although Hugh had received a 
clear certificate of title and bill of 
Sale, his check for $3,058.50 was 
returned unpaid to the automobile 
dealer by the bank on which it 
was drawn. 

* ” ” 

GEVERAL days later Hugh ap- 

plied to the Manhattan Credit 
Corp. for a loan on the automobile. 
The loan was granted and as se- 
curity for the loan Hugh executed 
a note and mortgage to the Man- 
hattan Credit Corp., and the latter 
obtained a certificate of title to 
the automobile showing a lien in 
its favor. 


Later the automobile dealer who 
sold the automobile to Hugh 
claimed ownership in the automo- 
bile. The lower court held that 
the automobile dealer must pay 
to the Manhattan Credit Corp. 
the full amount of the loan which 
it had made to Hugh. 


The higher court promptly upheld 
the decision, saying: 

“The bill of sale, showing no in- 
cumbrances, was presented to the 
State Revenue Department and a 
certificate of title was duly issued 
to Hugh based upon the bill of 
sale. In the circumstances, we hold 
that appellee (Manhattan Credit 
Corp.) had a right to rely upon 
the certificate of title and in good 
faith made the loan to Hugh and 
was in the position of an innocent 
third party.” 








Car ‘Discounter’ 


Asks State Probe 
Of BBB Charge 


CHICAGO, — Extensive BBB files 
on auto “discounter” Charles Leg. 
gett have been turned over to the 
assistant state’s attorney, at his 
request, by the Chicago Better 
Business Bureau in connection with 
Leggett’s recent indictment on ag 
charge of swindling a neighbor out 
of $30,000 via a confidence game, 
Leggett is free on a $20,000 bond 
and awaiting trial. 

Leggett has been cited by the 
BBB in the past after they re 
ceived many complaints against 
National Procurement & Distribut. 
ing Corp., which he operated. He ig 
alleged to have used advertising 
copy imitating U. S. Army forms 
to offer discounts on new cars and 
expensive firearms. 

According to the Bureau, “Mail- 
ings were made to men in military 
service, particularly National 
Guardsmen, Complaints stated they 
paid $50 deposits, but received 
neither cars nor advertised re- 
funds — despite repeated requests 
to National Procurement and Dis- 
tributing Corp.” 

Leggett allegedly declined a BBB 
request that his advertising be re- 
vised to identify it as advertising 
material, and not a government 
form. He said his advertising was 
not directed to the “general public.” 

The indictment for swindling was 
returned when a neighbor said Leg. 
gett “dropped” important names 
and talked “big” money. Because 
of an alleged $2 million “order” 
for machinery manufactured by the 
neighbor, Leggett was able to bor- 
row $30,000, only $900 of which was 
repaid. The neighbor also charges 
Leggett induced him to provide an 
airline credit card, on which he 
ran up unpaid bills in excess of 
$22,000. 

While under indictment on the 
swindling charge, Leggett was 
charged with disorderly conduct 
and spent the night in jail after 
becoming violent upon being awak- 
ened, after apparently taking an 
overdose of sleeping pills. Leggett 
agreed to an examination by the 
Municipal Court psychiatrist. 


Kans. Dealers Win 
Fight to Tighten 
Sales-Tax Law 


TOPEKA, Kans. — Gov. George 
Docking has signed a bill designed 
to plug a loophole in the State's 
sales tax law. The measure was 
sponsored by the Kansas Motor Car 
Dealers Assn. 

Under the new law, anyone ob- 
taining a Kansas vehicle title and 
registration must either produce & 
sales tax receipt from a dealer or 
must pay the full 2 percent sales 
tax to the county treasurer or the 
State. 

Tradein allowances are deducted 
in determining the taxable price. A 
prior provision in the law requires 
payment of a 2 percent tax on out- 
of-state purchases unless the buyer 
has paid a sales tax in the state of 
purchase. 

The dealer association contended 
that 45,000 sales a year were escap- 
ing the tax under a clause in the 
old law which exempted “casual or 
isolated sales.” 

The Legislature included all types 
of trailers under the new act. Rev- 
enue from this provision is esti- 
mated at $1 million a year. 


Artist’s Dual-Ghia Wins 


In Calif. Sports Show 


DETROIT, — Dual-Ghia, a four- 
passenger sports car, manufactured 
here by Dual-Motors Corp., is re 
ported to have won first place in 
the Concourse d'Elegance auto 
show in Palm Springs, Calif. 

Sascha Lautman, a portrait artist 
of Monterey, Calif. and owner of 
the car, wrote Eugene A. Casaroll, 
Dual president, that the car won 98 
out of a possible 100 points. The 
show was sponsored by the Sports 
Car Club of America. Dual-Ghia 
bodies are made in Italy and U. S- 
made frames are welded to the 
bodies there. The body-frame unit 
is shipped to Detroit and U. 8. 
engines and other components are 
assembled to the unit. 
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Bulletin Board .. . 





bearings, as offered by various 
manufacturers, thus relating their 
standard lines to those of com- 
petitors. 














Standards Bureau Report 


National Bureau of Standards 
Annual Report, 1956—158 pages, 60 
cents. (Miscellaneous publication 
No. 220). Superintendent of Docu- 
ments, U. S. Government Printing 
Office, Washington 25, D. C. 


* * * 


Stud Welding Manual 


Stud welding design manual—24 
pages, free. Nelson Stud Welding 
From Fruehauf laa . Gregory Industries, Inc., 

Fruehauf-Schonrock cable dump 
trailer data sheet, Cattle Cruiser 
data sheet. Furniture Volume-Van 
datwa sheet. All free. Fruehauf 
Trailer Co., Advertising Depart- 
ment, Detroit 32, Mich. 

+ * + 


Big Joe Lift Trucks 
Battery - operated, hydraulic lift 


truck catalog—24 pages, free. Big 
Joe Mfg. Co., 29 Oak St., Wisconsin 


Dells 1, Wis. ‘ 


Metal Ad Signs 


Metal signs in advertising pro- 
grams—24 pages, free. Stout Sign 
Co., 6425 W. Florissant, St. Louis 
20, Mo. 

* 


* * 
Hose Assembly Catalog 
Hose end and assembly catalog— 
40 pages, Weatherhead Co., Cus- 
tomer Service Department, 128 W. 
. @ Washington Blvd., Fort Wayne, Ind. 
= oJ = 


Vehicle Fleet Booklet 
“4 Control Program for Motor 


Wheelabrator Tumblast 
Super Tumblast catalogs, No. 


AUTOMOTIVE NEWS, MAY 6, 1957 
129-D (14 cubic foot)—12 pages | Gare 


each, free. Wheelabrator Corp., 1016 
S. Byrkit St., Mishawaka, Ind. 
* + + 


Electric Machining 


A bulletin describing application 
of the Method X process of electro- 
spark machining to its new Style 
243-6 Vertical Electrospark Machine 
—free. Ex-Cell-O Corp., 1200 Oak- 
man Blvd., Detroit 32, Mich. 

+ + * 


Electrical Equipment 


“The McGill Handy Book of Elec- 
trical Specialties”—32-page catalog. 
free, Electrical division, McGill Mfg. 
Co., Valparaiso, Ind. 

= + = 


Research on Research 


“Research and Development in 
the Corporation,” a monograph 
containing the results of a nine- 
year study of research policies of 
top-rating companies —93 pages. 
American Institute of Management, 
Inc., 125 E. Thirty-eighth St., New 
York 16, N. Y. 


* : * 
New Clark Truck 
Brochure describing Clarklift-30, 
gas-powered 3,000-pound capacity 
fork truck—six pages, free, Indus- 
trial Truck division, Clark Equip- 








Renault Dealer Aides Head for France— 


Sixteen representatives of Renault dealers and distributors in the United States 
flew to France for a two-week technology course at the Renault factory. The course 
was designed to keep service facilities abreast of the increased import of Renault 
vehicles to the U. S. Seeing the travelers off is Robert L. Lamaison (standing, fifth 





Vehicle Fleets” — (complimentary 
copies for use in approved courses). 
Accident Prevention Department, 
Assn. of Casualty & Surety Cos., 60 
John St., New York 38,.N, Y. 


* » * 


Refrigeration Valves 


Refrigeration valve catalog — 16 

. free. Controls Co. of America, 

2450 N. Thirty-Second St., Milwau- 
kee 45, Wis. 




























* * * 


Die Casting 


A technical brochure on die-cast- 
ing technology—eight pages, free. 
Sales Department, Harvill Corp., 
6251 W. Century Blvd., Los Angeles 
45, Calif. se 


Tubeless Tire Valves 


Tubeless tire valve catalog—free. 
Dill Mfg. Co., 700 E. Eighty-second 
St., Cleveland 3, O. 

= 


* * 


3 John Bean Catalogs 


Wheel aligning equipment cata- 
log (No. L-1322)—16 pages, free. 
Wheel balancing equipment catalog 
(No. L-1339), four pages, free. Wheel 
aligning and balancing accessory 
catalog (No. L-1342)—12 pages, free. 
John Bean, Lansing 4, Mich. 

> 


Aluminum Reports 


“Ultrasonic Soldering of Alumi- 
num” (PB-121551)—68 pages, $1.75. 
“Research and Development on the 
Welding of Aluminum Alloy Plate 
(PB-111850)—69 pages, $1.75. Office 
of Technical Services, Department 
of Commerce, Washington 25, D. C. 


LPG Exhaust Purifiers 


“Sweetening the Fork Truck’s 
Breath” (removal of contaminants 
from LPG exhausts) — free. Oxy- 
Catalyst, Inc., Wayne, Pa. 


Bearing Charts 
Norma-Hoffman Bearings Corp., 
Stamford, Conn., has shipped to 
distributors and manufacturers 
two wall charts of ball and roller 


Wolfram Praises 
High Schools for 


Mechanic Training 


BUFFALO. — “Public vocational 
schools and technical high schools 
Play a very important part in keep- 

motor cars in operation,” 
according to J. F. Wolfram, Olds- 
mobile general manager. 

“Among other things, these 
Schools train thousands of young 
men every year for future careers 
as automotive technicians in _. . 
automobile dealerships,” he said, in 
Presenting a J-2 Rocket engine and 
& cutaway Jetaway Hydra-Matic 

mission to Burgard Vocational 
High School here. 

Wolfram said there will be an 
additional 300,000 mechanics needed 
in the next 10 years. He said Olds- 
Mobile dealers sent 15,828 mechanics 

training center classrooms for 
advance training during 1956. 

Wolfram, here to meet with 
dealers as part of a nationwide 
tour, cautioned businessmen not to 
Sell 1957 short.” He said that 

ness is there for those who 
80 after it.” 


132-D (seven cubic foot) and No.| ment Co., Battle Creek, Mich. 


Sell More Versatility 


from left), Renault vice-president and general manager. 








increase truck sales to industrial users 
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TRUCK FOR NORMAL UTILITY 


The Davis Back-hoe — already the world’s largest selling 
back-hoe is now available as a truck-mounted unit to pave 
the way for more sales to utilities, plumbers, oil firms, 
and construction companies. It is available for all one-ton 
or larger flat-bed trucks. The basic back-hoe — available 
in the new Model 210 or the popular Model 185 — fits onto 
a truck attaching kit which is equipped with retractable 
runners actuated by hydraulic cylinders that enable the 
unit to be loaded or unloaded to the digging position in a 
matter of seconds. In the digging position the stabilizer 
feet absorb the shock load and the truck is merely used 
as a counter balance. The hydraulic system is powered by 
any one of a number of suitable industrial gasoline engines, 
or on some trucks it is available with full torque power 
take-off. It is easy to install, and is completely detachable 
in less than five minutes...leaving the truck free for its 
normal work. Its cost is so amazingly low ...in comparison 
to others, that you and your customers will be surprised. 


Join the Nation-wide Organization of Prosperous Dealers Who Handle 
Davis Equipment. Write for the Name of Your Nearest Distributor. 


MID-WESTERN INDUSTRIES, INC. 


1009-SOUTH WEST ST. DEPT. AN WICHITA, KANSAS 





Truck-Mounted 
Back-Hoe 


“COMPLETELY DETACHABLE FREEING 
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Profitable digging . . . mokes profitable sales. 





Mac 


Deliver on time—or forget it! Deliver economically — or 
else! America’s trucking industry has met these twin chal- 
lenges so well that, today, over three-quarters of the nation’s 
total freight tonnage travels on trucks. 


This record—built on sheer dependability—stems from 
increasing technical advances in the trucks themselves, 
Most of these advances were featured first on Macks! 
Because they are designed and produced to out-perform 
and out-work all other trucks, Macks are always years ahead. 
Check your Mack dealer soon. You'll find that you can’t 
afford not to own Macks—the trucks that have made “Built 
like a Mack” a byword for ruggedness and dependability. 


FACTS ON MACKS 


Mack pioneered the use of diesel trucks in the U.S.A. 
--- developing a demand that is constantly expanding, 


Right across the nation’s highways... 


ANDLE THE IMPORTANT JOBS 


particularly among long-lines carriers. And year after year, 
Mack sells more diesel trucks by far than any other maker— 
proof of the matchless economy and reliability of the Mack 
Thermodyne® Diesel . . . justification for the traditional Mack 
policy of producing only the finest equipment of its kind that 


skill and precision can build. Mack Trucks, Inc., Plainfield, N. J. 


IT’S PART OF THE LANGUAGE ...BUILT LIKE A 


(be Mack. 


TRUCKS - BUSES ~- FIRE APPARATUS 
AND ELECTRONIC EQUIPMENT 


The swing’s to Mack! More ond more, America’s progressive over-the-road 
truckers are entrusting the important jobs—the Maock-sized jobs—to Macks. 


~ 


>. 


There are a number of excellent marketing areas open for appointment of new Mack distribu- 


tors. For particulars, write Distributor Sales Division, Mack Trucks, Inc., Plainfield, New Jersey. 
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| STAG SUENCIL 


f 


«+» the revolutionary 
mechanical pencil 
with the large selling 


| area... there's room 


fo give your message 
air! 


F Pencils, caps and 


printing inks ore 


available in mony 
attention-getting 
color combinations. 


Your message printed 
in One or Two 

Colors or embossed 
in 24K Gold. 


CHOICE OF POCKET 
OR PAD CUP 


THIN 


were, 


STAG 
SLENCIL 


makes no 

bulges in 

pocket or 
purse 


57/16" 


xVis” 
THIN 


Uses Standard Leads 


STAG «ters YOU IN HAND 


B 


Slencil 
506 REED AVE. 
ORANGE, MASS. 





THE FIRST 


““NEW LOOK’”’ 
PENNANTS 


in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb. You 
get attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 





Station 


Wagons 


Same day ship- 
ment of 1952-57 
Ford, Mercury 
Decal and solu- 
tions. 


Save 
10%-30% 


on Decals. Send 
for price chart 


40 Liberty 5St., Little Ferry, N. J. 
Luggege Carriers—Decals 
Wood Parts (49-5! Ford-Merc.) 


Macton‘s 


Paravane Turntable 


Assemble 
in 5 minutes 


No Tools Required 


_Get FREE Catalog 


MACTON MACHINERY CO. 
STAMFORD 12, CONN. 


“URNT ARS 
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hone Fleet Totals 90,000... 


Dealer Service Aids 


the cost to our company 
would be greater than the cost of 
operating our own units.” 

7 * * 


Maintenance System 


HE maintenance of the Southern 

Bell closely follows that of 
other Bell systems. In any city 
where 15 or more vehicles are 
stored, storage tanks are provided 
for disbursement of bulk gasoline 
and oil. 

In cities where 40 or more ve- 
hicles are stored, washing and 
lubricating facilities are added and 
preventive maintenance and minor 
repairs are made. 

However, most major repairs, 
including painting and even 
maintenance in many cases, ve- 
hicles are sent to a make dealer. 
Fleet operators such as the Bell 

companies religiously follow pre- 
scribed preventive maintenance and 
driver training. A. A. Keefer, 
Pacific Telephone & Telegraph Co., 
is the author of the statement: “the 
nut behind the steering wheel is the 
one we want to give a double coat- 
ing of chrome plate and keep 
bright.” 

Keefer even goes so far in his 
training program that he inserts 
cards carrying pertinent driving 
rules in the order holder as. a con- 
stant reminder to drivers that they 
are expected to drive safely and 
economically. 

* > * 
OME advice given: “Shift into 
high gear as soon ‘as possible. 
|At 20 miles per hour, second gear 
| uses 15 to 20 percent more gasoline 
|than’ high, first gear from 30 to 
50 percent more.” 

Another reads: “Don’t hop around 
in traffic. Everytime you speed up 

| to get to the other lane you over- 
|use the accelerator pump and it 
| pumps gas right out of the exhaust. 
| This type of driving can use as high 
|as 30 percent more gasoline.” 

A poster gives drivers an idea 
of fuel consumption at different 
speeds, For instance, it says that 
a vehicle capable of giving 20 





miles per gallon at 20 miles per | 


hour will get only 19.7 miles at 

30; 18.3 at 40; 15.9 at 50; 12.2 at 

60; and only eight miles per 

gallon at 70 miles per hour. 
| Southern Bell has as the basis 
lof its preventive service program, 
|tire inflation every week, chassis 
|lubrication every 1,000 miles or 
monthly, and oil change every 2,500 
miles. 

An alert force responsible for 
| performing these services actually 
| finds that it is in a constant pre- 
ventive maintenance program be- 
cause at the time it performs these 
service operations, it observes and 
corrects minor defects. Minor de- 
fects have a way of developing into 
extensive repairs, if not given im- 
mediate attention. 

* > = 


Individual Records 


NDIVIDUAL records of motor 
vehicles with historical data as 
to performance and controllable 
operating expense, as well as quar- 


Chevrolet Offers 
Option to Beef Up 
Medium Trucks 


DETROIT.—A special “package” 
which gives a “heavyweight punch” 
to 15 middleweight truck models 
has been announced by Chevrolet. 

The new offering raises the maxi- 
mum capacity rating of these 
models from 19,000 to 21,000 pounds, 
according to H. P. Sattler, assistant 
sales manager for trucks. 

Effective on 15 models of the 
company’s - nominal two-ton 5000 
and 6000 series, the package in- 
cludes the 283-cubic inch V-8 en- 
gine, a 16,000-pound rear axle, 7,000- 
pound front axle and heavier-duty 
front and rear springs and tires. 

Trucks ‘equipped with the special 
package arrangement are the 
heaviest-duty models ever assem- 
bled in the company’s nationwide 
chain of car and truck assembly 
plants, Sattler said. 


In Bell Maintenance 


(Continued from Page 29) 


terly summaries of vehicles in serv- | “<<. 


ice are prepared by each of South- 
ern Bell’s state auditors, 


Inasmuch as Southern Bell op- 


erates in several states, their * 


operation is perhaps a little more 
widespread than most of the Bell 
systems. 

A report indicating the perform- 
ance of each individual vehicle, 
and the relation of that particular 
vehicle’s performance to that of 
the: overall fleet, is made avail- 
able to the driver as well as motor 
supervisors and other interested 
management personnel. 

Again it is felt that, to a great 
extent, operating cost and perform- 

ance of a vehicle reflects interest 


as - 


‘ 


a = anne een 
—— moe 


latte = ——— ie) Sad 
7 
es , 


and attitude of the driver as much| They Keep the Bell Ringing— 


as the care it gets from preventive 
maintenance. 


A composite photo shows sampling of 
vehicles. This fleet represents half-million 


IMinois Bell Telephone Co.'s fleet of 4,900 
horsepower and last year travelled 34,769, 


Due to the variety of uses tele-| 000 miles. Each vehicle carries tools, equipment and supplies necessary for its 
phone vehicles are put, it is hard| mission—from rolls of wire to a dial exchange. The fleet is kept ready—day and 


to measure 
placed on maintenance and driver 
training, Some would say, for in- 
stance, that Southern Bell’s cost 
per mile of 8.9 cents in 1955 was 
excessive. 

= 7 ” 

ET when one considers this 

covers everything from passen- 

ger cars and pickups to heavy line 
construction vehicles, mobile tele- 
phone exchanges and cable main- 
tenance rigs, the cost is considered 
to be very moderate. 

It is well, however, for every 
that the real core of economic 
operation is the driver and how 
he handles the vehicle. 

It also is well for those with 
good truck service to contact the 
Bell system and see if Bell can 
use the service they have to offer. 

It also is well for these dealers 

| to take note of the place the fran- 
|chised dealer plays in many sys- 
| tems, and can play in all if dealers 
|make an effort to do so. 

A. A. Keefer, buildings, supplies 
and motor vehicle supervisor of 
| Pacific 
| said: 





|portant part in our maintenance 
j}and repair program. We depend 
|}upon them to keep us informed on 
latest developments in the automo- 
| tive field. We work very closely 
with them and when we have 
specific problems on maintenance 
or repair, We are usually able, with 
| their help, to modify our equip- 
ment and change our specifications 
to assure the best possible per- 
formance of our truck fleet.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 








Driver Manual Revised— 


Prepared for the trucking industry, the 
White Driver Manual has been revised 
and reissued by White Motor Co., Cleve- 
land 1, O. The original manual was the 
first compilation of authoritative data 
based on the experiences of successful 
drivers, the teachings of authorities 
throughout the motor transport industry, 
plus a nationwide study of drivers’ prob- 
lems and their solutions. The book dis- 
cusses correct preparation for a trip, cor- 


fleet sales dealer to keep in mind} 


In the L 


from driving under the projecting 

bodies of trucks and trailers. 
Why not be more honest in your 

advertising, gentlemen? Where you 


why do you not properly describe 
|them for what they are—injury 
mitigating or minimizing features? 
SAFETY features are accident- 
| PREVENTING features. 

Why have you not done some- 
thing to eliminate weaknesses in 
construction and limitations of 
|vision, traction and illumination, 
|instead of going all out in a mad 
|scramble between yourselves for 
|“highest horsepower,” with no con- 
| Sideration for the longevity of your 
customers? 

Why have you constantly chiseled 


Telephone & Telegraph,}on the material in your top struc- 


tures until there is hardly one-tenth 


“Truck dealers play a very im-|the protection afforded by the all- 


steel bodies of 20 years ago? 
Why have you—after putting 
out of business the manufacturers 
of GOOD bumpers by making 
poor imitations the standard 
equipment — continued to make 
them look stronger while chisel- 
ling on the material until they 
are about as effective as a means 
of protection as a piece of tin? 
Why have you not done some- 
thing to design satisfactory splash 
guards for all wheels and supply 


are much more essential than 
power-operated seats or windows. 
Why is not windshield washing 





vehicles? Why do you leave rear 


windows unequipped with wipers | 


and washers? What about those 
spears or daggers on your hoods? 

You manufacturers are to be 
congratulated upon standardizing 
the dual tail lamp. Some of you 
have even been considerate enough 
to make these lamps larger and 
brighter to permit a warning for 
a greater distance. 

How about safer, easier-to- 
handle, more economical cars that 
will not require double garages as 
big as the houses for two-car 
families?—Howarp D. SeLpENn, Arro- 
Ping Co., Colorado Springs, Colo. 

7 * 


‘Honorable Mention’ 


We were delighted to see in our 
last copy of Automotive News your 
publication had seen fit to publish 
foreign-car registrations, but some- 
what disappointed to note Rootes 
Group products were not included, 
for Hillman registered 452 units in 
the U. S. plus 48 in Hawaii; in 
addition, Sunbeam registered 59. 

While we fully realize we do not 
come in the first five, we would 
like to have been given honorable 
mention for, I think you will agree, 
our registrations for the first two 
months of 1957 show such a marked 
increase over the corresponding 


rect starting of the truck, correct take off,| period of 1956 and we are confident 


correct road practices, correct parking and 
care. 


our progress will follow through 
the year.—JoHn T. Panxs, director 


now talk about “safety” features, | 


them as standard equipment? They| 


equipment standard on all motor | 


results of the effort| night—to serve at disasters and emergencies, Bell said. 


etterbox 


(Continued from Page 12) 


|}and general manager, Rootes 
| Motors, Inc., Long Island, N. Y. 


| Lost Is Found 


What wonderful cooperation we 
received from your fine publication 
and it is most gratifying to advise 
|}you that today (Apr. 15) we were 
notified by General Motors Accept- 
ance Corp. in Phoenix, Ariz. that 
they had found our Cadillac con- 
vertible—S. M. Jounson, General 
Manager, Greenlease Motor Car Co., 
Kansas City. 


This Is Beautv? 


Apropos the letter of criticism in 

|the Feb. 11 “Letterbox” on car 
manufacturers doing nothing to 
| really improve gas mileage on new 
| models, I and a great many others 
concur. 

Also, isn’t it about time that the 

| auto-buying public joined the test- 
|ing engineers and sensible people 
in clamping down on the so-called 
“designers” for the monstrosities in 
the way of car bodies they and the 
advertising agencies are forcing on 
|}the public. How much longer are 
| we, as Americans, going to continue 
|to permit foreigners, with real 
| sense, beat the pants off us in the 
way of really attracive, well- 
| proportioned, sensible body de- 
signs? 

I heard a successful farmer tell 
the salesman for one of the current 
high tail-finned models that “If you 
cut a board to fit between the fins, 
the cars would make a good pick- 
| up in which to carry manure.” That 

very aptly described the “beauty” 
of our makers’ line of designs. — 
Horace Asrams, Albany, N. Y. 


Testing Air Springs— 

Air springs such as these will soon be 
produced in quantity for cars of the future. 
The new Airide springs by Firestone Tire 
& Rubber Co. were installed on the auto 
mobile shown here for one of the final 
tests before production begins at the 
company's plant in Noblesville, Ind. Airide 
springs, designed to replace coil and !eaf 
springs, work on a compressed air principle. 





Rendezvous 


*am estimate by leading car manufacturers. 


From the motor line, from the chassis line, from 
the trim line, more than 24,000 separate parts 
and pieces flow to this point, are joined together, 
and move on along the line, a complete car now, 
just a few flourishes from final OK. 


Imagine the complex production problems 
which arise, particularly during model change- 
overs. To solve them requires a great deal of 
imagination, experience and, perhaps most impor- 
tant, information. Information about new prod- 
ucts, new materials, new methods, new tools, new 
legislatidn—and, of .course, always, what's com- 
petition doing. 

The vendor, the manufacturer, the dealer, the 
service man—each must know what the other 
wants, has or needs. To gather, edit and publish 
this vital information is the job of the automo- 
bile industry's weekly newspaper: AUTOMOTIVE 
NEWS. 


To deliver this news—while it still is news— 
to 44,000 paid subscribers}—takes 14 experienced 
full-time editors and 106 on-the-spot correspond- 


ents constantly in touch with manufacturers, 
dealers, field representatives and service men. 


Little wonder then that through its 32 years 
of publishing, AUTOMOTIVE NEWS has come 
to be regarded by these men as their Newspaper 
of the Industry. Discover yourself the difference 
in interest your own sales story generates among 
automotive men when you place it with their 
must reading publication. 


Get the complete story on how AUTOMOTIVE 
NEWS has boosted the sale of other auto prod- 
ucts—and will do the same for yours. Simply ask 


for 24,891" Component Parts 


your nearest AUTOMOTIVE NEWS representa- 
tive to call, at your convenience. 
+86% of whom annually renew their subscriptions at the 


regular $8 rate. They are offered no premiums, cut rates, 
or special inducements. 


* * * 


NEW YORK: Edward Kruspak, Ray Billingham, Howard 
E. Bradley, Murray Hill 7-6871. 

CHICAGO: J. Goldstein, William H. Gallagher, 
State 2-6273. 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495. 

LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


Keeps you in FRONT of the fast-moving automotive industry. 
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BUICK—’56 Super Riviera, $2,180~ (pg), 
’55 Special Riviera, $1,620* (ps), § 605"; 
2-dr., $1,300, 2 at $1,125; Century 4-dr,, 
M $1,590*, $1,555*, '54 Super 4-dr., $1.400°: 
verage Prices of Used Uars Sold at Auction fainter, Gactiee, "98 Seeoe Soe. $e 
"53 Super Riviera, $855* ; RM 4-dr $785 
(ps); Special 4-dr., $555. '51 Super 4-dr,, 
; i i $420*; Riviera, $260*; RM 4-dr., $285° 
(Compiled by Automotive News from Auction Reports.) "50 Super 4-dr., $190*, °46 Super sedanet 
$135*. 
CADILLAC—'55 (62) 4-dr., $2,580° (pg), 
"54 (62) conv., $2,370* (ps). °51 (62) 
4-dr., $785*. '49 (62) 4-dr., $330*, $255* 
$150°. 
CHEVROLET—’57 Bel Air (8) conv., §2. 
425. '56 Bel Air (8) Nomad, $2,325 


: : (ps); Hardtop, $2,020*, $1,935*, $1 1259, 

4 3 : $1,660*, $1,620*; Two-ten (8) Ha urdtop, 

se $1,855*; Delray, $1,540; 4-dr., $1,430; 2. 

2 dr., $1,425; Two-ten (6) 4-dr., $1 445, 


"55 Bel Air (8) station wagon, $1,675. 
Hardtop, $1,580*, $1,520*; 4-dr., $1,450¢: 
Bel Air (6) Hardtop, $1,575* (ps) Two. 
ten (8) station wagon, $1,460; 2-cr., $1, 
200; 4-dr., $1,185, $1,180; Two-ten (@) 
2-dr., "1.385", $1,040; 4-dr., $1,210; One. 
fifty (6) 4-dr., $890; 2-dr.,” $800, °54 Be| 
Air 4-dr., $960*%; Two-ten 4-dr., $769, 
"53 Two-ten club coupe, $710. "52 SL De. 
luxe 4-dr., $510; 2-dr., $470° club coupe, 
"56 "55 °56 "55 °56 "55 °S6 "55 °56 "55 °56 "56 °5S7 "56 °5S7 "56 «°57 $465*. '51 SL Deluxe 4-dr., $320*, $285. 
2 Nov. Jec. . Feb. March d club coupe, $310. ‘50 SL Deluxe clu 
duly Aug. Sept. Ont. a F _ coupe, $290. 
Prices of 56s added and ’48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. CHRYSLER—'53 Windsor 4-dr., $770* (ps), 
Figures alongside bars represent dollars. oa ~57 Firesweep Hardtop, $2,655* 
ps). 
DODGE—’56 Coronet (8) 2-dr., $1,635*, "55 


: . : > ‘ ; Coronet (8) Hardtop, $1,040*. 54 Coronet 
Market Trend models averaged at $2,301, down wholesale auctions last week, the indicate a unit equipped with an (8) 4-de., $780° (pe), "ER Coronet an 


$22. The previous week’s loss was average consignment was 173 | automatic transmission or over- station wagon, $810; 4-dr., $540*, '52 
| 


oon 


The overall market average of : °56s . ss drive and (ps) indicates power c t 4-dr., '$345*. 
used cars sold at wheinedie auc — — — Weret "See, G55; | anil, compared WH 1D the pre steering > " FORD _’57 Thunderbird, $3,255* (ps). '56 
53s, $3, and ’51s, $3. vious week. The sales ratio was | °'“ a Country sedan, $2,065*, $1,910, $1,905* 
tions rose $1 to $927, according to : ? $1,850*. $1,770*, $1,650: Ranch Wagon’ 
Automotive News’ index. Gainers included: 55s, $19; ’54s, 70.9 percent, against 72.6 percent PORTLAND, ORE. yO aT ap! Tn agon, 


$1,800*, Parklane, $1,930*°; Fairlane (8) 
: 59s, $10. k earlier. 
Late models slumped for the $7; "52s, $18, and 5 $ ae eee (Portland Auto Auction, Inc. Sale every 


conv., $1,770*; 2-dr., $1,640*%; 4-dr., $1,. 
seed eek tn 6 tow. The At a _Fepresentative group of Prices marked with an asterisk | Tuesday. Prices are for sale of Apr. 23.) 565, ‘55 Vairiane (8) conv... a :Y 
, ae ‘ — . : 255*; Victoria, $1,525; Custom (8) 2-dr, 
$1,260*, $1, 130, $1,025; 4-dr., $1,090, $1,. 
055, $1,030*. °54 Country sedan, $1 295; 
Main (8) 2-dr., $630. '53 Crest (S) Vie 
toria, $850, $735; Ranch Wagon, $830; 
Custom (8) Hardtop, $690*; Custom (6) 
4-dr.. $610; Main (8) 2-dr., $545. "§2 
Custom (8) 4-dr., $560° Main (6) 2-dr. 
$370. '51 Custom (8) club coupe, $465*: 
4-dr., $390, $360, $235, $225*, $225: Vic. 
toria, $410; 2-dr., $325; Custom (6) 4 
dr.. $280. °50 Custtom (8) club coupe 
$335; Deluxe (6) coupe, $215, $125. "49 
Custom (8) 4-dr., $130. 
HU DSON—'55 Rambler Cross Country, $1,- 
$470*. ‘51 Commodore sedan, $200. $135* 
MERCURY—’56 Custom 4-dr.. $1,880*; 2. 
dr., $1,830°. '55 Montclair Hardtop, $1,- 
900° (ps). "54 Monterey Hardtop, $1,370" 


CALIFORNIA IOWA MISSOURI NEW YORK (ps), $1,160*, $1,155*, ’53 Monterey 2-dr., 
—<$$$—$$____—_ —_—— —_—_——— — —_—— 2 at $650°. "52 Monterey Hardtop. $630 
. e Custom Hardtop, $555*; 2-dr., $470. ‘5 

SAN DIEGO—San Diego Auto Auc- LAFAYETTE—Syracuse Auto Auction, | . t-0r., $295, $225. '49 4-dr.. $105* 


° OLDSMOBILE—'56 (88) Holiday, $2.220*, 

tion, 4744 Federal Blvd. Ph.) TOM FLETCHER'S ST. LOUIS AUTO | Concer of Empire State, Insured| $2.200*, $1,980* (ps). $1,925* (ps); Super 

Th sda . DES MOINES AUTO AUCTION CTION BARN INC ° 4-dr., $2,020° (ps). "55 (88) Super 4-dr. 

CO. 4-0157. ursday 1 p.m. | heats Gite fate Andis AU e ° Checks and Titles (Wed.). $1.795° (ps); $1,680°; Deluxe 2-<r.. $1. 

In the Heart of the Clean Car Country 560 . "53 (98) conv., $1,095* (ps) ‘-dr.. 

COLORADO 4701 S.E. 14th Des Moines 15, lowa | 3807 Easton Ave. | — tps). Eh 108) Seper ade. Getet Dm 

Phone ATlantic 2-8353 : NORTH CAROLINA andr, $315°: (98) 4-dr..’ $375* $365" 

Sale Every Thursday — 12 Noon St. Louis, Mo. sspnsieneneemensceaineactimapenagiesaianadiathatigea ne cteniapeaeatibamaitiibiatta $230*, *50 (88) Super 4-dr.. $240*- (98) 

COLORADO AUTO AUCTION Guaranteed Titles and Checks | sedanet, $220°: 4-dr., $190*. ‘49 (8&8) 
LITTLETON, COLO. SOUTH Phone Franklin 1-3845 RALEIGH — Mann’s Auto Auction | ..4-4r... $130°. 


| PLYMOUTH—'55 Savoy (8) 4-dr., $1,045; 

Sale Every | SALES EACH TUESDAY i Sale, Rt. 5. Ph 3-1564, Titles & — x — ‘SA Suburban, $920: = 

Owners: pants R. | 7 , e dere ardtop, 80° (ps): 4-dr ; 
Phone Denver: SUnset 1-7821 | ee ee ee eee AND FRIDAY 


| if J "50 4-dr., $330, $190. "49 4-dr., $150. * 
Wire Colorado Auto Auction FAX CENTRAL STATES AUTO | checks guaranteed. Mon. 10 A. M.| poxgiac’ "56 Chieftain iS) station 


| 
Denver, Colo. AUCTION Checks and Titles Guoranteed wagon, $2,090*: Hardtop, $1,700*. °S5 
ted Star Chief (8) 4-dr., $1,320°. '54 Chief- 
Every Wednesday at Noon Owned and Opera by OHIO tain (8) 2-dr.. $900. °53 Chieftain (8) 
“Gate vay to the Western Market” | BILL McCRACKEN and oo: nwsX— nn Catalina, $725°, $670°, $660°. ‘51 (8) 
The Bank of Denver Phone 1181 or 1182 | ANAMA 4-dr.. $365°. $355°, $325; 2-dr., $295* 
MASON CITY, IOWA ROY McMAN STUDEBAKER — ‘54 Commander 2-dr 


| i ’ ° 275 
Guaranteed Checks and Titles (Dealers Only) | MONTPELIER AUTC AUCTION CO.) sadaeates Aen ee Wacene o-dr 


MID-WEST AUTO AUCTION Operating Since 1946 MONTPELIER, OHIO $1,620, '55 Powell pickup, $475. "54 GMC 


: " none %-ton pickup, $825. ‘53 Chevrolet ‘4-ton 
1155 So. Platte River Dr. _MASSACHUSETTS —— ; Sale Every Monday, 12:30 P.M. pickup, $675; Jaguar. 4-dr.. $1,020, ‘50 
D E N v E R, c ° L ° R A D ° —_ . NEW YORK | “WE NEVER MISS” Dodge %-ton pickup, $365 ‘48 GMC 


panel $145. 
Burden-Dudley-Caswell —_—_—_———— Your Good Will—Our Most Valuable Asset i 
Auctionger: Harvey Greenwood PEABODY AUTO AUCTION, = eee aaa On U. S. Route 20A Phone 5-9535 LITTLETON, COLO. 
mo ota INC MNNATIONALLY KNOWN pxiDenrer Auto Auetion. Gate every Pri 
For Dealers Only TIM ANSPACH —_——_—_—__ (Very active sale.) cay 


Checks and Titles Guaranteed | PENNSYLVANIA BUICK—’56 Super coupe, $2,050* (ps). "52 
Auction Every Thursday at I! A.M. Dealer Auto Auction tliat aii Super conv., $400°, ‘50 Special 4-dr 


DENVER AUTO AUCTION CO. Newburyport Turnpike, U. S. Rt. | Albany 5, 0. Y. $205°. 


Every Monday — !! O'Clock CADILLAC—'55 (62) coupe de Ville, $3.- 
(Denver's Oldest Auto Auction) West Peabody, Mass. Jefferson 1-7500 180 car sale average 140° (ps.) 


onal ~ .) *S2 rill $1,- 
Joseph Herbert Phillip Glick MANHEIM AUTO AUCTION, INC ~aunen oe 

. k teed ' ° 210° (ps). "49 (62) 4-dr., $720*. 

4595 S. Santa Fe Littleton, Colo. oS Ty 655. Soe Camates Manheim, Penn. CHEVROLET —'57 Two-ten (8) 4-dr., $2- 


Ph. SU 1-6673 — Ed Smith or Mil Nace ‘ —_ On Route No. 72 200°. °56 Bel Air (8) Sport coupe. $1- 
; MICHIGAN 5 miles South of Pennsylvania Turnpike 870°; 4-dr., $1,250; One-fifty station 
Auction Every Friday at 11:00 A.M. 


wagon, $1,505; Two-ten (6) 4-dr., $1- 
We Issue Auction Checks and Guarantee Titles 

















Sale Every Friday—!0:00 A.M. 340°. '55 Bel Air (8) Sport coupe, $1.- 

Checks and Titles Guaranteed 365°; oe Lee > "54 = 
| : Air 4-dr., 0*; Two-ten 2-dr., $840. ° 

e i | Phone Manheim 5-240! Bel Air 4-dr., $670; Two-ten 4-dr. = 

2-dr., $565. "52 SL Deluxe Bel Air, $505. 

CONNECTICUT Detroit's Barometer cuiinem—"s0° Windsor’ ean. $1" 

7 eeeeeeerarnete2 ~~ ~~~ ~~ (ps). '49 Royal 4-dr., $130. 
TENNESSEE DeSOTO—'57 Firedome 4-dr., $3,057* (ps). 


NEW ENGLAND'S OLDEST AND BEST APTCO AUTO AUCTION MURFREESBORO—Don Kelly Auto| ponGE-'51 Coronet Lancer” $3,610*, 58 


; : Coronet 4-dr., $1,040°, ‘53 Coronet. (8) 

Ld ae ree ee | 8 Years Old Auction, Junction U. S. Hwys. 70S- = $460*; Coronet (6) 4-dr., $460, 
Sele Every y . Conveniently located Y mile trom Detvelt City Link 231-41. Thursday 11:00 a.m. FORD—'57 Fairlane (8) 500 Victoria, $2,- 
SOUTHERN AUTO SALES, INC. | eniently toca mile trom Detroit City Limits 719* (ps); Country sedan, $2,410. 7 
Fairlane (8) 4-dr., $1,530*, $1,490* $1L- 

AUCTION TWO BIG AUCTIONS EACH WEEK... eunsen aete 480, $1,405; Custom (8) Victoria, $1,596: 
eS: WEDNESDAY AND FRIDAY AT 12 NOON 4 NS $1,045, $1.010°; 2-dr, $800; Fairlane (8) 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) AUCTIONS 2-dr., $1,000. 54 Custom (8) 2-dr._2 % 


$750, $665. 53 Crest (8) Victoria, $740°; 
ILLINOIS MELVINDALE, MICHIGAN 4-dr’, $650°. 


Checks and titles guaranteed Phone Dunkirk 3-0150 Lawrenceburg, Tenn.—Tuesday | LINCOLN—'55 Capri coupe, $1,700* (ps). 


QUINCY — Quincy Auto Auction, Huntsville, Alc.—Friday Lia 


Free—1i957 Mercury—Friday, June 28th MERCURY — °57 Monterey 4-dr., $2,500°. 
3202-3220 Broadway, Every Mon- 36 AUENGNA, Wit. NEW YORK 56 Monterey coupe, $1,880*. °55 Monte- 


rey coupe, $1,425*. °53 Monterey Sport 
day 12:30 P.M. On M2I—One Half mile west of Grandville, —$—$$__________| coupe 9. 


WASHINGTON OLDSMOBILE—’57 (88) 2- dr., $2,400°. '56 








EVERY TUESDAY—CHECKS INSURED NEW YORK CiTY’s | _ (20), Holiday, $2.505° Be. 34 oo 
Crossroads At 1:00 P.M. Sharp—Dealers Only SKYLINE Was tee tole has ties oe 


Auctioneer: Col. W. E. “Bill” Nagy 4 
es A 9 SOUTH SEATTLE AUTO AUCTION | pLYMoUTH—’57 Fury, $2,900* (ps); Bel- 
. . . Where they meet... Michigan's Best AUTO AUCTION : , e 
Phone: ARdmore 6-4720 10844 E. Marginal Way _— Seattle 88, Wash.| vedere (8) Sport sedan, $2,500°; 4-dr. 
buyers and sellers . . . new and - Phone Mohawk 6490 $2,400°; Plaza (6) +tr., $1,875, $1,775°. 


—_—_—_—_—_—_— EXCLUSIVELY FOR AUTO DEALERS "55 Savoy (8) 4-dr., 
used car dealers. They meet at MISSOURI SALE EVERY WED. 11 A.M. 


PONTIAC——’ 56 Chieftain (8) Catalina, $1,- 
the dealer auctions of the na- : and checks are insured 


You are 100% saf. because all titles “WE HAVE BUYERS!" see dps). "st (8) S-dr., S200, gnse’. 
“Take Home a Guaranteed Auction Check" 
tion . . . and on the pages of page me he ~ eae EVERY TUESDAY 12:30 P.M. Bill Johnson Bob McConkey CHICAGO 


. (Arena Auto Auction, Sale every Tues 
Automotive News. Oe oo GREENPOINT AVE. & PROVOST ST. day. Prices are for sale of Apr. 23.) 


> ine (Sold 236 cars out of 367 offerings.) 
You will reach both groups || °°» ®ins. Owner = — | Fred Reed, Mgr. BROOKLYN 22, N. Y. AUTOMOTIVE NEWS BUICK—'57 Special Riviera, $2,500° (ps). 


: ° i . \. ’56 RM Riviera, $2,250* (ps); Special 
through an ad in Automotive Geo Wertman = FA Spargnce Tel. EVergreen 3-4800 WANT ADS Riri guatee'sh at Rites ow 

Sele every Fridey: ‘anna an. Auctioneers—David B. Spielman BRING RESULTS (ps); Special Riviera, $1,210". "54 Spe- 
News. An effective channel to buy and sell John W. Becker cial Riviera, $1,135* (ps), $870*; 2-dr., 


(Continued on Page 52, Col. 1) 
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Which of the “Top 10” magazines 
do people need and read every day ? 


If you want to be sure that people see your ads, then tomorrow ...or next week ... because it has impor- 
look at any or all of the ‘Top 10" magazines and ask tant, immediate bearing on the most vital new influ- 
yourself this question: “Which magazine is most likely ence in American living today—television! 


to get picked up and read every day, by every member 
or . ititaslaciatial Be sure of 7-day exposure for your advertising in the 


of the family?” 
, magazine that people need and read every day. Take 
Among all of America's leading magazines, only a good long look at TY GUIDE—America's uniquely 


TV GUIDE provides reading that can't be put off ‘til modern advertising medium. 


The weekly-magazine the whole family reads every day... ; V 


CIRCULATION NOW OVER 5,300,000 e 6 DB E 









AUTOMOTIVE NEWS, MAY 6, 1957 


per Holiday, $1,245° Pes a dr., $1,115°. 

















’53 (98) 4-dr., $785* , $580° (ps). 
e e "52 (88) Super’2-0r., $450". Model Breakdown 
PACKARD—’ 55 Cli 2-d $1,410* (ps). 
Used-Car Auction Prices NCKARD_36, clipper 2-cr., Of Auction Averages 
PLYMOUTH—'56 Savoy (8) 4-dr., of: 365°. Apr., March,  Feb., 
"55 Betvetere (6) 2- dr., $1,190 Plaza 1957 1957 1957 








Satis, a tin tte ae 
$800° 705; voy (8) 4- : 
(Continued from Page 50) Savoy (6) 2-dr., $755 (ps) pais: Bel- 
. dere (8) 4-dr., " laza 4- 
, v.. $1,050*; Riviera,| $2,135* (ps); Fairlane (8) 500 conv.,| Yeder aa 
$720, "53, RM ceicra,” go25e, $525°;| $2,420° (pa); 2-dr., $2,300° (ps); Custom | $460; Savoy 4-dr., $4000. "53 Belvedere 
conv., $485*, °52 Special 4-dr., $415*,| (8) 4-dr., $2,000°. 56 Fairlane (8) 2-dr., $380 op, $375°. a 
$350°. "51 Super Riviera, $250°; 4-dr., $1,700* (ps); Victoria, $1,695* (ps), $1,- . ‘ 
B ofittas Se at Sant Sas Hececse, | TORING Mais i, ean 5 
, -| tom (8) 2-dr., $1, “es, un ) ; 4-dr., $1, ; 
se ag me ah $2,135*; Fairlane (8) Crown Victoria, Catalina, $1,510*, ’55 Chieftain (8) 4-dr., 
$2,800° (ps) 54 (62) 4-dr., $2,000°*, $1,625*; Victoria, $1,430* (ps), $1,175; $1,250*, $1,075*. '54 Star Chief (8) Cata- 
$1.940* (ps); (60) 4-dr. $1.940*, '53| conv., $1,425°; 4-dr., $1,195*, $995, $970;| lina, $1,015* (ps), $890*; Chieftain (8) 
(60) 4-dr $1 410*: (62) 4-dr., $1,155*, 2-dr., $1, 105°; Country sedan, $1,325, 4-dr., $835°, $620. '53 Chieftain (8) sta- 
$1,065* (ps); conv., $920°, 52 (62) 4-| $1,150*; Custom (8) 2-dr., $810. '54| tion wagon’ $730*; 4-dr., $590*; 2-dr., 
r.. $975*. '50 (62) 4-dr., $555°. Crest (8) Victoria, $955*, $805°; 4-dr.,| $515%, §285*. ‘52 Chieftain (8) conv., —_ 
VROLET—’57 Two-ten (8) 4-dr., $2,-| $880*; Custom (8) 2-dr., $720*, $665. 53| $615*: 4-dr., $300%, $245°. '50 -4-dr., Average $ 927 $ 946 $ 970 
000* (ps). '56 Bel Air (8) 4-dr., $1,850*, Custom (8) 2-dr., $600, $500*, $215; 4- $250°, $220°. 
$1,400"; conv., $1,805°, $1,740°; Two-ten| dr., $595, $585°; Main (8) 4-dr., $400; | sTUDEBAKER—’55 Champion 4-dr., $865°. 





$2,301 $2,330 $2,404 
1,598 1,686 L721 
1,242 1,247 1,275 
881 886 906 
571 575 596 
377 377 388 
242 263 270 
203 202 199 






























































































a 00*, $1,310, $1,270; Two-| Main (6) 2-dr., $210. '52 Crest (8) Crown| +53 Commander 4-dr., $250* (ps). era, $330°. 50 RM Riviera, $240*; Super 
on adr, $1 a1.385° BS I Air (8) Victoria, $410*; Custom (8) 2-dr., $220°.| wIsSOELLANEOUS—’57 Dodge truck, $1,-| 4-dr., $185*; 2-dr., $170. 
2-dr., $1,500* (ps), $1,265; Bel Air (6) | HUDSON—’55 Hornet Hollywood, $1,095*; 475. °55 Dodge %-ton pickup, $775. CADILLAC—’ 57 (62) coupe, $4,900° (ps). 
Hardtop, $1,235*; 4-dr., $1,030*; Two- Wasp 4-dr., $850* 55 (62) coupe, $2,850° (ps). °54 (62) 
ten (6) 2-dr.. $870; 4-dr., $845; One-fifty | LINCOLN—'56 Capri 2-dr., $2,470* (ps). ALBANY 4-dr., $2,230* (ps). "52 (62) coupe, $980 
(6) 2-dr., $745, $720. 54 Two-ten station | MERCURY —’'56 Custom conv., $1,755*; (ps). , 
wagon, $890, $875*; 4-dr., $680*. ’53 Bel Hardtop, $1,645*; Monterey 4-dr., $1,- (Tim Anspach Dealers Auto Auction. OHEVROLET— 57 Two-ten (6) 2-dr., $1,- 
Air 2-dr., $750%; One-fifty 4-dr., $455. 525*. ’55 Montclair Hardtop, $1,440*. ’°54| Sale every Monday. Prices are for sale of 750. '56 Two-ten (6) station wagon, $1,- 
OHRYSLER — ’54 NY 4-dr.. $875* (ps); Monterey Hardtop, $1,070*, $820* (ps),| Apr. 22.) 750°; 4-dr., $1,400, $1,300; 2-dr., $1,275; 
Windsor 4-dr., $700*. ’53 NY 4-dr., $485*. $765*. 53 Monterey 4-dr., $600*; Custom (Today’s market sparkled again for a Two-ten (8) 4-dr., $1,500° (ps); Bel Air 
DeSOTO—’ 55 Firedome 2-dr., $1,655* (ps); 4-dr., $455. slight price recovery, Retail trade in N. Y. (6) 2-dr., $1,340. '55 Two-ten (6) station 
4-dr., $1,305* (ps). °54 Firedome 4-dr., NASH-—’57 Rambler 4- dr., $1,600*, "54 Am-/| has slacked off for the past month, Tax wagon, $1,310*; 4-dr., $1,100*, $925; 2- 
$805* (ps), $695*. "53 Powermaster 4-dr., bassador Hardtop, $805.” time and public work’s lay-offs causing dr., $1,050; Delray coupe, $1,085; Bel Air 


25*, $395; Firedome 4-dr., $485* (ps). | OLDSMOBILE — ’57 (88) Super Holiday,| this condition. 90 percent of today’s sales (8) 2-dr., $1,350°. "54 Bel Air coupe, $1,- 
popan—"se Coronet 2-dr., $1,610*, ‘55 $3,030* (ps). °56 (98) Holiday, $2,675*| went to Maine, Vermont, New Hampshire 050; 2-dr., $890*; 4-dr., $875°, $785°; 
Royal Lancer, $1,430* (ps), $1,365*; 2- (ps), $2,270* (ps); conv., $2,375* (ps);| and Massachusetts retailers. Droves of One-fifty station wagon, $950; Two-ten 
dr., $1,300*; Coronet 2-dr., $1,365*, $1,- (88) Super conv., $2,200* (ps), $2,085*| good buyers attended as we sold 152 cars 2-dr., $860; 4-dr., $850. °53 Bel Air coupe, 
055°, °54 Royal 4-dr., $645*. °53 Mead- (ps). 55 (98) conv., $1,910* (ps); Holi-| out of 200 offerings.) $850; One-fifty 2-dr., $335, $280. °52 SL 
owbrook 4-dr., $430, $285*, $260°; Coro- day, $1,800* (ps); (88) Super Holiday, | BUICK—’55 Super Riviera, $1,675* (ps); Deluxe Bel Air, $400*. °51 FL Deluxe 
net 4-dr., $200*. ’51 Coronet 4-dr., $200°. $1,700* (ps); Deluxe 4-dr., $1,420* (ps). Special Riviera, $1,520*; 4-dr., $1,320*. 2-dr., $270*; SL Deluxe 2-dr., $270*; 4- 














The greatest mirror ever to hit 
the automotive field! 
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RING ASSEMBLY 







































































MOLDED POLYETHYLENE GASKET 





























. . . the onl 
INDIVIDUALLY w ree é FENDER MOUNT 

REAR VIEW MIRROR... 
that can be mounted in any position. 
The turret and mirror can be rotated 
in any direction . . . independently. 



























































































































TURRET swings 


MIRROR HEAD tilts right or 
completely around 


left, forward or backward 











Patents Pending 


SUPERSITE CORPORATION, DERBY, CONN. 
a ‘Bill Berk'’ Product 





























Air, $280; coupe, $150. 
CHRYSLER—’53 NY 4-dr., $485°*. 
DeSOTO—’55 Fireflite 4-dr., $1,515* (pg), 
DODGE—’55 Royal station wagon, $1,540¢. 

Coronet Diplomat, $1,540*; 2-dr., $1 ,390° 

"53 Meadowbrook station wagon. $560: 

4-dr., $450*. °51 Meadowbrook 4-4, 

$200°. F 
FORD—’57 Thunderbird, $3,060; Custom 

(8) Victoria, $2,275*. °56 Thuncerbirg 

$2,660* (ps); Ranch Wagon, $1,769: 

Country sedan, $1,750*%; Fairlare (9) 

Town sedan, $1,670* (ps), $1,610*: 2-dr 

$1.650*; Custom (8) Victoria, $1,550, $1: 

500* (ps): Town sedan, $1,470: 2-dr, 

$1,200. '55 Country Squire. $1,400*: Fajr. 

lane (8) Crown Victoria, $1,400*; Custom 

(8) 4-dr., $1,175*; 2-dr., $1,100 $1.075¢ 

$985; Custom (6) 2-dr., $840. °54 Ranch 

Wagon, $880: Custom (8) 4-dr., $850: 2. 

dr.. $820, $780*. '53 Crest (8) Victoria, 

S72N*; Custom (6) 4-dr., $620°: 2-dr, 

$570. °52 Custom (8) 4-dr., $335*. °5; 

Deluxe (8) 4-dr., $125; Deluxe (6) 2-dr, 

£180. °49 Custom (8) 2-dr.. $100. 
HUDSON—’S4 Hornet Sport coupe, £420. 
LINCOLN—’56 Premiere Sport coupe, §2. 

725° (ps). ‘54 Premiere Sport coupe, $1,. 

200* (ps); Canri coupe, $1,030* (ns). 
MERCURY — '55 Montclair conv., $1,609" 

(ps). 53 Monterey 4-dr., $600*. '52 Mon. 

terev Sport coune, $560*. °51 Custom 

coune, $330°, $175; 4-dr.. $190°* 
NASH—’57 Rambler 4-dr., $1,800. 56 Ram. 
bier 4-dr.. $1.360*; Metropolitan coupe, 
$880. '54 Rambler conv., $705. '53 Ram. 
bler couve $420 
OLDSMOBILE—’'56 (88) Holiday. $1,989" 
$1,875*. '53 (98) 4-dr., $860*; (88) Super 

4-dr., $760. '52 (88) 2-dr.. $500*, 5) 

(88) 4-dr., $120°, °50 (88) Holiday, 

$112°*. 

PACKARD—’55 (400) 2-dr.. $1,150* (ps), 

ym Caribbean conv., $730*; Cavalier 4 

$580°*. 


FORD—’57 Country sedan, $2,550 (ps),! °54 (98) Holiday, $1,455* (ps); (88) Su-| 54 Century 4-dr., $1,100°, ’52 ‘RM Rivi-| dr., 2 at $250*; SL Special 2-dr., $210. PLY MOUTH—'56 Belvedere (8) 4-dr., $1. 


400°; Savoy (8) 2-dr., $1,240. ’55 Savoy 
(8) 4-dr. $1,050. 54 Savoy club coupe, 
$635*. °53 Cranbrook club coupe, $450, 
$390; conv., $460; 4-dr., $480, $410*: 
Cambridge 2-dr., $340*. °52 Cambridge 
club coupe, $370; Cranbrook 4-dr., $179, 

PONTIAC—'57 Star Chief (8) 4-dr., §2. 
225°. °55 Chieftain (8) station wagon, 
$1,370*; Catalina, $1,.320°. °53 Chieftain 
(8) Catalina, $800°; 4-dr.. $740*. "50 (8) 
4-dr., $120°. 

STUDEBAKER — °53 Commander 2-dr,, 
$510*. '52 Commander Sport coupe, $220*, 

WILLYS — '56 Jeep, $1,250. ‘55 station 
wagon, $775. "54 Jeep, $860. ‘53 Jeep, 
$630. 

MISCELLANEOUS—'56 Volkswagen. $1,- 
435; Ford %-ton pickup, $1,010. % 
Taunus (German Ford) 2-dr. $760. 'h 
Chevrolet %-ton pickup, $650, $550. "53 
Willys 1-ton pickup, $630. °51 Ford yard 
dump, $670; 1%-ton pickup, $400. "4 
GMC %-ton van, $160. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 

Tuesday. Prices are for sale of Apr. 23.) 
(Sold 44 cars out of 77 offerings.) 

BUICK — ‘55 Super 4-dr., $1,630° (ps); 
Riviera, $1.455*; Century Riviera, §$1,- 
555°, $1,400°. "54 Special Riviera, $975° 
"53 Super 4-dr.. $700°; Riviera, $580° 
(ps). "51 Super Riviera, $380*°. '50 Super 
Riviera, $275°. 

CHEVROLET—'56 Two-ten (8) 2-dr.. $1- 
365; Two-ten (6) 2-dr.. $1,155. "55 Bel 
Air (8) Hardtop, $1,275; Two-ten (8) 
2-dr.. $940. '54 Bel Air Sport coupe, $1,- 
025; conv., $950; Two-ten 4-dr., $875*. 
"53 Two-ten station wagon, $735*; Bd 
Air 2-dr. 


CHRYSLER—'52 NY 4-dr., $315* (ps). 


DODGE—'55 Coronet 4-dr. $985°. 

FORD—’57 Fairlane (8) 500 Victoria. $1,- 
980°. "56 Custom (8) 4-dr., $1,615*: Cus 
tom (6) 4-dr., $1,115; Main (8) 2-dr. 
$995. °55 Fairlane (8) Victoria, $1,265*; 
2-dr., $1,015, $1,000; Custom (8) 2-dr., 
$1,035; Main (8) 2-dr.. $845. '54 Custom 
2-dr., $570. "52 Main (8) 2-dr., $330; 
> ay (8) sedan, $395. °50 Custom + 

$165; 2-dr., $140. 


MERCURY _~ 54 Monterey 2-dr., $700°. '53 


Monterey Hardtop, $560°. 


OLDSMOBILE—'54 (98) Holiday, $1, 280° 


(ps). 
PACKARD—'55 Patrician 2-dr., $1,635°; 
Clipper 4-dr., $1,310°. 


PLYMOUTH — '55 Savoy (6) 4-dr.. $830 


(ps). °54 Belvedere Hardtop, $805*, ‘52 
Cranbrook 4-dr., 
PONTIAC—'53 Chieftain (8) conv., $570°. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Apr. 23.) 
(Market definitely showing signs of 





127 out of 178.) 


BUICK—'57 Special Riviera, $2,550°. 'S 


Super Riviera, $1,920° (ps), $1,865° 
(ps), $1,810°; Special Riviera, $1,765", 
$1,705*; 4-dr., $1,645°. '55 Special Rivi- 
era, $1,555°, $1,440°, $1,315°; 2-dr., $1,- 
350°, $1,285°; 4-dr.. $1,345°; Century 
Riviera, $1,435° (ps), $1,350° (ps); Su- 
per Riviera, $1,310°. ‘54 RM Riviera, 
$1,175*; Special 4-dr., $1,100°, $1,075", 
$1,015*, $930; Century conv. $975° (ps). 
"53 Super Riviera, $655; 4-dr. $565°; 
Special 4-dr. $615°, $495°. "52 2-dr., 
$330. ‘51 4-dr., $220. °50 4-dr., $155°. 


CADILLAC—'57 (62) coupe de Ville, $4, 


880° (ps). '55 (62) conv., $2,950° (ps); 
Eldorado, $3,296° (ps). °'54 (60) .2-dr.. 
$2,050° (ps), '53 (60) 4-dr. $1,200*, 
$1,120°. 


CHEVROLET—’57 Bel Air (8) club coupe, 


$2,175*. °56 Bel Air (8) 4-dr.. $1,760° 
(ps); club coupe, $1,775*; Two-ten (8) 
4-dr., $1,380, $1,355. °'55 Two-ten (8) 
2-dr., $1,200, $1,170, $1,065, $1,060, $975; 
Delray coupe, $1,085, $970, $915; Bel Air 
(8) 4-dr., $1,200°. °54 Bel Air 2-dr., 
$885*, $845, $680°. ‘53 Bel Air 2-dr., 
$600; Two-ten 4-dr., $535, $500; One- 
arty |2- dr., $430. '52 "SL Deluxe Bel Air, 


CHRYSLER — '53 Imperial 4-dr., $420° 


(ps); Windsor 4-dr., $365. 


DeSOTO—’'56 Fireflite 4-dr., $1,800*° (ps). 
DODGE —’55 Coronet 4-dr., $1,050*, '53 


4-dr., $430. '51 4-dr., $225. 


FORD—'57 Fairlane (8) 500 2-dr, $2,070; 


Fairlane (8) Victoria, $2,040*, °56 Cus- 
tom (8) 4-dr., $1,475°*, $1,250, $1,225, 
$1,205, $1,155; 2-dr., $975*, $975. ‘55 
Thunderbird, $2,050*; Fairlane (8) Crown 
Victoria, $1,425*; conv., $1,290*, $1,250; 
2-dr., $1,120*, $1,035, $1,005; Custom 
(8) 2-dr., $1,095*. °54 Country sedan, 
$1,050; Custom .(8) 4-dr., $900, $785° 
(ps), $710*, '53 Crest (8) Victoria, $815; 
conv., $640; Custom (8) 2-dr., > 


HUDSON—'55 Rambler sedan, $825. 
LINCOLN — '56 Premiere 2-dr., $2,°50° 


(ps). '54 Capri 4-dr., $1,250° (ps). 


MERCURY—’55 Monterey club coupe, $1,- 
475* (ps); Montclair sedan, $1,450; Cus- 


(Continued on Page 54, Col. 1) 
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*50 SL Special 4-dr., $290; SL Deluxe By 
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Meet the ENTHUSIACTI/VE ones... 










‘ Some people hate to end up second best. Matter of fact, they rarely end things at all — they just keep 
4 moving right ahead, whether it’s racking up a new record in sales or production, or in pledges for the local 
” hospital fund, or in low gross at the member-guest tournament at the club. 

They’re what we call the ‘“‘enthusiactive’’ ones. Because SPORTS ILLUSTRATED reflects the most exciting 
as and rewarding of their many enthusiastic activities, its circulation has shot up 60% in less than 3 years, and 
. is now rising at the rate of 3300 new subscriptions a week. And in advertising pages, SPORTS ILLUSTRATED’s 


ora 1957 (first 4 months) is 39% ahead of 1956. 


a. Today SPORTS ILLUSTRATED’s 750,000 enthusiactive families should be second to no other magazine 
8): audience on any automotive advertiser's list of first-ranking new car prospects. 





ILLUSTRATED 


Circulation now more than 750,000 “‘enthusiactive” families weekly 


‘| SPORTS 






AUTOMOTIVE NEWS, MAY 6, 1957 -z 


4-dr., $1,210* (ps); (88) Super Holiday, Two-ten 4-dr., $480, $465, $450, $425. 52) PONTIAC — '55 Star Chief (8) Catalina 
$1,250*; Deluxe 2-dr., $1,065* (ps). °53 SL Deluxe Bel Air, $470°, $310*, $250°; $1,455* (ps); Chieftain (8) 2-dr., $939* 
(88) Holiday, $810*%; 2-dr., $775*. °52 4-dr., $455*, $400, $385*, $360*, $340, ’54 Star Chief (8) Catalina $695"; Chief. 


U d A ti ric S (98) 4-dr., $290*%; (88) 2-dr., $635*, $330, $310. "51 SL Deluxe 2- dr., $165. ~~ ‘Gost -dr., wis es eaten 4-dr, 
-Ca ucTion S $400; 4-dr., $440°. '51 (88) 4-dr., $265°;| CHRYSLER—'57 Saratoga cou 100° | at $600°, ; eftain 4-dr, ¢ 
se r I (98) conv., $180*, ’50 (88) 4-dr., $125*. ' (ps). ’51 Sumpesten 4- ar, ue, $3,100* | $200*, $215, $180; Chieftain Catalina, 
PACKARD—’52 (300) 4-dr., $285*. $165*; NY coupe, $185. $485°*. 
PLYMOUTH — ’56 Belvedere (8) hardtop, Fi +590 | STUDEBAKER—’56 Champion 4-dr., $1,. 
$1,590*; Savoy (8) 4-dr., $1,265, ‘55 aes pro eo coupe, $640°. °50/ "675, ‘52 Commander 2-dr., $180°, "s) 
(Continued from Page 52) Belvedere (8) 2-dr., $1,100*; Savoy (8) ane ee . Champion 4-dr., $100*; Commander 4. 
_ 4-dr., $855; Plaza (8) 2-dr., $850*. °54 wees ae iran 4- "euese "aa, ssl dr., $125*, 

m sedan, 1,170, °54 Monterey club; cial 2-dr., $1,010. '53 Super conv., $700* Belvedere 4-dr., $800, $735°. *51 Cam- Coronet 4-dr. rdtop, ps). '53) . . . SE ae 
cae. a1008, "33 Custom 2-dr., $485. ’51) (ps); Special Riviera, $585, ‘52 Special bridge 4-dr., $210. aan 4-dr., $275. *50 Meadowbrook 4- ~— M180, a7 Btud 54 Dodge %-tor 
2-dr., $195. 2-dr., $300, '49 RM Riviera, $100*, PONTIAC—’ 56 Chieftain (8) 4-dr., $1,425*. $145, $140. $180 . 

OLDSMOBILE — .'57 (88) 2-dr., $2,560*°| CADILLAC—’56 (62) coupe, $3,500* (ps). 5S Chieftain (8) 2-dr., $1,050. ’53 Chief- ron 57 ree, = pam &. . 
'56 (88) Super 2-dr., $2, 100* (ps),| °55 (62) 4-dr., $2,625* (ps), $2,500* (ps); tain (8) 4-dr., $570*, ’52 Chieftain (8) 5; conv 4 r. , ps); 
susise; (98) Holiday, $1,975° (ps). ’55| conv., $2,150 ee). 154 (60) 4-dr., $2,-| _ 4-dr., $200°, °51 2-dr., $100. Custom (8) 300 4-dr., $1,690, ’56 Thun-| WAREHOUSE POINT, CONN, 


u 1,685*; Deluxe | o* ¢ ’ 2 -dr. ,070* (ps). STUDEBAKER — '52 Champion hardtop, derbird, $2,565*; Fairlane (8) conv., $1,- 
ow Pees tte th mt s1350°: (98) ait ps). '53 (62) 4-dr., $1,07 ps) $1 725*; 2-dr.. $1,180; Victoria, $1,175; Cus- (Southern Auto Sales, Inc, Auction, Sale 
2-dr., $ P 54 4 CHEVROLET—’56 Bel Air (8) conv., $1,- tom (8) 2-ar $1.320*, '55 Custom (8) every Wednesday. Prices are for sale of 
Holiday, '$1,625° (ps). '54' (88) Super 4-| "soos: “hardtop, $1,660°; ‘Two-ten (8) 2- en” Apr. 24.) 


' -dr., ; 2-dr., $860, $810, $805, $775, $750. 
dr., $1,205* (ps), $975*. ’53 (88) 4-dr dr., $1,300, $1,290, $1,280, $1,275. '55 DYER, IND. HUDSON __’54 Hornet 4-dr”, §355°. "52 Hor-| (Sold 142 cars out of 205 offerings.) 


$865*, '51 (88) 4-dr., $130. | Two-ten (8) 4-dr., $1, 035°, $975, $950, ¢ . | J ° 
PACKARD—'S5 (400) 2-dr., $1,750° (ps).| $945, $035, $015; 2-dr., $1,000, 2 at| ».(Dyer Auto Auction. Sales every Friday. | | ner SiN. $e) Cosmopolitan coupe, $480°, | PUIOK..’56 Special Riviera, $1,945" (ps), 
PLYMOUTH—’55 Belvedere (8) 2-dr., $1,-| $900, $875; One-fifty (6) 2-dr., $750. | * TCT) Ore Dor sale Of Apr. 10. Bl 4-0 . . See. ee ee 33 

: e» a ; a. (Our market seems to be holding steady 51 4-dr., $150°*. Super conv., $870*, $740°%, $600*. ‘5; 

000°, ’54 Belvedere 2-dr., $785*. '53 ‘Cam 54 One-fifty station wagon, $910*; 4-dr., ith the t th cokes. bat oles MERCURY—’57 Monterey coupe, $2,500* 8 Rivi 85*. *50 St R 

bridge 4-dr., $180, ’51 ‘Cranbrook 4-dr., $500; Business coupe, $315; Two-ten 4-| © pas ~~ os = wed 7 ; % 1,060. '55 Cus- ao. viera, $3 2 uper Riviera, 

dr., $675. 51 SL Deluxe 4-dr., $300°;| "°, Signs of prices getting any higher. 0). ee, a | pp eeee a gree A-dr., $175°. 

ari '56 Chieftain (8) 4-dr., $1,605*. 2-d: $250° $190 *° ’| Sold 233 cars out of 347 offerings.) tom 2-dr., $1,050*; Montclair coupe, $1,-| CADILLAC—’56 4-dr., $3,780* (ps), 
FONTIAC—'5 (8) station wagon, $1,225°. | ,, ae Ye , | BUICK—'55 Century Riviera, $1,595*; RM 435* (ps), $1,400*, '53 coupe, $680*, 52 ’54 (62) coupe de Ville, $2,500* (ps); 4& 

, cE en (Oat on ioe’ (ps), *5i| CHRYSLER — '55 Windsor 4-dr., $1,325*| Riviera, $1,475* (ps); Special Riviera,| coupe, $410°. ’51 2-dr., $220°, 2 at $190°.| dr., $2,260* (ps), $2,050* (ps). '51 (62) 

53 Chieftain (8) r., (ps). "52 NY 4-dr., $210* (ps). $1,415*. °54 Century 4-dr., $860; Super| NASH — ’54 Statesman 4-dr., $575. ‘53 4-dr,, $900*; coupe de Ville, $610*; (61) 
ewan — +55 Commander 4-dr.,| PSOTO—'S3 Firedome 4-dr., $510° (ps);| Riviera, $410*. ’53 RM Riviera, $675*| Statesman 4-dr., $345, $290°; Rambler| coupe, $800*. '50 (62) conv., $875°. "49 
8 85. '50 Champion 4-dr.. $170 ’| _ Powermaster 4-dr.. $425* (ps). (ps), $595* (ps); Special Riviera, $550*;| Country Club, $605, $390°. ‘51 Rambler| (62) 4-dr., $365*. 

$9 NEOUS. 46 Dodge %-ton pick- | 2ODGE—’53 Coronet 4-dr.. $525°; Mea-| 4-dr., $480, 52 RM 4-dr., $385° (ps). conv., $230. CHEVROLET ~~ °56 One-fifty handyman, 
MISCELLANEOUS jodge % dowbrook 4-dr., $450°, °52 Coronet 4-| CADILLAC —'56 coupe de Ville, $3,620*| OLDSMOBILE—'56 (98) Holiday, $2,175*| $1,535; Two-ten (6) 2-dr., $1,550*, $1, 

up, $325. _dr., $400°. ’51 Coronet 4-dr., $150*. , (ps); (62) 4-dr., $3,225* (ps). '55 (62) (ps). °55 (98) 4-dr., $1,650° (ps); (88) 465*, $1,425, $1,400, $1,290, $1,270, $1, 

NEW YORK CITY FORD — '56 Country sedan, $1,600*. ’55 coupe, $2,690* (ps), $2,765* (ps). °'54 Holiday, $1,540* (ps), $1,470*; (88) Su- 190. '55 Two-ten (8) station wagon, $1,. 
Country sedan, $1,290°; Fairlane (8) 4- (62) coupe, $1,635* (ps). ’°53 (60) Special per 4-dr., $1,505* (ps); 4-dr., $1,465* 290, $1,275; 2-dr., $1,105*, $1,060, $1,010, 

(Skyline Auto Auction. Sale every Tues- dr., $1,075; Custom (8) 4-dr., $1,000; 4-dr., $1,415* (ps), (62) 4-dr., $975*. (ps). '54 (98) Holiday, $1,400* (ps). ’53 $995, $975, $935, $925. °54 Bel Air 4-dr., 
day. Prices are for sale of Apr. 23.) 2-dr., $910; Main (8) 4-dr., $860; 2-dr.,| CHEVROLET—’56 Bel Air (6) conv., $1,- (88) 4-dr., $725°, $145°*. $870; Two-ten 4-dr., $800*, $725. '53 Be 

(Market off slightly as dealers were $740. °54 Crest (8) Skyliner, $810*; Main 540; Two-ten (8) station wagon, $1,;765* | PACKARD—’53 4-dr., $475* (ps), $315*. Air Sport coupe, $815, $750*; One-fifty 
buying more autos off the block than on. 4-dr.. $440. '52 Custom (8) 4-dr., $255. (ps); 2-dr., $1,290. $1,260, $1,255; Two-| PLYMOUTH—’57 station wagon, $2,350*;| 2-dr., $660. 51 SL Special 2-dr., $300, 
Rough cars were worthless, Sold 99 out | LINCOLN—'53 Cosmopolitan 4-dr., $700* ten (6) 2-dr., $1,300. '55 Bel Air (6) sta- Belvedere (6) coupe, $2,200*. °55 Plaza $275, $220, $200. '50 SL Deluxe station 
of 131.) ‘s . (Ds). ve , tion wagon, $1,340; Two-ten (8) 2-dr., (6) station wagon, $995. '54 Savoy 4-dr., wagon, $370*; SL Special 2-dr., $315, 
BUICK — ‘55 Super 4-dr., $1,325* (ps); MERCURY—’56 2-dr., $1,325. °55 4-dr., $1,130, $940°, $895; Two-ten (6) 4-dr., $595*, $550; Belvedere 4-dr., $685*. °53 $260, $240. 

Riviera, $1,325* (ps). 54 RM conv., $1,- $1,275°*. ’51 2-dr., $230°, $225. $890, $860. '54 Two-ten 2-dr., $610, $590, Cranbrook 2-dr., $425. °52 Belvedere| CHRYSLER — °53 Windsor 4-dr., $575* 

275* (ps); Super Riviera, $1,050°; Spe-' OLDSMOBILE—'54 (98) Holiday, $1,290*; $580, $575. '53 Bel Air coupe, $690; $530; coupe, $245. ’51 station wagon, $310. (ps); NY 4-dr., $550* (ps). '52 NY 4-dr., 

— $460* (ps); Saratoga 4-dr., $255° (ps), 

DeSOTO—’53 Custom hardtop, $575*. °§2 
Custom 4-dr., $375*. 

DODGE—’54 Meadowbrook 4-dr., $520. '53 
Coronet 2-dr., $550*; Meadowbrook 2-dr., 
$530*. °52 Coronet 4-dr., $165. "50 Coro- 
net 4-dr., $210°*. 

FORD—'56 Custom (8) 2-dr., $1,350, §$1,- 
200*; Custom (6) Victoria, $1,270. '% 
Country sedan, $1,385*; Fairlane (8) 
Crown Victoria, $1,275* (ps); 4-dr., $1,- 
235° (ps), $1,180°, $1,075*, $1,025, $895; 
Main (8) 2-dr., $740°. ‘54 Crest (8) Vie- 
toria, $895°, $700°, $690, $650 $610; 
Main (8) Ranch Wagon, $875, $770. '53 
Crest (8) conv., $660; 4-dr., $530; Main 
(8) 2-dr., $430, $390. "52 Custom (8) 2 
dr., $385, $300. "51 Deluxe 4-dr., $215, 
$140. 

MERCURY—’56 Montclair hardtop, $1,550, 
‘55 Montclair 4-dr., $1,355° (ps). 'h 
Custom hardtop, $925. "52 Custom 4-dr., 
$435°. '51 conv., $250; 4-dr., $230°, $135, 
$115°. 

NASH—'56 Rambler hardtop, $1,525*. 
Rambler 2-dr., $615. '53 Statesman 2-dr., 
$250°. ‘51 Ambassador 2-dr., $150*. 

OLDSMOBILE — ‘56 (98) 2-dr., $1,875* 
(ps), $1,585° (ps); 4-dr., $1,860° (ps). 
"55 (88) Holiday, $1,675° (ps). '54 (88) 
Holiday, $1,390°, $1,150° (ps). "52 (88) 
4-dr., $435°; (98) 4-dr.. $140*. "51 (88) 
4-dr., $115°. °50 (88) 4-dr., $100°. 

PACKARD—’'54 (300) hardtop, $810° (ps). 

PLYMOUTH—’'56 Savoy (8) station wagon, 
$1,895°; Belvedere (8) 4-dr., $1,475°; 
Plaza (8) station wagon, $1,460; Plaza 
(6) station wagon, $735. ‘55 Belvedere 
(8) hardtop, $1,160°. '53 Suburban, $630. 

PONTIAC—'55 Star Chief (8) Catalina 
$1,405*; Chieftain (8) 4-dr., $1,240°; 2 
dr., $940. '54 Chieftain (8) 4-dr., $720. 
‘53 Chieftain (8) Catalina, $650°. 

DEBAKER—’52 on club coupe, 





Pick. 
’*47 Studebaker %-ton pickup, 














MISCELLANEOUS—'51 Chevrolet 1%-ton 
cab & Chassis, $500; %-ton panel, $100. 


OMAHA 


(Richard Abel Auto Auction, Sale every 
Prices are for sale of Apr. 25.) 


© 
Thursday. ° 
BUICK—’'57 Special Estate Wagon, $3,220° 
(ps). ‘55 Century Riviera, $1,550° (ps). 
OHEVROLET — ‘57 Bel Air (8) hardtop, 


$2,245° (ps); Sport coupe, $2,220° (ps); 


ARMY TIMES (8) 4dr... $1,755", $1,600"; Two-ten (®) 


2-dr., $1,320; Two-ten (8) $1,250. 
Militar y Market. . AIR FORCE oe, a Rs ang 
* r 4-dr., J : ‘o- 
ES jon ee $950; 4-dr., =. 4 - 
n Air 4-dr 20° 


52 SL Special 2-dr., 
2-dr., $295; 4-dr. 


Automobiles move FAST in the military market, NAVY TIMES omttia fee 1k Calon ches coupe, $270" 


DODGE—'56 station wagon, $1, 
FORD—’57 Fairlane (8) 500 4-dr., $2,280° 


= 
j j i (ps). *56 Custom (8) 2-dr., $1,465°. ‘55 
which has no economic fluctuations and where MEMBERS AUDIT BUREAU OF CIRCULATIONS pa). '8 (Sar, $1Aeoe. 8 


15 weekly Editions reach U.S. $1,145* (ps); Main (8) 4-dr., $1,200. $1,- 


j re ae : : \ $1,200, $1, 
income is high—$8,000,000,000 in pay and allow Armed Forces Everywhere. 140* (ps), "54 Custom ee ar, $798" 


° fl h ° b ° $600. ‘53 Soeniey cocee, $915°; Ne 
ances annually. The way to influence their buying THE AMERICAN -at., $125"; 2-dr., 9035, $065", $506: 


. ° ° 4-dr., $530°; Custom (6) 2-dr., $350°. 
preferences while they are in service and when WEEKEND Eieon-"ts‘ca i semen oll 
family newspaper of U.S. 


they BUY cars is through advertising in Army Armed Forces in Europe. MERCURY—'s6 Monterey 2-cr., $1,850", 


290°. '53 Rambler Country Club, $620. 


° : . OLDSMOBILE—'55 (88) 8 4-dr., $1- 
Times Publications. U.S 745° (ps), "54 (88) Super 2-dr., $1,064 


7 . 
ap COAST GUARD nar. $060". Holiday, $950°, °52 (88) 
Army Times Publishing Company has specialists Magazine PLYM ae oe. Savoy 2-dr., $880. °s 
h hel do busi in thi k Exclusive coverage of this pditia’ Sn aes, 4-dr., $1,450°. 
who can help you do business in this vast market, important Service. hae Geet ta ne, is “S 
° . . . STUDEBAKER— ER ae "inn i 4-d. $775. 
on 4-ar., . 
whether your objective is to reach top brass in ARMY - NAVY-AIR FORCE STUDESAMED.—-86 ‘Champion ¢-dr., S175. 
up, $1,085. '54 Ford %-ton pickup, $475; 


procurement or the trainee with his goal set on his REGISTER truck, $500, "49 GME Keeton pickup, $330. 
first automobile. Contact our nearest office. This “Tops” for covering top MASON CITY, IA. 


> rl a : : policy making levels. (Central States Auto Auction. Sale every 
assistance is yours without obligation. MIL Y Wedsgetes.. Caaene ate ter ante of hae. Se 
e 4 
oe at pee 
2 MARKET BUICK — ‘56 Century station wagon, $2.- 
ARMY TIMES PUBLISHING CO. 300" (pes ar, BLSAB® (oe) 68 Shecit 
“Trade Paper” of Procure- ase en tees Ce ee a 
2020 M ST. N.W. WASHINGTON 6, D.C. ment Officers, PX and 4-dr., $245°. 
k CADI C—'56 (62) 4-dr., $3,310* (ps). 
U. S. OFFICES: Charleston, S. C., Chicago, Detroit, Honolulu, Los Angeles, Miami, Commissary Buyers LA’ r 


"55 (62) coupe, $2,515* (ps); 4-dr., 2,- 
New York, Philadelphia, San Francisco Se ta eae Ce ee a ne 


'52 (62) coupe de Ville, $1,095*; (60) 4- 
FOREIGN OFFICES: Frankfurt, London, Paris, Rome, Tokyo ARMY alt ., Soree (ps). 


CHEVROLET — '57 Bel Air (8) station 

PUBLISHING CO. —— wagon. §2,460°: “4-dr., $2,100, "6. Bel 
ass, ©. sss -dr., $1, 800° (ps), $1,715*, $1,- 

vv) INGTON 6. D.C. 1,525; 2-dr., $1,740°; One-fifty (8) 
ad es C station wagon, $1, '605*; Two-ten (6) sta- 


(Continued on Page 55, Col. 1) 
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(Continued from Page 54) 


tion wagon, $1,530; 4-dr., $1,395°, $1,- 
325, $1.250; 2-dr., $1,310, 2 at $1,320, °55 
Bel Air ‘8) Sport coupe, $1,450; Two-ten 
(8) 4-cr., $1,120; 2-dr., $1,140, $1,065, 
$1,050, $1,040; Two-ten (6) 2-dr., $1,110*, 
3940, $900. "54 Bel Air 4-dr., $745; One- 
fifty 2-cr., $590, ’53 Two-ten station 
wagon, $850; 4-dr., $665; Bel Air 4-dr., 

51 SL Deluxe 4-dr., $295*; 2-dr., 
$265, 50 Bel Air 2-dr., $355*; 4-dr., 
$145°. 


CHRYSLER- '53 NY 4-dr., $730* (ps). ’51 
NY 4-dr., $195°*. 

’57 Coronet 2-dr., $1,935*. 

2-dr., $910°. 

ee 57 Fairlane (8) 500 Victoria, $2,- 
385* (ps); Custom (8) 300 Victoria, $2,- 
085°; 4-dr., $1,850*. ’56 Fairlane (8) Vic- 
toria, $1,860° (ps), $1,625*; 4-dr., $1,- 
620°, $1,495*; Parklane station wagon, 
$1,820*; Custom (8) 2-dr., $1,335. °55 
Country Squire, $1,690* (ps); Fairlane 
(8) 4-dr., $1,310*; 2-dr., $1,115; Country 
sedan, $1,160*; Custom (8) 2-dr., $1,- 
195°;; 4-dr., $1,080*. '54 Country sedan, 
$1,110*; Custom (8) 4-dr., $850°, °53 
Custom (8) 4-dr., $550*°, °51 Custom (8) 
4-dr., $295*; 2-dr., $295. "49 Custom 2- 
dr., $135. 

LINCOLN—'52 4-dr., $490*. ‘ 

MERCURY—'57 Monterey 4-dr., $2,465. '56 
Montclair hardtop, $2,100* (ps). 55 
Monterey coupe, $1,295* (ps); 2-dr., $1,- 
265°. 53 Monterey 4-dr., $790°. 

OBILE—’57 (88) Super 4-dr., $2,- 

665°, '56 (88) Super 4-dr., $2,150° (ps). 
"55 (98) 4-dr., $1,710° (ps); (88) Super 
4-dr., $1,505° (ps); Holiday, $1,485* 
(ps). "54 (88) Holiday, $1,290°. °53 (98) 
4-dr., $975* (ps); (88) Super 4-dr., $925° 
(ps). '52 (88) Super 2-dr., $550° (ps). 

PLYMOUTH—’'57 Savoy (8) 4-dr., $1,865. 


54 


"56 Belvedere (8) 4-dr., $1,685*; Savoy 
(8) 4-dr., $1,520°. °55 Belvedere (8) 4- 
dr., $1,195*; Savoy (8) 2-dr., $1,000; 


Savoy (6) 2-dr., $995. 54 Belvedere 2-dr., 
$700. "53 Cranbrook 4-dr., $605, $455. 
"52 Cambridge 4-dr., $245°*. 

PONTIAC—’'55 Chieftain (8) station wagon, 
$1,385° (ps). 


STUDEBAKER — ’53 Commander hardtop, | 


$705°. 
NEOUS—’50 GMC %-ton pick- 
up, $525. 


LITTLETON, COLO. 


(Colo, Auto Auction, Sale every Monday. 
Prices are for sale of Apr. 22.) 
BUKK—’'57 Special Riviera, $2,520°. ‘56 

Special Riviera, $1,965*, $1,900°; 4-dr., 


$1,730° (ps). "55 Century Riviera, $1,365°*. | 


‘S4 RM conv., $1,150° (ps); Century Ri- 
viera, $985° (ps). °53 Super 2-dr., $725°. 
"62 RM 4-dr., $250°. °51 Special 2-dr., 


cApELLAC—'s7 (62) 4-dr., $5,135° (ps); 
coupe de Ville, $5,125* (ps), $5,025* (ps). 
"66 (62) coupe, $3,500° (ps). °55 (62) 
coupe, $2,650° (ps), $2,605° (ps). ‘54 
(62) conv., $2,350° (ps). "53 (75) 4-dr., 
$1,650° (ps). 

CHEVROLET—’57 Two-ten (8) 4-dr. sta- 
tion wagon, $2,550°, $2,380°; 4-dr., $2,- 
095; Bel Air (8) conv., $2,480°; 4-dr., 
$2,215°. '56 Bel Air (8) Nomad, $2,000°; 
Hardtop, $1,800° (ps), $1,760°; Two-ten 
station wagon, $1,850°, $1,790°, $1,550. 
"55 Bel Air (8) Hardtop, $1,500°, $1,465°, 
$1,370°. '54 Bel Air 2-dr., $785; One- 
fifty 2-dr., $700, $625; Two-ten 2-dr., 
$625. ‘53 Bel Air Hardtop, $755*; One- 
fifty 2-dr., $590. °49 conv., $185. 


R—'55 NY 4-dr., $1,660° (ps). 
"34 NY 4-dr., $1,185° (ps). 
CONTINENTAL—'56 Mark II 2-dr., $6,- 


150° (ps). 

DeSOTO — ‘56 Firedome Seville, $1,965* 
(ps). "55 Firefiite 4-dr., $1,395°. 

DODGE—'57 Sierra station wagon, $3,- 
210° (ps). '56 Coronet (8) Hardtop, $1,- 
735°, $1,450°. °55 Custom Royal 4-dr., 
$1,450°; conv., $1,290* (ps); Coronet (8) 
Hardtop, $1,310*; Coronet (6) station 

Wagon $1,300°. 

FORD—'57 Fairlane (8) Hardtop, $2,195°*, 
$1,760* (ps); Fairlane (8) 2-dr., 
$2,140° '56 Country sedan, $1,750, $1,- 
720°; Fairlane (8) Hardtop. $1,750° (ps), 
$1,735*, $1,715° (ps), $1,610 (ps), $1,- 
450°; Custom (8) 2-dr., $1,480°. ‘55 
Country sedan, $1,475*; Fairlane (8) 2- 
dr., $1,260, $1,200* $1,150°; Thunder- 
bird, $2,100° (ps); Custom (8) 4-dr., 
$1,050, $1,010, $925, $885. "54 station 
wagon, $1,000; Crest (8), $825; Custom 
(8), $500. 53 Crest (8) Victoria, $695; 
Custom (8) 2-dr., $475, $555. °52 Cus- 
tom (8) clup coupe, $240. 

IMPERIAL—’57 Crown Hardtop, $4,825* 
(ps), $4,600° (ps). 

LINCOLN—'55 Capri Hardtop, $1,630* (ps). 
"53 Capri coupe, $1,010* (ps). 

URY—'57 Montclair 4-dr., $2,580° 
(ps). "56 Montclair statidn wagon, $2,- 
200° (ps); Medalist Hardtop, $1,660°. 
55 Montclair 4-dr., $1,525° (ps), $1,485° 
(ps). '54 Custom 2-dr., $845, $660. °51 
Custom 2-dr., $170*. 

OLDSMOBILE—’56 Super (88) Holiday, 
$2,175* (ps); Deluxe Holiday, $1,935*; 
2-dr., $1,605*. °55 (98) Holiday, $1,950* 
(ps), $1,885* (ps); conv., $1,745* (ps); 
(88) 2-dr., $1,500%, $1,345°, °54 (98) 
Holiday, $1,515*, $1,480* (ps). ’53 Super 
(88) 4-dr., $950°. 

PACKARD—’55 Clipper 4-dr., $1,245*. 

PLYMOUTH—'56 Belvedere (8) Hardtop, 
$1,580*; Belvedere (6), $1,490*. '55 Bel- 
vedere (8) conv., $1,225*; Plaza (6) 
station wagon, 2 at $1,075; Savoy (8) 
4-dr., $955; Savoy (6) 4-dr., $830, '54 
Belvedere (6) 4-dr., *. 
INTIAC—'56 Star Chief conv., $1,900*; 
Chieftain (8) Hardtop, $1,490°. °55 Star 

cony., $1,680° (ps), $1,485*; Hard- 
top, $1,430* (ps), $1,420* (ps); Chief- 
tain (8) station wagon, $1,560°, $1,430. 
54 Chieftain (6) 2-dr., $710. 

STUDEBAKER—’56 Commander (8) 2-dr., 
-$1,095*; Flight Hawk (6) 2-dr., $1,410. 
55 Commander (8) 4-dr., $830. 

YS—'55 1-ton pickup $920. 

NEOUS — '55 Ford (8) %-ton 
Pickup, $875, $800. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
3)” Thursday. Prices are for sale of Apr. 


(Sold 327 cars out of 507 offerings.) 
-—'57 Century Estate W: $3,- 


agon, 
350° (ps); Riviera, $2,760* (ps). '56 Spe- 
cial Riviera, $1,775*. ’55 Century Estate 
Wagon (ps); Riviera, $1,535°, 
$1,490° (ps); RM 4-dr., $1,350° (ps). '54 
Super Riviera, ‘ps), 


$1,800° $1,215°; 


CADILLAC—’57 (62) coupe de Ville, $4,- 
(ps), 
(ps), $4,325* (ps), $4,275* (ps). '56 El-| 
dorado Biarritz, $4,500* (ps); 
de Ville,.$3,950* (ps), $3,650* (ps), $3,-| 
640* (ps); sedan de Ville, $3,785* (ps); | 


c 
| 








Special conv., $1,240*; 2-dr., $990*; Rivi- 
era, $940*. '53 RM Riviera, $775* (ps); 
Super Riviera, $750*; 4-dr., $675* (ps). 
Special 2-dr., 


"52 Super Riviera, $475*; 
$290*. ’51 Super 4-dr., $275°. 
750* 


(ps); coupe, $4,650* 


345*; 4-dr., $1,200* (ps). 


(ps). 
Coronet (8) 4-dr., $340*. 
180°; Fairlane (8) 
sedan, $1,900* 
(8) conv., $1,680*; 2-dr., 
$1,435°*. 


$4,470* | 


(62) coupe | 
dr., $500. 
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CONTINENTAL—’56 sedan, $5,650* (ps). 
DeSOTO — ’'55 Firedome Sportsman, $1,- 


DODGE—’56 Coronet (8) Lancer, $1,790* 
‘55 Royal (8) conv., $1,400*, 


FORD—’57 Fairlane (8) 500 Victoria, $2,- 
Victoria, 
Custom (8) 300 2-dr., $1,630. '56 Country 
$1,750*, $1,645; Fairlane 


‘55 Thunderbird, $2,250* 
Fairlane (8) 4-dr., $1,285*; Ranch Wag- 
on, $1,095; Custom (8) 2-dr., $925, $855. 
*54 Custom (8) 2-dr.. $750, $625; 4-dr., 
$590; Ranch Wagon, $645; Main (6) 2- 
"53 Crest (8) conv., $625; Vic- 
toria, $610; Custom (8) 2-dr., $510*, ’51 





55 








CHRYSLER—’57 NY 4-dr., $3,025* (ps). conv., $1,445* (ps); Super Holiday, $1,-| OLDSMOBILE—’54 (88) 4-dr., $950, °50 
"54 Windsor 4-dr., $840* (ps). ’°53 Wind- 375* (ps); (98) conv., $1,365* (ps). '53 (88) 4-dr., $260; 2-dr., $260, '48 (88) 
sor 4-dr., $560*°, ‘52 Saratoga 4-dr., (98) Holiday, $945*; (88) Super 2-dr., conv., $175 
$625* $655° (ps), '52 (88) Super 4-dr., $700°.| pr yMOUTH—’56 Suburban, $1,350. '53 2- 


PACKARD—’'54 Panama hardtop, $855*. 
53 Clipper 4-dr., $250*, 

PLYMOUTH — '55 Belvedere (6) Sport 
coupe, $1,030*; Savoy (8) 4-dr., $950, 
$895; Plaza (6) 2-dr., $710*, $605. '54 
Belvedere 4-dr., $820*. °53 Cranbrook 
Belvedere, $580; Cambridge 4-dr., $390, 
$320; 2-dr., $355°. 


dr., $500, $315, '52 4-dr., $255, $170. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday, Prices are for sale of Apr, 26.) 


(A whiz-bang sale, Plenty of action 


53 


$2,050°* ; 


PONTIAC—’57 Star Chief (8) 4-dr., $2,-| ®md everybody made money, Nice weather 
470*. ’56 Chieftain (8) 2-dr., $1,225, '55| @md lots of clean cars consigned, Sold 
$1,505*; 4-dr.,; Star Chief (8) Catalina, $1,460*; 4-dr., | 209 out of 297.) 


BUICK—’ 57 Special Riviera, $2,695*; Cen- 
tury Riviera, $2,690*. '54 Super Riviera, 
$1,110*; 4-dr., $700°. ’53 Special 4-dr., 
$600*; 2-dr., $460*. '52 coupe, $405*, ’51 
4-dr., $290*. '50 4-dr., $275°*. 

CADILLAC—’56 (62) coupe de Ville, $3,- 
900* (ps); coupe, $3,150* (ps), '55 (62) 


(ps); $1,190*; Chieftain (8) Catalina, $1,310*, 
$1,300*; 2-dr., $990. °54 Chieftain (8) 
station wagon, $1,015* (ps); Star Chief 
(8) Catalina, $900*, $850* (ps), $595. ’53 
Chieftain (8) 4-dr., $625*; 2-dr., $570*, 
$525*, $395*. '52 Chieftain (8) Catalina, 
$365°. '50 4-dr., $260. 








coupe, $3,300* (ps); (60) 4-dr., $3,500*| Custom (8) Victoria, $545. STUDEBAKER—’55 President (8) 4-dr.,| _4-4r., $2,700* (ps). 

(ps). "55 (62) conv., $2,870* (ps); coupe | HUDSON—'55 Wasp 4-dr., $795, '54 Jet| $1,100. '53 Commander hardtop, $450*.| CHEVROLET—’S7 Bel Air (8) Sport coupe, 
de Ville, $2,850* (ps); coupe, $2,525*| 4-dr., $230. MISCELLANEOUS—'’57 Volkswagen Kar-| $2,250° (ps); 2-dr., $1,840°; Two-ten (8) 
(ps); 4-dr., $2,270* (ps); (60) 4-dr.,| IMPERIAL—'57 4-dr., $4,050* (ps), $3,-| mann-Ghia coupe, $2,525; 2-dr., $1,820,| 4-dr-, $1,800°; One-fifty (6) 2-dr., $1,- 
$2,640* (ps), $2,385* (ps). '54 (62) coupe! 920* (ps), $3,800* (ps). ’56 Volkswagen 2-dr., $1,480. '55 Volks-| 720. ’56 Bel Air (8) conv., $1,700°; Bel 
de Ville, $2,420* (ps); coupe, $2,195*| LINCOLN — ’56 Premiere coupe, $2,950*| wagen 2-dr., $1,360, $1,335. Air Sport coupe, $1,565°; 2-dr., $1,515°; 
(ps). '53 (62) conv., $1,625* (ps); coupe, (ps).’ 55 Capri conv., ee (ps); coupe, gales ane a ae he @) Oo 
$1,170* (ps), ’51 (62) 4-dr., $665*. '50| $1,495° (ps); 4-dr., $1,515* (ps). ’54 , $1, ; * 
(62) conv,, $500°, ; Capri conv., $1,200* (ps). N. LITTLE ROCK, ARK. $1,270°; Sport coupe, $1,180; 2-dr., $1,- 
HEVROLET—’57 Bel Air (8) conv., $2,-| MERCURY—’56 Montclair Phaeton, $2,000* (Arkansas Auto Auction, Inc. Sale every| 100; Two-ten (8) 4-dr., $960°. 54 Bei 
300* (ps); Two-ten (8) 2-dr., $1,775; (ps); Custom 2-dr., $1,200*. '55 Monterey| Tuesday. Prices are for sale of Apr. 23.) Air station wagon, $1,000. ’53 Bel Air 
Two-ten (6) 2-dr., $1,550, ’56 Bel Air) 4-dr., $1,215* (ps); Custom 4-dr., $1,070°. (Sold 38 out of 98.) 4-dr., $610°; Two-ten 2-dr., $560. ’51 SL 
(8) Nomad, $2,185* (ps); conv., $1,760*| °53 Monterey 4-dr., $750, '51 Custom 2-| BUICK—'54 Special 2-dr., $1,150*. '52 Spe-| Deluxe 2-dr., $390; 4-dr., $225. °50 SL 
(ps); 4-dr., $1,625*; Bel Air (6) Sport| dr., $290. cial 4-dr., $240°. Deluxe Bel Air, $260. '49 SL Deluxe 2- 
coupe, $1,700*; Two-ten (8) 2-dr., $1,-| NASH—’55 Ambassador 4-dr., $1,200*. °54| CADILLAC—’55 (60) 4-dr., $2,950* (ps).| %:, $165. '47 FL Deluxe 2-dr., $150; 
315; One-fifty (8) 2-dr., $1,180, '55 Bel| Ambassador 4-dr., $800*; Statesman 4-| CHEVROLET—’55 Two-ten (6) 4-dr., $1,-| 4-dr., $105. s 
Air (8) conv., $1,515* (ps), $1,450°, $1,-| dr., $640. °53 Statesman 4-dr., $410°;| 025. '54 Two-ten 4-dr., $660. °53 Two-| CHRYSLER—'56 Windsor 4-dr., $1,900*. 
285*; Sport coupe, $1,445*; 4-dr., $1,285*;| 2-dr., $300; Rambler Country club, $600,| ten 4-dr., $272. '51 SL Deluxe 2-dr., $300. 55 NY 4-dr., $1,750°. icing 
2-dr., $1,175*; Two-ten (8) station wag-| $525. FORD—'55 Fairlane (6) 2-dr., $1,025, '53| DODGE—’57 (500) hardtop, $2,450°. ’55 
on, $1,375*; 2-dr., $950, $775; 4-dr., $835; | OLDSMOBILE — '57 (88) Super Holiday,| Custom (6) 4-dr., $395, '52 Custom (8)| Sportsman coupe, $1,200°. °53 Coronet 
Bel Air (6) Sport coupe, $1,300*, $1,100°.| $3,070* (ps). '56 (88) Super Holiday, $2,-| 2-dr., $475, $425. '51 2-dr., $220. '50 2-| 4-dr., $500°. ’52 Coronet 4-dr., $165°. ’51 
54 Bel Air 4-dr., $815*, °53 Two-ten| 150* (ps). '55 (98) Holiday, $1,795* (ps);| dr., $160. club coupe, $300°. 

Sport coupe, $600; 4-dr., $505; Bel Air| conv., $1,700* (ps); (88) Super Holiday, | MERCURY—'55 Custom 4-dr.. $1,250, '53| FORD—'S7 Fairlane (8) 500 Victoria, $2,- 
4-dr., $540, $460*; One-fifty 4-dr., $385.| $1,700* (ps); 4-dr., $1,575* (ps); 2-dr.,| 2-dr., $300. '52 2-dr.. $250, °51 2-dr.,| 200°; conv., $2,190*. '56 Fairlane (8) 
’50 Bel Air Sport coupe, $405*. $1,190*; Deluxe Holiday, $1,675*. '54 (88) $250, $165. °50 2-dr., $142. (Continued on Page 58, Col. 3) 





USED CAR RECONDITIONING TROUBLES? 





What's your problem? 


Don't know how? 
Can't hire skilled help? 
Takes too long. 

Lack of space. 

Costs too much. 


Here's the solution. 


Write for FREE RECONDITIONING INSTRUC- 
TIONS—Developed and field tested for years 
by the industry's leading used car experts. 
Simple, easy to follow. Complete with time 
studies and costs. 








MAKE EVERY USED CAR AS 


WU 


Be eer I 


GEM] WITH THESE JEWELS 


eee Aa 


LE 7WW 









CONVERTIBLE TOPS 
Stained or discolored? 
Newer hard fabrics 
such as Kotan — Use 
NYLON DYE Regular 
fabrics Look like 
new with DYLAK 
—All 


Included in 


leading new car 
manufacturers Used Car 
Reconditioning Programs 


Available through 11 Master Warehouses, 


colors 


Tints. 


Parts Wholesalers and General 
Distributors from Coast to Coast 


ARNDT-PALMER LABORATORIES, INC. 


Worlds largest exclusive used car 


17730 Dora St. 


reconditioning manufacturer 





Glamour Leathers cracked—faded—dis- 
colored? LEATHER DYE—Simply brush on— 
spray on—easy to apply. All colors. 
High priced car leathers? Ask for 
special color matching service. 


Why install costly seat covers? 
Let sparkling, colorful > 


original uphols 
Muar Help soll ce Ap 


TRUCKS-STATION WAGONS 
Seats Dirty? Clean like magic 
with our famous Universal 
Upholstery Cleaner. 

Seats cracked and 

worn? Replace sur- 

face with long- 

wearing Vinyl 

coating. 


CAR INTERIORS 
Universal Upholstery Cleaner—Restores new car scent and 
original color in one operation when used with Fabric 






















Let us help solve your 
reconditioning problems 
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| Please send me — at no cost, { 
i [] Reconditioning Instructions. 
() Information and prices. 
{ C] Name of nearest available source. : 
! Dealer Name : | 
Street : 
| City _ Stote___| 
| Kind of Dealership 

J 


r 
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High-Power Transistors 


Developed by Motorola 


PHOENIX, Ariz, — Two new 
high-power transistors with 
significant potential in the field 
of audio amplifiers have been an- 
nounced by John T. Hickey, gen- 
eral manager of Motorola Inc.’s 
semi-conductor division. 

Designated the MN-24 and MN- 
25, the new transistors can pro- 
vide 30-35 db gain at less than 
5 percent total harmonic dis- 
tortion when delivering four 
watts of power, Hickey said, 
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Current Prices on New Cars 


The following advertised - delivered 
prices include the suggested base fac- 
tory ist prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment, 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat, wag., $3,166.83. 
Century—4-dr, sed., $3,234; 4-dr. hardtop, 


But Restrictions Hamper Sales... - 
Japanese Auto Needs Grow 


Eprror’s Note: Mrs. George M. 
Slocum, chairman of the board of 
Avtomotive News, is on a world 
cruise contacting key auto dealers 
and distributors on business con- 
ditions. Here is another of her 
reports: 

aa * * 


By Mrs. George M. Slocum 
Chairman, Automotive News 

TOKYO.—Japan doesn’t have 
many automobiles (about 160,000), 
but the nation’s expanding indus- 
trialization and wave of prosperity 
are combining to 

make the car a 


necessity for Jap-| 


anese 
daily pursuits. 


in their} 


Strict govern-| 
ment regulations) 
on importation of} 
foreign autos, de-| 
signed to conserve | 


dollars and pro-| 
tect local 


export market which is slowly be- 
ing developed to adjacent countries. 

Passenger car travel, because of 
extremely bad roads, is confined 
mostly to city limits, whereas motor 
coach travel and trucking, specially 
the use of three-wheeler trucks in 

the farming areas, is considerably 
apparent in the country and 
“feeder” roads. 

Due to bad roads and general 
operating conditions, an automo- 
bile does not have the same life 
as its counterpart has in the U. S. 
It deteriorates much earlier, and 
for that reason loses its second- 
hand value and does not com- 
mand the same tradein impor- 
tance that the used-car market 
does in the U. S. This does, of 
course, accelerate its replacement 
and corresponding turnover of 
new cars on a used-car scrap 
value basis. 

With the U. S.-made automobile, 


indus-| the position is entirely reversed be- 


try, naturally| cause of the scarcity of new or used 


. Slocum 
filing consumer demands. 


work against ful- cars in the market and Government 
| and U. 8S. Forces restrictions against 


Therefore, there are three dis- | re-sale. For instance, on landed cost 
tinct markets in Japan for cars. | by a retail buyer importing his car 


First, there is the market con- 
fined to the U. S. Forces personnel, 
who may import one car per family 
and are not permitted to sell that 


from U. S. and after paying cus- 
|toms duty and commodity tax, he 


| could realize a profit of $3,000 on an 
|immediate sale, say in the Chevro- 


car into the open market for a mini-| let price range, and correspondingly 


mum period of two years. 

Secondly, to better serve tourist| 
and other essential needs, the Jap- 
anese government periodically 
grants special import licenses in 
lots of 500 or more from U. S. and) 
other foreign sources, for the ex- 
clusive use of taxi companies, press 
and radio. 

Third, there is the Japanese) 


| higher on larger cars (if he were 


allowed to sell). 

A similar car in the two-year vin- 
tage range would command its orig- 
inal cost or somewhat higher, de- 
pending on its condition. 


As of March 31, 1956, there were 


157,277 passenger cars registered of 
all makes including domestic and 
foreign source. Of this number, U. S. 
Forces Personnel accounted for 


j} top, $4,258.50; 





|}ard on Saratoga and New Yorker. 


| 169.25; 
| top, $3.141.75; 


$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr, 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr, hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
““15’’—4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
“"75.’' Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 

CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr, hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr, hardtop, 
$5,614.32. Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. | 
models. For V-8s, add $100.) One-fifty— 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr, sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, | 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat, wag., $2,563.32. Bel Air— | 
4-dr, sed., $2,290.32; 2-dr, sed., $2,238.22; | 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, | 
$2,299.32; conv., $2,511.32; 4-dr, 2-seat) 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757..32. Corvette—Hardtop | 
epe. or conv. (V-8 only), $3,465.32. 

CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr, hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
Saratoga—4- -dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
2-dr, hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
Torque- 
Flite, power brakes standard on 300-C.) 

CONTINENTAL — 2-dr. hardtop, ~ $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr, hard- 
top, $2,835.75; 4-dr, 2-seat stat. wag., $3,- 
4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
2-dr, hardtop, $3,084.75; | 
conv., $3,361.25. Firefiite—4-dr. sed., $3,-| 
486.75; 4-dr, hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (Torque Flite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


| 
| 


| cpe. 


| 4-dr, 
| 268.50 


| O-Matic standard on Montclair, 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr, sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed , ea 
711. 50; 4-dr, hardtop, $2,818; 2-dr. ‘hard- 
top, $2, 768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr, 2- seat Suburban, $2,861; 
4-dr, 2-seat Sierra, $2,946; 4- dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Si Ta, 
$3,087; 4-dr, 3-seat Custom Sierra, $3,216. 

FORD—(Prices are for 6-cyl. modelg. 
For V-8s, add $99.98.) Custom—4-dr, sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairlane— 
4-dr, sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr, hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr, hardtop, $2,- 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32; retraetable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr, 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, $2,556.08; 4-dr. 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop | 
(V-8 only), $3,408.12, 

HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet | 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. | 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) } 

IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr, hardtop, $4,837.50; 2-dr, hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; | 
hardtop, $5,406; 2-dr. hardtop, $5,-| 

conv., $5,597.50. LeBaron—4-dr. | 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. | 
Limousine prices not available. (TorqueFlite, | 
power steering, power brakes standard.) 

LINCOLN—Capri—4-ar, sed., $4,794; 4-| 
hardtop, $4,794; 2-dr. hardtop, $4,649. | 
Premiere—4-dr. sed., $5,293.50; 4-dr, hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., 





dr, 


$2,- 


| 644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
| $2,762.80; 


2-dr. hardtop, $2,692.80; conv., 
Montclair—4-dr. sed., $3,187.80; | 
$3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80, Turnpike Cruiser— 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., $4,102.80. Station 
Wagons — Commuter —-2-dr. 2-seat, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony | 
Park 4-dr. 3-seat, $3,676.80. (Merec-| 
Turnpike | 
Cruiser, Voyager and Colony Park. Power | 
steering and power brakes standard on 
Turnpike Cruiser.) | 

METROPOLITAN — 2-dr. hardtop, $1,- | 
527; conv., $1,551. 

NASH — Ambassacor Super V-8—4-dr. 


$3,004.80. 
4-dr. hardtop, 


| $2,054.75; 2-dr. sed., 


|} tom sed., 


| —4-dr, sed, 


| 560.72; 


sed., $2,820.80; 2-dr. hardtop, $2 
Ambassador Custom V-8—4-dr. se 
010.75; 2-dr. hardtop, $3,100.80, 
brakes standard on Custom.) 

OLDSMOBILE — Series 88 — 4-d: 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr 
top, $2,932.47; 2-dr, hardtop, $2 
conv., $3,182.47; 4-dr, 2-seat stat 
$3,202.47; 4-dr, 2-seat hardtop, stat 
$3,313.47. Super 88—4-dr. sed., $3 
2-dr. sed., $2,968.47; 4-dr, hardt« ’ 
257.47; 2-dr. hardtop, $3,180.47; conv., $3. 
447.47; 4-dr. 2-seat hardtop, stat wag., 
$3,541.47. Series 98—4-dr. sed., $3 ye 
4-dr, hardtop, $4,012.55; 2-dr. hardtup 
936.55; conv., $4,216. 55 (Jetaway tree 
Matic, power ‘steering, power brakes stand. 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Fighte. 
matic standard.) 

PLYMOUTH—(Prices are for 6-cy!. mod. 
els. For V-8s, add $100.) Plaza—4-cdr. sed, 
$2,008.50; bus. cpe, 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2. 
dr, sed., $2,147.25; 4-dr, hardtop, $2, 317,25; 
2-dr. hardtop, $2, 229, Belvedere—4-dr . Sed. 
$2,309.75; 2-dr, sed., $2,263.50; 4-dr. hard. 
top, $2, 418.50: 2- dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2- dr. hard. 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2. 
440; 4-dr, 2-seat Custom, $2,493.75; “4-dr, 
3-seat Custom, $2,648.75; 4-dr. 2-seat S 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75, 

PONTIAC — Chieftain — 4-dr. sed., §2. 
527.39; 2-dr, sed., $2,463.39; 4-dr. hard 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr, 
2-seat stat. wag., $2,441.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr, hardtop, $2,735.39; 4-dr,. 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105. 39; Bonneville conv. 
(fuel injection), $5,782. 39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard og 
Bonneville.) 

RAMBLER — Deluxe Six — 4-dr. 
$1,961.45. Super Six—4-dr. sed., 
4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat. 
wag., $2,409.65. Custom Six—4-dr. sed, 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60, 
Super V-8—4-dr. sed., $2,252.60; 4-dr, 2. 
seat stat. wag., $2,539.65. Custom V-8—4. 
dr, sed., $2,342.65: 4-dr, hardtop, $2,427.65; 
4-dr, 2-seat stat, wag., $2,629.65; 4-dr, 2 
seat hardtop stat. wag., $2,714.60. Rebel y- 
8—4-dr. hardtop, $2,785.90. 

STUDEBAKER—Champion 6—4-<r. 
$2,048.99; 4-dr. deluxe sed., §2,- 
170.79; 2-dr, custom sed., $2,000.59; 2-dr, 
deluxe sed., $2,123.09. Commander V-8— 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09. President V-8 
$2,407.29; 2-dr. sed., $2,357.99, 
President Classic —4-dr. sed., $2,538.82, 
Station Wagons—2-dr., 2-seat Pelham 6 
$2,381.59; 2-dr. 2-seat Parkview V-S, $2, 
504.69; 4-dr. 2-seat Provincial V-S, §2,- 
4-dr. 2-seat Broadmoor V-S, §2,- 
Hawks—Silver Hawk 6 cpe., §2- 
Silver Hawk V-8 cpe., $2,263.17; 


( poe 
Sed,, 
hard. 
354.47; 
wag., 
wag., 
130.47; 
ye $3, 


sed., 
$2,122.65; 


cus- 


665.97. 
141.59; 


| Golden Hawk V-8 2-dr, hardtop, $3,181.82. 


(Overdrive standard on Golden Hawk.) 


New Commercial Car Registrations, 
34: States for March, 1957-1956 


Truck registrations by states 
ere released here weekly, as 
compiled by R L. Polk repre- 
sentatives in state capitals. 
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domestic market including three) 
foreign products set up on a pro- 
gressive manufacturing basis and 
limited to 200 units each per month, 
namely, the British Hillman and) 
Austin and the French Renault. 
The truck and bus market 
range from the half-ton three- 
wheeler to the heavy diesel-type 
coach and truck, which are all of 
Japanese manufacture. 
. Foreign residents are severely 
legislated against in the importa-| 
tion of cars and are finding it in- 
creasingly difficult to import a for- 
eign source car for their personal 
use. 

Road transportation in general is 
on the increase in Japan, and local 
enterprise is trying to meet these 
requirements as well as the small 
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No More Patrol Cars 


For Oklahoma VIPs 


OKLAHOMA CITY. — Gov. 
Raymond Gary now is a two- 
Cadillac man. When the State 
bought him a new limousine re- 
cently, he said his 1955 model 
would be kept to transport VIPs. 

“The State has needed a second 
limousine for a long time,” Gary 
explained. “We've had to send 
highway patrol cars to pick up 
important visitors.” He said State 
law stipulates that the governor's 
limousine must be a Cadillac, 
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34 States Reported 
_To Date for March 


Year ‘57 1il| 58375; 732) +~«9S51| 45910) 13612) 1e6i8) | 2519) 539| 1711/2695) 4643| 2926) 161942 
To Date 56) 142) 58962) 807 10618) 50366 | 17831} 21409) 2442) 536 2176} 3131) 3888 1873) 17418! 


“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
yeceeee * insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. k & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co. 


New Passenger Car Registrations, 28 States for March, 1957-1956 
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MeSoto Salesmen Explain Success... 


AUTOMOTIVE NEWS, MAY 6, 1957 





' How a ‘Gripe’ Book Sells Cars 


DETROIT.—A “gripe” book idea 
His paying off for two members of 
\peSoto’s Master Salesmen’s Club. 

The pair, Don Parker, 31, and 
| Ossie Piippo, 38, were among the 
| 4 winners of DeSoto’s treasure 
| chests, filled with 500 silver dol- 


lars. 

f “tt weighed 31 pounds,” said 
Piippo, father of five children, who 
works at Soo Sales & Service in 

§ Sault Ste. Marie, Mich. 

’ parker, who has three children 

and works for Whyte Motor Sales, 
y City, Mich., and Piippo met for 

the first time when they received 
the award and found that they both 
were employing the same idea. 
That idea and their other prac- 
tices paid off to the tune of 225 new 
and used-cars for Piippo in a city of 
2,000 population and 173 for 
Parker, in an area of 55,000 persons. 


The “gripe” book is a small leath- 
erbound notebook with a _ pencil 
contained in a loop in the fold. It 
costs about 60 cents and has the| 
salesman’s name and dealership) 
stamped on the cover. 

They give one to each new-car 
buyer with instructions to note 
complaints about their new cars 
and to keep the book handy in 
the glove compartment. 

Then, when the buyer comes back | 
for the 1,000 and 3,000-mile check-| 
ups, the owner goes over the list| 
with the service writeup man, 

“Some fellows told me that the! 
idea would encourage people to 
find things wrong with their cars,| 
but I haven’t found that it works] 
that way,” said Piippo. “My cus-| 
tomers like the idea.” 
Parker nodded in agreement. | 
“And this way you recognize that) 
there might be minor things show} 
p. When they do, the owner isn’t | 
so apt to resent it and come run-| 
ning to the service department) 
every time something shows up.| 
They wait and have the whole thing 
done at the checkup,” he said. 

Both men agreed that new-car | 
buyers were the most fertile source} 
of other new-car sales. Piippo also} 
said that his business is largely| 
repeat and that he sells his cus-| 
tomers over and over. 

“I don’t forget the buyer once | 
he’s sold,” said Piippo. “First, I | 
arrange a fair deal so I’m not | 
ashamed to face him again, then 
I call and drop in to make sure | 
everything’s turned out alright.” | 

Working on the premise that a| 
buyer is proud of his new car and 
anxious that his friends have the 
thrilling experience of new-car own- 
ership, Piippo and Parker obtain 
good leads from their customers. | 
What about prospecting? Piippo 
said: “I work the telephone, lists of | 
previous buyers, service customers, | 
birdd—.” 
“Friends,” interjected Parker and | 
they both laughed. 
“Ossie and I,” explained Parker, | 
“decided that we wouldn’t call them 
‘birddogs’ any more. We call them 
friends.” 

Both men have sold only one 


emphis P-A Ace 
Cited by Pontiac 


PONTIAC. — James D. Miller, 
Memphis, has been named the out- 
standing parts and accessories man- 
ager among the nearly 4,000 Pon- 
tiae dealerships throughout the 
nation. As national winner in the 
“Belt of Champions” contest, he 
was awarded a hand-tooled leather 
belt with a silver and gold buckle 
set with two diamonds. 

A. L. Drury, Pontiac national 
parts and accessories manager, said 
the award was based on manage- 
ment ability, sales promotion, in- 
ventory control, display, neatness, 
efficiency and initiative. Miller is 
Parts manager for Douthit Carroll 
Sanchez Pontiac. 

The presentation was made at the 
factory where Miller was the guest 
of Pontiac along with 24 other parts 
managers selected as top salesmen 
in their zones. Each zone winner 
received a belt and buckle set with 
one diamond. 










































Wondering how new-car and truck pro- 
a on and sales are making out? AUTO- 
NEWS gives you the entire story, 
Many other pertinent facts concerning 
automotive industry, every week 
uRnhout the year. 






make of car—DeSoto—and both 
have worked for only one dealer— 
Parker for 10 years and Piippo 
for four. 


What’s the reason for their suc- 
cess? “I like to sell cars,” said 
Parker, and Piippo nodded agree- 
ment. 

“You’ve got to like to sell cars, 
and work hard at it. ’'m convinced 
of that,” said Piippo. “If you don’t 
it’s going to be hard to be a suc- 
cess no matter how good you are. 
You can’t put your heart into it.” 

“Yes,” said Parker, “And you’ve 
got to believe wholeheartedly in 
your product to be sincere about it. 
If you’re sincere and enthusiastic, 
the customer will catch it.” 

Parker said he uses films fur- 
nished by the factory in his sell- 

ing. He takes them into the cus- 

tomer’s home and shows them. 

“If they'll give me the time,” he 

said. 

Both men think about selling cars 
all the time. “Isn’t that a beauty,” 


said Parker in genuine admiration, 
gesturing toward an all-black 
DeSoto. 

Again, he saw an Adventurer be- 
ing cleaned on the factory wash 
rack. He poked his head into the 
car. “Whose car is this?” he asked. 

“It could be yours,” answered 
the girl working inside. 

“Now,” he told her, “I like that. 
I’m a salesman and I like to hear 
things like that.” 

Alertness, enthusiasm, belief in 
product, knowledge of product, 
soundness of character, stability, 
willingness to work—these and 
many other things were apparent 
in these two master salesmen. 

What does it take to be a success- 
ful auto salesman? That question 
brought the usual answers about 
hard work, etc. But it brought out 
this significant reply from Parker: 

“Well, 
dealer you believe in and who be- 
lieves in you. A man who'll stand 
behind you and treat his customers 
right.” 





They're Always Selling— 
Ossie Piippo (left) and Don Parker are 

two of the 54 salesmen winners of De- 

you got to work for a| Soto's treasure chest filled with 500 silver 


dollars. Both from Michigan, they are 
shown while visiting the factory in Detroit. 
What did they talk about on their day 


off? Why, selling cars, of course. 


Quality Control 
Society Meets in 
Detroit, May 22-24 


DETROIT. — The 1ith annual 
convention of the American Society 
for Quality Control will be held 
here May 22-24 with convention 
headquarters in the Sheraton- 
Cadillac Hotel. 

Plant tours to Plymouth’s auto- 
mated engine plant, Cadillac’s final 
assembly plant, Ford’s Rouge oper- 
ations, and Parke, Davis & Co.’s 
manufacturing laboratories have 
been arranged. 

The exhibits will be located adja- 
cent to most of the technical 
meeting rooms in the Masonic 
Temple. 

The following divisions will hold 
their annual meetings, preceded by 
dinners at 6:30 p.m., Wednesday, 
May 22, at the Sheraton-Cadillac 
Hotel: 

Administrative applications, air- 
craft, automotive, chemical, elec- 
tronics, and metals technical 
committee. 





“Our Gar Wood-St. Paul distributor 


helps us sell more trucks 


... Says Al Falb, 
Allied-Ford Corp., Bronx, New York 


In the background: H. W. Powell, 
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Merritt-Chapman & Scott Corp.; N. A. 


Jorgenson, Gar Wood Industries; B. W. D’ Anci, Jobnson Drake & Piper, Inc. 


NATION’S TOP FORD TRUCK SALESMAN IN 
1955 AND 1956, AL FALB, REPORTS: “A good 
truck equipment distributor can be a big help in 
increasing volume. And I mean profitable volume 
... Wwe insist on a fair profit on every deal. Our 
Gar Wood-St. Paul distributor helps insure this 
profit. By working with us on package deals, he 
helps us give the customers what they really want— 
a unit that’s fully equipped, from one source, ready 


to go to work. 


“Over and over, our Gar Wood-St. Paul distributor 
has shown he knows equipment. On complicated 
bids he’ll listen to requirements, then come up with 
technical help and other important suggestions. His 
up-to-date knowledge of equipment application and 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan * Richmond, California 

















state axle-weight laws enables us to write our specs 
closely around the customer’s needs. And on the 
big bids, he’s relieved us of much of the paper 


work involved. 


“Field demonstrations arranged by our Gar Wood- 
St. Paul distributor are designed to close tough sales. 
They do just that. Customer good will has been 
built because this distributor shows a sincere inter- 
est in the customer’s problems. It’s meant a lot of 
repeat sales—a lot of first sales!” 

You, too, can take advantage of these sales-making 
services by calling your Gar Wood-St. Paul distrib- 
utor... headquarters in your area for the newest, 
most advanced line of truck equipment on the 


market. Call him soon! 


Piants in Wayne and Ypsilanti, Mich.; Findlay, Ohio; Mattoon, Ill.; Richmond, Calif. 1 














SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
(National Average is 65%) 


gverantee to increase your service absorption figures and fill 
non-productive unapplied time 


labor... 


Flash - A - Call Service Control 





eliminate and 


your shop with cus- 


month, we can install a complete service 


you nothing. We will analyze your pr 
service personnel 


the 
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2170 Seovth Canalport Avenue 
Dept. AN-151, Chicago 8, Ill. 
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1955 — 1956 


CARRIERS 
NEW 


From Ford Engineering 
All 
$35 each 
F.0.B. Detroit 


FELDCO 
13220 Northfield, 
Oak Park 37, Mich. 
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TENNESSEE 


ARE YOUR USED CARS 
SALES DRAGGING? 


Then Do As Thousands Of Dealers Are Doing 
All Over the United States! 


GREEN SHIELD 
HOSPITALIZATION FOR USED CARS 


The F 


inest One Year 
In The Land! 


Warranty 


100% Parts and Labor For One Year 


Anywhere in the United States 


HERE'S WHAT THE DEALER'S SAY! 


Finest Closing Weapon Ever! 
Best Selling Tool Devised! 
World's Best Warranty! 
Customer's Thrilled! 


UNITED STATES CAR TESTING CO. 


5327 W. 3rd St. 


MUrray 1669 


Dayton 7, Ohio 
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Used-Car Auction Prices 





(Continued from Page 55) 


4-dr., $1,500*; 2-dr., 
sedan, $1,560*, $1,475*. '55 Fairlane (8) 
Victoria, $1,410*; conv., $1,335; 4-dr., 
$1,190, $1,080*; Custom (8) 4-dr., $1,- 
110*, °54 Custom (8) 4-dr., $925*, $700°; 
2-dr., $740*. '53 Custom (8) 4-dr., $650*; 
2-dr., $595. '52 Custom (8) 4-dr., $360*. 

IMPERIAL—’57 4-dr., $4,350° (ps). 

LINCOLN—'55 Capri sedan, $1,775* (ps). 

MERCURY —'55 Montclair hardtop, $1,- 
390*; conv., $1,390*, '54 4-dr., $690°. '53 
4-dr., $640, °52 2-dr., $535. °51 Sport 
coupe, $220. '50 2-dr., $125. 

NASH—’53 station wagon, $355. 

OLDSMOBILE — ’56 (88) 4-dr., $2,025*° 
(ps). °55 (88) Holiday coupe, $1,740*; 
4-dr., $1,370*; Super 4-dr., $1,300*, °53 
(88) Super 4-dr., $800*. "52 (98) 4-dr., 
$500°*; (88) 4-dr., $360°,. "51 (88) 4-dr., 
$470*. °50 (88) 4-dr., $350°. 

PACKARD — ’53 4-dr., $475. 
$175°. 

PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 
200* (ps); Plaza (6) 4-dr., $1,615°. °56 
Savoy (8) 4-dr., $1,405*. °55 Belvedere 
(8) hardtop, $1,290*. '53 Cranbrook 4-dr., 
$475; Sport coupe, $400; Cambridge 4-dr., 
$390. '52 Cambridge Savoy, $220. 

PONTIAC—’56 Chieftain (8) Catalina, $1,- 
625°; 4-dr., $1,310* °55 Chieftain (8) 
Catalina, $1,250*. '54 Chieftain (8) 4-dr., 
$720°. °53 Chieftain (8) 4-dr., $650*. 

MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, $1,470. "56 Ford %-ton pickup, 
$920. °55 Chevrolet 2-ton truck, $700. "54 
Ghevrolet %-ton pickup, $625; Ford %- 
ton pickup, $450. ’53 Ford a pickup, 
$390, $275. ’52 International 14-ton pick- 
up, $460. 


"52 2-dr., 


FLINT 


(Fiint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Apr. 24.) 
(Good percentage of cars sold, however 
prices were down slightly. Consignors 
conceded to the general trend of lower 

prices. Sold 141 out of 181.) 

BUICK—’'56 Special 4-dr., $2,000*; Century 
Riviera, $1,850°; Super Riviera, $1,695° 
(ps). "55 RM Riviera, $1,490° (ps); Spe- 
cial 4-dr., $1,375*, $1,180°; 2-dr., $1,- 
320°, $1,210*; Riviera, $985*°; Century 
Riviera, $1,330°, $1,225*, $1,200°; Super 


Riviera, $1,375* (ps). ‘54 Century Rivi- 
era, $1,090°; 4-dr., $910° (ps); Super 
Riviera, $1,070°; 4-dr., $1,025*, $975°; 


Special Riviera, $1,050° (ps). '53 Special 
conv., $640*; Super conv., $545*°; Riviera, 
$510*. '51 Super 4-dr.. $300°; Special 2- 
dr., $195*. "50 RM 4-dr., $115°. 
CADILLAC—-'55 (62) coupe de Ville, $2,- 
790° (ps); (62) club coupe, $2,425* (ps). 


"53 (62) 4-dr., $1,255° (ps). "51 (62) 
4-dr., $315°. 
CHEVROLET — ‘57 Two-ten (8) station 


wagon, $2,480°; club coupe, $1,925*. °56 
Two-ten (8) station wagon, $1,550°; 2- 
dr., $1,285°, $1,265, $1,110. °55 Bel Air 
(8) station wagon, $1,400°%; club cuupe, 
$1,375°, $1,240; 2-dr., $1,155°, $970; 
Two-ten (6) station wagon, $1,225; Two- 
ten (8) 2-dr., $1,050°, $1.015 $920°; 
One-fifty (6) 2-dr., $855, $785. "54 Two- 
ten 2-dr., $690; Bel Air 2-dr., $640. '53 
Two-ten 4-dr., $365. "52 SL Deluxe club 
coupe, $340; station wagon, $225. "51 SL 
Deluxe 4-dr., $165; 2-dr., $120. "50 SL 
Deluxe Bei Air, $200. 
DeSOTO—'51 Custom 4-dr., $125*. 
"53 Coronet (8) 4-dr., $425*, $390°; Cor- 
onet (6) 4-dr., $290. ‘52 Coronet club 
coupe, $395°; 4-dr., $125. 
FORD—'57 Fairlane (8) 500 4-dr., $2,210* 
; Custom (8) 300 2-dr., $1,810*, $1,- 
. "56 Fairlane (8) Crown Victoria. 
$1,580° (ps); Victoria, $1,510° $1,500; 
club sedan, $1,260°; Ranch Wagon, $1,- 
465°; Custom (8) 2-dr., $1,180; Custom 
(6) 2-dr., $1,100. 55 Fairlane (8) club 
coupe, $1,335°; conv., $1,255*; Victoria, 
$1,220°; 4-dr., $1,175° (ps); 2-dr., $1,- 
115*, $930; Ranch Wagon, $1,105; Cus- 
tom (8) 2-dr., $1,020°, $995 $870; 4-dr., 
$920°, $665. '54 Custom (8) club coupe, 
$715*, $635°; 4-dr.. $630, $610°, $610; 
Main (8) 4-dr., $625; 2-dr.. $500. °53 
Country sedan, $680°. ‘52 Crest (8) Vic- 
toria, $435°; Main (6) 2-dr., $265°. *51 
Custom (8) Victoria, $235; 2-dr.. $195. 
*50 Custom (6) 2-dr., $105. 
MERCURY—’'55 Custom station wagon, $1,- 
545°; Montclair club coupe, $1,395*; 
Monterey club coupe, $1,290°*. "52 Custom 
2-dr., $345. '51 Custom 4-dr., $150. 
NASH—'55 Rambler station wagon, $925. 
"52 Statesman 2-dr., $255; 4-dr., $250. 
OLDSMOBILE—'56 (98) Holiday, $2,375* 
(ps); (88) Holiday, $1,740° (ps); 4-dr., 
$1,750° (ps); 2-dr., $1,500°. °54 (98) 
Holiday, $1,290*; (88) Super 4-dr., $1,- 
055° (ps). '53 (98) 4-dr., $840° (ps). °51 
(88) Super 4-dr.. $265°. 
PACKARD—’53 Clipper 4-dr., $280*, $165*. 
PLYMOUTH—’'56 Savoy (6) 2-dr., $1,145. 
’55 Plaza (8) station wagon, $1,070. ’54 
Savoy 4-dr., $465, $445. °53 Plaza club 
coupe, $340. 
PONTIAC—’56 Chieftain (8) 4-dr., $1,- 
"55 Star Chief (8) Catalina, $1,- 


555°. 
360°; Chieftain (8) Catalina, $1,280*; 
2-dr., $1,110*, $910; 4-dr., $980° °54 
Star Chief (8) 4-dr., $785*. °53 Chieftain 
(8) 2-dr., $420, $345. °52 Chieftain (8) 
4-dr., $175*; Catalina, $170°. 
STUDEBAKER — '54 Commander clu b 
coupe, $530°*. 
MISCELLANEOUS—’57 Dodge %-ton pick- 
up, $1,150. 53 Ford %-ton pickup, $475. 


SEATTLE 


(South Seattle Auto Auction. Sale every 

Wednesday. Prices are for sale of Apr. 24.) 
(Buyers paying top prices for good 
cars. Sold 151 out of 238.) 

BUICK—'55 Special Riviera, $1,600*, $1,- 
580°, $1,495°; 4-dr., $1,560°; Century 
Riviera, $1,505* (ps). '54 Super Riviera, 
$1,350° (ps), $1,245* $1,195*; Special 


4-dr., $1,090°. "53 Super Riviera, $890*, 
$785*. °52 Special Riviera, $545*. '51 Spe- 
cial 4-dr., $430°. '50 Super 4-dr., $315*, 


$250. 

CADILLAC—'57 (62) coupe de Ville, $5,- 
330° (ps). ‘55 (62) Sport coupe, $2,980* 
(ps). '54 (62) coupe de Ville, $2,479 
(ps), $2,360*° (ps). ’53 (62) Sport coupe, 
$1,500* (ps); 4-dr., $1,450° (ps), °49 
(62) 4-dr., $375*, $365*, $340°. "47 (62) 
4-dr., $150*. 

CHEVROLET "57 Two-ten (8) station 
wagon, $2.505*; Bel Air (8) Sport coupe, 
$2,470*, $2,345*. "56 Two-ten (8) station 
wagon, $1,650; 4-dr., $1,505. 55 Bel Air 
(6) Sport coupe. $1.575* (ps); Two-ten 
(8) station wagen, $1.545; 4-dr., $1,270* 


$1,450; Country 

























$1,225; One-fifty (8) 2-dr., 
$1,520°; 


(ps), 
'54 Corvette, 
wagon, 
2-dr., 
$605", 


$630, $620. 


2 at $580°, $560°, $415. 


coupe, $135; 2-dr., $125. 
CHRYSLER—’54 NY 4-dr., 

’51 Windsor 4-dr., $305; 

$285*. °48 NY coupe, $125. 


$1,095° 


dr., $305. ~ 1 eet coupe 
DODGE—’'55 Roya » 
"54 ‘Coronet 4-dr., $620. '51 Coronet 4-dr., 
$205. *50 Coronet club coupe, $175. 
FORD—’57 Custom (8) 300 2-dr., $2,020. 
°56 Ranch Wagon, $1,580; 2-dr., $1,550°, 
$1,425, $1,395. °55 Country sedan, 
$1,480* (ps); ee $1,020. 
Country sedan, $1,275*; 4-dr., ; 
dr., $700; Main (6) 4-dr., $625. 53 Cus- 
tom (8) 4-dr., $780; 
Main (6) 2-dr., $555, $495. °52 Crest (8) 
Victoria, $680*. ’51 Crest (8) Victoria, 
$580*; 4-dr., $340, $310, $230, $225. 


(8) conv., $170; coupe, $165. 
HUDSON—’50 Commodore 4-dr., $150. " 
LINCOLN—’53 Capri Sport coupe, $1,125 


(ps). 
MERCURY—’56 Montclair Sport coupe, $2,- 
5° (ps), $2,180° (ps). 
a. 31,685° (ps); Monterey 4-dr., $1,- 
190*. °52 Monterey Sport coupe, $695*; 
conv., $650*; 4-dr., $575*, $400. 

NASH—’55 Statesman 4-dr., $1,255°; Met- 
ropolitan Sport coupe, $815. 

OLDSMOBILE—’ 57 (88) Super Sport coupe, 
$3,150* (ps). "56 (88) 2-dr., $1,955°. 55 
(98) Holiday, $1,930° (ps); (88) Sport 
coupe, $1,790* (ps), $1,775*; conv., 
750° (ps). "54 (88) Super 4-dr., 
'53 (98) Holiday, $1,100° (ps); conv., 
$910* (ps); 4-dr., $910*. "52 (98) 4-dr., 
$490°. "50 (88) 2-dr., $265°, $245°; (98) 
4-dr., $100°. 

PACKARD—’52 (200) 4-dr., $370*. 

PLYMOUTH—’'57 Savoy (8) 4-dr., $2,135°; 
Plaza (6) 4-dr., $1,800, 55 Belvedere (8) 
Suburban, $1,530*°; Savoy (8) station 
wagon, $1,250; Plaza station wagon, $1,- 
175; 4-dr., $1,050. 

PONTIAC—'54 Star Chief (8) 4-dr., $975° 
(ps). °52 Chieftain (8) 4-dr., $460°, 
$390*, "51 Chieftain (8) conv., $490°, °49 
club cou $175°. 

STUDEBAKER—'S3 Champion 4-dr., $495. 
’51 Commander Land Cruiser, $170; 
Champion conv., $165. "50 Champion 4- 
dr., $235, $130. 

WILLYS—’53 station wagon, $620. 

MISCELLANEOUS—’57 Jaguar 4-dr., $2,- 
845. '56 GMC %-ton pickup, $1,115. °54 
Chevrolet %-ton pickup, $730. "53 Stude- 
baker %-ton pickup, $460. ‘52 Chevrolet 
1-ton truck, $580. °51 Chevrolet Delivery 


sedan, $125. "49 Studebaker %-ton pick- 
up, $295. 
DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Apr. 24.) 


BUICK—’56 Super 2-dr., $1,855. "55 Special 

$1,215*, $1,165. "54 Super 2-dr., 

Special 4-dr., $1,085*. ‘53 RM 

. "51 Special 4-dr., $355°. °50 
Special 4-dr., $255, $175. 

CHEVROLET — ‘57 Two-ten (8) station 
wagon, $2,005*. °56 Bel Air (8) 2-dr., 
$1,645; Two-ten (8) 4-dr., $1,495°. "55 
Two-ten (8) station wagon, $1,355*; 2- 
dr., $995; Bel Air (8) 4-dr., $1,255*, $1,- 
175; One-fifty (8) 2-dr., $1,000. "54 Savoy 
2-dr., $800; 4-dr., $605. "52 SL Deluxe 
2-dr., $400, $385°, $375, $370, $305°, 
$255; 4-dr., $315. "51 SL Deluxe 2-dr., 
$305. "50 SL Deluxe conv., $185; 2-dr., 
$170; 4-dr., $165°. *49 SL Deluxe 4-dr., 
$185, $180, $170. °38 2-dr., $150. 

DODGE—’57 Royal 2-dr., $2,405*. °53 Cor- 
onet 4-dr., $530. °49 2-dr., $155. 

FORD—'57 Main (8) 4-dr., $1,880; Custom 


(8) 2-dr., $1,715. "56 Thunderbird, $2,- 
380° (ps); Fairlane (8) 2-dr., $1,615; 
Custom (8) 2-dr., $1,255. ‘55 Fairlane 


(8) 2-dr., $1,090°; 4-dr., $1,055; Custom 
(8) 2-dr., $1,095°. "54 Main (8) Ranch 
Wagon, $1,005, $855; Crest (8) Victoria, 
$855; Custom (8) 2-dr., $655. °53 Crest 
(8) 2-dr., $735; Custom (8) 4-dr., $675*, 
$650, $530, $500; 2-dr., $680, $645, $605° 
(ps), $565, $520, $510, $500, $470; club 
coupe, $545. "52 Crest (8) 2-dr., $520, 
$505. °51 Custom (8) 2-dr., $275*; Deluxe 
(8) 4-dr., $125. "50 Custom (8) conv., 
$340; 2-dr., $330, $270, $155, $140, $125; 
4-dr., $105; Deluxe (8) 2-dr., $105. °49 


Custom (8) 2-dr., $245, $175; conv., $105. | centage sold about 75. There is still a @ 


MERCURY—'56 4-dr., $1,430°. 


$120. '49 4-dr., $205. 


"51 4-dr., 








$930. 
Two-ten station 
$1,135*; 4-dr., $860. ’°53 Bel Air 
’52 SL Deluxe 4-dr., 


Deluxe Bel Air, $425, $390; 2-dr., $250. 
’49 SL Deluxe 2-dr., $185, $125. °48 club 


(ps). 
Sport coupe, 


DeSOTO—’52 Custom club coupe, $345; 4- 
$1,265°*. 


$1,- 
610*; Fairlane (8) Victoria, $1,540* on 
$790; 2- 


Victoria, $755*; 


"50 
Custom (8) 4-dr., $230, $130. '49 Custom 


’55 Montclair 


—___} 
51 





NASH—’53 Super 4-dr., $345, 
4-dr., $110. 
OLDSMOBILE— 54 (88) 2-dr., $1,039. » 
(88) Holiday, $585*; 2-dr., $495*," o5y' 
(88) 4-dr., $365, $245*, $145*. ‘50 > 
$195*. , 
PACKARD—’52 4-dr., $225*. 
PLYMOUTH—’56 Plaza (8) 4-<r., 
’55 Plaza (8) 2-dr., $890. ’54 Savoy 4. 
dr., $605. '53 Cranbrook 4-dr. 
4-dr., $330. ‘ 
PONTIAC—’55 Chieftain (8) station Wag. 
on, $1,340*. °54 Star Chief (8) 4dr 
$880*; Chieftain (6) 2-dr., $675 3 
Chieftain (8) conv., $615*, ’52 e 
(8) Catalina, $355°, °51 Chieftain (8) 
4-dr., $295°, $195*, $175*; 2-dr., 
STUDEBAKER—’53 Champion 2-dr., $3590 
*52 Commander 4-dr., $275. ‘50 Cham. 
pion 2-dr., $115. 
MISCELLANEOUS—Chevrolet %-ton Dick. 
up, $640. ’50 Chevrolet %-ton Pickup, 
$265. '48 Dodge 2-ton truck, $205, 


W. PEABODY, MASS. 


(Peabody Auto Auction, Inc. Sale 

Thursday. Prices are for sale of Apr, 25) 

(Weather was not in our favor thi 
week, but = good percentage sold. Price 
were @ little off. Sold 85 out of 131,) 

BUICK—’53 Special Riviera, $595*; 4a 
$535*, $500°. °51 Special 2-dr., " 
Super 2-dr., $195*. ‘50 Special 4-¢' 
$140*, $125. "49 Special 4-dr., $100, ” 

CADILLAC—’56 (62) coupe de Ville, $3, 
550° (ps). 

CHEVROLET—'56 Two-ten (8) 2-dr,, $1. 
335. ’55 Bel Air (6) 2-dr., $1,275, $114 
"53 Bel Air 2-dr., $740; One-fifty 4a 
$515; 2-dr., $400. 52 SL Deluxe Bel ay 
$500; 4-dr., $365°; 2-dr., $300. '51 gL 
Deluxe 2-dr., $290, $200; Bel Air, ggg 
"50 SL Deluxe 4-dr., $190, $170*; 2a 
$115; FL Deluxe 2-dr., $100. "49 SL De. 
luxe conv., $160; 2-dr., $130. 

CHRYSLER—’53 Windsor 2-dr., $480, 

DeSOTO—'52 4-dr., $300*. '50 coupe, $155, 
49 2-dr., $100. 

FORD *56 Custom (8) 2-dr.. $1,199 
$1,100. "55 Custom (8) 2-dr., $1,079: 
4-dr., $750. '54 Custom (8) 4-dr., $710*; 


























Main (8) 4-dr., $400. ’53 Custom 
(8) 4-dr., $610, $590°; Custom (6) 2-dr, 
$575. ‘52 Main (6) 4-dr., $395; 2-4, 


$325. °51 Custom (8) Victoria, $275; cw 
coupe, $265; Deluxe (8) 4-dr., $180; 2 
dr., $170, '49 2-dr., $105. 

MERCURY—'54 Custom 2-dr., $815*, $790, 
‘53 Monterey coupe, $760*. '49 club coupe, 
$165, $130. 

OLDSMOBILE—'54 (88) 4-dr., $1,160*, "33 
(88) Super 2-dr., $740°. "52 (98) 4-dr, 
$400° (ps). "51 (98) conv., $125*. 

PLYMOUTH—’55 Plaza (6) 2-dr., $775, 'S 
Plaza 4-dr., $310; Cranbrook 4-dr., $575; 
Cambridge 2-dr., $260. "52 Cranbrook 2 
dr., $380. "50 conv., $220; 4-dr., $145. 

PONTIAC "54 Chieftain (8) Catalin 
$950°. °53 Chieftain (8) 2-dr., $790*. 'R 








Chieftain (8) Catalina, $290°. ‘51 2-dr, 
$390°. '50 Catalina, $240*; club coup, 
$160. '49 conv., $135*, $100*. 


STU DEBAKER—’52 Champion 4-dr., $175, 

WILLYS—'51 station wagon, $250, $ 
$195, $100. 

MISCELLANEOUS —.'55 Chevrolet \-ta 
pickup, $800. "49 Chevrolet %-ton pand, 
$100. 

* * * 


— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction, Sale every Thue 7 
day (Apr. 25). We had a very good sak 
this week with practically every make asi 
model represented. A very high percentage 
was sold. 

* * * 


SYRACUSE 

Syracuse Auto Auction. Sale every Wed 
nesday (Apr. 24). We had droves of buyers 
from northern Pennsylvania and all over 
N. Y. state at today’s sale. Extreme pree 
sure was put on our good, good “North 
Country"’ buyers. We need dozens more 
clean cars, especially "54, '55 and "56 mot 
els 

* * * 


Ken Schaefer Auto Auction, Inc, Sab 
every Thursday (Apr. 25). Prices dipped 
slightly here today, Buyers were much mom 
selective than in past weeks. Sold 63 pe- 
cent of our consignments. 

* * 


7 
EBENSBURG, PA. 

Ebensburg Auto Auction. Sale every 
Thursday (Apr. 25). Demand remains hig 
and prices good. Sold 111 out of 120, or # 
percent of offerings. 

* * * 
MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Apr. 26). Market firm. We had 5% 
cars to offer the buyers and they bought 
73 percent. 







* > * 


BEL AIR, MD. 

Bel Air Auto Auction. Sale every Thur 
day (Apr. 25). Today’s sale was good 
usual with prices remaining firm and 






mand for good, clean cars, especially & 
the '55 and '56 year groups. 
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Deal 




















































AMC Dealers Gird for Sales Contest— 


In a ‘series of deaier meetings held across the nation, Nash and Hudson dealet 
have been informed of a new spring sales contest which has as prizes 118 vacati 
trips for dealers and their wives to Hawaii, Las Vegas and Miami. Another 11 
merchandise prizes will go to the runners-up in the contest, which will end June 30 
At the Detroit dealer meeting in the front row are, from left: V. E. Boyd, field sales 
manager; Roy D. Chapin jr., automotive division executive vice-president and gen 
manager, and M. A. Saunders, division sales manager. 
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By Ed Brown 
Staff Correspondent 

NEW YORK.—Who buys foreign 
cars? When discussion turns to 
foreign and imported cars these 
days, this is one of the first ques- 
tions to enter an appraisal of the 
market, And a substantial answer 
is lacking. 

No research is available, such 
as has been applied to domestic 
yehicles. The market is not big 
enough yet to require a large 
sampling. No importer appears 
to be anxious to, or in need of, 
going through the expense of 
determining his exact market. 
Yet, foreign makers appropriate 
advertising budgets, administered 
by reputable agencies. The latter 
must be in a position to substanti- 
ate their choice of media, by giving 
their accounts some idea of what 
market they are trying to reach. 

One agency executive said: “Well, 
I tell you, this foreign market is 
a very strange one. We don’t have 
any definite idea. It’s sort of like 
feeling your way into an unknown 
area, We try to buy so that our 
advertising will hit the greatest 
number people who might be just 
a little bit different. Yet we don’t 
want them to be too different, be- 
cause then our car would get a 
tag which we wouldn't like,” he 
said. | 
“It’s a nebulous sort of thing. We| 
feel that the people we want to 
reach have to lead the crowd, but} 
they don’t want to be known as 
‘different’. It’s not something you 
ean actually put a finger on,” he 
said. 

Many distributors are just as 
confused as the agencies when 
asked for a clear definition of 
their market, Some claim only 
people in the prestige class bother 
with foreign cars. Others say 
their clientele is “different,” but 
add hastily that does not mean 
they wear goatees or long black 
stockings. 

Another advertising executive 
had this to say: “We are preparing 
a new advertising campaign and 
it is my feeling that we must ap- 
peal to young Americans on the 
move, the people who want to 
move up from a used car to a new 
car, but can’t afford a domestic 
model. I believe it’s a great un- 
tapped field) and that is what we 
are going after.” 

Out of the confusion, however, | 
definite patterns have begun to 
appear. The Triumph Sports Own- | 
ers Assn., conducted a poll of their} 
members, which showed some start- 
ling facts concerning sports car 
ownership. The Triumph is a two- 
seater sports car, with a rear jump 
seat for children which has spurted 
into second place in sports car sales 
in the country. It sells for $2,700. 

This car was the only car in the 
family for 37.8 percent of the own- 
ers, 50.1 percent owned two cars 
and 534 percent polled purchased 
their Triumph on some kind of fi- 
nance plan. 

The poll showed that 18.1 per- 
cent earned less than $5,000 per 
year, 38.2 percent made between 
5,000 and $7,500, while 24.8 per- 
cent grossed between $7,500 and 
$10,000 a year. 

A distributor of one of the 
more expensive sports and sedan 

said: “Fifty percent of 
our cars are sold to engineers 
and mechanics of all kinds — 
_everything from plumbers to 
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Dealers, Distributors Give Views... 


Who Buys Foreign Automobiles? 


atomic scientists, These special- 
ists find great ‘do-it-yourself’ fas- 
cination in our engine,” he said. 

“The next 45 percent of our sales 
is accounted for by people inter- 
ested in purchasing a distinctive 
car. These people include doctors, 
lawyers and other professional 
groups, And, frankly, although we 
are world renowned for our racing 
superiority, only about 5 percent of 
our customers are racing enthusi- 
asts,” he said. 

This same man feels that his 
purchasers, and the group he must 
appeal to are above average, but 
by no means can they be called 
odd people, or people with odd 
characteristics. 

“If you had asked me that ques- 
tion five years ago, I would have 
had to say that our market was 
confined to an off-beat group of 
people, but today we have broad- 
ened the base of our market ac- 
ceptance. Now the people buying 
this car would be qualified as sub- 
stantial citizens,” he said. 

On the dealer level there is 
very little confusion, and almost 
no hesitancy about the imported- 
car market. The major dealer 
concern, aside from delivery, is 
to hope that factories and dis- 
tributors are preparing for that 
market in the future, when sup- 
ply meets demand. 

Some of them, 


ex-postwar do- 


one period of shortage and surplus, 
feel that the present state of affairs 
can’t be artifically maintained over 
an unlimited duration. 

They eye the announcements of 
new foreign entries into this market 
as just one stroke of the clock 
nearer the time when real mer- 
chandising again will have to be 
applied to the imported field. Most 
dealers and VU, S. distributors 
quickly admit that they are riding 
the “crest of a wave” of indetermi- 
nate duration. 

“I tell you,” one imported dealer 
said, “I used to sell a different 
make from this one. I had to give 
up that franchise. The guys who 
were bringing those cars into this 
market were asleep at the switch,” 
he said. 

“They confined their appeal al- 





For Jobbers’ Survival . . 


| borhood, 


most exclusively to second-car 
owners, and people with lots of 
class and money, I wasn’t sell- 
ing any automobiles, What they 
have is an economy car, and in 
my neck of the woods it would 
sell like a nickel soda drink 
but half the people around here 
never heard of them. It was a 
simple case of advertising to the 
wrong people,” he said. 

Queried as to who buys his car, 
the dealer said: “Ninety percent of 
the people who buy this car are 
average folks. They want a good 
performing car that gives economy, 
a little distinction and is easy to 
park and maneuver, I’d say that 
most of the people who come in 
here and buy earn about $5,000 a 
year. And they’re young, too.” 

Another dealer said: “I’ve just 
found a great market for myself. 
These people at the Army installa- 
tion in the next town are going for 
this thing in a big way. I tell you, 
a lot of them have had experience 
with it in Europe, and they know 
what they’re buying when they get 
this little economy number, It’s a 
second car for some of them, but 
they prefer a new second car to a 
used one any day. They figure 
they buy fewer headaches,” he 
said. 

The consensus of dealer opinion 
runs like this: More than 75 per- 
cent of the people buying small 
economy imports are buying them 
as a first car; well over two-thirds 
have annual incomes of $6,000 a 
year or less, and by far the great- 
est percentage are average in 
tastes, desires, living habits, family 
life, etc. 

They buy because of low initial 
price, which they would rather 
stretch than buy a used model for 
$200 or $300 less, or a stripped 
down domestic 57. 

This helps prestige in his neigh- 
strangely enough. The 
average man, dealers say, is very 
value conscious and has begun to 
realize that depreciation on his 
import, at this time, is less in most 
cases than on a domestic make, and, 
finally, he enjoys economy of opera- 
tion. 





MEWA Urges ‘Equality’ 


WASHINGTON, — Enactment of 
the “equality of opportunity bill” 
(H. R. 11 and S, 11) is urgently 
needed if independent automotive 
wholesalers are to survive, accord- 
ing to James W. Cassedy, general 
counsel, Motor & Equip ment 
Wholesalers Assn. 

Cassedy’s remarks before a | 
meeting of the Tennessee Auto- | 
motive Wholesalers Assn. were 
inserted into the Congressional 
Record by Senator Estes Ke- 
tauver, Tennessee Democrat, who 
also spoke at the meeting. 

The bill, Cassedy said, is designed 
to plug what he described as a 
loophole in the Robinson-Patman 
Act and end price discrimination. 

Cassedy said the competition 
faced by the automotive wholesaler 
is “rough and very difficult to 
meet.” 

He said that price discrimination, 
exclusive dealing and other prac- 
tices are the “shackles” which close 
the auto dealer and service station 
markets to independent whole- 
salers. 

“These practices,” he said, “en- 
able the car manufacturers and 
major oil companies to monopo- 
lize the car dealer and service 
station markets.” 

Cassedy said that in the industry 
as a whole there are approximately 
1,200 manufacturers of automotive 
products and they are divided into 
three classes: 

1. Original equipment makers. 

2. Original equipment and re- 
placement market. 

3. Replacement market only. 

“In addition, three of the major 
automobile manufacturers—Gen- 
eral Motors Corp., Chrysler Corp. 
and Ford Motor Co.—also manu- 
facture and sell automotive 








products in the replacement 
market,” he said. 

Thus, he said, automotive whole- 
salers who buy parts from the in- 
dependent manufacturers come into 
competition with large auto manu- 
facturers and major oil companies 
which market tires, batteries and 
accessories through oil stations. 


Business Holds 
High Plateau, 
Survey Reports 


WASHINGTON. — Business 
activity has remained high, “not- 
withstanding cross currents that 
have affected particular segments 
of the economy,” according to the 
April Survey of Business released 
by the Department of Commerce. 


It was said that a record flow of 
individual income is a “strong and 
pervasive” element in the current 
situation. 

“Personal income,” the survey 
said, continued to rise throughout 
the first quarter of this year, at- 
taining an annual rate of $337.5 bil- 
lion in March.” This was up nearly 
6 percent from March 1956. 

Business sales early in 1957 were 
at an all-time high the survey said. 
Retail sales were 1 percent below 
February, 1957, and 4 percent above 
March, 1956. 

Consumer prices continued an 
upward trend into the opening 
months of the year, the survey re- 
ported. “In wholesale markets, some 
tapering tendencies in prices de- 
veloped in February and March, 
with the result that the all-com- 
modity index remained virtually 
unchanged from January,” the 
survey said. 
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SAFETY 


Because of maximum driver-vision, girder-type body re- 
inforcement, curb-high steps and heavy-duty bumpers. 


PERFORMANCE —odvonced engineering 
and time-tested body construction assure 
long life and minimum maintenance. 


CAPACITY— of 8, 10 and 12-foot body 
lengths, with maximum usable loadspace, 
and with easy access from sides or rear. 
CHASSIS — Mounted on Chevrolet, Dodge, 
Ford or G.M.C. chassis, the UTILITY offers the 
widest range of chassis and power units. A 
stock of all standard chassis on hand assures 
prompt delivery. 


ADVERTISING — on unobstructed sides 
and rear, flush-closing side doors and large 
usable front-end surface. 


CONVENIENCE —from low side and rear 
steps, 31-inch wide walk-in side doors, com- 
plete accessibility to engine and service 
points, and folding, adjustable seat. 


ADAPTABILITY—With more unobstructed 
loadspace than any other type body, the 
UTILITY is ideal for almost any business in 
city and suburban delivery service. 


LOOK TO UTILITY FOR YOUR MONEY’S WORTH 


For rugged dependability and day-by-day serviceability, the 
UTILITY walk-in will give you greater value and cost less for 
maintenance than any other similar unit you can buy. 

Consult your local Chevrolet, Dodge, Ford or G.M.C. dealer 
for complete information, or write, wire or phone direct to . . . 


UTILITY TRUCK, INC. 


subsidiary of Detroit Office: 
UNION CITY BODY COMPANY, INCORPORATED 18450 Livernois, 
Phone: 424 or 565 ©  ##UNION CITY, INDIANA Phone: UNiv. 1-8800 


YOU CAN SEE. ‘ea} IT’S A UTILITY 
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Fitted With 
WHITE Rubber Saddle Soles! 


2 SIZES 


1. LONG JOHN for WAGONS 
74” Long in UP Position—90” Fiat 
2. STANDARD for All Cars 
56” Long in UP Position—72” Fiat 
Miller Saddles Lock on 
Where Car Top is Strongest. 








FITS ALL CARS! 
CLAMPS SECURELY! 
ON or OFF ih a Jiffy! 
NO HOLES TO DRILL! 


AGENTS—JOBBERS 
Several Good Territories Now Open! 




















— 


MILLER MFG. CO. 







17638 Gd aad Detroit re, 





Halbeisen Motors Opens New 
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© 


Building— 


Halbeisen Motors (Pontiac-Cadillac), Jackson, Mich., has opened its new building 
which has 30,000 square feet of floor space. Another 42,000 square feet is devoted 
to parking facilities and outdoor display space. Frank H. Halbeisen is president of 
the dealership which has been handling Pontiac and Cadillac 18 years. 





NADA Repeats Conference 
On ‘Men, Money and Sales’ 


CHICAGO. — A repetition of | 
NADA’s' highly successful confer- | 
ence on “men, money and sales,” 
first held in New York in March, | 
has been held here. 

It was scheduled to allow 
dealers in the Midwest to experi- 
ence the worthwhile discussions 
which are a part of this confer- 
ence, NADA said. 

Delegates to the first tax meet- 
ing have reported, NADA said, 
savings of hundreds and even 
thousands of dollars. One dealer 
was reported to have said that 80 
percent of his 1957 net is a result 
of his tax savings. 

Meetings scheduled for the fu- 


Scott Paper Offers 


New Discount Plan 


DALLAS. — Garage and service 
station operators have been offered 
a deal by Scott Paper Co. whereby 
they may purchase any combina- 
tion of Scott paper products in five- 
case lots and apply five-case dis- 
count prices to each product in the 
assortment. 

Average savings will range from 
8 to 10 percent, Scott said. The 
offer was revealed during the 
Southwest Automotive Show here. 


ture by NADA in various parts of 
the nation include three confer- 
ences, 

The first will be June 4 in 
Washington on “profits in the 
service department,” and “Men, 
money and sales” will be repeated 
June 27 in Fort Worth, and July 
17 in Denver. 

Eight seminars are planned, the 
first two being in Des Moines May 
7-8 on “the used-car department” 
and “basic elements of the financial 
statement.” 

Others are: 


“Salesmen’s compensation,” and 
“dealership financial management,” 
May 22-23, Washington. 

“The dealer’s financial statement” 
and “the management of salesmen,” 
June 12-13, Washington. 

“Service department profit po- 
tential” and “sales personnel 
problems,” July 9-10, Washington. 

NADA also reported that two 
Young Automotive Managers con- 
ferences will be held. The first is to 
be in Fort Worth on June 28, fol- 
lowed by one in Denver, July 18. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 





Auto Personnel 


Hastings Mfg. Co. has announced 
appointment of Robert F. Healy as 
district manager in the eastern 
division. 

Healy will headquarter in Spring- 
field, Mass., and serve distributors 
and dealers in western Massachu- 
setts, Connecticut, Rhode Island, 
Vermont and New Hampshire. 

+ * = 


Ford Appoints McLean 


In Heavy Truck Sales 


Appointment of John F. Mc- 
Lean jr., as manager of the new 
heavy truck sales department has 
been announced, 

Ford said the new department 
has been established to give em- 
phasis to the marketing of heavy 
and extra heavy trucks, McLean, 
former manager of the truck 
sales promotion and training de- 
partment, has been with Ford 
since 1946, 

> e * 


Motor Wheel Reassigns 


Automotive Sales Staff 


Reassignment of key sales per- 
sonnel in the merchandising and 
truck sections of the automotive 

sales division of 
Motor Wheel 
Corp., has been 
announced, 

H. C, Salzer, 
formerly assistant 
purchasing agent, 
has been appoint- 
ed manager of the 
merchandising 
section, Anson D. 
Grimes has been 
named _ assistant 

H. C. Salzer manager. Jack 
Logan has been appointed field 
sales representative. 

Leigh Virgil, formerly assistant 
sales manager of the merchandis- 
ing section, has been made assist- 
ant sales manager, truck section, 
under R. J. Kinney, truck section 
sales manager. 

* 


Mercury Boosts Burke, 


Raine in Field Sales 

J. Basil Burke has been named 
Mercury district sales manager 
in Chicago. He previously was 
sales manager in the Washington 
district. 

Succeeding Burke in Washing- 


* * 


New PLUS PROFITS from GULKO! 


for CHEVROLET - 


“Gen-U-inE” heavy duty CARGO SIDE RAILS 


FORD - 


DODGE +« GMC 


INTERNATIONAL 


“Gen-U-inE” Custom Tailored 


TONNEAU COVERS 


| 


ton is James A, Raine, formerly 

assistant manager of the New 

York sales district, 
> * 


* 


Reo Appoints Bayley 

Clifford N. Bayley has been ap- 
pointed manager of the Reo fac- 
tory branch in Albany. He has been 
associated with Reo for nine years 
and has been a wholesale, repre- 
sentative at Albany, 
* + * 


Lipe-Rollway Appoints 


Zimmerman to High Post 


Robert M, Zimmerman has been 
appointed general 
manager of Lipe- 
Rollway Corp., 
Syracuse. He will 
be responsible for 
all operating 
functions for the 
company’s heavy- 
duty clutch and 
machine too! di- 
visions. 

Zimmerman 

joined Lipe-Roll- 

R. M. Zimmerman way in 1956 as 

assistant general manager after 

serving as manufacturing vice- 

president at Atkins-Saw division of 
Borg-Warner Corp., Indianapolis. 

* * * 


Clark Boosts Haar 


Arthur N. Haar has been named 
western regional sales manager 
for industrial sales by Clark 
Bros. Co., Olean, N. Y. He will 
make his headquarters at the 
Clark Chicago office located in 
the Palmolive building. 

of * . 


Hobbie to Cincinnati 

Appointment of Lawrence D. 
Hobbie as district sales manager of 
Electric Auto-Lite Co., replacement 
sales, with headquarters in Cincin- 
nati, is announced by Auto-Lite 
Regional Sales Manager F. G. 
Vanzo. Hobbie has been district 
sales representative since 1955 in 
Pittsburgh. 


Duffy in Charity Post 


Irving A, Duffy, vice-president in 
charge of Ford Motor Co, tractor 
and implement division, has been 
appointed chairman of the United 
Funds Advisory Committee of 
United Community Funds and 
Councils of America. 

> * +. 


Sherwood Moves Up 


Elisworth H, Sherwood has been 
elected vice-president, Interna- 





| been assistant vice-president since 


tional Division, of National Malle- 
able Steel Castings Co. He has 


1956, Lawrence A. Pomeroy jr., 
National’s traffic manager since 
1946, has been promoted to as- 
sistant manager of the Interna- 
tional Division, the second highest 








post in the department. 
« ” = 


DeSoto Switches 3 in West 

Y. M. Posthuma, DeSoto Los An- 
geles regional manager, announced 
the following changes in his staff. 
Wilber Leifhelm, formerly district 


Hansen, management serv! :es m 

ager, and James A. Gundry, a 
ministrative manager. The regional 
office which is located a- 919 x 
Michigan Ave., will coordinate 4 
new _ division’s distribution apna 
marketing activities in a 13-stgt, 
area through district sales officg 
in Chicago, Minneapolis, De 
Moines, Kansas City and St. Louis 

ol * * 


Bendix Appoints Voorhees 
To Head Foreign Sales 


Theodore Voorhees has been 
pointed general manager of the Ip. 
ternational division of Bendix Ay. 
ation Corp., according to Charl 
Marcus, vice-president and grou 
executive of the company. 

Voorhees had been assistant gep. 
eral manager, having been name 
to that position in 1948, a year afte 
he joined the International division! 

* + *” 
Packard Electric Names 


Hamilton and Hamilton 


Packard Electric division of 
General Motors Corp. has trans- 
ferred C. B. Hamilton, m 
of the Detroit district office for 
eight years, to Warren as equip- 
ment cable sales manager, 
Hamilton joined Packard Elec 
tric in 1936, 

Also announced was promotion 
of Oliver L. Hamilton to mer. 
chandising manager in charge of 
sales of replacement cable prod- 
ucts in aviation and automotive 
fields, as well as advertising, sales 
promotion and export sales. He is 
assisted by Frank W. Adkins jr, 


service sales supervisor, 
* * + 


Firestone Ups McCready 


Charles J. McCready has been 
named general manager of Fire 
stone Tire & Rubber Co.’s Fall 
River (Mass.) plant, according to 
P. P, Crisp, president of Firestone 
Industrial Products Co. He will 
succeed Frank L. Armitage, who 
will retire May 31. 

McCready is an 18-year vete 
with Firestone. He was manage 
of the plant’s Foamex division 


prior to his recent promotion. 
om * * 


Ford Appoints Chase 


In Kansas City Sales 

Appointment of Wilbur Chase ¢. 
as Kansas City district sales man- 
ager for Ford division has been an 
nounced, 

Chase succeeds Thomas H., Hol- 
den, who has been named to the 
staff of James J. Nance, marketing 
vice-president, Ford Motor GC 
Chase joined Ford division in April, 
1946. 


> ® * 


Plymouth Names Hill 


In Special Events 
William O., Hill has been ap 
pointed special events manager of 
Plymouth and will develop and co 
ordinate special events under d- 
rection of Louis T. Hagopian, di- 
(Continued on Page 61, Col. 1) 
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| manager in the San Joaquin Valley,| |. +} ‘ 
|has been promoted to Los Angeles t 
city manager; R. A. Larson, for- 
|merly manager of the Pasadena 
district, will take over Leifhelm’s 
|former district and, C. W. Fischer 
| will manage the Pasadena district. 
* * * 


Mossop and Gunn Named 


American Motors Canada, Ltd, 
has named U. D. Mossop, assist- 
ant Hudson sales manager, to 
eastern zone Hudson sales man- 
ager, and Garnet R. Gunn, as- 
sistant Toronto Nash zone man- 
ager, to eastern zone Nash sales 
manager, 






White vinyl plastic material with elasticized 
backing to insure long trouble free life. Water, 
weather, and battery acid resistant. Minimum 
installation time. 


List Price (Short W.B.) $39.95 
List Price (Long W.B.) 44.95 


Designed and engineered for rugged service. Con- 
structed of triple chrome plated 144” seamless 
steel tubing and heavy formed stanchions. In- 
stalled in minutes. 


List price complete set $34.95. 





* * 


Goodrich Names Warner 


Serge I. Warner has been named 
manager of sales services for the 
B. F. Goodrich Tire Co., Akron. 
Warner joined B, F. Goodrich in 
1936. 
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‘Come and Get It'— 


Employes at Don Rohyan's Ford, Int 
Columbus, O., now get hot soup “pick 
me-ups" for lunch and afternoon breaks 
thanks to a hot food vender which dif 
penses up to 10 varieties of soups | 
individual eight-ounce cans. Here Nelson 
W. King, one of Rohyan's 75 employes 
vends himself some late-afternoon nourish 
ment. 


 — 


Edsel Names 3 Managers 


For Midwest Sales Office 


Three key managers in the Mid- 
west regional sales office of Edsel 
have been announced. 

Named were John P. Wynn, ad- 
ministrative manager; Fred O. 
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rector of advertising and sales 

otion. 
Peel joined Chrysler Corp. in 
January, 1952, as a district man- 
ager of Dodge on special assign- 
ments. Later that year he was 
transferred to the Dodge advertis- 
ing department, In February, 1954, 
he was given responsibility for 


Dodge special events. 
* a 











Ford Appoints Chambers 


To Marketing Position 
Appointment of Robert W. Cham- 
bers as market representation and 
planning analysis 
manager, Ford 
Motor Co. has 
been announced. 
Chambers has 
held managerial 
positions in sev- 
eral Lincoln and 
Mercury car mar- 
keting depart- 
ments since join- 
ing Ford in 1950. 
He was named 








ge of & BW. Chambers manager of mar- 
prod- § keting analysis and planning for 
1otive @ Mercury in 1956. He is responsible 
sales § for coordination and analysis of the 
He is & company’s market representation 
1s jr, @ plans and programs. 
* * * 

Associates Elects Heron, 
ly Shore Vice-Presidents 
hn Election of two new vice-presi- 
Fal dents of Associates Investment Co. 
is announced by Robert L. Oare, 
ing to hai 
estone . 
will Robert J. Heron, formerly vice- 

president of Associates’ personal 
, Who joan subsidiaries, and Paul M. 
~ Shore, formerly assistant vice- 
naget 
si}! NCPR Launches 

. 
Campaign for 
6 g! 
‘ Car ‘Drain-Out’ 

ase jr. 
man- DETROIT. — The National Con- 
nan-@ gress of Petroleum Retailers is 

launching a campaign to sell car 
Hole @ Owners on the benefits of spring 
o the drain-out of anti-freeze and cool- 
ceting§ ing system servicing through a 
r Co @ national publicity and advertising 
April, § program. 


Cash B. Hawley, NCPR president, 
said, “Offering customers drain-out 
and cooling system service as part 
of a regular spring checkup pro- 
gram is not only a profitable busi- 
ness for retailers, it is also a good 
‘hood opener’ leading to profit op- 
portunities on sales of cooling sys- 
tem cleaners, rust inhibitors, ther- 
mostats, water pumps, fan belts, 
hose connections, etc.” 

The campaign, which urges car 

owners to have their winter-worn 
anti-freeze drained and their cool- 
ing systems serviced by local deal- 
ers, will be kicked off with a half- 
page Saturday Evening Post ad 
May 25. 
There will also be editorial mat 
Weleases urging anti-freeze drain- 
out to be distributed to several 
thousand weekly papers. 










‘Memory’ Radio 
Remote-Control Set 


Bared by Ford 
DEARBORN. — A “remote-con- 
trolled radio receiver with a mem- 
ory” has been developed by Ford 
r Co. engineers. It can be in- 
stalled under the back seat or in 
the rear trunk. 
receiver is operated by a 
Push-button box on the instrument 
Panel, freeing panel space needed 
other purposes. “Our device is 












Moving parts and requires less 
servicing,” according to Charles W. 
, Manager, electronic and 
acoustical department, Ford engi- 
neering staff. 
It has an improved automatic 
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“pick S8rch-tuning mechanism that is 
reoks, Practically instantaneous. If the 
n dik ion being listened-to leaves the 


, the tuner will find another sta- 







ps 
Jelson "ON automatically,” Thomas said. 

loyes, € remote-controlled unit is 
urish’ @°*Reduled for installation in some 
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uto Personnel 







(Continued from Page 60) 
| president in charge of Associates 


| personnel department, were named 
| to the new posts. 


Oare also said that the directors 
| elected Edward A. Gobdel as as- 
| sistant comptroller and Kenneth 
| I. Heck as assistant secretary for 
| the company. 
| * 

Dunlop Names Wilson 


James Wilson has been appointed 
| Boston division sales manager of 
|Dunlop Tire & Rubber Corp. Wil- 
|son joined Dunlop in 1954 as a 
salesman in the Buffalo division 
and later served as truck and bus 


tire representative. 
* + 


Pipkin to New Orleans 


James A. Pipkin, former regional 
district manager for the Ford Motor 
Co. in Kansas City, Mo., has been 
appointed assistant district sales 
manager in New Orleans for the 
firm’s new Edsel division, with 
offices at 2640 St. Charles avenue. 

* ” * 
Seiberling Gives Towe 


Special Sales Task 


E. T. Towe, former manager of 
Seiberling Rubber Co.’s Akron 
sales district, has been given a 
special sales assignment. Frank 
Hager, former assistant manager 
of the district, has been named 
Towe’s replacement. 

Towe is now engaged in sales 
development work and other 
special duties connected with the 
sales manager’s office, according 
to L. M. Seiberling, vice-president 


* * 


* 





in charge of sales. 
* = 


AP Parts Appoints 


Wheaton in Calif. 


Cleo J. Wheaton has been named 
territory manager of AP Parts 
Corp. He will headquarter in San 
Francisco and will cover 14 cen- 
tral California counties. 

Wheaton replaces D. S. Bruce 
who has assumed a position with 
the Miracle Power division of the 
company. He has been associated 
with AP for three years and has 
been serving as a sales representa- 
tive in the northern and central 
California areas. 

a 


* * 


Clark Appoints Ragsdale 
Clark Equipment Co. has ap- 


pointed Steve Ragsdale manager of | 


development of its Materials Han-| 
dling Development Center, accord- 
ing to L. A, DePolis, general sales 
manager of Clark’s Industrial 
Truck division. 


Allied Motor Parts | 


Names Hamilton 


DETROIT. — J. C. Hamilton has 
been appointed general manger of 
Allied Motor Parts Co. He formerly 
was with Perfect 
Circle Corp. for 17 
years as manager 
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of standards and methods and in 
1955 was named manufacturing) | 
superintendent, the position he held} | 
at the time of his transfer to| ~ 


Rochester Products. 
* * 


aa 


IH Promotes Setser 


O. R. Setser has been ap- 
pointed assistant supervisor of 
International Harvester truck na- 
tional user, fleet and leasing 
dealers accounts and sales to 
manufacturers, He formerly was 
supervisor of fleet sales in the 
company’s southwest region. 

* + * 


Fisher Body Ups Cook 


George R. Cook has been named 
general director of purchasing for 
Fisher Body division. He replaces 
Jesse B, Hildebrand who has been 
granted an extended leave of ab- 
sence due to illness. Cook joined 
Fisher Body purchasing in 1927 
and has been executive assistant of 
the department since 1952. 

* * * 


International Picks 
8 for Positions 
In Truck Division 


Appointments at the general of- 
fice and district sales offices have 
been announced by the motor truck 
division of International Harvester 
Co. 

J. E. Davis has been named as- 
sistant general supervisor of the 


truck parts and merchandising sec- | 


tion in Chicago. 

J. F. Adams has been named 
eastern truck region manager and 
succeeds W. E. Callahan, promoted 
to assistant truck sales manager. 
R. C. Brown has been appointed 
east-central truck region manager. 

W. L. Bell has been promoted to 
assistant manager at the Tulsa, 
(Okla.) truck district and replaces 
C. R. Roderick who has been named 
southwest regional parts and serv- 
ice representative. 

W. E. Keehan has been named 
assistant district manager, Cincin- 
nati. J. F. McCaffrey, assistant dis- 
trict manager at Detroit, has been 
transferred to the Baltimore district 
in the same capacity, This places 
a second assistant manager at that 
location. 


Vila Now U.S. Rubber V.-P.; 


Heads Naugatuck Chemical 
George R, Vila has been elected 
a vice-president of United States 
Rubber Co. and appointed general 
manager of Naugatuck Chemical 





of replacement 
sales. 

New officers of 
Allied Motor Parts 
are Richard C. 
Colyear, Los An- 
geles, president; 
Robert L. Stacey, 
Detroit, vice-pres- 
ident and treas- 
urer, and Myron 
L. Buck, Detroit, secretary. 

The newly elected board of di- 
rectors consists of Colyear, Stacey, 
J. H. Baldwin, Indianapolis; C, T. 
Reinberger, Cleveland; F. F, Rohrer 
jr., Pittsburgh; H. A. Bradley jr., 
Philadelphia and Wilton Looney, 
Atlanta. 





J. C, Hamilton 


* x * 


an all-electronic unit having no|GM Transfers Bittle 


To Rochester Products 


James F. Bittle has been appointed 
director of work standards and 
methods for the Rochester Products 
division of General Motors. 

Bittle joined General Motors in 
1939 with the Inland Mfg. division 
and was transferred to the Moraine 
Products division in 1942 as super- 
visor of standards. In 1946 he was 
transferred to the GM manufactur- 
ing staff in Detroit as an industrial 
engineer. He returned to Moraine 
Products in 1953 as superintendent 


FOR 
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Lucas, field sales manager; Robert 
C. Gannett, in charge of automotive 
foam products and floor mat sales; 
;| John E. Rennard, department oper- 
_jating manager; Anthony W. Web- 
ner II, manager of automotive foam 
products sales, and H. Douglas 
_|Hurlburt, manager of automotive 
| |floor mat sales. 

, * * * 


Van Allen Named 


The Overseas Automotive Club, 
New York, has announced the elec- 
tion of C. W. Van Alien, export 
sales manager of Walker Mfg. Co., 
Racine, Wis., to its board of direc- 


tors. 
x * a 


AMA Names Elliott 


Glenn D. Elliott, Buick rate 
supervisor, has been elected 
chairman of the Rate Committee 
of the Automobile Manufacturers 
Assn, He succeeds Avery Par- 
sons, assistant traffic manager, 
Chrysler MoPar division. 

* * + 


Nelkin Appointed 


gy E. C. Nelkin has been appointed 
as the Midwest regional general 
~|manager for Registered-Tested 
Cars, Inc., nationwide auto war- 
ranty service. He will maintain 
offices in Detroit. 
> * 7 


Kenworth Picks Prestrud 


Deer ose aa Pe ad 


Parkas 


gt ea 


Auto-Lite Parts Cabinet— 


This metal service parts cabinet with | 
a tailored inventory control plan is a/| 


feature of the new Auto-lite Business| pars O, Prestrud has been named 
Expansion Program that has been intro- | vice-president and general manager 
duced by Electric Auto-lite Co., Toledo. of Colorado Kenworth Corp. at Den- 
The cabinet, which is 24 inches wide by| yor Prestrud replaces Don Ward, 
12 inches deep with a 24-inch high base who has resigned to operate a truck 
and 15-inch top section, is of dowel joint | line. 
construction to permit the addition of more | 


> * 
integrated cabinet space as the service | : 
operation grows. The top section has White Names Sheehan 


drawer space to file the Auto-Lite service| David Ww. Sheehan has been 
manvals bulletins that are one of the many | Named territory manager for White 
extras of the expansion program that in-| Motor Co. Sheehan's office will be 
cludes technical training, personalized in- | in Rochester, Minn., and his terri- 
ventory according to a particular opera-| tory will include Minnesota, North 
tion needs, and the compact cabinet itself | Dakota, South Dakota, Michigan, 
for orderly stocking of all fast-moving | lowa and Wisconsin. 


service parts. ee 


Kendall Promotes Hummel 
Cari G. Hummel jr. has been ap- 


key, who retired after 42 years with | 


the company. 
t _ | Pointed assistant to the marketing 
Vila formerly was assistant gen | vice-president of Kendall Refining 
eral manager of Naugatuck Chem- |Co. He has been with Kendall since 
ical. He joined the company in 1936 | 1940 


and has held several sales, * * 
search and development ee 3M Promotes Worden 
Goodyear Fills 5 Posts |_ Arthur M. Worden has been pro- 


= moted to Boston branch sales man- 

In Engineered Products — for the industrial trades tape 
Goodyear Tire & Rubber Co. has division of Minnesota Mining & 
set up five new managerial posi-|Mfg. Co. St. Paul. Formerly as- 
tions in its engineered products de- | signed to the St. Paul branch, he 
partment, formerly the automotive | succeeds A. S, Drew, who has re- 
products department. | tired from active sales manage- 


> 


| division. He succeeds John E. Cas- Filling the new posts are Julius A.' ment activities. 


Vie Wow (267 OD enlotte 


REDESIGNED 


FOR THE LONG, LOW 
"57 AUTOMOBILES 


RE-ENGINEERED 
MAXIMUM 


REFRIGERATED CAR 
AIR CONDITIONING 


The industry pace-setter — 


now with even more 


exclusive features. Push- 


button controls, 


2-speed fans, three 360° 
adjustable louvers — and 
now the Mobil-D- 
Top performance, low cost 
—and you can take it 


with you! 


MOBIL-AIRE 


BOX 122 





two 


Wise WModu-D-Veenr of 1957 


Icer! 


WRITE OR WIRE FOR ILLUSTRATED 


BROCHURE AND PRICE 


INFORMATION 





MANUFACTURING COMPANY 
DENISON, TEXAS 





62 


AUTOMOTIVE NEWS, 








Front Entrance— 


The forward panel of the Morag, a 
Swiss truck, is hinged and swings ovt- 
ward, providing a front entrance. Long 
iron bars and similor items are carried 
along the sides of the vehicle. 


FTC Glass Order 
Halts Ford Edge 


WASHINGTON. — The Federal 
Trade Commission has approved a 
consent order prohibiting Pitts- 
burgh Plate Glass Co. from selling 
auto safety glass to Ford Motor Co. 
at prices lower than those charged 
Ford’s competitors. 

A commission complaint of last 
December had charged Pittsburgh 
Plate with granting Ford prices 
from 32 to 67 percent below those 
given its other customers, in viola- 
tion of the Robinson-Patman Act. 

‘ he agreement is for settlement 
pu: poses and does not constitute an 
adriission by Pittsburgh Plate that 
it has violated the law. 


FULL 1 
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Auto Letter from Europe 


7. spring the German tire in- 
dustry is offering tires with 
tread made out of synthetic, cold 
rubber. Better adhesion to the road 
is the main argument for this 
switch. 

Automation has come over Ger- 
many like the proverbial March 
wind. While every type of automa- 
tion has come into being, I found 
especially interesting those tool ma- 
chines which permit quick changes 
of the operations without much 
downtime. 


There is a type, probably also 
known in the U. S., which works 
in an interesting manner. When 
the machine must be changed to 
a new and different operation, 
the worker instructs the machine 
by turning out the first piece by 
using the various pushbuttons for 
the up to 10 phases of the opera- 
tion. 


Having finished the first piece, 
he turns on the automatic button 
and the -machine begins quickly to 
turn out similar pieces by means of 
the electronic memory control 


panel. 
> 


Hydrostatic Drives 


YDROSTATIC drives are com- 
ing out all over — at least it 
seems that way. I know of two 
firms working on them, and 
Kaemper, of Berlin, also has some 
of these new types of transmissions 
in preparation. 
> 


* + 


BMW Overcomes Crisis 


AVARIAN MOTOR WORKS, 
Munich, seems to have over- 
come the serious crisis which has 


YEAR 


plagued them for quite some time. 


A new division has been formed 
for the production of small gas 
turbines. Also, in the automotive 
field, new items are expected this 
year. 

First on the agenda should be a 
larger addition to the Isetta motor 
coupe which will seat four persons 
and should probably be powered by 
the 600-Cubic-centimeter, two-cylin- 
der BMW motorcycle motor. The 
price reportedly will be about $950, 
F.O.B. Munich. 


* * > 
*‘Double-Deck’ Service 
yi doing some research in 
West Germany for a sound 
slidefilm manuscript, I visited a 
number of new service shops and 


600 School Buses 
Awarded by N.C. 


RALEIGH, N. C.—The State has 
ordered 600 new school buses at a 
total cost of $2.3 million. Delivery 
is expected before the opening of 
school next fall. 

Among the successful bidders 
was Perley A. Thomas Car Works, 
High Point, awarded a contract for 
50 forward-control, 72- passenger 
units on GMC chassis at $6,885.39 
each, and a contract for 150 54-pas- 
senger Chevrolet units at $3,777.36 
each, 

Hackney Body Co., Wilson, was 
awarded a contract for 200 48-pas- 
senger units on Chevrolet chassis 
at $3,516.09 each and 25 36-passenger 
units on Chevrolet chassis at $3,- 
137.26 each. 
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was surprised by the increase in 
double-deck service stalls. 

Instead of the old-time pit, the 
entire length of the shops has 
been converted to a lower floor, 
which is well lighted and venti- 
lated. Some shops have vantage 
points for customers who wish to 
look at their vehicles from under- 
neath. 

When I asked why not use hoists 
instead of this arrangement, I was 
told that this setup permits two 
men to work at the same time, one 
from the top and one from under- 
neath. 

In several Volkswagen shops I 
found another idea put into prac- 
tice. 

When the car is driven in, it goes 
first over a ramp up to a platform 
and a wagon rolls underneath. The 
car, resting on this work wagon, 
then is pulled away to the mechan- 
ic’s stall. 

The advantage of this gadget is 
the ease with which one can swing 
the car into any space and the fact 
that the car rests at working 
height. I noticed that the mechanic 
worked on the valves sitting on a 
movable box with casters under- 
neath. 

In answer to an inquiry, it is 
not important if the VW is driven 
in third or in fourth gear. Both 
are via gears and not direct. 

For city driving up to about 40 
miles per hour, I advise third gear. 
The engine needs revolutions and 
should not be made to labor hard 
at low engine speeds. 

+ > * 


Auto Paragraphs 


C IS reported that East Germany 

will begin to produce tubeless 
tires in a plant near Fuersten- 
walde... 

Austin of England has dis- 
played a model of how it believes 
the gas turbine sedan of tomor- 
row will look ... 

In Germany, it is said that the 
lubrication of tie-rod ends may be 
unnecessary if the nylon bushings 
do what they promise to do. Use of 
these bushings is increasing .. . 

From Hamburg comes word that | 
butyl synthetic rubber now is avail- 
able in tubes in Germany... 

A Polish midget car, scheduled 
for production, will be called the 
Mikrus ... 

Berlin is seeking the return of 
the International Auto Show which 
now is held in Frankfort. 

a * * 


Red China Shows Truck 


R= CHINA displayed a truck at 
the Leipzig Fair in East Ger- 
many. 

The Russians showed a new 
Volga, a four-cylinder unit with a 
65-horsepower engine and displace- 
ment of 2.5 liters. It is a modern 
looking car. | 

Wartburg, an East German car, 
showed a new body style, the Belle- 
vue. The rear part can be opened | 
like the old-time Landaulets. 

- 7 = 





the front seat can be pulled 
resulting in more luggage space, 
The new tiny Fiat is expected 4 
be ready soon. It probably wil] 
powered by a _ water-coo'ed 
cylinder engine. 
* * * 


Air-Cooled Midget 


NS: the large German moty 

cycle maker, is expected to jy 

troduce a tiny car with an 

cooled engine within a few month 
* + * 


Remote-Control Farming? 


- IS reported that 890,000 vehicle 

changed hands in Germany j; 
1956, an increase of about 8 p 
cent.... 

Remote-control farming is being 
discussed in Germany. It has bee 
suggested that a person could run 
tractor by sitting nearby and wate} 
ing it on television. The vehicle’ 
movements would be directed } 
electronic controls. 

* + 


Tubeless Tires 


I SAT in on a conversation involy. 
ing European experiences with 
tubeless tires. 

The speakers contended that tube 
less tires are all right up to 1H 
miles an hour but that tubes an 
better at higher speeds. It was said 
that at excessive speeds, the ca 
will rise in the time; the sealing 
ribs may move away from the rim 
and air will be released. 

They said high-speed films re. 
veal that the entire tire becomes 
narrower, and they also said that 
recapping of tubeless is more dif- 
ficult. 

The conferees spoke of a possible 
rim design which squeezes the seal- 
jing part of the tire between two 
metal surfaces, thereby holding th 
tire by mechanical means. 

* e > 


Vauxhall’s Victor 


AUXHALL, General Motors 
| British subsidiary, has intro 
duced its new Victor. It is a four 
cylinder, 54-horsepower model with 
deep cooling jackets, a stiffer en- 
gine block and offset piston pins to 
reduce chance of piston slap. 

The Victor is a four-door sedan 
with a wraparound windshield and 
a unitized body. Undercoating is 
standard equipment, and the car 
has two-speed electric windshield 
wipers and 13-inch wheels. 

GM’s Opel dealers in Germany 
will be jealous since they always 
have wanted a four-door sedan. 

Another item Opel would like i 
GM’s Bedford diesel trucks. Piston 
displacement is 300 cubic inches 
and this British line now is offered 
in greater variety. 

+. aa 


* 


Borgward Innovation 
R. BORGWARD, of Bremen, & 
working on a four-cycle, four 
stroke motor. To date, his enter 
prise has concentrated on two-cycle 
units. 


* * * 


DKW Midget Delayed 


N DUSSELDORF on the Rhine 
River, I found DKW still in the 
two-cycle field. Its tiny, low-priced 





More Luggage Space 
UGGAGE space of the Fiat 1100, 
an Italian medium-sized four- 

cylinder car, can be increased when 

occupied by only two persons. 

The rear seat cushion is hinged 
at the front and can be tilted for- 
ward. Then the back cushion of 

. ~ . 


¥ 


Testing Shock Absorbers— 


Beissbarth, of Munich, has a machine that tests shock absorbers on the car and finds 
noises in chassis parts. The device operates by vibration and writes test charts. 


model won’t be out until fall, and! 
don’t believe it will have an 
plastic body. Seems to be rather 
metal body with some plastic parts 
although nothing definite has been 
said 


A German stock market report is 
that a merger between DKW and 
another firm may be possible. 

* + +. 
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wn, | Transactions Trail Year-Ago Totals... 


aCe, 


40S. Notes Decrease 
In Time Sales Ratio 


ato 
} ing ~WwASHINGTON. — The increasing 
aINS dependency on credit to swing auto 
sales, evident in the past few years, 
is slowing down notably. 

The Commerce Department, in its 
monthly survey of business condi- 
tions issued last week, reports that 
in recent months the proportion of 
new-car sales financed on time has 
hown “no tendency to rise” above 
whe comparable year-before monthly 
ratios. 

For instance, Federal Reserve 
Board figures indicate that in 
February 58 percent of all new 
cars sold were bought with in- 
stallment credit contracts, com- 

with 61 percent in Febru- 
ary last year, 52 percent in Feb- 
ruary, 1955, and 48 percent in 
February, 1954. 

This is in startling contrast to the 
steady rise in the proportion of 
credit sales during 1955 and most 
of 1956. 

In fact, the time sales ratio 
reached what is described as a 
probable “alltime high” during last 
fall’s changeover period. 

Last September, it is pointed out, 
the ratio jumped to 82 percent and 
held at a high 80 percent level in 
November. The figures for Septem- 
ber-October, 1955, were 67 and 76 
percent, respectively. 

But last November, the trend 
began to switch. The proportion of 
credit sales in that month was the 
same as the year before, and in 
December, January and February 
of this year the proportion slipped 
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Women Called 
a Arbiters of Auto 


Improvements 











Ford Motor Co. 


lan@ ST. LOUIS. — Women—Not men 
and —have brought about many major 
is® mechanical improvements in auto- 
car mobiles, accord- 
eld &, ing to Ben R. 

5 Donaldson, direc- 
ny | tor of institutional 
ys | advertising for 


is And that ap- 
ton plies to much 
1e8, more than just 
red styling and color 


combinations, he 
told the conven- 
tion of American 
Ben R. Donaldson Women in Radio 
and Television, 


The steering wheel was moved 

to the left side of the car, he said, 

uSe women passengers objected 

to getting out in the middle of 
muddy roads. 

Self starters, automatic trans- 

missions, power steering and power 


35 
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ae 


creasing number of women moved 
into the driver’s seat. 


“Research showed us that women 
refer large glove compartments,” 
said, “—for overflow from their 
purses, I presume, They got them. 
Ford’s door buttons and arm rests 
were redesigned after early tests 
showed they might break women’s 
fingernails. 


‘Softer upholstery was introduced 
after tests showed harder fabrics 
led to wear women’s fur coats. 
Sedans supplanted open-air 
models, and car heaters replaced 
lap robe because women de- 
manded comfort.” 


N.Y. Ready to Enforce 
Truck Lighting Law 
- — The State’s new 
tuck lighting law, which took 
effect officially Jan. 1, now is 
oe to Ln enforced, eomneting 
State Police Supt. Francis 
MeGarvey. ‘ 

The law sets detailed specifica- 
tions for the size, number and 
ms of warning and signal 
The beginning of serious 
énforcement was signaled by Gov. 

frell Harriman’s veto of a bill 
delay the effective date until 
duly 1 and to exempt trucks oper- 
wholly within cities. 


oO. 
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brakes also came about as an in-| 





below the year-before monthly 
ratios. 

The Commerce Department 
study also notes from the FRB 
figures the emergence of a “dis- 
tinct seasonal pattern” in credit 
sales. 

During the last three years the 
proportion of financed new-car 
deals has tended to rise steadily 
over the model year, reaching a 
peak during the September-October 
changeover period and then drop- 
ping back to a relatively low pla- 
teau when the new models are 
introduced. 

A repeat of this pattern appears 
to be in the making again this year, 
the report says. 

A separate study conducted by 
the FRB shows that as of mid-1955, 
auto paper accounted for more than 

80 percent of total consumer loans 
held by sales finance companies. 

This concentration was slightly 
greater among the larger com- 
panies, but even the smallest re- 
ported about 60 percent of their 
consumer loans were on autos. 

On the other hand, only slightly 
more than 6 percent of the loans of 
consumer finance companies were 
on autos as of mid-1955. 


Bootleg Outlet 
In Atlanta Linked 
To Chain Referral 


ATLANTA.—A variation of the 
chain-referral sales plan is being 
used here by a bogus dealer, accord- 
ing to the Better Business Bureau. 

The bureau said the firm, which 
operates as National Motors Co., 
represents itself as “an authorized 
Chevrolet dealer and is even giving 
factory warranty on the cars.” 

The firm reportedly telephones a 
prospect and tells him he has been 
selected to receive a free car. No 
further details are given. When the 
prospect arrives to pick up the car, 
he is given the chain bird-dog 
pitch. 

If he bites, he signs legally bind- 
ing purchase and finance papers. 

“It is believed,” the BBB said, 
“that a Detroit dealer is bootlegging 
the new cars to the local firm which 
also operates a used-car lot.” 


60-Mile Night Limit 
Expected in Iowa 


DES MOINES.—Gov. Herschel C. 
Loveless has indicated he will sign 
a Legislature-passed bill imposing 
a night speed limit of 60 miles per 
hour on Iowa highways. The law 
would be effective July 4. 

There will be no daytime speed 
limit. Stricken from the bill was a 
provision for a 70-mile limit during 
the day and a passage which would | 
have permitted speeds over the, 
limit when passing. | 

The Legislature also has com-| 
pleted action on a bill providing for 
two new auto license plates an- 
nually, beginning in 1958. This year, 
the State revalidated its 1956 plates 
by issuing tags to be attached to 
the old plates. 


Wheelchair Car 


Canadian Designs Midget 


Three-W heeler 

EDMONTON, Alta, — A midget 
car, which Al Davey, the designer, 
believes especially adaptable for 
handicapped persons, has been 
shown here. 

A person in a wheelchair can en- 
ter from the rear door of the 
three-wheeled car, part of the door 
dropping so it can be used as a 
ramp, 

There are two side doors which 
can be used when the removable 
twin seat remains in the car. This 
is removed when wheelchair use is 
desired, Davey said. 

The car sells for $550 and a lower 
figure would be possible if mass 
production techniques were em- 
ployed. It is powered by an eight 
horsepower engine and cruises at 
about 25 miles per hour. Davey said 
it can get 75 to 100 miles per gal- 
lon of gasoline. 
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Factories and Dealers . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The second largest dollar volume 
on record — $182,214,000— was _ in- 
vested by automotive advertisers in 
national newspaper space in 1956, 
according to figures released by 
the Bureau of Advertising of the 
American Newspaper Publishers 
Assn., and compiled by Media 
Records, Inc. 

Last year’s income from auto- 
motive advertising was exceeded 
only by the record $199,438,000 
scored in 1955. 

Responsible for the greatest share 
of 1956's automotive total was new- 
car advertising with a $103,256,000 


Auto Dividends 
Rise in Quarter 


Over °56 Figure 


WASHINGTON.—Cash dividends 
paid to automotive shareholders in 
the first quarter of 1957 rose $1.5 
million over the 1956 period, ac- 
cording to the Department of Com- 
merce. 

The 1957 total was $183.4 million 
as compared to $181.9 million last 
year. The rise was registered des- 
pite a loss in March, the depart- 
ment said. February's gain offset 
the March loss. 

Total cash divided payments by 
U. S. corporations reached $2.8 bil- 
lion for the quarter which the de- 
partment said was 2.5 percent 
higher than the 1956 first-quarter 
figure. 

However, the general trend of 
manufacturing concerns countered 
the automotive drop in March, 
showing a 4 percent rise for the 
month in 1957 over last year. 


expenditure, This amount is second 
to, and 18.1 percent less than, the 
record $126,119,000 spent the pre- 
vious year, the Bureau said. 

Largest dollar gain within the 
classification was scored by gaso- 
lines and oils—up $3,721,000 or 13 
percent to $32,357,000, Close behind 
was miscelianeous auto, up $3,468,- 
000 or 14 percent to $28,326,000. 
Tires and tubes advertising ac- 
counted for $5,122,000, a 4.4 percent 
increase over 1955. 

Showing declines were truck 
and tractors, down 9 percent to 
$10,224,000, and parts and acces- 

sories, down 1.3 percent to $962,- 
000. Aviation was down 27.6 per- 
cent to $1,957,000. 

National advertisers as a whole, 
however, invested a high of $737,- 
996,000 in newspapers in 1956. 
That’s a 6.1 percent increase over 
the $695,322,000 expended for news- 
paper advertising in 1956, the 
Bureau said. . 

= * 


Carrier Appoints Rhoades 


Appointment of Thomas P. 
Rhoades as assistant to the chair- 
man of the board of Carrier Corp., 
manufacturer of air conditioning 
equipment, has been announced by 
Cloud Wampler, chairman. 

Rhoades, whose major assign- 
ments in the newly-created post will 
be in the field of corporate rela- 
tions, formerly was director of pub- 
lic relations at Campbell-Ewald Co., 
Detroit. 

> * 


Boate to Judge Cab Drivers 


An invitation of the Plymouth 
and Fargo divisions of Chrysler 
Corp. to serve on the awards com- 
mittee for the 1957 Four-Star Taxi 
Drivers’ program has been accepted 
by Thomas N. Boate, manager of 





the accident prevention department 
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BUSINESS BUILDE 


NEW ON-THE-TRUCK 
WHEEL BALANCER 


opeta 


Here’s the economical, money-making way to get into the truck 


wheel balancing business. And with more and more fleet owners anxious to 
cut operating costs with extra tire mileage, it’s a business you can grow on. 
John Bean’s new On-the-Truck Wheel Balancer gives you unmatched speed 


and ease of operation . 


. . plus a precision balancing job on any size truck 
wheel. Fast, positive “J”-bolt mounting requires no disc adapters . . 


- ho 


wheel parts need be removed. Heavy duty wheel spinner has plenty of power 


to handle heaviest truck wheels and 


. Ine John BEAN 


"send me 


data on 
ATTACH COUPON TO YOUR LETTERHEAD OR A POST CARD 


ee eee | 


OC New On-the-Truck 
Wheel Balancer 


0) New On-the-Car 
Wheel Boloncer 


stand up under constant use. 


q Balance a Wheel 
’ Easy Steps: 


in Four 


1. Mount balancer 
2. Spin Wheel 


3. Determine location and 
amount of weight needed 
(an arrow shows the exact 
spot .. . easy-reading scale 
shows how much) 


Attach necessary weights 


You'll be interested in how 
economically you can set up 
your truck wheel balancing 
department. 


WRITE FOR DETAILS TODAY. 


C0 Off-the-Cor Wheet 
Bal - 

CO Wheel Boloncing Tools 
ond Supplies 





of the Assn, of Casualty & Surety 
Companies. 

Boate joins Bill France, president 
of the National Assn. for Stock Car 
Racing, Inc., as the non-industry 
members of the committee. Other 
members are executives and offi- 
cers of the National Assn. of Taxi- 
cab Owners and the American Taxi- 
cab Assn. They will select 30 top 
drivers who will be singled out for 
special honors this summer from 
among the nation’s 200,000 taxicab 


drivers. 
* + * 


Oldsmobile’s Carlson Retires 


L. F. Carlson, director of adver- 
tising for Oldsmobile retired Apr. 
30 under the GM retirement plan, 
according to announcement by J. 
F. Wolfram, Oldsmobile general 
manager. 

Carlson joined 
Oldsmobile Jan. 1, 

1942, and has 

served in various 

advertising, pub- 

lic relations 

and merchandis- 

capacities since 

that date. He 

started his busi- 

ness career on the 

advertising staff é 

of the “Tacoma L. F. Carlson 
News-Tribune” in Tacoma, Wash., 
and later was associated with D. 
P. Brother & Co., Oldsmobile’s ad- 
vertising agency, as Pacific Coast 
representative at Portland, Ore. 

= > . 


New High in IH Advertising 


The largest advertising program 
in the history of International Har- 
vester’s motor truck division is 
launching the firm’s new A-Line of 
motor trucks. 

Composed of light, medium and 
heavy-duty trucks, the new Inter- 
national line was developed to co- 
incide with the 50th anniversary of 
International Harvester’s motor 
truck production, being celebrated 
this year. 

The introduction was kicked off 
by a 55-minute NBC radio “spec- 
tacular” entitled “Golden Anniver- 
sary Party.” General consumer in- 
troduction to the line was made in 
April through a three-page four- 
color ad in the Saturday Evening 
Post, is being followed by a two- 
page spread in four colors in May. 
Two-page spreads, consisting of a 
black and white page facing a two- 


color page, also have been sched-| © 


uled for U. 8. News &€ World 
Report, Nation’s Business and 
Business Week. 

Full-color pages will run in May 
and June in Farm Journal, Suc- 
cessful Farming, Progressive Far- 
mer, Capper’s Farmer, Farm and 
Ranch, National 4-H News and 
National Future Farmer. Other 
farm coverage will be provided by 








1957 survey has been extended to 
include eight counties surrounding 
Charlotte’s home county. 

Advertisers and agencies can se- 
cure copies of the report on their 
company letterhead by writing: Re- 
search Department, Jefferson Stand- 
ard Broadcasting Co., One Jeffer- 
son Place, Charlotte 8, N. C. 

* ok + 


Pontiac to Air ‘Irish’ Games 

Pontiac will sponsor play-by-play 
broadcasts of the 1957 Notre Dame 
University football schedule over 
Mutual Broadcasting System, 

This marks the second successive 
year in which Pontiac is presenting 
the “Fightin’ Irish” schedule over 
Mutual and the second year for the 
South Bend school’s airing of its 
schedule over one nationwide net- 


work. 
* + * 


Record Linage for Parade 


Ed Kimball, director of adver- 
tising sales of Parade, reports 
that the first five months of 1957 
have broken all records for 
Parade advertising linage and ad- 
vertising revenue for that period. 

Kimball also reports that the 
May 19 issue, with 27 pages of 
advertising, will be the largest 
issue ever printed by Parade in 
number of pages, advertising 
linage and dollar volume. 


* * * 


RAB Promotion Kit 


Methods for impressing the pub- 
lic with benefits from radio are 
detailed in the National Radio 
Week promotional kit which the 


Greater Detroit Plymouth De, 
Assn., Langley Oldsmobile 
(Jacksonville, Fla.) and Montgo; 
ery-Stubbs Motors (Silver Spring 
Md.). 

+” * * 
Hammer in New Post 


James H. Smith, general manage, 
of Central Foundry division 
General Motors, has announced ¢p 
appointment of Frederick C, Ham 
mer as public relations director fg 
the division. 

In his new position, Hammer wij 
handle public relations matters jy 
the three plant city locations — 
Saginaw, Mich.; Defiance, 0, ang 
Danville, Ill. 

Hammer joined the Saginaw Mg). 
leable Iron Plant of Central Foup. 
dry division in 1950, 

+ *” * 


Purolator Names Puth 


John W. Puth has been name 
advertising manager for Purolator 
Products Inc. 
pioneer oil and 
air filter manu- 
facturer, Rahway, 

N. J. 

Puth,inhisnew  , > -9e& y 


position, will as- 


sist Howard J. -2~ 

Hopkins, Mer- = 

ger in the super- 

vision of all i 

Purolator’s adver- 

tions and sales promotion activities 
Formerly with United Advertising 

Corp., Newark, N. J., Puth joined 


chandising mana- 
tising, public rela- J. W. Puth 
Purolator in April, 1955, as assist. 


Radio Advertising Bureau is dis-|#"t merchandising manager. 


tributing to its member stations 
and networks. 


= * + 
Chrysler Appoints Ault 


Harry L. Ault has been appointed 
advertising manager for Chrysler 
division to fill a vacancy recently 
created by the retirement of John 
H. Caron. 

Ault, with more than 25 years’ 
experience in 
the advertising 
and merchandis- 
ing field, joined 
Chrysler in 1955 
as dealer adver- 
tising manager. 
He began his ad- 
vertising career 
in 1932 when he 
joined the staff of 
Sprague . Warner 

- Co., a Chicago- 

H. L. Ault based wholesale 
food distributor, as an advertising 
copywriter. 


Safety Awards for 10 Firms 


Ten companies in the automotive 
industry were recipients of the Na- 
tional Safety Council’s 1956 Public 


ads scheduled in 29 state farm/| Interest Award. The companies’ ad- 


papers and in each of 10 vocational 
farm papers. In all, the division will 
advertise in 47 farm publications. 

Further vocational coverage in- 
cludes two-page spread ads in two 
colors scheduled in each of 134 
trade publications serving 37 dif- 
ferent fields. For advertising cover- 
age in cities where International 
truck branch offices are located, 
the company has scheduled full- 
color ads in the newspaper supple- 
ments American Weekly, Parade 
and This Week. Supplementing 
these nationally-distributed media 
are ads in independent supple- 
ments plus black-and-white news- 
paper ads in cities not reached by 


supplements. 
7 = 


King Joins Kiekhaefer 


Thomas B. King has been ap- 
pointed public relations director of 
Kiekhaefer Corporation, Fond du 
Lac, Wis., manufacturers of Mer- 
cury outboard motors. 

King formerly was public rela- 
tions director of Studebaker- 
Packard Corp., South Bend. Prior 
to joining the automobile manufac- 
turer in 1953 on the public rela- 
tions staff of the predecessor Pack- 
ard, he had been asistant to the 
public relations director of Hot- 
point, Chicago appliance maker. 


” * * 


Survey on Charlotte 


The third annual issue of the 
“Charlotte Home Inventory” has 
been released by Jefferson Stand- 
ard Broadcasting Co. in Charlotte, 
N. C. 

The study shows brand prefer- 
ences and product ownership in 80 
product categories, including auto- 
mobiles. Geographical area in the 


vertising campaigns were cited by 
the Council as an exceptional serv- 
ice to safety. 

The firms are Champion Spark 
Plug Co., Chevrolet, Chrysler Corp., 
DeSoto, Dodge, Ford Motor Co., 


General Motors Acceptance Corp., 


Publishers Cite Scolaro— 


Joseph R. Scolaro, right, of Scolaro, 
Meeker & Scott, Detroit, newspaper rep- 
resentatives, receives the distinguished 
service award for his contributions to 
the advancement of newspaper advertis- 
ing as a member of the plans committee 
of the Bureau of Advertising, American 
Newspaper Publishers Assn. A member of 
the committee for two years, Scolaro 
was awarded the plaque by Richard L. 
Jones jr., president, Newspaper Printing 
Corp., Tulsa, and chairman of the Bureau's 
board. 


. + - 
DeSoto Promotion in Detroit 


DeSoto is sponsoring a one-hour 
Sunday radio show in Detroit, de 
signed to attract in-the-car lis 
teners. 

Known as “The Jim De Lané 
Show,” the weekly broadcast is 
heard over Radio Station WWI 
from 12 to 1 p.m., each Sunday, 


* oa * 
Time Adds Office 


Time magazine has opened an 
advertising sales office in Minne 
apolis under the direction of Gor- 
don H. Ritz. Ritz formerly was 
with Time’s sales staff in St. Louis. 
The new sales branch is Time's 
eleventh in major cities throughout 
the United States. 

* ca = 
Names 


H. V. Hollingshead has been 
named director of newspaper media 
for the Detroit office of Grant Ad 
vertising, Inc., Hollingshead for- 
merly served Grant as director of 
cooperative newspaper advertising. 

* * a” 


Ray Brock has been named 
named techftical editor of Hot Rod 
magazine, replacing Racer Brown, 
who resigned to go into business 
for himself. Brock has been serving 
as research editor for Hot Rod, and 
technical editor of Car Craft, an- 
other Petersen automotive publica 
tion. 

t = 7” 

Harry T. Harlow jr. has joined 
Metropolitan Sunday Newspapers, 
Inc. as a member of its Chicago 
comics sales staff. Harlow formerly 
was with Sawyer-Ferguson-Walket 
Co. and Curtis Publishing Co. 

* * * 


George W. Salzer has joined th 
staff of Hugh H. Graham & Assoc 
ates, Inc., New Britain, Conn, # 
a member of their client service de 
partment. Salzer formerly was d 
rector of advertising and sales 
promotion, and assistant secretary 
of Resolute Insurance Co. in Hart 


ford, Conn. 
* * 


* 

Henry G. Fownes jr. has beet 
named to the administrative com- 
mittee of MacManus, John & 
Adams, Inc., Bloomfield Hills, Mich 
Fownes is vice-president in charge 
of the agency’s New York office. 

a” * * 


George Ghetia, Cleveland news 
paperman, has been named a 
specialist in the product inform# 
tion section of the public relations 
department of United States 
Corp. 


~ 7” ~ 

Charles Lee has been added # 
the Detroit staff of Ward Grifit 
Co., Inc., newspaper representative 
The firm also added Richard F 
Kolb to the Charlotte office 
Reynold Starring to the Atlant 
office. 


* + * 

Harold R. Walton has joined the 
public relations staff of Oldsmobile 
Walton formerly was on the Law 
sing State Journal. 
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Sap reme Court Asked to Study ‘Good Faith’... 


Closed-Territory Suits Appealed 


(Continued from Page 1) 
Schwing and Belair Road Hudson, 
a co-plaintiff, until June 24 to sub- 
mit motions for a review of an ad- 
yerse Circuit Court of Appeals de- 
cision last December. 

Webster’s counsel have indicated 
they, too, will seek to overturn an 
adverse Circuit Court verdict in 
the Supreme Court. 

Webster was awarded a $570,- 
900 antitrust judgment against 
Packard in Baltimore District 
Court 18 months ago, only to have 
the finding reversed by a 2-1 vote 
last month in the District of 
Columbia Circuit Court. 

Schwing and Belair Road have 
failed to persuade even one judge 
that Hudson, now a part of Ameri- 
can Motors, owes them money. 
Judge Roszel C. Thomsen, who 
also ruled against Miller Motors in 
its recent suit against Ford in 
Winstor:-Salem, N, C., dismissed the 
Hudson dealer’s case. He was up- 


held unanimously by three Fourth 
Circuit Court judges. 
+ * y 

= observers in Washington 

believe that Chief Justice War- 
ren may have given Schwing’s 
counsel more time to submit briefs 
pending outcome of the related 


U. S. Rubber Gets Share 
Of Belgian Tire Firm 
DETROIT. — H. E, Humphreys 
jr., president, U. S. Rubber Co., an- 
nounced that his company has 
acquired a “substantial minority 
interest” in Englebert & Co., Liege, 
Belgium, a tire manufacturer. 
Englebert, established in 1903, has 
plants in Liege, Aachen, Germany, 
and Clairoix, France. Humphreys 
said it is the principal supplier for 
General Motors cars assembled in 
Belgium, He added that U, S. Rub- 
ber is supplying research and de- 
velopment assistance to Englebert 
under technical service agreement. 
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SELL DRAW-TITE HITCHES 


Custom Built for Any 


PROVEN DEMAND— Over 
500,000 Sold! 


CUSTOM DESIGN —Only the 
BALL Shows! 


EASY-TO-SELL—National adver- 
tising is building a steady stream 
of prospects — AND PROFITS — for 
you! Each year thousands of car 
owners buy DRAW-TITE. This busi- 
ness can be YOUR business — with- 
out adding to your overhead or 
personnel! 





Car Make or Model! 


WE SHIP IN 24 HOURS! 


You do not need to stock a large 
inventory to sell DRAW-TITE 
HITCHES. Any car model, any year, 
there’s a hitch custom built and 
ready to install! 














NOW! HI-FI 


IN YOUR CAR! 


Only BLUE SPOT offers all these features! 


Concert Hall Sound under bridges, through short tunnels, next 
to high power lines, even in lightning storms! 


Constructed to outlast your car. 


Coaxial Speakers, 6” x 9’, full-range 


tone control, built-in rear speaker 
plugs, separate amplifier, 6 to 
12 volt convertibility. 


Compact design fits most 
American and foreign cars. 
Service throughout the U. S. 


BLUE SPOT 
Koln Mark | 
Selectomagic Tuner—the first FM 


‘one touch’’ signal seeker in a car radio. 
FM—3 microvolts for 20 DB quieting; AM, 3 microvolts. 
Response 40-16,000 c. p.s.— image rejection 25 DB. 
Hi-FI—15 tuned circuits FM and AM. 


BLUE SPOT Frankfurt Mark | 


FM—plus Hi-Fi, AM and Pushbutton Selec- 
tometer. De luxe, yet economy-priced ver- 
sion of the Koln Mark |. 


BLUE SPOT Hamburg 
Luxury AM car radio —economically priced. 
Magnificent sound, pushbutton station 
selector, ruggedly engineered. 


AMERICAN ELITE, INC. 
7 Park Avenue, New York 16, N: Y. 
importers of Telefunken and Audio Elite home Hi-Fi Sound Systems, 


‘Tubes, Components, Microphones . . . and Blue Spot car radios. 
Write Dept D for free pamphiet and information. 








Webster case in the Circuit Court 
there. 


Although both suits were started 
before the good-faith law took ef- 
fect last August, students of anti- 
trust law report that precedent 
exists for a Supreme Court deci- 
sion which could embrace the new 
law. 


On the other hand, factory at- 
torneys pointed out that the law 
specifically commits auto manu- 
facturers to act in good faith 
“from and after the passage of 
this Act.” Retroactivity, thus, is 
forbidden in specific cases, 

The underlying complaint of the 
dealers in both the Schwing and 
Webster cases is almost identical. 


Schwing and Belair Road 
charged that Hudson committed an 
antitrust violation by switching 
their exclusive franchises to an- 
other Baltimore dealer, leading 
eventually to their termination as 
Hudson dealers, 


Webster said that Packard en- 
gaged in a comparable antitrust 
conspiracy by giving a competitor 
an exclusive city franchise. The 
franchises of Webster and an- 
other Packard dealer were later 
terminated. 

> * = 

x Judge Alexander 

Holtzoff and a jury agreed with 
the Webster arguments in a treble- 
Gamage verdict that might cost 
Studebaker-Packard $570,000 if it is 
sustained. Webster contended that 
Packard’s grant of an exclusive 
franchise to a rival dealer drove 
him from business. 

This finding was disputed by 
Chief Judge Henry W, Edgerton of 
the District of Columbia Circuit 
Court. His majority opinion stated: 

“The short of it is that a rela- 


tively small manufacturer, com- | 


peting with large manufacturers, 


thought it advantageous to retain | 


its largest dealer in Baltimore, 
and could not do so without 
agreeing to drop its other Balti- 
more dealers. 


“To penalize a small manufac- | 


turer for competing in tlis way not 
only fails to promote the policy of 
the antitrust laws but defeats it.” 

Judge Edgerton, supported by 
Judge E. Barrett Prettyman, also 
found that Packard was not seek- 
ing to create a monopoly of the 
market within the meaning of the 
Sherman Act. 

*” * * 

vas lower court finding for Web- 

ster was upheld by Circuit 
Judge David L. Bazelon. He ex- 
pressed disagreement with the ma- 
jority views which prevailed in 
both the Webster and Schwing 
cases. 

Calling the Packard-Zell agree- 
ment a “combination or conspiracy 
to get rid of Webster,” ”udge Baze- 
jon offered the following interpre- 


tation of the Sherman Act’s ap-| 


plicability to auto dealers: 


“Applied to a dealership situa- | 


tion, the Act does not interfere 


with the manufacturer’s right to | 


select his dealers but it does pre- 

vent him from combining and 

conspiring with one not to deal 
with another.” 

Judge Edgerton said he agreed 
“substantially” with the Circuit 
Court decision in the Schwing case, 
banded down last December. 

In the Schwing litigation, the 
Fourth Circuit concurred in Judge 
Thomsen’s conclusion that the 
factory-dealer agreement aimed at 
Schwing and Belair Road was “ver- 
tical,” not “horizontal.” 

A horizontal agreement refers to 
one between manufacturers or 
wholesalers to control a market. A 
vertical agreement links up pro- 
ducers or wholesalers and retail 
dealers. 

* * OK 

‘Gv a dealer a monopoly 

in handling the product of the 
particular manufacturer in a given 
area,” Judge Thomsen said, “does 
not condemn such agreements; 
otherwise, all exclusive agency 
agreements would be illegal per 
se 


“Unless the manufacturer domi- 
nates the market, he has a right to 
give a dealer an actual monopoly, 
let alone a ‘virtual’ monopoly, in 
the sale of his particular make or 
brand in a particular territory.” 

Circuit judges who endorsed 








Judge Thomsen’s dismissal of the 
Schwing-Belair Road suits were 
John J. Parker, Morris A. Soper 
and Simon E. Sobeloff. This is the 
same Circuit bench to which Mil- 
ler Motors is appealing its anti- 
trust suit against Ford. 

Attorneys for dealers and manu- 
facturers in both the Schwing and 
Webster cases are intrigued by the 
following question: Would the 
dealers have a stronger argument 
if the good-faith law is invoked? 

This law requires factories and 
dealers “to act in a fair and equi- 
table manner toward each other so 
as to guarantee the one party free- 
dom from coercion, intimidation or 
threats of coercion or intimidation 
from the other party.” 

~ * aa 
1. following hypothetical ques- 
tion has been raised by an at- 


Files for Bankruptcy 


ELLSWORTH, Kans. — Clinton 
A, Champion, owner of Champion 
Motor Co, ( ge-Plymouth), has 
filed a petition for bankruptcy in 
U, S. District Court, Wichita, Kans, 
Champion listed liabilities of $42,- 
596, assets of $18,175 and exempt 
property of $2,035. 





65 


torney associated with the Schwing 
case: 

Did Hudson act in accord with 
the good-faith definition of the new 
law when it froze out Schwing and 
Belair Road by setting up a new 
exclusive dealership for the Balti- 
more market? 

By extension, did Packard com- 
ply with the good-faith law when 
it directly awarded an exclusive 
Baltimore franchise to a dealer- 
ship in competition with Web- 
ster? 

These problems may remain un- 
answered in these cases, if the 
Supreme Court joins the Circuit 
Courts in confining its considera- 
tion to antitrust statutes in effect 
prior to passage of the good-faith 
law, 

Judge Thomsen made mention of 
the new law in the Miller-Ford de- 
cision he issued in March, although 
the Miller case was begun long be- 
fore the good-faith measure be- 
came a reality. 

Dates and case numbers of the 
District and Circuit opinions in the 
Webster and Schwing cases follow: 
Webster, 135 F. Supp. 4 and 216 F 
2d 749; Schwing, 138 F. Supp. 899 
and 239 F. 2d 176. 
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TUBE FITTING DESIGN 


simple ... fast... versatile... 
with NO REDUCTION INI. D...-+ 
NO REDUCTION IN FLOW! 


Sealed tight, quickly-assembled fittings by 
Danco present limitless new opportunities in 
plastics and rubber tube applications. 


3 simple steps! 
1. Cut tube to desired length 
2. Slip fitting on tube 

3. Insert special i 





ring and 


No welding! No threading! No special 
adhesives! Installation is simple, mechanical, 
complete in seconds. And it's just as easy 

to disconnect a Danco fitting. 


Here's the most sensational development 
in tube fittings in the last ten years. 

The new Danco Fitting has been 

designed especially for flexible tubing ... 
A MODERN FITTING FOR MODERN TUBING. 


COMPLETELY MECHANICAL— 

With no intricate equipment. Requires only 
the simple Danco ring-holder and rings 
(available in a wide range of sizes for 
various tube diameters.) 


DANCO TUBE FITTINGS 
Wear-and corrosive- 
resistance nylon. 

Available in terminals, tees, 90°, 

and special fittings designed for 
specific applications. 


FREE APPLICATIONS SURVEY 
For more information on the NEW Danco 
tube fitting, write today outlining 
requirements. Specify application, please. 


‘ & 

. S 

DANIELSON MANUFACTURING COMPANY .° DANIELSON, CONN. § 

A SUBSIDIARY OF NICHOLSON FILE CO. ,° . 

8 Gentlemen: More facts, please. : 
: 0 Descriptive literature Danco Fittings : 
: CO Have your representative call. ; 
: er race ertereonksileainc asia Epadibocien clan ; 
ee as ee ; 
' 1 
Be WIE dncisitescsocnnnsctensisndginsntapapabanensntnghiaios semenehtiiiimpanenencnanennnnetinnganataieias : 
: hat et sain ecco eitencie - | 
s ‘ 
IMINO. -.x ss. acrisiniseseatpnsrastaitasteiieidbcatinsiaitpuiteleipessimaaiall en 
‘ (SPECIFY TUBING USE) 3 











Evanston Enacts Curb... 
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Minority Picketing 
Draws New Blasts 


(Continued from Page 2) 


dustrial and Labor Relations Com- 
mittee held hearings on this bill. 
Among those testifying against it 
was a Galesburg (Ill.) dealer repre- 
senting 11 Galesburg dealers who 
have been faced with organiza- 
tional picketing for the past year. 
* 


* * 


Hearing Recessed 

“ committee recessed the 
hearing until May 8 (Wednes- 

day) when opponents of the bill 

will be heard. 

According to the Chicago Auto- 
mobile Trade Assn., committee 
members have been flooded with 
mail and telegrams in favor of the 
legislation. 

In New York, a bill to ban 

onal picketing was killed 
in the New York Legislature. 

Declared the Automobile Mer- 
chants Assn. of New York, “With 
several organizational picket lines 
now walking in front of automobile 
dealerships in New York City, we 
are sorry to report that the bill 
that would have ended this sort 
of coercive practice failed to get 
much more than a nod from the 
Legislature in Albany. 

“New York employers will have 
to live with the organizational 
picketing for another year. Once 
again the Legislature went home 
without doing anything about the 
most pressing labor relations issue 
in the state.” 

> > 
Situation Described 
IMMENTING on the Legisla- 
ture’s action just before the bill 
was killed, the association said, “It 
looked like the ‘most crucial Senate 
debate on the fundamentals of 
labor policy since the Little Wagner 
Act was adopted 20 years ago.” 
The sponsors were prepared to de- 
bate their proposals Employer 
hopes rose, and organized labor's 
Albany representatives became 
alarmed. They hastily started an 
all-out ‘buttonholing’ drive to kill 
the bills. They succeeded.” 

A high-placed official of the 
National Labor Relations Board 
told Automotive News last week 
that he believed that these bills 
to halt organizational picketing 
violated the “free speech” principal 
of the U. S. Constitution. 

He added that the U.S. Supreme 
Court had recently ruled uncon- 
stitutional similar laws passed by 
at least two states and one Cali- 
fornia city. 

He said that the recent Supreme 
Court decision which created the 
“no man’s land” bolstered this 
contention. This decision bars state 
action on labor matters unless the 
state is expressly granted authority 
in the matter. 

In this connection, U. S. Senator 
Arthur V. Watkins, Utah Republi- 
can, has introduced a bill that 
would amend the National Labor 
Relations Act to permit states to 
assume jurisdiction in labor cases 
where the has refused to 
assert jurisdiction. 

* * > 


9 Dealer Elections 
THE dealership front, there 
has been a flurry of representa- 
tion elections in recent weeks with 
the unions winning six elections 
and losing three. Two of these 
were tie votes. All ties go to man- 


agement. 

In an 0 
strike at R. a (Lin- 
coln-Mercury), 


ing the strike, alleging that 
Hutcherson has refused to talk 
te union representatives. 

R. F. Hutcherson said, “We do 


Wagon Fee Cut Vetoed 
ALBANY.—Gov. Averell Harri- 
man has 


not have a union shop. Two ex- 
employes are walking in front. But 
they've quit, I repeat we're not 
union, Our shop and sales room 
are operating and our business 
isn’t suffering.” 

The unions have won the follow- 
ing elections: 

1. Neuman Motors (DeSoto), Buf- 
falo, where the vote was 14-7 in 
favor of the United Auto Workers. 

* * = 
Machinists Win, 6-4 
EUCLID SHORE, INC., Euclid, 
°* O., where the shop employes 
voted 6-4 for Machinists Local 1363. 

3. Jacobsen Motor Co., Omaha, 
where the shop workers voted 20-8 
for Teamsters Local 554. 

4. Russ Dawson Sales & Service 
(Ford), Port Huron, where 
the shop employes voted 10-2 for 
Teamsters Local 339. 

5. Dameron Motor Sales (DeSoto- 
Flymouth), Detroit, where they 
voted 7-6 for Teamsters Local 376. 

6. Tom Bowden Chevrolet, De- 
troit, where the shop employes 
voted 12-7 for Teamsters Local 376. 


> > * 


Unions Lose 3 Polls 


7 unions lost the following 
elections: 

1. Dave Menhart Motor Co. 
(Oldsmobile), Wyandotte, Mich., 
where the management and Local 
376 each got four votes. This was 
a salesmen’s election. 

2. Canfield Motor Sales (Dodge- 
Plymouth), Detroit, where the man- 
agement and Local 376 each got 
four -votes. 

3. Central Cadillac Co., Cleve- 
land, where the shop employes 
voted 55-15 against Machinists 
Local 1363. 

Teamsters Local 376 recently pe- 
titioned the Michigan State Labor 
Mediation Board to conduct an 
election among the mechanics at 
Berling-McHugh (Ford), Farming- 
ton, Mich. and Southwestern 
Motors (Ford), Detroit. 


> > * 


UAW Asks Car Makers 


To Study Shorter Week 


DETROIT.—. that labor 
policies should be planned just as 
far ahead as new models, the United 
Auto Workers last week proposed 
that the auto makers meet with 
the union to “explore the many 
phases of the problems related to 
the reduction of the work week and 
the expansion of purchasing power.” 

The proposal, contained in a 
letter to the presidents of auto 
manufacturing companies from 
Walter P. Reuther, UAW president, 
was in accordance with a resolu- 
tion passed at the recent UAW con- 
vention. A similar proposal was 


made prior to the 1955 negotiations 
but no action was taken. 


vetoed legislation to re-| While we hear reports here and there 


duce the registration fees for non-| that Cadillac is a bit cool to the use of 


commercial station wagons 
passenger-car levels. Wagon own- 
7% cents -_ 


to| its name by Aleida Jo McDaniel, of Mc- 


Daniel Motors, Miami, Aleida Jo is un- 
daunted. When a 9-pound 3-ounce baby 
arrived, Aleida Jo, a used-car dealer 
specializing in Cadillacs, unfurled the 
huge sign above and tagged the baby 
John Cadillac McDaniel. 








Can't See the Cars For the People— 


Earle C. Anthony, Inc. (Chrysler-imperial), San Francisco, was so crowded with 
5,130 persons on its opening night that most people couldn't see the cars. But they 
could hear Bob Crosby and his Bob Cats singing the praises of the cars and that's 
what really counted. The 14 Anthony salesmen sold 10 cars opening night. — 





Pa. Convention Featured 
By ‘Factory-Family’ Talks 


(Continued from Page 3) 


ness depends on cooperation and 
understanding between dealers and 
factories, and a sympathetic atti- 
tude on the part of government.” 
Referring to the antitrust laws, 
Sutter said: “Dealers neither seek 
nor want government subsidies, 


do; they should in our industry.” 

Pointing out that there is more 
involved than 30,000 small business- 
men, Sutter said: “More than 15 
percent of industrial payrolls de- 
pend on this industry, and nearly 
15 percent of retail payrolls 
furnished by automobile dealers 
alone. 

“It is time everyone realizes the 
effect this has on the national econ- 
omy and then, realizing it, work 
together to preserve and improve 
this greatest of all industries,” he 
said. 

White, speaking in the panel dis- 
cussion on profit, the im- 
portance of the selection of a 
competent sales manager and super- 
vision of salesmen. 

Taking the topic “The Challenge 
of Management,” White outlined 
the following plan for a successful 


dealership: 
L t heads and dealer 
should exchange ideas in a 


2. Dealer should operate a Daily 
Operating Control, posted on a 
blackboard in his office. Complete 
results of the previous day should 
be entered each day by noon and a 
meeting held every day with de- 
partment heads to find out what 
was accomplished—and what, if 
any, corrective action is being initi- 
ated by department heads. “This 
makes for teamwork which is a 
vital agreement for any profit for- 
mula,” he said. 

“Service Business Is Profitable” 
was the subject of panelist Mc- 
Cune’s presentation. He said “the 
heart of your whole parts depart- 
ment is an accurate, carefully main- 


90 Young Mechanics 
Available in Buffalo 








tained inventory control that shows 
stock on hand and sales. 

“The development of labor vol- 
ume and the profitable parts busi- 
ness that goes with it must start 
with ‘new-car delivery,” McCune 
said. “The new car must have 
proper pre-delivery service, this is 
the start of a satisfied customer.” 


Reese, speaking on the profit 
panel subject, “Know Your Costs 


are| Then Merchandise for Profit,” said: 


“Tt is now or never! Tomorrow may 
never come for the dealer that does 
not know his costs of operating. It 
is more important to have control 
on expenses and to know your oper- 
ating costs in a declining market 
than it is when the market is on 
the upgrade.” 

Reese urged dealers to stop the 
giveaway of profits and find meth- 
ods of retaining a fair share of the 
profits for themselves, which he 
admitted won’t be easy. 

He said the true selling cost of a 
car can be determined by charging 
each department with its pro-rata 
percentage of administration ex- 


Smith, whose panel subject was 
“Customer Labor,” contended that 
“service is the highest labor cost in 
our business,” and urged dealers to 
improve customer labor operation. 

Charles S. Frantz, manager of a 
Wilkes-Barre Ford dealership and 
state chairman of NADA’s Young 
Automotive Managers, told the con- 
vention that automobile retailing 
offers a young man a career with 
an excellent future. 

“Today, we are experiencing a 
period of very competitive market- 
ing,” he said, but expressed confi- 
dence that “we are on the threshold 
of an expanding car-buying popula- 
tion and an expanding economy.” 
auto retailers 


Elected to three-year terms on 
the board of directors were Robert 
G. Gunn (Pontiac), W. K. Gottshall 
(Oldsmobile), R. W. Frantz (Ford), 
Oscar M. Mohn (Buick), A. M. 
Shields (Dodge-Plymouth), Forest 
Bowles (Buick), Jenks H. Watson 
(Dodge-Plymouth) and Golden, the 
treasurer. 

Frank H. Clemson (Chrysler- 
Plymouth), Aldo Franconi, of Fran- 
coni Auto Parts Co., and J. E. Ma- 
lone (Ford) were named to serve 
as directors-at-large for one-year. 


The Magic Word 
In Ads Is ‘Sale’ 


Automatic Reflex 
Evoked in Readers 


(Continued from Page 8) 
for $450 down, cash or trade, and 
monthly payments of $39.62. The 
monthly figure did not include in. 
terest or insurance for the 36. 
month payment period. 

In Milwaukee, Knippel-Selig Forg 
headlined, “How to make $13.76 
minute.” The ad carried a picture 
of a buyer and said he had taken an 
eight-minute drive to Knippel-Selig 
and received $110 more for his 
tradein than anyone else had of. 
fered. The firm listed terms of $9.7 
a week. 

+ * 2 

RATTEN PONTIAC’S weekly 

figure was $15.20 including 
finance charges. The Norfolk (Va) 
dealership also listed weekly 
charges for optional items, Am 
them: Automatic transmission, 
$1.82; power steering, 85 cents; 
radio, 78 cents; heater, 71 cents, 

Hull-Dobbs (Ford), Cincinnati, 

screamed: “Go ahead! Read the 
papers; listen to the radio; watch 
television. Shop, get bids, investi- 
gate. BUT if you’re buying a car, 
see Hull-Dobbs . . . If you can't 
trade with us, forget it — you 
can’t trade.” 

Judge Motor Corp, (Ford), 
Rochester, N. Y., asked readers to 
“figure your own deal.” the dealer- 
ship published prices of ’57 models 
and options and “average” tradein 
allowances, Also included was a 
chart of monthly payments, based 
on the balance owed. 

- - = 


i COLUMBUS, O., Dan Royhans 
Ford advertised: “If you've 
bought a new 1957 Ford, Chevrolet 
or Plymouth for a Columbus new- 
cart dealer in the past 30 days and 
can furnish title and typewritten 
copy of the order, Dan Royhans 
will give you $25 cash if he cant 
show you records to prove he has 
made a better deal in the past 9 
days.” 

The company said the offer was 
backed by a $10,000 performance 
bond. Payments were limited to the 
first 20 applicants, and a repre 
sentative of the bonding insurance 
company was to examine claims 
and determine eligibility for 
awards. 


Munn 
(Continued from Page 3) 


until the sheriff catches up with 


them. 
= * « 


Secret of Higher Profit 

OW, as related above, every 

dealer knows of some such outfit 
that grew even in the uncertain 
conditions of the factory contract in 
the past. Such a dealer never had 
to worry about a contract because 
he had such a hold on his public 
that he automatically enjoyed an 
inseparable hold on his manufac- 
turer. 

With all his good operaticns, he 
had a natural flair for turning the 
spotlight on his institution so he 
could cash in fully on the public 
respect and prestige. 

I point out this type of opera 
tion to encourage all dealers t 


Remember, as I have said # 
many times before, the end product 
of this industry is the satisfactory 
use of automobiles in the hands of 
owners. We are, in fact, in the 
nature of a public utility to se 
that those needs are filled. Now 
that you have a better contract and 
are free to use your promotion 
bring people to your place, you have 
an opportunity that never exi 
before.. 


Yes, indeed, these two Yiew fat 
tors in our trade are certainly 


challenging changes. As Cha 


Darwin so ably sets forth in his 
theory of evolution, we will survive 
and prosper in the degree we adapt 


ourselves to them. 
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Stocks Rise, Profits Dip... 


Sales Slump in St. Louis 


By L. H. Houck 
Staff Correspondent 

ST, LOUIS. — A new-car sales 
slump is building up here that can 
be saved only by a late spring up- 
surge long overdue, according to a 
number of volume dealers in this 
area. Many dealers already are tak- 
ing short profits, and deals are being 
made on an “overfinanced” basis. 

Bootlegging also is being revived 
as some new ’57 models are ap- 

g on used-car lots, indicat- 
ing, according to some dealers, 
that some inventories are being 
reduced by wholesaling to used- 
car outlets. 

Some dealers declared that a lot 
of retailers are in bad shape, and 
that unless there is a brisk demand 
for cars soon, there will be fewer 
dealers by the end of the year. 

Another difficulty reported by a 
Big Three dealer is mounting re- 

ions. He said seven of his 
own deals on 1957 cars have blown 
up with repossessions. 

He said these fiascos were the 
result of overfinancing, but averred | 
he'd stiJi make a deal if he could| 
see a dollar profit because he had | 
too many cars. 

Another said that if business is| 
good in May, June and July, dealers | 
still will be OK even without the 
spring upsurge. 

This black report in the face of 
a shortage of 57 models only a 
few months ago stems from a 
series of unfortunate circum- 
stances that have plagued this 
area. | 
The weather has been bad, with 
snow and rain when clear skies 
were expected. These interviews 
were conducted on the 12th consec- 
utive day of rain and while tornado 
warnings blared from TV screens 
and radios. The tornado missed St. 
Louis, but a torrential rain flooded | 
the city. 

St. Louis has had a lot of un- 
favorabie publicity recently regard- 





Oregon Dealers 
To Hear Chaffin 
At June Meeting 


PORTLAND, Ore.—Dean Chaffin, 
NADA first vice-president and a 
Chevrolet-Buick dealer in Boze- 
man, Mont., will be the leadoff 
speaker at the two-day convention 
of the Oregon Automobile Dealers 
Assn. which opens June 6 at the 
Multnomah Hotel here. 

The afternoon session June 6 
will be devoted to talks and ques- 
tion-and-answer periods by G. S. 
Paxson, Oregon's assistant highway 
engineer, and Del Wakeman, San 
Francisco, a specialist in advertis- 
ing, merchandising and sales pro- 
motion. 

NADA area chairmen will meet 
June 7, and a luncheon meeting will 
be addressed by Walter J. DeLong, 
of Weyerhaeuser Timber Co. He 
will speak on “The Forest Industry 
Looks Ahead,” a subject vital to 
Oregon's economy. 

The association will hold its busi-| 
ness meeting that afternoon, fol- 
lowed by the annual banquet in the 
evening. Banquet speaker will be| 
Dr. W. Ballentine Henley, president, 
College of Osteopathic Physicians 
and Surgeons, Los Angeles. Henley 
will be presented through the cour- 
tesy of General Motors. 





Brenner Boosted 
In S-P Sales 


SOUTH BEND.—James H. Bren- 
ner has been appointed assistant | 
sales manager for 
Studebaker - Pack- 
ard, Sydney A. 
Skillman, general 
sales manager, 
has announced. 

Brenner joined 
Studebaker in 
1946 and has had 
executive field ex- 
perience as well 
as service in the 
z general office. Be- 
|. H. Brenner fore his appoint- 
nt he was Studebaker-Packard 
imanager in Cleveland. 





ing unemployment and the loss of 
businesses and industries. 

But incoming industries and new 
construction more than offset the 
losses and the bad publicity, For 
instance, the newspaper front pages 
were filled recently with stories 
about the Missouri, Kansas & Texas 
Railroad moving its main offices to 
Texas under. cover of darkness. 

This move reflected a loss of 
less than 200 jobs. New industries 
are coming in; new factories are 
under construction, and current 
statistics show employment on 
the rise. 

But the publicity has affected 


Capital Dealers Outing 


WASHINGTON.—The annual out- 
ing of the Automotive Trade Assn. 
National Capital Area will be held 
May 13 at the Woodmont Country 
Club, Rockville, Md. On the agenda 
are a golf tournament, tennis and 
a roast beef dinner. 


auto dealers adversely. “There are 
a lot of scared people here who 
won’t look at a new car,” one 
dealer said, “and a lot of timid 
buyers who take a couple of quick 
looks and turn into ‘be backs.’” 


Another dealer thought the chief 
trouble was that there are too many 
dealers. He said he didn’t think 
there would be as many next year. 

He said he had statistics on sales 
in 1956 and that five of seven 
dealers selling one popular line here 
lost money last year. He had similar 
statistics for several other makes. 

“The public is price scared,” 
another dealer reported, “Every- 
thing that comes out is too high, 
and the ’57 price increase is re- 
sponsible for our present situa- 
tion, 

“That’s why we have so many 
cut-price offers all over town, The 
dealer is trying to cut the price 
so the buyers will buy, and he ends 
up holding the bag.” 

The expected tornado was dipping 
and hopping along a few miles west 
and north of St. Louis, but one 
dealer wasn’t much interested in 
the black cloud. 





Map Plans for Soap Box Derby— 

Akron civic leaders, who team up with Chevrolet each year to make the Aill- 
American Soap Box Derby a nationally famous event, visited Detroit to work out 
details of the 20th annual derby to be held in the Ohio city Aug. 18. Leading the 
eight-man Akron committee were Mayor Leo Berg, right, and Noel Michell, center, 
chairman, Akron Chamber of Commerce Derby Committee. Bruce G. Overby, left, 


“Compared with my situation, it| derby general manager and Chevrolet assistant advertising manager, points out 


looks white to me,” he said. 


work that is going on to prepare materials for the race. 











Dressing...for a 320-Acre Garden 


Here’s one way farmers in Ohio, Michigan and Penn- 
sylvania boost their big incomes still higher. Heavy 
applications of commercial fertilizer. are the rule in 
these “‘garden’”’ states of profit-size farms. 

Farmers here buy truckloads—not just a few bags 
at a time. They have the extra capital to make big, 
money-making investments like this Further, wise and 
wide diversification keeps cash intake high every month, 
puts all three states among the top-third in farm 


income. 








CLEVELAND, OHIO 
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In all three states, too, rural families prefer their 
home-edited farm papers. THE OHIO FARMER, MICHIGAN 
FARMER and PENNSYLVANIA FARMER are the magazines 
that serve their needs and interests best. 

You’re a three-way winner when you pick these 
popular farm papers to sell your products. You get top 
readership (high as 9 out of 10), circulation twice 
monthly, and 4-color gravure printing to save plate 
costs. Need more facts? Write 1010 Rockwell Avenue, 
Cleveland 14, Ohio. 
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THE OHIO FARMER + MICHIGAN FARMER + PENNSYLVANIA FARMER 


EAST LANSING, MICHIGAN 


HARRISBURG, PENNSYLVANIA 
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Has Part in Air-Conditioning .. . 


Heating’s Cooling Role 








a combined heater and air con- 
ditioner developed for 1957 
Chrysler Corp. automobiles intro- 
duced several engineering ideas that 
have attracted the attention of de- 
sign experts in this field. 

Most unusual, perhaps, is the 
concept by which air conditioner 
temperature control is secured 
through a REHEATING process. 
The unit also is notable for the 
extent to which it carries design 
integration of heating and cool- 
ing components. 

Side-by-side arrangement of 
evaporator coil and heater core and 
dual-purpose controls that function 
for either heating or cooling are 
features attesting to engineering ef- 
fort at integrating what formerly 
were thought of as separate func- 
tions. 

Design details of the new units 
and engineering thinking underly- 
ing its development are described 
in a booklet prepared by Chrysler 
Corp. Engineering division. 

* = + 


eee and air conditioning 
are combined in one compact 
assembly located under the in- 
strument panel. Outside air enters 
the system through a permanently 





Property Tax 
On Cars Rouses 


Dealers in N.M. 


ALBUQUERQUE. — Dealers here 
have indicated that they will go to 
court over a plan to levy a property 
tax on automobiles in dealer lots. 

However, E. W. Richardson, 
president, New Mexico Independent 
Automobile Dealers Assn., said he 
wanted to study the plan before 
commenting. “This is a wait and 
see problem,” he said. 

The assessor, Carter W. Kirk, 
said if a new-car dealer handled 
700 cars a year and they all were 
licensed during the year there 
would be no ground for tax. “If he 
has registered 200, we feel the re- 
maining 500 are assessable,” he 
said. 

Most dealers, including those 
talking about a court test, feel that 
under a 1953 law they should not be 
charged a property tax for any car 
for which plates are bought. 

The state’s registration fee in- 
cludes the property tax on the car. 
A part of the fee is distributed 
among state, county, city and 
schools in lieu of the property tax. 


Fabricator Parley 
Set for May 21-22 


DETROIT.—The improvement of 
hydraulic systems and components 
for better operation and reduced 
maintenance will be the central 
theme of the second Fabricating 
Machinery Hydraulic Conference at 
the Sheraton Cadillac Hotel in De- 
troit May 21-22. 

Besides a visit to the Vickers ad- 
ministrative and engineering cen- 
ter, the fabricating machinery users 
and builders will exchange infor- 
mation at an audience-participation 
meeting with each other and Vick- 
ers personnel. 

W. L. Cruse, executive vice-presi- 
dent of the Society of the Plastics 
Industry, will be the keynote 
speaker. J. R. Hemeon, of GM’s 
Ternstedt division, and O. J. Maha, 
vice-president of Hannifin Corp., 
will be moderators. 


Sunday Closing Law 


Proposed in Illinois 

CAGO.—A Sunday closing 
bill, patterned on the Colorado 
law upheld by the Colorado Su- 
preme Court, has been introduced 
in the Illinois Legislature. 

The Chicago Automobile Trade 
Assn. said that it would require 
all auto dealerships, new and 
used, to close on Sunday. It was 
sponsored by Reps, John W. Car- 
roll, Park Ridge Republican; 
Claude A. Walker, Forest Park 
Republican, and several other leg- 
islators, the CATA said. It was 
said that the Illinois Automotive 
Trade Assn. and the Greater 
Used-Car Dealers Assn. of Chi- 
cago are in accord with the bill 


open vent in the top of the cowl. 
The same basic air circuit is used 
for both the heater and air condi- 
tioner. 

In warm weather, when the 
temperature range selector switch 
is placed in the “cooling” position, 
air from the cowl vent enters a 
plenum chamber and passes 
immediately through the evapora- 
tor, where it is cooled. 

The evaporator always operates 
at peak capacity, hence it chills the 
air rapidly. At the same time, the 
air is dehumidified because excess 
moisture condenses as the tempera- 
ture drops. 

After passing through the evapor- 
ator, the air is cold and dry. In 
fact, it usually is too cold for com- 
fort. So it goes directly to the heater 
core, where it is warmed to the de- 
sired temperature. 

* * * 


wa is it necessary to make the 
air extremely cold and then 
heat it again? Why not just cool 
it down from ambient to the tem- 
perature wanted inside the car? Be- 
cause, explain the Chrysler en- 
gineers, “When the evaporator oper- 
ates at its coldest level, it does the 
best possible job of removing water 
—and dry air (low humidity) is im- 
portant to passenger comfort.” 
The amount of reheat added to 
air as it passes through the heater 
core is controlled by metering hot 
water through the core. The flow 
of hot water is regulated by a 
modulating valve. An advantage 
claimed for this design is that it 
gives dehumidification even when 
minimum cooling of the passenger 
compartment is desired. 
In cold weather, when the heater 
is used, air traverses exactly the 


same path—except that the cooling| 
cycle is inoperative and nothing) 
happens to the air as it passes| 


through the evaporator. Incoming 
air simply is warmed by the heater 
core as if there were no air condi- 
tioning unit installed. 
* S > 

[NTEGRATION of heating and 

cooling functions and the use of 
common controls and distribution 
systems were made possible by a 
design which locates the air condi- 
tioner evaporator adjacent to the 
heater core on the dash panel. 

After simply flipping a toggle 
switch that selects “heating” or 
“cooling” operation, the driver 
uses the same set of controls in 
both winter and summer. Basi- 
cally, only four controls operate 

the entire system, whether the 
heater or air conditioner is used. 

The heating-cooling toggle switch 
is a two-position temperature range 
selector. The temperature slide con- 
trol permits selection of exactly the 
desired temperature regardless of 
outside conditions. The blower 
switch offers a choice of three 
speeds to regulate air flow. 

A concentric ring around the 
blower switch provides air distri- 
bution control by proportioning dis- 
charged air between the outlets 
atop the instrument panel and 
those beneath the panel. 
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Texans Build Two Million Fords— 


The two millionth Ford to come off the assembly line at Ford's Dallas plant is 
greeted by company executives during ceremonies attended by some 300 business 
and civic leaders, newsmen and plant employes. After appearing at 11 
County Ford dealerships, the Fairlane 500 will be presented to a local social service 
agency to be selected in a contest sponsored by the dealerships. From left are O. P. 
Marshall, acting plant manager; R. R. Anfin, Ford Southwest regional sales manager; 
H. M. Splawn, assistant plant manager, and John McKee, plant industrial relations 


manager. 


Dallas 





WASHINGTON. — The House 
Traffic Safety subcommittee was 
told last week that preliminary 
findings of carefully controlled re- 
search indicate that seat belts are 
effective in cutting substantially 
the frequency and severity of in- 
juries in auto accidents. 

The witness was John O. Moore, 
director of automotive crash re- 
search at Cornell University Medi- 


Dealer Leaders 





Listed by DeSoto 


DETROIT.—Due to several ties, 
16 dealers won places in DeSoto’s 
monthly “top ten” sales rankings 
for March, the company announced 
last week. 

Sales leader for the month was 
Harold B. Robinson Auto Sales Co., 
Philadelphia, which also won first 
place in February. 

Runnerup was Armory Garage, 
Inc., Albany, N. Y., followed by, in 
order: Seven Leo Adler, Inc., De- 
troit, third; Leo Adler, Inc. (another 
Adler outlet), Detroit, and Rosen- 
stock Motors, Houston, both tied 
for fourth. Walton Motor Sales, 
Inc., Chicago, fifth; Automobile 
Sales Co., Inc., Memphis, and Seneca 
Motors, Inc., Rochester, N. Y., both 
tied for sixth; Krich Bros., Newark, 
and Roy Burnett Motors, Inc., Port- 
land, Ore., both tied for seventh. 

Eighth place was shared by James 
F. Waters, Inc., San Francisco, Lee 
Motors Queens, Inc., Forest Hills, 
N. Y., and Young Motors, Inc., 
Brooklyn. Louis Rose Co., Highland 
Park, Mich., was ninth, while tenth 
place was shared by A. D. Pelunis, 
Inc., Lakewood, O., and Conart’s 
Five-Point DeSoto, Inc., Akron. 


"Silent Salesman’ at work in Cleveland— 


Plymouth dealers in the Cleveland area have a “silent salesman" working for 
them in the Cleveland Terminal Bidg. The display shown above is seen daily by 


an estimated 40,000 to 70,000 persons 


at the subway loading platform in the 


building. A reproduction of the Cleveland skyline against a life-like night sky is 
featured in the background, and the Plymouth car in the display is changed each 
month to tie in with the color and body type of the model featured in national 


advertising. 


Seat Belts Cut Injuries, 
House Safety Group Told 





cal College. He was called to 
testify in answer to what the sub- 
committee said were comments it 
had received questioning the 
value of belts. 

Moore detailed a Cornell study in 
which 81 accidents involving non-| 
belted car occupants were matched 
against similar accidents involving} 





riders restrained by belts. 

He said 75.5 percent of those | 
without belts sustained at least 
minor injuries; 23 percent received | 
injuries ranging from moderate to 
fatal, and 3.6 percent sustained in-| 
juries dangerous to life or fatal) 
within 24 hours. 

Conversely, he said, only 29.9 per-| 
cent of those using belts were hurt 
to any degree; 9.2 percent sustained | 
moderate to fatal injuries, and just) 
one percent received dangerous or) 
fatal injuries. 

Moore said this comparison in- 
dicated the use of belts improved 
the injury picture by 60.4 percent. 

The witness said that even belted | 
riders whose heads pivoted over on} 
crash impact and hit an object had| 
60 percent less injury than those 
not wearing belts who hit their 
heads. 

Moore did not deny that car occu-| 
pants restrained by belts sometimes) 
are killed in accidents. “We do not} 
represent that the restraining de-| 
vice should ever be considered a) 
panacea or cureall,” he said. 

The current studies of the Cor-| 
nell crash research program are| 
sponsored by the Defense Depart-| 
ment, U. S. Public Health Service 
and by grants from Ford and 
Chrysler. In addition, 14 states are 
cooperating with the school in gath- 
ering accident data. 

Edward R. Dye, director of 
safety design and development at 
the Cornell Aeronautical Labora- 
tory, testified that the auto mak- 
ers should not be critized for fail- 
ing to go ahead fast enough on 
safety. 

He said they will put more safety 
in cars when public education con- 
ditions car users to want more pro- 
tection. 





He said the factories are in busi- 
ness to make money and are “per- 
fectly willing’ to provide safety 
“when the public is ready to buy.” 

Dye termed the seat belt a “tem- 
porary measure”—a “cumbersome” 
object with “high nuisance value.” 
He said the Cornell program aims 
at a device that can be installed as 
a regular part of the car so that 
“when you get in the car you are 
protected.”—(William Ullman.) 


‘Highly Important? 
CHICAGO. — Chicago Automobile 
Trade Association has termed its 
annual meeting for members “high- 
ly important,” and announced May 
23 as the date for the luncheon 
and meeting. 


Insurance Bill 


Stirs Ohio Row 


Charge of Dealer Aid 
Denied by Sponsors 


COLUMBUS, O. — Reports that 
Ohio auto dealers are backing g 
bill to broaden the powers of my. 
tual assessment insurance com. 
panies have been branded untrue ip 
hearings before the Senate Insyp. 
ance Committee, 

The Ohio Assn, of Insurance 
Agents allegedly published the 
rumor in a bulletin to its mem. 
bers. The bulletin reportedly said 
the auto dealers had raised g 
fund of $150,000 to support the 
legislation. 

The ‘theory was that the bill 
would permit auto dealers to get 

back into the insurance business, 
presumably by forming an assess. 
ment mutual whose agents do not 
have to be licensed. 

Clark Morrow, of Newark, attor- 
ney for the mutual assessment 
group, told the senators of the re. 
port and called it untrue, 

He said auto dealers would be 
unable to offer satisfactory insur- 
ance (to the public or finance com- 
panies) through a mutual setup and 
offered to write into the bill an 
amendment making sure no such 
interpretation could be placed on 
the legislation. 

Also calling the reports un- 
foundea was Wayne Welsh, New 
Springfield auto dealer and secre- 
tary of the Springfield Township 
Mutual Insurance Assn, 

“I consider this (rumor) an in- 
sult both to assessment mutual 
people and to Ohio auto dealers,” 
Welsh told the committee. 


The mutual assessment firms are 


|small companies operating in only 


a few counties and writing prin- 
cipally fire and windstorm insur- 
ance. They write no auto insurance 
and say they do not want to. 

In another legislative action, the 
House Judiciary Committee recom- 
mended for passage a bill which 
‘would repeal the statute which says 
an owner or driver is not liable 
when a guest in his car is injured 
in an accident. 

A spokesman for the Agsn. of 
Casualty and Insurance Companies 
opposed the repeal, terming it 
simply an effort to get insurance 
companies’ money, He said it would 
result in numerous collusive law- 
suits and might boost insurance 
rates. 

Also on the insurance front 
sponsors of a bill calling for com- 
pulsory automobile insurance in 
Ohio are pressing the House In- 
surance Committee to set a time 
for a hearing. 


Need for Safety 


‘Checks Stressed 


NEW YORK, — An article warn- 
ing motorists of the dangers of 
operating vehicies in need of repair 
and pointing up the importance 
safety checks and proper main- 
tenance of vehicles appears in the 
May 14 issue of Look. 

Entitled “Every Fifth Car May Be 
a Killer’ and authored by Look’s 
Automotive Editor George Koether, 
the article cites a number of the 
most prevalent faulty parts. 

The article focuses attention om 
the need for support of the Na 
tional Vehicle Safety Check for 
Communities to be conducted dur 
ing May. 


Kans. 2% Tax Extended 


To Private U. C. Sales 


TOPEKA, Kans.—Anyone pur- 
chasing a used car in Kansas 
from a private individual as of 
May 1 must pay the state sales 
tax on the purchase because the 
57 legislature extended the 2 per- 
cent tax to used cars, trailers and 
a number of other items. 


J. E. Kirchner, director of reve- 
nue, said that anyone buying such 
@ car may either send the tax to 
the director of revenue or pay it 
to the county treasurer when ap- 
plying for a title certificate. Used- 
car dealers must also collect the 
tax. on used cars they sell and 
send it to the state. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, S. PRODUCTION ONLY) 









































Week Week 
Ended Same Ended Total 
May 4, Week, Apr.27, Output, May5, May 4, 
1957 1956* 1957* April 1956* 1957 
AMERICAN MOTORS.. 2,345 1,673 2,298 10,211 51,257 36,322 
OE, - citiennimeniassen Oe” atbhins 53 293 «= 3,906 = «1,026 
Nash ...... (ens 133 577 10,279 2,333 
Rambler ..........ccccececeeee 2,150 1,673 2,112 9,341 37,072 32,963 
CHRYSLER CORP. ...... 28,825 18,355 27,829 114,308 351,513 501,985 
Chrysler .......ccccecsssssesess 3,150 2,600 2,992 10,389 43,502 51,922 
Imperial ............0.004 1,175 140 1,144 4,154 4,405 17,114 
TIED .ccsescerccrscesececscccses 1,950 2427 11,760 43,777 57,105 
DOC «.0000..cceeccscccrrcseseees 4,277 6405 28,589 75,389 117,355 
Plymouth 9,388 14,861 59,416 184,440 258,489 
FORD MOTOR ............... 35,824 34,616 36,960 163,491 625,917 729,470 
Continental .................. 24 26 24 114 902 404 
TEENIE ssccvececesévostentvsonsectonene 29,950 27,202 29,346 132,520 505,394 579,508 
TOOEER  ccccceswccccesscsenenvae 450 1,249 834 3,574 20,999 18,017 
DROP CUTY  o0.eeeseceeeeeceeeeeees 5,400 6,139 6,756 27,283 98,622 131,541 
GENERAL MOTORS.... 57,036 55,984 55,366 254,969 1,304,433 1,120,361 
SEEIIIEL  sucievusdeceenteneevessetéove 8,559 9,723 8,407 §=39,957 250,312 184,437 
IED . <succcceumtncecsenssecsen 3,700 3,385 2,974 14,547 60,119 59,428 
Chevrolet. ....................... 29,800 29,482 28,802 132,364 651,044 554,377 
Oldsmobile .................... 7,677 7,674 8416 37,086 194,189 171,625 
END | seectseneccocesecesscesee 7,300 5,720 6,767 31,015 148,769 149,994 
BP CTR. onscrcecreccccccscecces 1,275 2,077 1,180 6,260 48,685 27,654 
SEEEEIEE . sedtsvsircerccsenssseee 103 417 133 $14 9,518 5,889 
Studebaker ................... 1,172 1,660 1,047 5,446 39,167 21,765 
Total Cars, U. S........... 125,305 112,705 123,633 549,239 2,381,805 2,415,792 
*Revised. 
COMMERCIAL CARS 
(U, S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 4, Week, Apr. 27, Output, May 5, May 4 
1957 1956* 1957* April 1956* 1967 
CHEVROLET .................. 7,600 7,040 6,318 33,193 145,109 130,457 
SEEDY SE chvcmnatosinsocess 85 95 82 401 1,747 1,500 
ER a ilacinsaniaicieosbiesonenn 80 80 80 272 1,560 1,326 
II, snccieithcdiadieaacdeltnbettiie 1,800 1,960 1,818 7,323 31,430 30,899 
ss ici ill ideiimesieatiaiaancaion 8,900 6,062 9,063 38,371 114,232 127,923 
II Tascadapsisecisdibisnesnboestaiaktimestis 1,250 1,985 1,534 5,807 37,200 §=25,996 
INTERNATIONAL ...... 3,188 2,765 2,757 11,561 53,276 35,845 
ED. siidcabhtaletiddinisadiiasenisees 350 305 369 1,463 6,783 6,504 
ili occ dsetianiaialeininiiy 70 74 53 228 1,305 1,100 
STUDEBAKER. .............. 202 319 214 1,023 5,159 4,231 
Ee 320 390 316 1,410 6,841 5,921 
I ee 1,410 1,396 1,351 3,489 22,375 22,335 
MISCELLANEOUS *** 60 48 59 262 1,292 995 
Total Trucks, U. S....... 25,315 22,519 24,514 104,803 428,309 395,032 
Total Cars, Trucks, 
STEIN sndicthnctnndsatnysinianaaoed 150,620 135,224 148,147 654,042 2,810,114 2,810,824 
Total Cars, Trucks, 
IN, Asicathoniasaciaaniais 11,495 12,410 11,733 48,420 174,797 179,205 
Grand Total, 
Cars and Trucks, 


U. S. and Canada......162,115 147,634 159,880 


"Revised. Miscellaneous includes Corbitt, 
Drive, ete. 


702,462 2,984,911 2,990,029 
Marmon-Herrington, Federal, F o u r-Wheel 


N.B.: All U. S. totals include cars and trucks for military orders, 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals, 





3rd Quarter Sales Increase 
Seen by Dun & Bradstreet 


NEW YORK. — Executives who 
expect their firms will increase 
third-quarter sales over a year ago 
were more than five times as nu- 
merous as those expecting a de- 
crease, according to Dun & 
Bradstreet’s survey of business 
men’s expectations. 


They were optimistic, but not 





Gift Awards to Salesmen 
Subject of Tax Ruling 


WASHINGTON.—I n centive 
awards to retail auto salesmen in 
the form of merchandise or gift 
certificates are taxable income 
to salesmen under the Internal 
Revenue Code, according to the 
Automotive Trade Assn. — Na- 
tional Capital Area. 

However, the cost of such 
awards is deductible by the dealer 
as an o business expense. 
In the case of awards payable in 
other than cash (ie., merchan- 


» mot required withhold tax 
Provided he files infor- 
‘Mation with the Internal Revenue 
Service. 





a 





quite as cheery as in the second 

quarter survey, when “ups” out- 

numbered “downs” more than 12 

to one. 

The business men, executives of 
medium-sized and larger retailing, 
wholesaling, and manufacturing 
companies, were interviewed during 
the period March 25-Apr. 5 by the 
agency’s staff. 

Manufacturers of nondurable 
goods said they expected third- 
quarter sales to surpass a year ago 
more frequently than did the other 
business men. They also were some- 
what more optimistic, profit-wise 
than the others. 

It was the concensus among more 
than half (54 percent) that third- 
quarter profits would be as high 
as a year ago, 36 percent looked 
for an increase and 10 percent were 
apprehensive of a decline, 

Stability in inventories was im- 
plied in the preponderance (60 per- 
cent) of executives who expected 
no change from last year in in- 
ventories in the third quarter of 
1957. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
M gives you the entire story 
every week throughout the year. 
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Truck Pace Rises Again e's 


Most Makers Boost 


w=: :|\Car Schedules a Bit 


(Continued from Page 1) 


Ford Motor up 16.5 percent over the| lifted GM assemblies from 655,366 
same period of 1956. General Mo-| units the previous week to an esti- 
tors was off 14.1 percent; American| mated 57,036 last week. 


Motors, 29.1 percent, and S-P, 43.2 
percent. 

Truck output for the year is about 
7.8 percent off the Jan. 1-May 5 
period of a year ago. 

* * = 
HRYSLER CORP., with its West 
Coast assembly plant back on a 
normal schedule after struck for 


Buick hiked its output from 
8,407 units the previous week to 
8,559 last week; Cadillac, from 
2,974 to 3,700; Chevrolet, from 
28,802 to 29,800, and Pontiac, from 
6,767 to 7,300. Only Oldsmobile 
showed a decline as it dropped 
from 8,416 to 7,677. 


A shutdown of assembly opera- 


five weeks, upped car output from| tions at the Lincoln-Mercury Wayne 


27,829 units to 28,825 units last wek. 

A breakdown of Chrysler Corp. 
operations showed Plymouth off 
from 14,361 units to 14,600 last 
week, but all other divisions rose 
from the previous week. 


Dodge jumped its output from 7 


6,405 units a week earlier to 7,000 
last week; DeSoto, from 2,427 to 
2,900; Chrysler division (excluding 
Imperial), from 2,992 to 3,150, and 
Imperial, from 1,144 to 1,175 units. 


* > * 


(Mich.) plant on Thursday and Fri- 
day was the big factor in dropping 
Ford Motor output from 36,960 
units a week earlier to an estimated 
35,824 cars last week. 
. = * 

HE two-day close-down at 
Wayne held Mercury output at 
5,400 units last week, compared 
with 6,756 a week earlier, and 
dropped Lincoln assemblies from 
834 to 450. Continental remained 
steady at 24 units a week, but Ford 
division hiked its schedules from 


—— output at Buick,| 99346 units to 29,950. 


Cadillac, Chevrolet and Pontiac 


Obituaries 


L. R. Cooke 

LEXINGTON, Ky.—L. R. Cooke, an auto 
dealer here for 22 years, is dead. He was 
a trustee of Georgetown College, George- 
town, Ky., for nine years and was board 
chairman in 1954 and 1956. Mr. Cooke was 
a brother of Almond and V. V. Cooke, auto 
dealers in Louisville. In 1947, Mr. Cooke 
and his brothers contributed $120,000 for a 
library at Georgetown which later was 
named Cooke Memorial Library. 

* * * 


Abe Messinger 
BROOKLYN, N. Y. — Abe Messinger, 
an auto dealer for 30 years and the founder 
of Ace Dodge in Brooklyn, died Apr. 23 
after a brief iliness. In 1950 he established 


The slight increase by Ford di- 
vision also helped it maintain its 
near 25,000-unit lead over Chev- 
rolet in year-to-date figures. As 
of May 4, Ford had turned out 
an estimated 579,508 cars to Chev- 
rolet’s 554,877 units. 

Increased output by Nash, Hud- 
son and Rambler helped AMC hike 
its output from 2,298 to 2,345. Ram- 
bler was up from 2,112 to 2,150; 
Nash, from 133 to 135, and Hudson, 
from 53 to 60. 


69 


units a week earlier to 1,172 last 
week, but Packard fell from 133 to 
103. 

Canadian car-truck output 
dropped from 11,733 units a week 
earlier to 11,495 last week despite 
the fact that GM of Canada has 
gone on a 10-hour overtime sched- 
ule in Oshawa. 

Vehicle output in Canada during 
April totalled an estimated 48,420 
units, compared with 44,891 in 
March. 


a * * 


Plymouth Pilot Output 
Begins at Delaware 


NEWARK, Del.-—Pilot production 
of Plymouth cars has started at 
Chrysler Corp.’s eastern assembly 
plant here. The first shipment of 
four cars left the plant last Tues- 
d 


ay. 

Output of cars is to be of nominal 
proportions for the next several 
months, and is designed to test out 
‘production equipment and train 
supervisory personnel, Nelson E. 
McLeod, plant manager, said. 

Construction crews are still at 
work completing the conversion of 
the plant from tank to automotive 
production, A limited number of 
former employes of the plant has 
been recalled for assembly opera- 
tions. 

Other Plymouth assembly opera- 
tions are in Detroit, Evansville, Ind. 
and Los Angeles. 

+ * 


Ford’s Ga. Plant Resumes 


Output of F-100 Trucks 


ATLANTA. — Ford Motor Co.’s 
assembly plant at Hapeville has re- 
sumed production of F-100 pickup 
trucks, reports Henry C. Dorsey, 
plant manager. 

Truck production had been inter- 
rupted last August to make room 
for station wagon production. 

This is part of an accelerated 
truck production program “to meet 
the continuing demand,” assistant 


GTUDEBAKER - PACKARD car|general manager J. O. Wright 


output jumped from 1,180 units 
the previous week to 1,275 last week 
despite a drop in Packard assem- 


| states. 


Both production and sales of 


| trucks have set new records since 


the Abe and Gertrude Messinger Founda-| blies. Studebaker moved from 1,047| introduction of Feb. 1, Wright said. 


tion to aid medical research. He also 
financed the establishment of the Messinger 
Research Laboratories at the Beth-El Hos- 
pital in Brooklyn. 

* * * 


Cully M. Thorning 
MILWAUKEE — Cully M. Thorning, 93, 
retired auto dealer, died here after a short 
illness. One son and two daughters survive. 
* * * 


C. Pinkney Ziegler 
ST. MATTHEWS, 8. C. — C. Pinkney 
Zeigler, 47, coowner of Service Motor Sales, 
Inc., here, died Apr. 26. 
* * 


Ralph A. Sheasley 
PITTSBURGH. — Ralph A. Sheasley, 
who retired as Hudson zone manager here 
@ year ago, died Apr. 24. Before joining 
Hudson, Mr. Sheasley was with Ford Motor 
Co, in Albany and Cincinnati. 
* . * 


William F, Schmitt 
PITTSBURGH. — William F. Schmitt, 
associated with Northside Buick Co, for 
four years, died Apr. 27. Mr. Schmitt had 
operated a Packard dealership in Sharps- 


burg, Pa., for 25 years before leaving there | 


in 1947. 
* * * 


W. John Moyer 
LEBANON, Pa. — W. John Moyer, 53, 
a partner in Beyerle-Moyer Motors (Chrys- 
ler-Plymouth) here, died Apr. 22. Mr. Moyer 
had served on the Chrysler Dealer Council 
and was a member of the Automobile Old 


Timers Club. 
* * * 


Clarence A. Bell 
WAYNE, Mich.—Services were held here 
last week for Clarence A. Bell, 60, Ford 
dealer, who died Apr. 29. Survived by 
widow and one om. "i = 


Dexter S. Kimball Jr. 

CLEVELAND.—Dexter 8. Kimball jr., 
51, vice-president of Bendix-Westinghouse 
Automotive Air Brake Co., died suddenly 
Apr. 28 in University Hospital. He was 
vice-president of the Society of Automotive 
Engineers. He was co-author of the 
“Principles of Industrial Gogeatentien.” 

* 


Samuel Lipman 
HARTFORD, Conn.—Samuel Lipman, 71, 
associated with his son, Morris, in Lipman 
Motors, Inc. Gam), » dead. 


mn W. Hopson 
CHURCHVILLE, N. Y.—Remington W. 
Hopson, 65 (Chrysler), in business here for 
29 years, died Ape. 26, 


John W. 

ROCHESTER, N. Y.—John W. Fulreader, 
88, secretary-treasurer and general manager 
of James Cunningham & Son Co, when the 
firm produced automobiles, died Apr. 22, 
He retired from Cnn in 1955, 


John C. Barrie 
PATCHOGUE, N. Y.—John C, Barrie, 
79, president, Barrie Bros. auto dealership 
here, died Apr. 26 at Perryville, Md., while 
on a vacation trip. 
7 


e 


* 


Frank Anderson 
BEEBE, Ark. Frank Anderson, 45, 
who formerly operated a Ford automobile 
a at Beebe, died Apr. 28 at a Little 


ospital. Death was attributed to a 
heart attack. 





Chicago BBB Reports Case... 


License Lost, Regained 


CHICAGO. How a Chicago 
automobile dealer lost and then 
regained his dealer’s license, and 
how cooperation between the Chi- 
cago Better Business Bureau and 
the Chicago office of the Secretary 
of State settled a serious com- 
plaint against him, has been re- 
vealed by the BBB. 

A customer told the BBB that 
he answered an advertisement 
inserted by Northashland Auto 
Sales offering a °51 Plymouth 
station wagon at a full price of 
$495. He allegedly purchased the 
car Sept. 1, 1956, paying $50 
| down, being allowed $25 for his 
tradein and being offered terms 





of $45 a month for 15 months, 

| “Only when he received the time- 
| payment book from a finance com- 
|pany did the customer learn he 
| was obligated to make 18 monthly 
| payments, not 15, and on an upaid 
balance of $500, not the $420 agreed 
upon,” the bureau said. 

| “The purchaser admits he signed 
|submitted papers in blank, ap- 


| parently being ‘bushed’ or over- 


text.| charged more than $200.” 


| The compainant said he asked 
the dealer to explain the alleged 
discrepancies and to supply the 
title, but received neither a satis- 
factory explanation nor the title. 
He then filed a complaint with 
the Better Business Bureau. 

The bureau contacted the dealer 
and reported: “During several 
telephone conversations with vari- 
ous of the dealer’s representatives 
—including Stanley Fields, one of 
its officers—the bureau was given 
ambiguous and entirely unaccept- 
able ‘explanations’ regarding the 
‘bush.’ ” 

According to the Bureau none 
of the company’s agents could 
offer any good reason why the 
customer was being kept from 

driving the station-wago 
five months earlier— 
“because it had failed to supply 
the requisite certificate of title.” 








On Feb. 11, 1957, the title was 
delivered, but no explanation was 
made regarding the overcharge. 

The case then was referred to 
Philip Conley, chief clerk in the 
Chicago office of the Secretary of 
State. Conley ordered a hearing, 
which resulted in the revocation of 
the dealer’s license. 

Following this, the BBB said, 
“Northashland Auto Sales then 
settled with the complainant by 
paying him $250. The company 
subsequently requested a rehearing. 
Since investigation disclosed this 
to be the first complaint against 
the dealer, its license now has been 
reissued.” 


Sutter to Address 


N.C. Convention 
On May 19-21 


RALEIGH, N. C.—Frederick M. 
Sutter, NADA president, will be 
the featured speaker at the 22nd 
convention of the North Carolina 
Automobile Dealers Assn, which 
will be held May 19-421 in Asheville. 

Sutter, a Dodge-Plymouth dealer 
in Columbus, Ind., has entitled his 
talk “Honesty is the Only Policy.” 

Other speakers will be John A. 
Williamson, a sales consultant from 
Birmingham, Ala; Dr. Carl C. 
Byers, superintendent of the Parma 
Public Schools; Elson G, Sims, a 
Ford dealer, and Stanley Pressler. 

Sutter and James Moore, NADA 
general counsel, will meet with the 
NCADA industry relations commit- 
tee. Sutter is a past chairman of 
the NADA indtstry relations com- 
mittee. 

The NCADA has conducted a sur- 
vey to determine the most vital 
problems facing the dealers, Get- 
ting the most mentions were boot- 
legging and cross-selling and these 
problems will be thoroughly dis- 
cussed and solutions will be sug- 
gested. 


Legislative Report... 
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Sodaks Get ‘Half a Loaf’ 


SIOUX FALLS, S. D. — Dealers 
won “a half of loaf” in the licens- 
ing of manufacturers, according to 
a legislative report of D. B. Brod- 
erick, manager, South Dakota 
Automobile Dealers Assn. 


The new law passed by the 1957 
Legislature requires manufactur- 
ers to file models and prices for 
minimum tax purposes as well as 
define territories and dealer 
changes, if any, reported Brod- 
erick. 

However, he said that “we feel 
most happy at the degree of suc- 
cess” of the association’s program. 
Broderick listed the outcome of the 
program point by point. 

He said the “crowning achieve- 
ment” was passage of conditional 
sales contract legislation which 
legalizes a time price versus a cash 
price. 

The law also sets up disclosure 
of the elements of time sales, fixes 
“realistic” rates to be charged and 
provides for refunds for prior pay- 
ments and penalties for abuse. 


Broderick said a series of 


Holmes, Schulte 
Named Pontiac 


Regional Chiefs 


PONTIAC.—Lonnie H. Holmes, a 
23-year Pontiac veteran, has been 
appointed central regional manager 
succeeding Latham Clark, who has 
retired after 26 years’ service. 


G. J. Schulte L. H. Holmes 

Holmes formerly headed Pontiac’s 
Pacific region and had been Mid- 
west regional manager since 1956. 

His successor in the Midwest post 
is G. J. Schulte,.who has been serv- 
ing as Chicago zone manager. He 
has been with General Motors since 
1933 and with Pontiac since 1936. 


W. J. MeGrath J. F. Malone 

Schulte’s replacement in Chicago 
is Walter J. McGrath, who has 
headed the Cleveland zone since 
1950. Appointed to the Cleveland 
post was John F. Malone, formerly 
‘New York zone manager. 

W. E. Sheehy has been named 
assistant zone manager in Pitts- 
burgh. He formerly was New York 
zone service manager. 


Hudgens, Kemp 


Fill Buick Posts 


FLINT. — Albert H. Belfie, gen- 
eral sales manager of Buick, has 
announced appointment of James 
S. Hudgens as manager of the 
Pacific region, to succeed the late 
George H. Ruhe. 


Arthur H. Kemp, who has been 
zone manager at Dallas, succeeds 
Hudgens as Southwest regional 
manager. Before he took over the 
Dallas post in 1951, Kemp was zone 
manager in San Francisco. He has 
been with Buick for 12 years. 

Hudgens has been with Buick for 
the last 18 years. He has been 
manager of the Southwest region 
since last summer. 


Oregon Golf Meeting 
GEARHART, Ore. — The Auto- 
mobile Dealers Assn. of Oregon will 
hold its annual golf meeting at 
Gearhart Beach, May 17-19. 


meetings will be scheduled by the 
association to explain and clarify 
provisions of the legislation to 
dealers. 

Other points of the program 
were: | 
1, Creation of a Department of | 
Motor Vehicles. The commissioner 
will be appointed by the governor. 
Broderick said the law transfers 
financial responsibility and acci- | 


Reaching an estimated 150.000 
RATES: TWENTY-TWO CENTS 


readers 
ere 


dent reporting divisions from the 
highway patrol to the new depart- 
ment and the patrol will be moved 
to the department July 1, 1959. 

2. The assessment date has been 
changed to Jan, 2, May 1 in rural 
areas. Broderick said this will pro- 
vide a low inventory assessment 
date and allow an additional 80 
days to dispose of new vehicles on 
hand. 

3. The used-car law was revised 
to provide for the licensing within 
five days of out-of-state vehicles 
brought to South Dakota for retail 
sales. 

4, The new four-headlight sys- 
tems were legalized. 

5. Fuel taxes were raised one 


engaged in all branches of 


PER WORD FOR EACH 


INSERTION 


cent per gallon. “This assures 
the interstate highway system,” 
Broderick noted. 

6. Auto auctions have been legal- 
ized for wholesale purposes and 
rules and regulations established to 
govern their operations. 

Only one bill was reported as 
being entirely lost. This provided 
a penalty for changing identifica- 
tion numbers. 

Broderick noted a “bonus mea- 
sure,” which was not included in 
the association’s program, provided 
for lower costs for certain type 


license plates and enforcement of' 


|South Dakota’s “D” plates. 
Another law makes it a felony 
| to take a car covered by a con- 


the nation's automotive industry. 
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WANT AD DEPT... AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 
SMALL NEW CAR DEALER in Baltimore- 
Washington area needs service manager. 
State references, experience, etc.—-all de- 
tails first letter. Salary to start $125 plus 
commission, Box 7036, c/o Automotive) 
News, Detroit 26. 


TRUCK SALES MANAGER, Large Chicago 
suburban truck dealer desires experienced 
man familiar with all phases of sales. 
Opportunity to manage entire operation, 
if qualified, Potential unlimited. Compen- 
sation open. Excellent possibility for 
former zone or district manager. No trav- 
eling. Box 7037, c/o Automotive News, 
Detroit 26. 


CREDIT SALES SUPERVISOR. Old estab- 
lished internationally known company 
with branch offices in all principal cities 
offers rare opportunity to a man 35-40 
willing to relocate West Coast or Chicago 
who preferably has small toan supervi- 
sory experience, or allied experience han- 
dling appliance, credit jewelry or furni- 
ture financing as a supervisor in a 
multi-branch operation. Ability to sell 
ideas and work well with high sales pro- 
ducing sales managers vital, Thorough 
knowledge credit and collections and 
ability to organize, handle, direct and 
supervise people a necessity. Good insur- 
ance and retirement plans. Salary—high 
four figures. Write J. O. Bennett, Jr., 
National Credit Sales Manager, Box 5168, 
Chicago, Ill. 

SERVICE MANAGER for Cadillac-Oldsmo- 
bile dealer. Located mid-Hudson Valley 
area New York. Cad.-Olds experience de- 
sired, must have GM experience. Able to 
handie all phases of complete service 
operation. Reply, giving complete detalis 
—background, qualifications, salary, age 
and availability. Box 7054, c/o Automo- 
tive News, Detroit 26. 

SALES MANAGER WANTED. Live in Cali- 
fornia. Garden Spot of the State. Volume 
Lincol.-Mercury dealer — well financed 
High «aliber, executive-type sales man- 
ager. Must have ability to hire, organize, 
train and direct sales force. Age 35 to 45 
Please give full particulars and qualifica- 
tions in first letter. All replies strictly 
confidential. P. O. Box 921, San Jose 
Calif. 


NEED MICHIGAN AND EAST coast man. 
Nationally advertised chemical specialty 
line. Experience contacting automobile 
dealers. Can earn $10,000 and better per 
year. Commission up to 50%, drawing 
account, other benefits. Need good car, 
free to travel. Write Liquid Glaze, Inc 
Box 627, Lansing, Mich. 


AUTOMOTIVE PARTS, hardware, acces- 
sory salesmen to call on car dealers and 
fleet accounts in Baltimore and Washing- 
ton. Also Pittsburgh, West Virginia and 
Ohio, Established territory. Liberal com- 
missions. High earnings assured through 
attractive sales program. Only experi- 
enced salesmen with following should ap- 
ply. Box 7085, c/o Automotive News, 
Detroit 26. 





UNUSUAL OPPORTUNITY 
For Top Flight Auto 
General Manager 


To take complete charge of single point 
Ford dealership. Located in the east. Must 
be thoroughly experienced in all phases 
of dealer operation. Salary high, incen- 
tives ample. Write in detail, giving quvali- 
fications. All replies held strictly confiden- 
tial. Enclose photo. Box 7100 c/o 
Automotive News, Detroit 26. 


oe geen oon aeeoareD 


Car Distributor | 


| 

| 

| wants Road Sales Representative 

| for well established line of cers | 

| experienced with dealer set-up. | 

| New York State. Write to Box | 

| 7105, c/e Automotive News, De- | 
| 


| troit 26. 
Lerenewanmasenaasanamepesanens 


GENERAL OR USED car manager—19 
years experience in closing and ap- 
praisals, expert pencil! man. Capable 
manager on volume, spot delivery opera- 
tion. Reliable, mature judgment. Good 
organizer and leader. Married, 40 years 
old, Chicago area only. Armitage 6-9605, 
Chicago, Ii. 

MANAGEMENT ASSISTANT; Comptroller 
or secretary-treasurer, 20 years’ experi- 
ence both wholesale and retail including 
Motors Holding. Capable of assuming full 
responsibility. Desire permanent position 
to settle and raise family, Western Can- 
ada preferred. Box 6966, c/o Automotive 
News, Detroit 26 


SALES MANAGER, Experienced every 
phase automobile merchandising for 10 
years. Will hire and train in aggressive, | 
modern manner. Willing to relocate, pref- 
erably in southwest area. Highest refer- 
ences. Married. Age 35. Replies strictest 
confidence. Box 7056, c/o Automotive 
News, Detroit 26 

| 

CHEVROLET OR CHEVROLET dual. | 
Florida, Maryland, Virginia. General, new 
or used car manager position. Age 30, | 
family, Can move at once. Have man- | 

aged large metropolitan Chevrolet dealer- 

ship. Factory approval and many refer-| 
ences. Box 7059, c/o Automotive News, | 

Detroit 26. | 

| 
j 


GENERAL MANAGER AVAILABLE. 
Twenty-three years’ experience handling 
all phases fourteen hundred car Chevro- 
let dealership—Los Angeles metropolitan 
area. Proven records and zone manage- 
ment recommendation. Full understanding 
of financial statement and dedicated to 
making satisfactory net profit thru vol- 
ume sales. Reasonable salary and par- 
ticipation in operating profit. Ten thou- 
sand good faith investment if desired. 
Box 7080, c/o Automotive News, Detroit 
26. 


SERVICE MANAGER. Fiorida or any Guif 
Coast city through Texas. Proven ability 
in all phases dealer, customer and factory 
relations. Excellent references from top 
Chevrolet personnel. Now located in deal- 
ership turning $10,000 per month in cus- 
tomer labor. Write Box 7086, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT-OFFICE MANAGER. Fa- 
miliar with GM accounting and parts 
systems, business administration in col- 
lege and three years’ experience. Married 
man and a veteran. Young, aggressive 
and ability to train men. Would like to 
settle with a dealership handling 250 
units up in Illinois. Box 7087, c/o Auto- 
motive News, Detroit 26. 

OFFICE MANAGER-Controller-Aceountant. 
11 years’ experience new-car dealerships 
handling Ford products, Financial state- 
ments, budgets, expense control, daily 
operating control my specialties. Experi- 
enced in Motors Holding and Dealer De- 
velopment operation. Ably qualified in all 
phases of business management and office 
supervision, Westchester, N. Y., resident 
but willing to relocate. Box 7088, ¢/o 
Automotive News, Detroit 26. 

TOP FLIGHT, YOUNG, aggressive auto- 
mobile retailer. Full knowledge of financ- 
ing, merchandising, wholesaling, recruit- 
ing and training top-notch sales force. 
Presently handling volume deal for one 
of GM top cars. Ready to move about 
June 1. Interested in deal where produc- 
tion pays off. Buy-in consideration, Box 
7089, c/o Automotive News, Detroit 26. 


ACCOUNTANT - BUSINESS MANAGER 
with large volume Chevrolet-Ford-Buick 
dealer experience—also factory business 
management experience. Know daily 
operating control, forecasting and ex- 
pense control. Qualified to advise general 
manager on operations. Box 7090, c/o 
Automotive News, Detroit 26. 


GM ACCOUNTANT, 27 years’ experience, 
with one dealer 24, wants to change to 
location in Colorado, Wyoming or Idaho. 
Chevrolet preferred. Box 7091, c/o Auto- 
motive News, Detroit 26. 





POSITION WANTED 


EASTERN GENERAL MOTORS dealer 
settling on the west coast is desirous of 
automotive connection. Box 7092, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER—25 years’ GM ex- 
perience. Proven profit maker in large 
volume operation—Can set up and organ- 
ize complete parts and service depart- 
ments—-Best employe and customer rela- 
tionship—Resume on request. Box 7093, 
c/o Automotive News, Detroit 26. 

DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE, handling Lin- 
coln-Mercury, located single-point prosper- 
ous southern city, population exceeding 
125,000. Excellent facilities. Will lease 


favorably and sell out on realistic basis. 
Business is currently profitable. Will dis- | 


close complete information to serious in- 
quiries. Box 7076, c/o Automotive News, 
Detroit 26. 


AVAILABLE—DEALERSHIP handling 
American Motors scenic Washington 
area. Stock and equipment, no used cars 
or accounts receivable. Owner desires to 
lease facilities. 50-car potential, small 
overhead. $12,000 to $15,000 profit possi- 
bilities. Sale price $20,000. Box 7066, c/o 
Automotive News, Detroit 26. 


| HANDLING LINCOLN - MERCURY. Lo- 
cated in large manufacturing area of 
Piedmont, North Carolina, Finest boating 
and fishing. No real estate, receivables, 
or used cars. Approximately $20,000 to 
handle. Other business interests make 
this necessary. Box 7061, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Ford in heart | 


of east Texas and county seat town, do- 
ing 300 unit volume yearly. Clean going 
business. Owner selling due to bad health. 
Will sell for 50% of inventory, appraised 
at fair market value. Buyer must have 
cash and Ford approval. Box 7073, c/o 
Automotive News, Detroit 26. 





THREE DEALERSHIPS available — han-| 


diing Ford and Mercury, 200 car—han- 
dling Chrysler and Plymouth, 300 car— 
and one for 60, each well established. 
Details from Pioneer Credit Corp., Great 
Barrington, Mass. 


FRANCHISE HANDLING PONTIAC— 
Southern New England. Long established. 
Excellent organization. Very desirable 
lease. Fine location. Profitable parts and 
service operation. Business very liquid. 
350 to 450 cars. Box 7081, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING CHRYSLER- 
Plymouth-Imperial. Established 1924. 150- 
200 car potential. Unlimited opportunity. 
Only Chrysler Corporation dealer in fast 
growing town of 8,000 near Indianapolis. 
No used cars or receivables to buy. Good 
seven year lease on buildings. This dealer- 
ship is modern in every respect. Selling 
on account of ill health, Hemphill Mo- 
oon, Inc., 150 W. Jefferson St., Franklin, 
nd. 


WILL SACRIFICE FOR $16,000. Well es- 
tablished dealership handling Chrysler, 
Imperial, Plymouth, In progressive south- 
ern Michigan city. Potential 200 new 
cars. Good service. Box 7082, c/o Auto- 
motive News, Detroit 26. 


ONE-HALF INTEREST—‘‘Big Two’’ dual 
agency. Farming community. Large gov- 
ernment project nearby. $30,000. Box 
7083, c/o Automotive News, Detroit 26. 

AGENCY HANDLING Lincoln - Mercury; 
high income; metropolitan New York 
area. No receivables, no used cars, low 
rent; 650 car potential. Factory approval 
required. Box 7094, c/o Automotive News, 
Detroit 26. 














iy 


ditional sales contract out of 
state for the purpose of defrand- 
ing a dealer. Broderick sai: this 
means that South Dakota officers 
can be sent outstate to pick up 
offenders under the law. 
Another law allows dealers to 
obtain titles of tradeins without 
paying license and tax when the 
vehicle is sold to an out-of-state 
resident, 


Other measures reduce penalties 
for late filing of title from $15 to 
$5; raise the duplicate fee from 
$1 to $2; create a three ton class 
which allows pickups to carry ful] 
load without paying the four-ton 
rate, and establish financial respon. 
sibility provisions, 





—. 


DEALERSHIPS AVAILABLE 


FOR SALE—DEALERSHIP handling Olds. 
mobile. This very profitable deal is being 
sold for health reasons, Will sell at inven. 





tory and lease property. Box 7095, c/o ff 


Automotive News, Detroit 26. 


DEALER HANDLING Lincoln-Mercury jg 
north metropolitan New Jersey, suburbay 
town, 15 miles from New York city, Buy 
parts and equipment inventory. Box 7096, 
c/o Automotive News, Detroit 26. 

AUTOMOBILE AGENCY handling DeSoto. 
Plymouth—selling 200 cars a year, Ip 
New. York region. Well equipped sales 
service, body shop, used car lot. No reaj 
estate or used cars to buy. Low rent— 
$250 per month. Must sell account other 
interests. $25,000 will handle. All answers 
kept confidential. To be considered, in- 
clude background, references and finan- 
cial status in first letter. Write Box 7084, 
c/o Automotive News, Detroit 26. 


ILLNESS FORCES immediate sale of 199 § 
car dealership handling Chrysler-Plymouth, 
County seat, 100,000 shopping area, in- 
dustrial southeastern Ohio. New car 

|} Sales, parts and_ service, completely 

| equipped body shop, customer parking, 
large well lighted used car lot, downtown 
corner location. Excellent lease. Will sell 
at % appraised selling estimate which is 
less than a comparable operation would 

cost to equip, tool and stock. Not a 

financially distressed close out, but 3 

currently operating, well established deal- 

ership with a legitimate reason for sell- 

ing, and one that offers the purchaser a 

sound and generous future. Please do not 

waste time unless you are serious and 
financially responsible, Inspection invited, 
= 7097, c/o Automotive News, Detroit 


FOR SALE 
With Approval 
Buick Motor Division 


| 

Dealership handling Buick in central Susque 
hanna area of Pennsylvania. 200 car potential. ; 
This is a money maker in a thriving com 
munity of 20,000. No used cars or accounts 
receivable, Principals only. 


Box 7102, </o Automotive News, Detroit 26. 


1,000 Car Dealer- 


ship for Sale 
Handling 


BUICK 


Excellent facilities—Long 


term lease 





No accounts receivable 
_No used cars 


$75,000 will handle 


Must have GM okay 
In the fabulous southwest 
Once in a lifetime deal 


Box 7052, c/o Automotive 
News, Detroit 26 





HELP WANTED 





SENSATIONAL 


OPPORTUNITY 


National Organization Has Openings for Salesmen 
Interested in Permanent High Income. 


Exclusive territories. 
Selling new car dealers. 


Copyrighted plan now sweeping the country. 

Write, giving complete details. 

Successful automotive sales background necessary. 
High earnings start immediately. 

All correspondence strictly confidential. 


Box 7101, c/o Automotive News, Detroit 26. 
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900 car sales a year. Will buy all or part 
interest. Have factory approval and cash. 
Box 7060, c/o Automotive News, Detroit 





Top sales executive to operate his own 
business with our exclusive franchise. Ours 
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26. eee se 
WANTED: CALIFORNIA Chevrolet or 
Cadillac dealership of any size (priced at 
from $10,000 to $2,000,000). I have fac- 


is a REPEAT service that every automobile 
offer his customers. The 





dealer “must” 






sa approval but guarantee that your 
&g tee aw will be held in strictest confidence, | man selected must have heavy sales ex- 
is ents 

ing and that factory will not be consulted perience, be a good administrator, self- 





without your OK. Box 7099, c/o Auto- 
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BUSINESS OPPORTUNITIES 


| SENSATIONAL SALES PROMOTION! 










oT 
ONE YEAR GUARANTEE FOR 
USED CARS! 
100% Parts and Labor—Good anywhere in the U. S. 
ng WRITE, WIRE or CALL! 
Territories open for qualified sales representatives. 
ole 
United States Car Testing Co. 
e 5327 W. 3rd St. Dayton 7, Ohio 
y MUrray 1669 
est 
al 
"iil PUBLIC SALE OF STATE USED CARS 
— 106 CARS IN HARRISBURG, PENNA. 


1955-1956 Chevys - Fords - Low Mileage 
Also Older Models 


Other cars at Clarks Summit, Norristown and Montoursville, Pa. 


WHEN—May 28, 1957 HOW—By Sealed Bids 


These cars may be inspected Monday through Friday, 8:30 A.M. 
te 5:00 P.M., Holidays excepted. General public and Dealers 
Gre invited to bid. Invitations to bid, listing cars, together with 
instructions to bidders, may be obtained by writing to: 


¥. D. Adams, Director, Automotive Bureau, Commonwealth Garage, 
22nd and Forster Streets, Harrisburg, Penna. 
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CARS FOR SALE 


BUY IN MIAMI 


400 1957 Models—Extra Low Mileage 
Fordor Hardtops & Convertibles 
CHEVROLETS - FORDS 
BUICKS - CADILLACS 
FULL POWER OPTIONAL 
DELIVERY ARRANGED 
Morse Auto Rental 


7726 N. E. 2nd Ave. 
MIAMI, FLA. 




















Used Car 
Buyers! 
U-Drive-It Fleet 


FOR SALE 
At Wholesale 


Low Mileage - Like New 
1957 
Ford, Chevrolet, Plymouth, Buick, Oldsmo- 


bile, Mercury—Any Quantity 


Merlin U-Drive-it Co. 
4949 N. W. 36th St. Miami, Fla. 
Phone Miami Tuxedo 7-672! 


OPPORTUNITY 
USED CARS 


AND 


EX-TAXIS 


FORD * PLYM * CHEV 
loos & 1956's 


ALL TOP OPERATING CONDI- 


TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. 


CLEAN BODIES AND INTERIORS. 
PRICED FOR IMMEDIATE 
SALE! 

ANY QUANTITY . . 5 to 500 
WRITE - WIRE - CALL 
JAMES F. WATERS, INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Bivd., Long Island City, N. Y. 


ST 6-3300 
A. H 


H, . AUSTIN 


CARS WANTED 





WANTED 


Mark |! Continentals (preferably air condi- 
tioned) For Rental Service 
AIRLINES RENT-A-CAR, INC. 
4545 N. W. 36th St. Miami Springs, Fla. 
Phone: TU 8-5224 





PARTS FOR SALE 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 


Chevrolet Parts 


Largest Stock on East Coast 
Orders Shipped Complete 
Same Day as Received. 


LUSTINE-NICHOLSON 
CHEVROLET 


5710 Baltimore Ave. Hyattsville, Md. 


Phone Warfield 7-7200 
Suburb of Washington, D. C. 


NOW! PLASTIC GLASS for truck doors 
guaranteed not to break. Prices on re- 
quest, Fast C.O.D. shipments. Aberdeen 
Auto Parts, Box 283, Aberdeen, Md. 


PARTS WANTED 


WANTED—COMPLETE new or used 5- 
speed transmission and clutch housing 
for B3, B4, Cl ‘‘K’’ Dodge truck. Sykes 
Motor Sales, Clintwood, Va. 


TRUCKS FOR SALE 








WRECKER FOR SALE 


1948 Ford 1'/.-ton COE, less than 15,000 miles, 
excellent condition; 4-ton Holmes, 12-ton pull- 
ing power, 600' ¥%" cable, 2 blocks, towin 
cradle with all attachments, tire chains an 
stiff legs. 

ERNIE MYERS FORD INC. 
Greenville, Ohio Phone Lincoln 8-4122 












$50 REWARD 


For information leading to recovery of a 1956 
Pontiac Star Chief, Catalina sedan, motor No. 
T856H5390. Color: upper, Catalina Blue, lower, 
Nimbus (light) Grey. Fully equipped. Car 
driven off by man calling himself George 
Butler, 5'll"', 170 Ibs., slightly bald, works as 


mechanic or service manager. Call collect. 


Lake Charles Motors, Inc. 
2230 E. Broad St. 
Phone HE 3-145! 


| 





ACCESSORIES FOR SALE 


MOTOROLA 
RADIOS 


Manual—$27.50 
Push-Button—$34.95 


Brand New — Ford, Chevy, Plym., Dodge, 
DeSoto, Hudson, ome. Pontiac, Studebaker, 
illys. 








Complete radios, custom heads fit 


dash of above cars—1950-1954 
Brand eS Mercury, Nash— 


' 2 
Fast COD Shipments, F.O.8. N.Y. 
Complete Catalogs to ‘57 upon request. 
LIBERTY AUTO RADIO, INC. 


146 E. 15! St. New York 51, N. Y. 
MOtt Haven 5-9466 


REAR DECK SPEAKER 
KITS 


% C.0.D. 

4 7.0.8. Ferndale, Mich. 
FACTORY PLUG-IN UNITS 
FOR ANY MAKE OR MODEL 

SAMPLE SHIPPED ON REQUEST 


(C.0.D.) 
Mozel Auto Radio & 


Accessory Supply Co. 


21930 Woodward Ferndale, Mich. 


SHOP EQUIPMENT FOR SALE 


FOR SALE: SIXTEEN parts tables com- 
plete with shelves, glass dividers. Like 
new. $35 each. Chevrolet Box 191, Marys- 
ville, Ohio. 


ANTIQUE CARS FOR SALE ~< 


1915 FORD TOURING; 1908 Buick run- 
about, both good running condition, new 
tires. Snow Shoe Inn, Camden, N. Y. 


CLASSIC—1931 ROLLS ROYCE P2 New- 
port town sedan. Beautiful condition. 
$3,000. Fulmer Service Co., Toronto, 














‘MISCELLANEOUS 


CONVERTIBLE TOPS—$18.75. Headlinings, 
$12.50. Clear plastic seat covers, $12.50. 
Free catalogue. Big Buck, 307 Cambridge 
St., Boston 14, Mass. 















Lake Charles, La. 





MISCELLANEOUS 








Automatic BraKinG 
WITH BRAKE HOOK-UP 
ONLY.. $514 ouipe 
lie Galen ani $61* 

BRAKE HOOK-UP.......... 
poe sg oy 
Up tntre- Siete Tow Ber......... PSO0OO 
TowKinG 0200, °45 
Tow Bar Sales Co. 
Exclusive Factory Distributors 

AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
Call Collect 3,500 nan. 
40 So. Clinton St., Chicago 6, Ill. 


WINDSHIELD STICKER For Sale signs, 
3% x 8 in., printed red on white paper, 
gummed ends. In pads of 50. Per pad $1, 


3 pads $2.50, 8 pads $5. Commercial 
Service, Box 27, Bismarck, N. D. 


TRUCK AND CAR SIGNS made 
with plastic letters. Metal, 
Brass 


wood 
masonite letters also. stencils. 
Signs 


for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax Included 
WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 
GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four C Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
* * 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [] 








AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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MN GP Gain 00 sce tan cence congececceee besde ‘Mecvcce eoonnesee etase 


mm ee ee 


Dodge Averages 22 m.p.g.— 
Tops All V-8’s in Mobilgas Economy Run! 


A 


Dodge dealers knew they had a winner in style the 
moment they first saw the Swept-Wing ’57 Dodge. But it 
was Dodge’s victory in the recent Mobilgas Economy Run 
that proved another important point—proved that the 
style leader can set the pace in performance, too! 


A Dodge Coronet D-500 averaged 22.0047 miles per 
gallon for the rugged 1,568-mile run to not only top every 
car in its own class but every V-8 as well! 


The remarkable feature of this mileage victory was the 
fact that the winning Dodge was powered by a high- 
performance 285 hp. D-500 V-8 engine, teamed with 
Push-Button TorqueFlite. Here’s eloquent proof of both 


the efficiency of this automatic transmission and of Dodge 
aircraft-type V-8 engine design. 


When you add it all up, Dodge dealers have a great 
combination. to sell this year. Dazzling new Swept-Wing 
styling that’s sweeping the country. Exclusive advances 
like Torsion-Aire, TorqueF lite and Total-Contact Brakes. 
And, now, performance and economy that set the pace 
in the Mobilgas Economy Run. 


NOTE: Final results showed that a second Dodge Coronet 
D-500 came in with the second highest average in its class, 
but Economy Run rules automatically award second place to a 
make of car other than the one that won. Driven by a lady, it 
averaged over 21 miles per gallon. 


America’s Style Leader Sets the Pace in Performance, Too! 





